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Successtul NCCTCHAPIES Ake soLD ON MICROMETRIC CARBON PAPER 


"Webster's numbered scale 
edge is a time-saver anda 
great convenience," 
says ADELAIDE SMART, 
Secretary to 
Mr. Richard S. Morse, 
President of the National 
Research Corporation, 
Cambridge, Massachusetts 
**Give the lady what she wants,”’ is the 
policy of many a purchasing department 
Successful secretaries everywhere make it 
clear that they want Webster's Micrometric 
Webster's ads tell them about it and Web 
ster’s performance convinces them. Be sure 
you're known as a Webster dealer. Promote 
and display Webster's. This is the line of car 
bon papers, ribbons and duplicating supplies 
that’s easier to sell and brings repeat sales 
time after time. 





Here's the line with that extra appeal... 


Treated Back Micrometric Carbon Paper 
Carbon Paper for Measured Typing 


WEBSTER'S MICROMETRIC CARBON 
PAPER, with che famous numbered 
scale for measured typing, ts 
Webster research which pioneered 
the first non-filling ribbon stall 
leads in exclusive features. Through- 
out the Webster line, vou'll find 
special features for faster selling 


WEBSTER'S SHURFLAT 
tops the field. Sell MultiKopy for the 
very finest. OK meets competition 
in the lower price range. Both carbons 
stay flat in any climate, regardless of 
humidity or rapid temperature changes 


unique 


Let Webster's merc 


Webster Typewriter Ribbons 
Silk or Cotton 


SMART PACKAGING, in pull- 
drawer boxes for easy access. Web- 
ster’'s STAR, MULTIKOPY, OK and 
HUB brands provide top quality rib- 
bons in four price levels all avail 
able for prompt delivery 

quality helps you meet and t 
competition. 


handising specialists help you t 





Stock the Preferred bine 
stock WEBSTER'S 


ons 


Carbon Papers * Typewriter Ribb 


Duplicating Supplies 


New York, 


more Webster's products with attractive displays, 1 
paper mats, folders, mailers, blotters and catalog 
your store name imprinted Materials ar 
experienced help of the Webster organization are 
for the asking. Just write 


F. S$. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


free 


Webster's warehouses in 


Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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Founded by George H. Patterson and 
Developed Throwgh Thirty-Four Years by Evan Johnson. 


OFFICE APPLIANCES’ 


(Te the World's Principal Market Places) 





Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1952. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 
differences of opinion, the publishers obvi- 
ously cannot undertake to guarantee trans- 
actions between advertisers and customers. 
They do, however, offer their services in re- 
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A Elbe File & Binder Co. 289 King Posture Chair Co. 322 Pronto File Corp.. 106 
Acco Products, Inc. 309 Ellingsworth Mfg. Co. 149 Kingdom Mfg. Co. 317 Protectall Safe Corp. 203 
—_ Fastener Corp. 167 Elward Mfg. Co. 320 Koh-I-Noor Pencil Co. 313 Q 
ce Loose Leaf Bindery Co.......319 Engineering Mfg. Co. 308 Kutch, Walter E., Co 322 = . oee 
Acme Visible Records, Ennis Tag & Salesbook Co._117 . ee eee Seaee Ob...208 
Ine.......... o- 256, 320 Esterbrook Pen Co : ' ! Queen Ribbon & Carbon Co.....259 
ae 6, n Co. 141 LaSalle Products Co 188 
Addo Machine Co., Inc. 120 F Lehigh Desk Co., Inc 310 R 
Adirondack Chair Co. . 322 Facit Inc 224 Leopold Co. 267 Record Controls, Ine 195 
Zon 7 poegete Div. ASB 14 Fastener Corp 183 Lightning Adding Machine woo g - mee Co. “"G $13 
gner, G. J., Co. io Faultless Caster Corp 99 Co. 312 oga’ typewriter \0. 314 
Aigner Index Co. . 145 Force, William A.. & Co 313 Lit-Ning Products 260 Reliable Typewr. & Adding 
Allen, R. C., Business Ft. Steuben Metal Prods. Co.__.218 Machine Co. 191 
Machines, Inc. _ 123, 124 ; “wong 122 M " Remington Rand Inc 317 
- ~ Fox, George E., & Co 183 M; A id. Ine 23 : 
Alliance Rubber Co. 319 Friden Calculating Mch. Co 126 ~r-/. Ke nese . rnold, nc. ~~ Replogle Globes 301 
All-Rite Pen Inc. 301 Fritz-Cross Co., The 310 Se eens Lo. ae Rest-A-Phone Co. 316 
All-Steel Equipment Inc. 77 Fulton Marking Equipm. Co... 286 Marks ell Mic. Go. I 321 Reyburn Mfg. Co., Th 270 
Alma Desk Co 199 G Mac iy 0 9g sds Taga wee Riteform Chair Co. 227 
Aluminum Seating Corp. 148 Geller . eae ~ wane Steet vueaees. 185 Rivet-O Mfg. Co. 226 
Amberg File & Index Co. 287 , , J. R 31¢ Master Addre ser 202 Roberts Numbering Machine 
Amer. Automatic Typewr. Co..273 Ge neral Fireproofing Co 85 Master-Craft Corp 132 Co. 295 
Amer. Evatype Corp. 314 General Lamps Mfg. Corp.........299 Master Mfg. Co. 290 Roberts, Weldon, Rubber Co...214 
Amer. Latex Products Glaro Machine Products Co.......299 Mayfair Co., The 191 Rockwell-Barnes Co. 196 
Corp...... 108, 109 40: Glidex Corp. concent 195 Meier, Joshua, Co 281 Rose Ribbon & Carbon Mfg. 

A Mat © 290 Globe-Wernicke Co., The 211 Meilink Steel Safe Co 248 Co. Inc. 140 
— -r Goodfriend Metal Product 316 Metal Office Furniture Co 271 ; ; 7 
Amer. Metal Products Co. 101 - - CVSS & rUGUuCcts rir pear ice Surniture 0. ~ Rowles, E. W. A., Co 178 
Amer. Numbering Machine Graff, George B., Co. 249 Metalstand Co... 204 Roya! Metal Mfg. Co 324 
Co 811 Gran-Adell Mfg. Co 195 Miami Systems Corp 136 Royal Typewriter Co., Inc 56. 57 

Amer. Pad & Paper Co 277 Grand Rapids Lthr. Furn. Co...298 Midwest Metal Mfg. Co.....298, 310 : ees , 
A 4 Passbook Cc ; 320 Gregory Fount-O-Ink Co 296 Milwaukee Metal Furn. Co 179 : 5 
mer. * ase owner re Gregson Mfg. Co 958 Minnesota M , & Mfg. Co... 71 St. Marks Metal Products 
Amer. Photo Laboratories 190 G , S fe G — Mohe 1. T t let & Mfg. ’ 177 Ine »99 
J . ‘ suardsman Safe Oo 297 Mohaw able o iz _ . ove 
Amer. Telephone & Teleg. Co. 139 Guide Svet. . aa a hk a a 44 Safeguard Corp 815 
Applian Products ( 310 y m & Suppl Moore Push Pin 3 > 
ye & Co — mi 279 Co 200, 201 Morris, Bert M., Co 197 Sanford Ink Co. 142 
Arrow Fastener Co., Inc 255 Gunlocke, W. H., Chair Co 207 Mosler Safe Co., The 94, 95 - sama d <_ Co. 293 
** : 600 . enim ‘ S 0., " 
Art Metal Construction Co. 63 H Multistamp Company a Sonat I Self Clos. Inkstand om 
Art Steel Sales Corp. 14, 75 Hall-Welter Co., In¢ 289 > mo male Co 288 rm yusch Self-Clos. Inkstan« oa 
A i Stati ors S ly Hall’s Safe Co., The 209 Myrtle es 0... “ie Wines 28 — 
Co. ates a 185 Hamilton Mfg. Corp 121 ; N ar: ee ee. ‘ T a 
Atlas Stencil Files Co. 264 Hamilton Specialties Inc. 314 saseon Products Div 4 She sherd Chi ir Co...... 252 
Automatic Pencil Sharpnr Co...269 Hanno, Philip, Co 230 Nat'l Blank Book Co 128 I air . 262 
; . ” ‘ Sr. r Nat'l Business Show Co 212 Sheppard, C. E., Co 274 
Autopoint Co. 171 Hanson Scale Co 195 Nat’ isiness § 212 Shinenan-Wara Mite’ +h 
Hardboard Fabricators In« 303 Nat'l Cash Register Co 93 a — we Se = 
B am Hart Mfc. Co. 243 Nat’l Lock Co. 107 Smead Mfg. Co... 208 
B-T Company a Harter Corp., The 216 Nat'l Vulcanized Fibre Co 232 Smith, L. C., & Corona Type- 
Bainbridge, oe & Haupt..302 net oe Te a0 122 Neiman Loose Lf. & Bdry writers Inc. 49 
Bankers Box Co. 164 . 1 Co 194 Soundscriber, Inc. 65 
Barkley, C. L., & Co 182 Hectographia Cor; 134 - - 7 r- He Speed Key Corp 321 
» & “* . ~~ dres yr Co 32 Neubauer I g. oO. ce 4 2 rp. o« 
Barrett Adding Machine Div.....129 eae RJ us, : Safe C oe Ne vation Products. Ine 73 Speed-O-Print Corp. 170 
Bassick Co. my 146 He ye . : ae "The ircatimcntibesit: 7 New England Paper Punch Speed Products Co., In« 89 
Bates Mfg. Co. : 111 Hievine Ink ( —— o7e8 Co 318 Springer Industries Inc 257 
Beach Publishing Co. 320 ich Pt. Be ae eilcaie Cia as Noesting Pin Ticket Co 313 Stacor Equipment Co. 213 
Bentson Mf ( 20 High Bending & Chair Co...144 . . < : re 
entson g. Co.... 305 Secaiae Winnie tim 929 Norta Distributing Co 322 Standard Furniture Co. 55 
Biltwell Products Co. S18 Hunt, C. Howard, Pen Co 306 Northern States Envelope Co...130 Stark Calendars, Inc. 317 
Blaisdell Pencil Co. 300 seas — we — Nu-Craft Products Co 291 Stationers Guild of Amer. 150 
ane. ue 101 Ideal Syst ( . 3 Oo Stationers Loose Leaf Co 306 
rroughs g. Co. 01 deal System Co. 303 ; ; Stebco Products 260, 261 
Brand Names Foundation $23 Imperial Desk Co 275 Oakville Co. Div. Scovill 151 Stein Bros. Mfg. Co. 260, 261 
Bright Chair Co., Inc. 292 Imperial Leather Furn. Co 320 Odhner Sales Inc. 311 Stellar Tool & Mfg. Co., Inc... 251 
Bristol Mfg. Co. 815 Imperial Methods Co 217 Office Furn. W holesale Distr. 321 Stempel Mfg. Co. 312 
Browne-Morse Co. 247 Indiana Cash Drawer Co. 206 Ohio Can & Crown Co., The....322 Stewart R. A., & Co 233 
Brush-Punnett Co. 294 Indiana Desk Co 253 Ohio Chair Co., Inc 241 Storms, H. M., Co. 138 
Buckeye Ribbon & Carbon Co...312 Industrial Lamp Corp 242 Old Town Corp. 82. 83 Sturgis Posture Chair Co 87 
Burroughs Adding Mch. Co.....239 Ink Specialties Co., Inc 189 Orna-Me tal Products Co 265 Supreme Steel Prods. Inc 131 
Cc Int'l Cash Reg. Parts Co 194 Oxford Filing Supply Co 263 Swift Business Mchs. Corp 133 
C-Thru Ruler Co. 278 Int'l Office Appliances Inc 314 P t 
Canvas Products Corp. $21 Invincible Metal Furn. Co 223 Panama- Beaver 47 Piet ia . T P 
h " Ionia Mfc. Co 294 : sg - — P.. Taylor Chair Co., The 198 
Cardinell Corp. si 9 " _ ker I en ve Phe 231 Technygraph Co., The 238 
| nerd — a j ion mest ae: ang Inc oy Thomas Furniture Co 115 
, epoint, inc. 302 a ’ r 988 CATON, Nee Hee LO we Tiffany Stand Co. 210 
Chicago Card Hoider Co. “in¢ —_ Jasver Chair Cs iggr388 — Reerleas-Lmperial Co.. inc... 285 Top" Phight Products Co. te 
Clarotype Co. 285 1: Office F : 5, = Peerless Steel Equipment Co 276 “Tops” Business Forms 190 
Clary Multiplier Corp. guano: Sie Furaiture Co . Perfect Rubber Seat Cushion Tubecrafters Sales Div 282 
Codo Mfg Corp 182 Jasper Seating Co 266 Co. 304 Twee tes Fibr ' Co. In 183 
4 “ 9 nso “hair ‘oO e wet “ . -eten ipbre Uo., Be 3 
Cole Steel Equipment a .? 7. . “ Ld Phillips Process Co., Inc 318 stg 
=e 103, 4, 5, 6 JOstN ° ffx. Co 309 Photo Materials Co 194 : I V 
Collier-Keyworth Co. 222 K Pitts burgh Cut Wire Co 309 Underwood Corp. Back Cover 
Columbia Ribbon & Carbon Kahn, David, Inc 61 Posting Equipment Corp 234 Union Rubber & Asbestos Co...321 
g. Co..... 79 Karl Mfg. Co. 293 Precision Mfg. Co 308 U. S. Chaircraft Mfg. Corp 285 
Columbia Steel Equipment Co...127 Keystone Steel Equip. Co 228 Print-O-Matic Co., Inc 195 U. S. Typewriter Ribbon Mfg 
Commonwealth Steel Prod. _Co....... : 297 
807 Vail Mfg. Co. 163 
Corp. 7 ; : 
Consolidated Bus. Systems Valco Co... 118 
ne. A 220 Vanguard Engin. & Mfg. Co 194 
Cook’s Inc. 229 T Victor Adding Machine Co 189 
Copy Right Mfg. Corp. $21 he Service Bureau of Office Appliances ae Safe & Equiment Co 58 
Corona Typewriter, The ; 49 is maintained for the exclusive use of be oe me ad 5S 158 
ener Mfg. Co. ona subscribers and advertisers. It answers by _—e a _ 152, 15% 
~ vnc ag . ea personal letters all inquiries upon matters : x 
Cram, George F., Co., The ry germane to the field ection names of Warshaw Mfg. Co., In« 280 
Cramer Posture Chair Co. 113 ' Weber Bros. Metal Works 184 
Currier Mfg. Co. 2. 226 — - — Webster, F. S., Co. 2 
Cushman & Denison Mfg. Co...221 Weis Mfc. Co. 67, 68, 69, 70 
D . Welch Industries 307 
Darnell Corp. Ltd. 246 Welham Metal Products Co 282 
Davenport, A. C., & Son 309 Wells Chair Corp. 51 
Dayton Stencil Works 321 ~- = Western Mfg. Co. 254 
Dennison Mfg. Co. 305 ‘ : Western Patent Access. Co 320 
Diebold Inc. 219 manufacturers of any office article wanted, Wiggins, John B.. Co 322 
Ditto Ince..... 72 puts man and job together, aids foreign Wilmer, E. P., Inc 250 
Dixon, Joseph, Crucible Co. 143 dealers in securing U. S. A. lines, and in Wilson Jones Co. 165 
Dolin Metal Products Inc. 205 many other ways performs useful service, Wolber Dupl. & Supply Co 166 
Dome Publishing Co. 296 all without charge. Subscribers in every Worden Co., The 295 
Doppelt, Charles, & Co. 154 land have made, and are makin d Write Inc. 320 
Doro Mfg. Co. 184 f thi ’ { 9. goo X-Acto Crescent Prods. Co.. 
Dorset Steel Equipment Co.......284 held be ‘s a ae gow in a Inc. 245 
: . 9 ie ave evidence of its prov value. 
Duplicate rece Book Co. $21 prove ue Y z 
» Yawman & Erbe Mfg. Co 147 
Eaton Paper Corp. 59, 215 Zephyr Amer. Corp. 319 


4 OFFICE APPLIANCES, October, 1952 














Accounting Systems Equipment 


Dome Publishing Co., Inc. 
Ideal System Co., The 
Nascon Products Div, 


Adding Machine Parts 
Shipman-Ward Mfg. Co. 
Adding Machines 
Addo Machine Co., Ine 
Allen, R. ¢ Business Mchs 
Barrett Adding Machine Div 
Burroughs Adding Machine Co 





Clary Multiplier Corp 

Facit In 

Friden Cale. Machine Co., Inc 
Nat'l Cash Register Co 
Odhbner Sales Inc 

Remington Rand In« 

Smith, L. C., & Corona Typws 
Swift Business Machines Corp 
! nderw ss orp 


or ling Machine Co 

addins Machines, Rebuilt & Used 

Int'l Office Appliances, Inc 

Reliable Typw. & Adding Machine Co 

Shipman-Ward Mfg. Co 
Addressing Machines 

Heyer Corp., The 

Master Addresser Co 

Multistamp Co 
Adhesives 

See Inks, Adhesives, etc 
Advertising Service 

Loca r 

Amer me & Telegr. Co 
Arch & Clipboard Files 

Cushman & Denison Mfg. Co 

Elbe File & Binder Co.. Inc 

Fox, George E., & Co 

Globe-Wer ke Co 

Hardboard Fabricators, In 

Hedges Mfg. Co 

Rockwe Barnes ( 

Shaw ~W ker Ce 

Stempe ry Co 

Yawmat Mfg. C« 
Ash Trays ‘ Stands 





is Cort 
Associations, ‘Trade 
r rs G f Amer 
Atlases, “Geographical ~ 
Cram, George I o., The 
Autegraphic Registers 
ano, Pt ’ 
Miami Systems ( 
Bank Supplies 
Amer. Passbook 
Guardsman Safe ¢ 
Stempel Mfg. ¢ 
Bankers Note Cases 


General Fireproofing Co 
e lobe - We ke ( 
or Safe & Equipment Co 
Billing Machines 
Remington Rand In 
Underwood ¢ 


oes, Catates & Periodical 
»P 


" 

E 

Master-Craft Cort 
Nat'l Blank Book (¢ 
Niemar < 

Sr 





Sean a 
Binders, Permanent Storage 
B T ‘ 


Master-( ( 
Mayfair ¢ 
Sheppard, ¢ 
Blackboards 
Fox, Geor I & Co 
R wiles, EB. W. A.. ¢ 
tempel Mf ( 
Blankbooks 
Boorum & P ( 
Ideal System ¢ rhe 
Nat'l Blank Book ¢ 
wo Barr ( 
wi 
Blueprint & Pls n File : ~ eee 


Bookkeep ng Machines 
ling Machine Co 
Ir 


Box Letter Files 
Amberg File & Index Co 
Art Steel Sales Corp 
Cole Steel Equipment (o 
Globe-Wernicke Co. 
Hedges Mfg. Co 
Mayfair Co., The 
Rockwell-Barnes Co. 
Weis Mfg. Co 
Brief & Zipper Cases 
Bristol Mfg. Co. 
Doppelt. Charles, & Co 
Elbe File & Binder Co.. Inc 
Master-Craft Corp 
Meier, Joshua, Co 
Stationers Loose Leaf Co 
Stebco Products 
Stein Bros. Mfg. Co. 
Bulletin Boards 
Davenport, A. C., & Son. Inc 
Lit-Ning Products Co 
Rowles, E. W. A... Co 
Business Forms 
Aigner, G. J., Co 
Amer. Pad & Paper Co 
Amer. Passbook Co. 
Associated Stationers Supply Co 
Ideal System Co., The 
7 Systems oC ‘orp 
““Tops’’ Business Forms 
Cabinets, Refreshment 
Servel Inc. 
Springer Industries, Inc 
Calculating Devices 
Consolidated Business Svstems 
Lightning Adding Machine Co 
Rellable Typw. & Adding Machine Co 
Shipman-Ward Mfg. Co 
Victor Safe & Equipment Co. 
Caleulating Machines 
Addo Machine Co., Ine 
Allen, R. C., Business Mchs.. Inc 
Barrett Adding Machine Div 
Burroughs Adding Machine Co 
Clary Multiplier Corp 
Facit Ine 
Friden Calc. Machine Co. . Inc 
Nat'l Cash Register Co. 
Odhner Sales Inc 
Smith, L. C., & Corona Typws 
Swift Business Machines Corp 
Victor Adding Machine Co 
Calculating Machines, Used 
Int'l Office Appliances, Inc 
Reliable Typw. & Adding Machine Co 
Shipman-Ward Mfg. Co 
Calendar Pads & Stands 
Changepoint, Inc 
Fox, George E., & Co 
Stark Calendars, Inc 
Carbon Pa 
(See Ribbons and Carbons) 
Card Index Boxes & Trays 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co. 
Goodfrend Metal Products Co 
Guide System & Supply Co 
Hedges Mfg. Co. 
Imperial Methods Co 
Invincible Metal Furn. Co 
Mayfair Co., The 
Metal Office Furn. Co 
Parker Steel Products, Inc 
Rockwell- Barnes Co. 
Shaw-Walker Co 
Smead Mfg. Co. 
Weis Mfg. Co. 
Yawman & Erbe Mfg. Co. 
Card Index Files, Expanding 
Smead Mfg. Co 
Card Index Files, Revolving 
Diebold, Inc 
Hall's Safe Co., The 
Zephyr American Corp 
Cards, Business 
Wiggins, J. B., & Co 
Cash Boxes 
Art Steel Sales Corp 
Central Can Co., Ine 
Cole Steel Equipment Co 
General Fireproofing Co. 
Guide System & Supply Co 
Mayfair Co., The 
Nu-Craft Products Co 
Peerless Steel Equipment Co 
Rockwell- Barnes Co 
Cash Register Parts 
Int'l Cash Register Parts Co 
Cash Registers 
Burroughs Adding Machine C« 
Nat'l. Cash Register Co 
Cash Tills 
Indiana Cash Drawer Co 
Casters, Caster Bearings. Slides 
Bassick Co., The 
Darnell Corp. Ltd 
Faultless Caster Corp 
Master Mfg. Co. 
Center Drawer Desk Trays 
Goodfrend Metal Products Co 
Chair trons 
Bassick Co., The 
Collier-Keyworth Co 
Seng Co., The 
Chair Mats 
Fox, George E., & Co 
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Hardboard Fabricators, Inc. 
Furn. Wholesale Distr. 


Office 
Chairs, F ng 
Adi Chair Co. 


Ionia Mfg. Co. 
Royal Metal Mfg. Co. 
Wells Chair Corp. 

Chairs, Office 
Aluminum Seating Corp 
Art Metal a Co 
Bright Chai 
Cramer Posture Chair Co. 
Engineering Mfg. Co. 
Fritz-Cross Co, 
General Fireproofing Co. 
Grand Rapids Lihr. Furn. Co. 
Gregson Mfg. Co. 
Gunlocke, W. H., Chair Co. 
Hamilton Mfg. Corp. 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furn. Co 
Jasper Chair Co. 
Jasper Seating Co. 
Johnson Chair Co. 
Metal Office Furniture Co. 
Milwaukee Metal Furn. Co 
Murphy Chair Co., Ine 
Precision Mfg. Co 
Riteform Chair Co 
Royal Metal Mfg. Co 
Shaw -Walker Co. 
Shepherd Chair Co. 
Sturgis Posture Chair Co 
aw! Chair Co. 

.8. Chaircraft Mfg. Corp 
Welis Chair Corp. 

Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co. 
Cramer Posture Chair Co 
Fritz-Cross Co. 
General Fireproofing Co 
Gunlocke, W, H., Chair Co. 
Hamilton Mfg. Corp. 
pg Corp., 

High Pt. Bending & Chair Co 
Imperial Leather Furn. Co. 
Jasper Chair Co. 

Johnson Chair Co. 

King Posture Chair Co. 
Metaistand Co. 

Milwaukee Metal Furn. Co. 
Ohio Chair Co. 

Riteform Chair Co 

Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co. 

Welch Industries 


Adirondack Chair Co. 

Jasper Chair Co. 

Wells Chair Corp 
Cheeks, Stamped Metal 

Dayton Stencil Works 

Force, William A., & Co 
Cheekwriters and Signers 

Hall - Welter Co. 


(See arch & Clipboard Files) 
Coat & Hat Racks 
Appliance Products Co 
Biltwell Products Co 
Tubecrafters Sales Div 
Vogel- Peterson Co 
Coin Bags, Trays, , aeaate 
Amer. Passbook Cc 
Nu-Craft Products. Co 
Continuous Forms 
Hano, Philip, Co. 
Copyholders 


Acco Products, Inc 

Bankers Box Co. 

Copy Right Mfg. Corp 

Hall-Weilter Co. 

Int'l Cuiee pe oe liances, Inc 
Corres o Trays 


Art Sretet c Genstpmtion Co 

Art Steel Sales Corp 

Corry-Jamestown Mfg. Corp 

Currier Mfg. Co. 

Doro Mfg. Co. 

Fox, George E., & Co. 

General Fireproofing Co 

Globe-Wernicke Co 

Hedges Mfg. Co. 

Imperial Methods Co. 

Maso Steel Products Co 

Mayfair Co., The 

Metalstand Co 

Morris, Bert M., Co 

Nu-Craft Products Co 

Peerless Steel Equipment Co 

Sengbusch Self-Clos. Inkstand Co 

Shaw -Walker Co. 

Stellar Tool & Mfg. Co.. Inc 

Stempel Mfg. Co. 

Valeo Co. 

Weis Mfg. Co 

Wells Chair Corp 

Yawman & Erbe Mfg. Co. 
Costumers 

Biltwell Products Co. 

Glaro Machine Products 

Globe-Wernicke Co. 

LaSalle Products Co. 

Peerless Steel 2. a Co 

Royal Metal Mfg. 

a, gm Sales Division 

Valeo Co. 


For the benefit of the subscribers the fines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


, Georg 
Perfect Rubber ‘deat ‘Cushion Co. 
— Stamps 
Amer. Numbering Machine Co. 
Bates Mfg. 
Force, Wiitiam A., & Co. 
Fulton Marking Equipment Co. 
Rivet-O Mfg. Co. 
Oe George B..&© 
‘ox, ‘ 0. 
Desk Lamps 
Bainbri ene & Haupt 
Copy t Mfg. © 
General Lamps Mrs ¢ Corp. 
Glaro Machine Product 
Industrial Lamp Corp. 
Mayfair Co., The 
Wells Chair Corp. 
Desk Name Plates 
Force, William A., & Co. 
Kutch, Walter E.. Co. 
Rowles, E. W. A., Co. 
Desk Pad Protectors 
Meier, Joshua, Co. 
Desk Pads & Tops 
Fox, George Er & Co. 
Meier, Joshua, Co, 
= Furn. Wholesale Distr. 
Wilson Jones 
Desk Pen & ink Sets 
Changepoint, Inc. 
Esterbrook Pen 
Gregory Fount-O-Ink Co. 
Morris, Bert M., Co. 
Sengbusch Self-Clos. Inkstand Co. 
Desk Side Files 
Amberg File & Index Co. 
Cole Steel Equipment Co. 
Rockwell - Barnes Co. 
Yawman and Erbe Mfg. Co. 
Desk vege 


(See Correspondence Trays) 
Desk Work Distributors 
Advanco Products Div. ASB 


Victor Safe & Equipment Co. 
Wilson Jones Co. 


Alma Desk Co. 

Arnot & Co., Inc 

Art Metal Construction Co. 
Bentson Mfg. C 

Browne- Morse Co 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co 


Co. 
Imperial poms _ 
Indiana Desk C 
Invincible Metal ‘Furn, Co 
Jasper Desk Co. 
Jasper Office Furniture Co. 
Lehigh Desk Co., Inc. 
Leopold Co. 
Mayfair Co., The 
Metal Office Furniture Co 
Myrtle Desk Co. 
Nu-Craft Products Co. 
Orna Metal Products Co. 
Peerless Steel Equipment Co. 
St. Marks Metal Products Inc. 
Shaw-Walker Co. 
Standard Furniture Co. 
Victor Safe & Equipment Co. 
Wells Chair Corp. 
Worden Co., 
Yawman & Erbe Mfg. Co 


a 
0 Books) 
Dictating “Machines 
Soundscriber Corp. 
Dictating Machines, Used 
Int'l Office Appliances, Inc 
Shipman-Ward Mfg. Co. 
Drafting Instruments & Equipment 
c ru Ruler Co. 
c ardinell Corp. 
~ sy Inc. 
ing Tables 
Sashieetinn Mfg. Co. 
Stacor Ay c 


Drafts, Notes & Recei 
bg Receipt Book Co. 
s, 
Smead Mfg. 


Sapmeenes tiachines & Supplies 
Addo Machine Co., Ine 
Bainbridge, Kimpton & Haupt 
Buckeye Ribbon & Carbon Co. 
Codo Mfg. Corp 
Columbia Ribbon & Carbon Co 
Ditto, Ine 
Hart Mfg. Co. 
Hectographia Corp. 
Heyer Corp., 
Ink Specialties Co., Inc 
Manifold Supplies Co 
Multistamp Co. 
Old Town Corp. 
Peerless - Imperial Co., 
(Continued on page 6) 








(Continued from page 5) 
Print-O-Matic Co., The 
Ribbon & Carbon Co 
Ri & Carbon Mf. Co 
Smith, L. C., & Corona Typws 
Speed-O-Priat Corp. 


Technygrapk Co., The 

Victor Safe & Equipment Co 

Wolber Des «& Papply Co 
Duplicating Stencil Fi 

Atlas Stencil Files Co. 


Openers 
Mackenzie, Arnold, Inc 
Envel 


opes 
Northern States Envelope (0 
- oy Park Envelope ('o 
ilson Jones Co, 
Aigner, G. J., Co 
Cooks’ Ine. 
Markilo Co 
Meter, Joshua. (Co 
Smead Mfg. Co 
Eradicators, ink 
Sanford Ink Co 
bber 


» Ae 
Blaisdell] Penei! Co 
Dixon, Joseph, Crucible Co 
Koh-I-Noor Peneil Co 
Roberts, bs ow Rubber Cc 
Lag W - W. A., Co 


“heset Pub 
h Ly y —ry Co 


& Pease Co 
scon Products Div 
Eyelets & Eyelet Fasteners 





, Ce 
File Boxes, Fi Collapsibte 
Bankers Box Co. 
Diebold, Inc. 
—- ee Co 
yetem & Supply Co 
Ft fine ¢ Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co. 
Shaw-Walker Co 
Victor Safe & Equipment (vo 
Filing Cabinets, Metal 
Advanco Prod. Div. ASB 
All-Steel Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Cerp 
Bentson Mfg. Co., The 
Browne- Morse Co 
Cole Steel Equipment Co 
Columbia Steel Equipment 
Corry-Jamestown Mfg. Corp 
Dorset Steel Equipment Co 
Geller, J. RB. 
General Fireproofing Co 
Globe-Wernicke Co. 
Guardsman Safe Co 
Invincible Metal Furn. Co 
Keystone Steel Equipment (o 
Metal Offiee Furn. Co 
Parker Steel Products (o 
Remington Rand Inc 
Rockwell - Barnes Co 
St. Marks Metal Products In« 
Shaw-Walker Co 
Top Flight Products Co 
Victor Safe & Equipment Co 


Yawman & Erbe Mfg. Co 
Filing Cabinets, Wood 
Bainbridge, Kimpton & Haupt 
Globe-Wernicke Co 
Imperial Methods Co. 
Weis Mfg. Co 
Wells Chair Corp 
Filing Dept. Systematizing Service 
‘ontrols, Inc 
Filing Supplies 
Acco Products, Inc 
Advaneco Prod. Div. ASB 
Aigner, G. J., Co 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co. 
Guide System & Supply Co 
Imperial Methods Co. 
Northern States Envelope (o 
Oxford Filing Supply Co 
Parker Steel Products Inc 
Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co. 
Victor Safe & Equipment ( 
Warshaw Mfg. Co 


Wets Mfg. Co 

Yawman & Erbe Mfg. Co 
Finger Pads 

Speed Products Co 


pe 
Fountain Pens (incl. Ball Pt.) 
All-Rite Pen Inc 
Autopoiat Co. 
Changepoint, Inc 
Esterbrook Pen Co., The 
Kahn, David, Inc. 
Parker Pen Co. 
Globes. Geographical 
Cram, George F., Co., The 
Replogle Globes 
Gummed Cellulose Tape 
Minnesota Mining & Mfg. Co 
Gummed Cloth Rings 
Aigner Index Co. 
Dennison Mfg. Co 
Reyburn Mfg. Co., Inc 
Gummed Tape & Sealing Machines 
Dennison Mfg. Co. 
Minnesota Mining & Mfg. Co 








Kutch, Walter B., Co. 
In and Out Boards 
Lit-Ning Products Co. 
Index Signals 
See regenale. Index Card) 
rane, 


Aigner. G. J., Co 

Amberg File & Index Co, 
Barkley, C. L., & C 

Elbe File & Binder Co Ine 


6 


Globe-Wernicke ¢ 
Graff, George B., & ( 
Guide System & Supply « 
Markilo Co. 
Master-Craft Corp 
Reyburn Mfg. Co., In« 
Shaw-W pier Cc . 
Sheppard, C. E., 
Speed eeonees Co., =“ 
Victor Safe & Equipment ( 
Warshaw Mfg. Co 
inks, Adhesives, ete 
Dennison Mfg. Co 
Fulton Marking Equipment Co 
Higgins Ink Co., In 
Ink Specialties Co., I: 
Parker Pen Co 
Rivet-O Mfg. Co 
Sanford Ink Co 
Union Rubber & Asbestos ¢ 
Inkstands 
Cushman & Denison Mfz. Ce 
Sengbusch Self-Clos. Inkstand ( 
Intercommunication Systems 
Vocaline Co. of Amer 


Knives, Office 


X-Acto Crescent Products Co., Inc 


Label Holders 
Chicago Card Holder Co 
Labels 
Dennison Mfg. Co 
Imperial Methods Co 
Oxford Filing Supply ¢ 
Reyburn Mfg. Co., Inc 
Smead Mfg. Co 
Warshaw Mfg. Co 
Wells Chair Co 
Ladders, Library, Store & Vauit 
Cotterman, I. D 
Leads for Mechanical Pencils 
Dixon. Joseph, Crucible Co 
Kahn, David, Ir 
Leather Goods 
Bristol Mfg. C« 
Canvas Products Corr 
Doppelt, Charles, & ¢ 
Stebeo Products 
Stein Bros. Mfg. Co 
Letter Trays 
See Correspondence Trays 
Library Equipment 
All-Steel Equ.pment In 
Browne-Morse Co 
Corry-Jamestown Mfg. Cort 
Lithographed Continuous Forms 
Hano, Philip, Co 
All-Steel Equipment Inc 
Art Metal Construction Co 
Browne- Morse Co 
Commonwealth Steel Prods 
Corry-Jamestown Mfg t 
Dorset Steel Equipment Cx 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Keystone Steel Equipment 
Parker Steel Products Corp 
Shaw-Walker Co 
Supreme Steel Products Inc 
Yawman & Erbe Mfg. Co 
Loose Leaf Books & Devices 
Ace Loose Leaf Bindery Co 
Aigner. G. J., Co 
Amberg File & Index Co 
Boorum & Pease Co 
Elbe File & Binder Co., I 
Ideal System Co., The 
Master-Craft Cerp 
Nat'l Blank Book Co 
Neiman Loose Leaf & Bary. 
Recordplate Co 
Sheppard, C. E., Co 
Stationers Loose Leaf ( 
Wiimer, E. P., Inc 
Willson Jones Co 
Loose Leaf Metals 
Elbe File & Binder Co.. Ir 
Nat'l Blank Book C 
Sheppard, C. E Co. 
Wilson Jones Cr 
Loose Leaf Sheet Covers, Plastic 
Aigner. G. J., Co 
Cooks’ Ine 
Marklilo Co 
Meter. Joshua, Co. 
Neiman Loose Leaf & Bary. ( 
Smead Mfg. ¢ 
Wilson Jones Co. 
cope Leaf Tray Binders 
Nat'l Blank Book Co. 
Posting ey at Corp 
Sheppard, E., Co 
Weber Bros. Metal Works 
Wilson Jones Co 
Mail Bags, Canvas or Leather 
Canvas Products Co 
Mail Distributors 
Advanco Products D ASB 
Globe-Wernicke Co 
Victor Safe & Equipment 
Manifold Books & Business Forms 
Hano, Philip, Co 
Map Tacks 
Graff. George B.., ¢ 
Moore Push Pin Co 
Maps, Globes, Ete. 
Acme Visible Records, Inc 
Cram, George F., ¢ The 
Marking Devices 
Force, William A., & 
Multistamp Co 
Tweeten Fibre Co., Ir 
Matched Office Suites 
Indiana Desk Co. 
Leopold Co 
Standard Furniture ¢ 
Memorandum Books 
Boorum & Pease Co 
Ennis Tag & Salesbook 
Master-Craft Corp 
Nascon Products Div 





Nat’! Blank Book ¢ 
Rockwell-Barnes C« 
Willison Jones Co 


Memorandum Devices 
Acme Visible Records, I 
Bates Mfg. Co 
Currier Mfg. Co 
Gran-Adell Mfg. C 
Lit-Ning Products ¢ 
Morris, Bert M., Co 

Mending Tape 
Dennison Mfg. ¢ 


Minnesota Mining & Mfz. Co 
Reyburn Mfg. Co., In 
Metal Badges, Cheeks, Tokens 
Dayton Stencil Works 
Moisteners 
Mayfair Co., The 
Rivet-O Mfg. Co 
Sengbusch Self-Clos. Inkstand Co. 
Numbering Machines 
Amer. Numbering Machine Co 
Bates Mfg. Co 
Force, Willlam A., & Co 
Roberts wey 3 ag Mach. Co. 
Stewart, R. A 
Office Furniture Sectional Units 
Arnot & Co., Inc 
Globe-Wernicke Co. 
Rockwell-Barnes Co. 
Office Furn. Warehouse Wholesalers 
Office Furn. Wholesale Distr 
Office Partitions and Railings 
Globe-Wernicke Co. 
Office Printing —, 
Force, William A., & Co 
Fulton Marking Equipme 
Pads, Figuring 
Boorum & Pease ( 
Mohawk Tablet Cc 
Nat'l Blank Book ( 
Wilson Jones Co. 
Paper 
Amer. Pad & Paper (: 
Eaton Paper Corp 
Rockwell-Barnes ¢ 
Paper Clamps 
Acco Prouucts In 
Autmte, Pencil Sharpener Co 
Cushman & Denison Mfz. Co 
Elbe File & Binder Co., Ir 
Esterbrook Pen Co. 
Hunt, C. Howard, Pen Co 
Paper Clips 
Cushman & Denison Mfx a 
Noesting Pin Ticket Co 
Oakville Co. Div. Scovill 
Pittsburgh Cut Wire Co 
Vail Mfg. Co. 
Paper Fasteners and Washers 
Oakville Co. Div. Scovill 
Paper Fastening Machines 
Ace Fastener Co 
Arrow Fastener Co,, Inc 
Autmic. Pencil Sharpener Co 
Bates Mfg. ('o 
Fastener Corp., The 
Markwell Mfg. Co 
Neva-Clog Products, Inc 
Speed Products Corp 
Victor Safe & Equinment Co 
Parcel Post & Postal Scales 
B-T Company 
Hanson Seale Co 
Paste 
See Inks, Adhesives, ¢ 
Pen & Ink Sets 
See Desk Pen & Ink Sets 
Pencil Sharpeners 
Autmtc. Pencil Sharpener Co 
Elward Mfg. Co 
Hunt, C. Howard, Pen ¢ 
Pencils. Mechanical 
Autopoint Co 
Esterbrook Pen Co., The 
Kahn, David, Inc 
Parker Pen ('o 
Tweeten Fibre Co., In 
Pencils, Paper Wound 
Blaisdell Pencil Co 
Pencils, Wood Cased Lead 
Blaisdell Pencil Co 
Dixon, Joseph, Crucible ( 
Koh-I-Neor Pencil ¢ 
Penholders 
Dixon, Joseph, Crucible ¢ 
Pens, Steel 
Esterbrook Pen Co., The 
Hunt, C. Howard, Pen Co 
Sengbusch Self-Clos. Inkstand (<« 
Pins and Pin Containers 
Noesting Pin Ticket Co 
Oakville Co. Div. Scovill 
Vail Mfg. Co. 
Plaques 
Kuteh, Walter E., Co 
Platens, Typewriter, ete 
Shipman-Ward Mfg. ¢ 
Posting Trays & Stands 
See Loose Leaf Tray Binde: 
Presentation Covers 
Amberg File & Index ¢ 
Elbe File & Binder Co.. Ir 
Ellingsworth Mfg. Co 
Meier. Joshua, Ce 
Smead Mfg. Co 
Price & Sign Markers 
Force, William A., & ‘ 
Fulton Marking Equipment ( 
Stewart, R. A., & Co 
Punches 
Acco Products, Inc. 
Algner Index Co. 
Bates Mfg. Co. 
Boorum & Pease Co 
Globe-Wernicke Co 
Nat'l Blank Book Co 
New England Paper Punch (« 
Smead Mfg. Co 
Wilson Jones Co 
Push Pins 
Moore Push Pie Co 
Ribbons and Carbens 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Ce. 
Columbia Rib. & Carb. Mfg. « 
Manifold Supplies Co 
Old Town Cerp 
Peerless-Imperial Co., I 
Phillips Process Ca 
Queen Ribbon & Carben ( 
Regal Typewriter Co 
Remington Rand Ine 
Rose Ribbon & Carbon Mfg. ¢ 
Rova!l Typewriter Co 
Shipman-Ward Mfg. Co 
Storms. H. M., Ce 
Underwood Corp 
U. 8. Typewriter Ribbon Mfg. ¢ 
Webster. F. 8., Co. 
Write. Inc 
Rubber Bands 
Alliance Rubber Co 
Roberts, Weldon, Rubber ( 


Rubber Stamp & Plate Mia. Mchs 
Amer. Bratype Corp 


Stewart. R. A., & Co 
Rulers, Transparent 
C-Thru Ruler Co. 
Runner Matting 
Amer. Mat Corp 
Safes, Office 
Art Metal Construction ( 
Brush-Punnett Co 
Cole Steel Equipment (« 
Diebold, Inc 
General Fireproofing Ce 
Guardsman Safe Co 
Hall's Safe Co., The 
Herring-Hall-Marvin Sa 
Invincible Metal Furn. ¢ 
Meilink Steel Safe « 
Mosler Safe Co 
Protectall Safe Corp 
Remington Rand In 
Schwab Safe Cx 
Shaw-Walker Co 


Victor Safe & Equipment 
Sales Books 

Ennis Tag & Salesbook « 
Sand Urns 

Glaro Mach. Products 

Valco Co. 


Seales, Postal 
Hamilton Specialties | 
Hanson Scale Co 
Serapbooks 
Elbe File & Binder ¢ I 
Globe-Wernicke Co 
Weis Mfg. Co 
Wilson Jones Co 
Shelving 
All-Steel Equipment Co 
Amer. Metal Products (: 
Bankers Box Co. 
Borroughs Mfg. Co. 
Browne- Morse Co 
Corry-Jamestown Mfg. Cort 
Ft. Steuben Metal Products « 
Geller, J 
Neubauer Mfg. Co 
Supreme Steel Products, ! 
Shows & Exhibitions 
Nat’! Business Show Co 
Signals, index Card 
Ennis Tag & Salesbook 
Graff. George B., Co. 
Victor Safe & Equipment ‘ 
Sigms, Changeable Letter 
Davenport, A. C., & Son. | 
Rowles, E. W. A., Co. 
Slide Rules 
Engineering Mfg. Co 
Smoking Stands, Office 
Glaro Machine Produc 
LaSalle Products Co 
Royal Metal Mfg. Co 
Vaico Co. 
Wells Chair Corp 
Sorting Devices 
Amberg F.le & Index ¢ 
Currier Mfg. Co 
awman & Erbe Mfg. ‘ 
Sorting Shelf Tabies 
Wetham Metal Products ( 
Spindle Files 
Wells Chair Corp 
Stamp Pads 
Bates Mfg. Co 
Force, William A., & Cx 
Fulton Marking Equipment ( 
Phillips Process Co 
Rivet-O Mfg. Co 
Stewart. R. A., & ¢ 
Stamps, Duplicating 
Multistamp Co 
Standing Mats 
Amer, Mat Corp 
Stands for Office Machines 
All-Stee]l Equipment In 
Cole Steel Equipment In 
Dero Mfg. Co 
Dorsét Steel Equipment 
General Fireproofing Co 
Harter Corp 
Karl Mfg. Co 
Maso Steel Products 
Meilink Steel Safe ¢ 
Metalstand Co 
Midwest Metal Mfg. Co 
Shipman-Ward Mfg. Co 
Tiffany Stand Co 
Welch Industries 
Welham Metal Products Co. 
Wells Chair Corp 
Staples and Stapling Machines 
Ace Fastener Corp 
Arrow Fastener Co., I 
Bates Mfg. Co 
Fastener Corp., The 
Markwell Mfg. Co 
Neva-Clog Products, l 
Speed Products Co., In 
Vall Mfg. Co 
Stencils, Brass 
Dayten Stencil Works 
Stenographers’ Notebooks 
Bnnis Tag & Salesbook « 
Nat'l Blank Book Co 
Reckwell-Barnes Co 
Stoois 
Engineering Mfg. Co 
Harter Corp., The 
Mayfair Co., The 
Royal Metal Mfg. Co 
Welch Industries 
Wells Chair Corp 
Storage & Transfer Cases 
All-Steel Equipment Ir 
Amberg File & Index Co 
Art Metal Construction ¢ 
Art Steel Sales Corp 
Bankers Box Co. 
Barkley. C. L., & Co 
Bentson Mfg. Co 
Browne- Morse Co 
Cole Steel Equipmeat Co. 
Columbia Steel Equipment 
Corry-Jamestowrn Mfg. Carr 
Diebold, Inc 
Dolia Metal Products, Ir 
General Fireproofing Co 
Glebe-Wernicke Co. 
(Continued bottom pago 7) 


OFFICE APPLIANCES, October, 1952 





SITUATIONS WANTED 





SALESMAN WITH LONG EXPERIENCE with Kardex and W. A. Sheaffer 
Pen Company, and limited service with Monroe and Parker Pen, desires 
to return to the industry after absence of several years. Prefers to sell as 
manufacturer's salesman or representative in Chicago area. Will consider 
iny line of merit to be sold to dealers for resale. Box K-62, care Office Ap- 
pliances, Chicago 6 

FOREMAN OR MECHANIC twenty years’ experience, all make typewriters, 
1dding machine and Sundstrand A and Elliott Fisher. Must be good shop 
Box K-63, care Office Appliances, Chicago 6. 














EXECUTIVES AVAILABLE 


3 YEARS S ; XPERIENCE retail and wholesale buying and sales in office 
equipment, office supplies, typewriters and leather goods. Prefer Chicago 
or vicinity. Box K-64, care Office Appliances, Chicago 6. 





The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 


is used. 





WE ARE INTERESTED in two outstanding salesmen for city accounts, 
ably experienced in both office furniture and office eupotios or eo 
in either department. Will also be interested in a — ms specialist. Write 
salesmanager, giving experience and age: Bennett nting Company, 1829 
Corsicana Street, Dallas, Texas. 





SALESMAN WANTED; with following among snap-out form Printers to 
sell One-Time Carbon Paper. State territory covered, expe Box 
X-118, care Office at 100 East 42nd Street, 4 ‘York ae N.Y. 





AGG A accoun ne 
office a aailieean, rinting, and lithographing tor la ¢ established 
dealer. Must be experien Commission and drawing account. Box X-109, 
care Office Appliances, Chicago 6. - 
SALESMAN WANTED—Good qeeteany for proved salesman, establishe 

and addressing equipment experience preferred, with growing e 

Florida distributor for A. B. Dick, Elliott and ‘other exclusive lines. 

complete business record, references, ete. Box Y-102, care Office ipptuaen 
Chicago 6. 














EXECUTIVES WANTED 








SALES M AN AGE R—with successful background of selling business forms 
and ability to train others. Unusual opportunity with old established New 
York manufacturer, selling nationally. Liberal salary and bonus. Send com- 
plete resume with past earnings. The C. E. Sheppard Company, Long Island 





City 1, N.Y 

LOS ANGELES RETAIL DEALER desires to enlarge distributor-wholesale 
operations. Seeks man with following and established lines able to invest, 
or will consider profit-sharing plan. Write fully. Box Y-98, care Office Ap 


pliances, Chicago 6 
STORE MANAGER—One of the large office supply and equipment houses 


in the Southwest offers you a real opportunity if you have the ability and 
experience to direct such an organization. Box Y-99. Chicago 6, I!finois 








STORE MANAGER—Experienced. Fast growing organization in northern 











Indiana city of 40,000. Salary and profit sharing bonus. Excellent future 
Prefer young man under 40 although an exception can be made. Box 
Y-110, care Office Appliances, Chicago 6. 
SALESMEN WANTED 

WANTED TRAVELING SALESMAN for Texas territory. Prefer man be- 
tween the age of 25 and 35 with office supply and equipment experience 
to call on dealers and work with dealer salesmen, oallixe on consumers. 
Liberal base salary, commission and traveling expenses paid. Nationally 
known manufacturer. First letter must contain full resume of past con- 
nections, earnings and education. Reply Box Y-100, care Office Appliances, 





Chicago 6 
SEVERAL EXPERIENCED SALESMEN WANTED 
ONE OF THE OLDEST and most respected manufacturers in the writing 
instrument field is expanding sales efforts. Several attrective territories 
in the East and South Central sections are open. The successful applicants 
will be seasoned salesmen, preferably between 25 and 35. Stationery exper- 
ience helpful but not required—car ownership is necessary. Compensation 
salary and bonus. Hospitalization and other satisfying benefits. Reply 
in your own handw ae giving past experience and present qualifications 
Address Replies Box Y-101, care Office Annliances. Chicaco 6. 





EXCELLI NT POSITION OPEN for experienced outside office supply and 
equipment salesman with largest stationer in Northern Indiana and South- 
ern Michigan. Territory with established large volume accounts. Starting 
salary $85.00 week, all expenses paid, and car furnished. Excellent oppor- 
tunity for advancement. All expenses paid for personal interview. State 
age and past experience in detail with references. Box X-108, care Office 
Appliances, Chicago 6. 


Tables, Folding 
Adirondack yr Co 
Tablets & P> 


(Continued from page 6 
Guide System & Supply €« 


Hall's Safe Co., The - Mohawk Tablet ( 
Herring-Hall-Marvin Safe Tabulating & Stotistic Machines 
Imperi al Methods Co Burroughs Adding Machine (« 
Invincible Metal Furn. Ce Remington Rand Inc 

Mayfair Co.. The ags 

Metal Office Furn. Co Dennison Mfg. Co 

Oxford Filing Supply Co Ennis Tag & Salesbook «« 
Parker Steel Products. In Revburn Mfg. Co.. Inc 
Peerless Steel Bquipment «« Tax Records & Forms 

Pronto File Corp. _ Ace Loose Leaf Bindery Co 
Rockwell- Barnes Co Telephone Accessories 


Shaw-Walker Co 

Top Flight Products Co 

Vanguar 1 Engi n. & Mfg. 

Weis Mfg. Co 

Yawman & Erbe Mfc. Co 
Store Fixtures & Equipment 

All-Steel Equipment Inc 
Strong Boxes, Fire Protected 


Bates Mfg. Co 

Elbe File & Binder Co., Inc 

Glidex Corp 

Morris, Bert M.. Co 

Rest-A-Phone Co 

Victor Sefe & Equipment (: 

Zenhyr American Corp 
Thumb Tacks 


Diebold, Inc. Graff. George B.. Co 
Herring Ha Marvin Cate ‘ Noesting Pin Ticket Co 
Meilink Steel Safe Ce Oakville Co. Div. Scovil! 
Protectall Safe Corp Vall Mfe. Co. 
ictor Safe & Equipment Ce Ticket Holders 

Tables Aigner, G. J., Co 
Art Metal Construction Co Meier, Joshua, Co 
Browne- Morse ( Smead Mfg. Co. 
Corry-Jamestown Mfg. Cor Tier Tables 
Doro Mfg. ¢ Precision Mfg. Co 
Globe-Wernicke Co Time Clocks & Recorders 
Haskell, Inc Joslin, A. D., Mfg. Co 


Kingdom Mfg. Co Trimming Boards 

Maso Steel Product Amer. Photo Laboratories 
Mayfair Ce.. The Photo Materials Co 

Royal Metal Mfg. Co Type, T iter 
Shaw-Walker ¢ Shipman-Ward Mfc. Co 
Standard Furniture Co Typewriter Cleaning Material 

U. 8. Chaireraft Mfz. Corp Bainbridge, Kimpton & Haup' 
Victor Safe & Equipment (« Cardinell Corp. 

Wells Chair Corp Clarotype Ce., Inc., The 
Yawman & Erbe Mfg. C Multistamp Co 


OFFICE APPLIANCES, October, 1952 


SALESMAN WANTED: ESTABLISHED RETAIL STATIONER needs an 
aggressive, experienced commercial rey salesman at once for city 
sales work. Excellent opportunity for the right man; commission and draw- 
ing account. General Supply Company, 306 Gold Ave., 8.W., Albuquerque, 
N.M. 





EXPERIENCED OUTSIDE SALESMAN: Prefer man that can be trained 
in executive sales capacity. Salary and bonus. Developed territory, 
midwest location. Complete line office supplies and furniture. Box Y-111, 
care Office Apovliances. Chicago 6 


SALESMEN calling on banks to handle our line of Stetement and Ledger 
Sheets, Checks, and similar lithographed forms. Commission deal. Fredonia 
Lithographing Company, Fredonia, Kansas. 


SALESMAN THAT CAN SELL Sundstrand Adding Machines, Printing 
Calculators, and Underwood Typewriters; good protective territory in a 
boom town. Must be sober and a go-gitter. Box Y-115, care Office Appli- 
ances, Chicago 6. 


MECHANICS AND REPAIRMEN WANTED 


OPPORTUNITY OF A LIFETIME—Experienced Typewriter Mechanic. Sub- 
stantial interest in business will be given to right man without investment. 
Write, stating age, experience and all other pertinent information including 
income desired. Also interested in a Typewriter Serviceman. Box Y-108, 
care Office Apoliances, Chicago 6. 


WILL PAY A GOOD R C Allen Service man $90.00 per week, five and half 
days, forty four hours. Western Minnesota town. Box Y-104, care Office 
Appliances, Chicago 6. 


TYPEWRITER MECHANIC. Have opening for experienced Remi 
trained typewriter inspector. Must be able to handle the latest models in 
standard and electric machines. Remington Rand Agent, with hours same 
as Remington company. Salarv $300.00 per month if you qualify. Preference 
given married man with family. For further information contact: Texas 
Office Sunnlv. Inc.. San Angelo. Texas. 


TYPEWRITER & ADDING MACHINE MECHANIC: Steady employment, 
liberal proposition. One with sales ability preferred but not necessary. 
Muncie Typewriter Exchange, Muncie, Indiana. 
NEED TWO OFFICE MACHINE MECHANICS—one qualified for all 
makes adding machines, one for all makes typewriters. Adams Typewriter 
Agency, Inc., P. 0. Box 239, Elkhart, Indiana. 


SERVICK MAN WANTED that knows the Underwood products. ys» 
and wonderful climate, located in S.B. of U.S.A. Must be a. an 
good worker. Box Y-114, care Office Appliances, Chicago 6. 


WANTS AND FOR SALE, Continued on page 8 



































Norta Distributing Co Thomas Furniture Co. 
Regal Typewriter Co U. 8. Chatreraft Mfg. Corp 
Rivet-O Mfg. Co Wells Chair Corn. 
Senford Ink Co. Visible Svstems Equipment 
Shinoman- oy ay Co Acme Visible re, Inc 
Webster. F. Aigner, G. J., 
Typewriter Art Metal Construction Co 
Shipman-Ward Mfe. Co Boorum & Pease Co. 
Tyoewriter Cushion Bases & Knobs Diebold. Ine. 
Fox. George E.. & Co. Globe-Wernicke Co. 
Peerless-Imperial (o., Inc Master-Craft Corp. 
Rowles, E. W. A.. Co. Nat'l Blank Book Co. 
Shipman-Werd Mfc. Co. Recordplate Co. 
Typewriter Cushion Keys Remineton Rand Inc. 
Peerless-Imperial Co., Inc Shaw-Walker Co. 
Shinman-Ward Mfg. Co Sheppard, C. E.. Co. 
Sneed Key Corp. Stationers Lose Leaf Co 
Speed Protucts Co.. Inc. Victor Safe & Equipment Co 
Typewriter Perts & Tools Wilisen Jones Co. 
Shipman-Ward Mfz .. Yawman & Erbe Mfg. Co 
Western Patent Acces Wardrobe Recks 
ter Pedestal Desk Wistentens Anpliance Products C 
Seng Co., The 


°. 
Biltwell Products Co 
Typewriters, Mfrs. of Tubecrafters Sales Div 
Allen, R. C., Business Mchs Vogel-Peterson Co 
Amer. Automatic pooenenes Co Waste Baskets 
Aciabtees Rise 
ain ge. mpton aupt 
_Undervod a Corona Typws Cole Steel Equipment Co. 
pewrit seein & Used [erry Somenen Ee: Corp. 
be a 1 Office — Ine joel 2 B- Co 
Regal Tynewriter C Globe-Wernicke Co 
Reliable Typewr. & “Adding Mach. Ce Gootfrend Metal Products Co. 
Shipman-Ward Mfg. Co. Mayfair Co., The 
Umbrella Stands Nat'l Vulesnized Fibre Co 
Biltwell Products Co Ohio Can & Crown Co., The 


Upholstered Frrniture Shaw-Walker Co 


: Wells Chair Corp. 
Grand Rapids Lthr. Furn. (« Wholesale Stat 

Imperial Leather Furn. Co Associated St»tioners Gunrply Co 
Jasper Seating Co. Bainbridge, Kimpton & Haupt 


Royal Metal Mfg. Co Pearson, G. 8., Co 








WANTS AND FOR SALE, Continued trom page 7 





MECHANICS AND REPAIRMEN WANTED, Continued 





WANTED EXPERIENCED SERVICE MAN for typewriters and adding 
raiachines; best wages and working conditions. Contact American Printing 
Company, P.O. Box 270, Galveston, Texas 








SALES REPRESENTATIVES AVAILABLE 





SALESMAN WITH 17 YEARS office furniture experience, including fac- 
tory and engineering training, most of the time furniture department 
manager for important retailer, plans to establish himself as manufac- 
turer’s sepeseemtative working out of Cincinnati. Well acquainted with 
dealers in Fifth District. Will cover Ohio, Indiana, Michigan, Kentucky, 
West Virginia, or suitable portion of that area. Interested in desks, files, 
chairs, and related lines, including accessories. Will be at NSOEA con 
vention in Chicago for interviews. Address Box K-65, care Office Appliances, 
Chicago 6. 


JOBBER ITEMS WANTED: Smaller office supply items and supplies 
wanted to distribute along with the Print-O-Matic machines and supplies 
in Minnesota, Dakotas and surrounding territory. Donald F. Rossin Co., 
423 So. 5th St., Minneapolis 15, Minn 


MANFACTURER’S REPRESENTATIVE serving the South from Birming 
ham desires lines for distribution to office equipment and supply dealers 
and jobbers. Scott—317 Brown-Marx Bldg., Birmmgham, Alabama 














SALES REPRESENTATIVES WANTED 





WELL KNOWN CARBON, RIBBON and Spirit Carbon Manufacturer 
wants representative located in Washington, D. C. Furnish complete de- 
tails as to past experience and connections. Box Y-105, care Office Appli 
ances, Chicago 6. 


PROMINENT LAMP MANUFACTURER has openings in a few territories 
Will consider only well established manufacturers’ representatives. Write 
fully. W. P. Cannon, General Lamps Mfg. Corp Elwood, Indiana or 
see us at NSOEA convention exhibit booth 283, Conrad Hilton, Chicago, 
October 4. 

LARGE MANUFACTURER (est. 43 years) of Loose-Leaf Products, de 
sires direct Sales Representatives. Commission basis. Write stating ex 
perience, territory desired, etc. Box 95 Fall River, Mass 











FULL OR SIDE LINE—Complete line over 1,000 printed signs for all 
businesses; beautiful display; sold only thru stores, on open account; 
territory protected; 3123 Broadway, Chicago 14 


MANUFACTURERS REPRESENTATIVE calling on stationers, office equip 
ment dealers, for nationally known, old established line of desk lamps, for 
Washington, Oregon and mountain states. Stock carried in L.A. Liberal 
commission; write in confidence Y-113, care Office Appliances, Chicago 6 











RETAIL BUSINESS FOR SALE 

FOR SALE—WEST COAST OFFICE EQUIPMENT STORE. Major fran 
chised agency Jine for two counties, in area of diversified industry and 
large military installations. Net profit last year in five figures, verified 
by C. P. A. audit. Books open to inspection. Store located in heart of 
downtown shopping section, city of 50,000. Favorable lease with option 
of renewal. Will sell all or part of present $15,000 inventory. Staff will 
remain and owner agrees to stay on for thirty days to assist. Thorough 
investigation invited. Box Y-106, care Office Appliances, Chicago 6 











COMMERCIAL OFFICE SUPPLY and stationery store, in Chicago Sub 
urb, city of 20,000, with much heavy industry, good shopping center 
Over $75,000 sales in 1951. Can be had for cost of inventory, approximately 
$15,000. Contact Mr. Lambert, 15330 Center Ave., Harvey, Ill. Phone 
Harvey 565. 


FIRM WITH OLD ESTABLISHED name desires to sell their office fur 
niture business. Located in city of over 950,000 people, with trading area 
over 2,000,000. Very modern store in ideal location, good lease. A good 
business for one or two young men with executive and sales ability 
Priced at $40,000.00. Present owners have other business. Box Y-107, care 
Office Appliances, Chicago 6. 








FOR SALE—Office supply and Equipment store in prosperous central 
Florida town. Sales in excess of $40,000 handled by two people. Inventory 
can be adjusted to suit buyer. Building also for sale or will give long 
term lease. Box Y-108, care Office Appliances, Chicago 6 








FOR SALE—OFFICE SUPPLY and office equipment store—Well estab 
lished in rapidly expanding central Indiana town. Good franchises 
Sales can easily be increased 50%. Owner preparing to retire. Rare op 
portunity. Box X-125, care Office Appliances, Chicago 6 








WANTED TO BUY RETAIL BUSINESS 


I WILL CONSIDER THE PURCHASE of some small business in a southern 
state. Interested in commercial stationery, office furniture, mechanical 
equipment. Send information to Y-112, care Office Appliances, Chicago 6 











MERGER PROSPECT 





IS THERE AN OFFICE EQUIPT., furn., or commercial staty. dealer 


int. in discussing merger with small but progressive est. downtown Los 
Angeles stationer? object: Expansion! Box Y-109, care Office Appliances 
Chicago 6. 


TRUCK DELIVERY EQUIPMENT 











PROTECTIVE PADDED COVERS and MOVING VAN PADS for safe de 
livery of Office Furniture and Equipment. Stock sizes and to order. Pro 
tect against scuffs, scrapes and strap burns. Furniture Dollies Hand 
Trucks, Tying and Carrying Straps. Write for Catalog and Price List 
ELKAY PRODUCTS CO., 323 West 16th St., New York, N. Y. Telephone 
WAtkins 9-1148. 


COIN WRAPPERS—BILL STRAPS 











DEALERS, INCREASE PROFITS by selling Pap-R Products’ Coin Wrap 
pers and Bill Straps. These Coin Wrappers and Bill Straps sold only 
through reliable dealers and distributors. Pap-R Products’ Coin Wrappers 
and Bill Straps are fully guaranteed. Write Pap-R Products, Martinsville, 
Iinois for complete information. 


Un LISTS 

WILL SELL CHEAP list of 5 m commercial stationers and office appliance 
dealers. Also list of app. 5 m typewriter and adding machine dealers. 
Names not duplicated. The Kraus Co., 48-02 43rd St., Woodside, N. Y. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. Dehn, 
Jr., 1643 101lst Ave., Oakland, Calif. 


ii FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold ma- 
chines, bought and sold. Chicago Office Appliance Co., 1930 West 2ist St., 
Chicago 8 

WANTED TO BUY Late model Elliott-Fisher bookkeeping and billing 
machines. Must be over 250,000 serial number. Accounting Machine Serv- 
ice Co., 605 W. Washington St., Chicago 6 


BURROUGHS BOOKKEEPING MACHINES, All Models, Bought and Sold. 
Give serial number and model in request for quotation. Business Equip- 
ment Co., 160 W. Larned, Detroit 26, Mich 


ELLIOTT-FISHER AND SUNDSTRAND machines. Comptometer, Bur- 
roughs, Friden, Marchant, Monroe Calculators. Electromatic tyepwriters. 
Adding machines and all office machines bought, sold, rented, rebuilt 
leeter-Warsh Co., 849 N. 3rd St., Milwaukee 3, Wis 



































NATIONAL BOOKKEEPING MACHINES wanted, 3000 Class 4 and 6 
total machines, with typewriter and front feed carriage, above 40,000 
serial number; also, 3100 Model, Adding Machines. Calculators, Comptom- 
eters. Advise serial and model numbers. Office Machines Inc., 619 Pine 
St., St. Louis 1, Missouri 

BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Ma- 
chines, Comptometers, all makes calculators bought and sold. Dorrell 
Office Machines Co. (Inc.) 93 So. 11th, Minneapolis, Minn. 

USED BOOKKEEPING MACHINE, National Typewriter, Model 3029 
(16)-12”, complete with stand, for sale. Purchased new in 1946 and used 
in our own bookkeeping department, only two years. In first class con- 
dition. Send offer to Branham’s, Inc., 325 N. Broadway, Oklahoma City, 
Oklahoma 

NATIONAL 2000 & 3000 Class, Burroughs Bookkeepers, Calculators, Ad 
dressing Machines, bought & sold. Send full description. Pan-American, 
1225 S. Olive, Los Angeles 














FOR SALE—R. C. Allen Segment shift 11 inch typewriters, 25 pica, 25 
elite, one year old, serial numbers 1120735 to 1121248. Make offer on all 
or part. Baldwin Typewriter Company, Kirksville, Missouri 





WANTED—ALL MAKES calculators and adding machines. State make, 
model, serial number and adding capacity. International Office Appliances, 
i 4 


Inc., 326 Broadway, New York 7, N. 





WANTED TO BUY—Sundstrand bookkeeping machines, Models C and 
D. Give complete model number, serial, size carriage and whether front 
feed or back feed. International Office Appliances, Inc., 326 Broadway, 
New York 7, N. Y 

BURROUGHS, MOON HOPKINS, Elilott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, se 








rial number and we will quote highest cash prices. International Office 

Appliances, Inc., 326 Broadway, New York 7, N. ¥ 

WANTED: Burroughs or N. C. R. Bookkeeping and Billing Machines, 

Calculators, Comptometers, Adding Machines, etc., any style. Quote 

complete description and best price. AMERICAN BUSINESS MACHINES, 
es 


Inc., 573 Broadway, New York 12, N. 





ELLIOTT-FISHER machines, calculating machines, adding machines 
ill office equipment, bought and sold. W. J. Crowley Company, 906-908 
N. Water St., Milwaukee 2, Wis 





BURROUGHS PRODUCTS our specialty, get our higher cash prices for 
calculators, bookkeepers, billers, comptometers. A. L. Steen, 547 So. 
Dearborn, Chicago 5, Ill 





UNDERWOOD SUNDSTRAND Bookkeeping Machines models D-284091 
serials 340,000 and 354,000, recently overhauled. Wide carriages FF. Add- 
ing Machine Sales & Service Co., 1100 Prospect Ave., Cleveland 15, Ohio 





FOR SALE Remington totalizers, Sundstrand Bookkeeping Machine model 
A, serial 390,000, all reasonably priced. Adding Machine Sales & Service 
Co., 1100 Prospect Ave., Cleveland, O. 


BURROUGHS ACCOUNTING MACHINES Bought and Sold. Dearborn 
Equipment Company, Inc., 301 West Lake Street, Chicago 6, III 








ADDING MACHINES & Typewriters, electric and hand models, including 
both select rough and reconditioned for sale. Eskay, 718 Flushing Ave., 
Brooklyn 6, N. ¥ 

CASH FOR NIAGARA BX2M and A. B. Dick 90 Mimeographs and late 
model Underwood and Royal Typewriters. Housel, Box 13, Basking Ridge, 
N. J 

CASH PAID FOR MULTIGRAPH, MULTILITH, Varitypers, Mimeograph, 
Addressographs, Typewriters, Presses. Also we trade and sell. Write 
Dixie Service, King, North Carolina, 














KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special service 
ind prices to dealers for purchase or sale. Get our quotations. Chas 
S. Nathan, Inc., 548 Broadway, New York 12, N. ¥ 


LARGE AMOUNT used visible cabinets, KARDEX, ACME AND RAND. 
Variety of sizes and styles. A-l condition, very reasonable. Eversteel 


Equipment Company, 69 Spring Street, New York 12 








VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex. Acme and International Visible Factograph cabinets, as 
well as other makes, 
Write and tell us what Visible Equipment you need or have for sal 
Special prices to dealers. Heineman Office Equipment Co., Dept. OA, 
4 N. Sth St., St. Louis 1, Mo 
VISIBLE FILING EQUIPMENT 


OLDEST ESTABLISHED dealer specializing in rebuilt Kardex Acme, 
Postindex, etc. We offer full co-operation to the dealer on sales and 





purchase. Write us in full confidence that our twenty eight years of 
experience gives us the know how you rrequire. Commercial Card System 
Co., 135 Grand Street, New York 13, N. Y 
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sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted August 5, 1952 

2,605,567. Perpetual Calendar. Louis Berkower, Bronx, N. Y. 
w assignor to Addressograph-Multigraph Corp. Cleve- 
2,605,745. Fountain Pen with Protractable and Retractable Point. Kar! 
Neisser ess and David Kahn, Englewood, N. J., assignors to David 


Kah North Bergen, N. J 


2,605,746. Fountain Pen. David Kahn, Englewood, and Karl Weisser 
ressk N sssignors to David Kahn North Bergen, N. J 
2,605,747. Pencil Point Sharpener. William V. Eakins, Buffalo, N. Y 
Illustration 

2,605,768. Device for Sorting Cards. Don H. Young, Athens, Ohio, as 
} to T McBee C Athens, Oh Illustration. 

2,605,769. Appliance for the Upright Filing of Index Cards. Béla Lampe! 

ng ‘ seve Fr ar e 

2,605,878. Embossing Machine. John H. Gruver, Cleveland Heights, Ohio 
aSSIG to A ¢ yraph-Multigraph Corp., Wilmington, Del. Illustration. 
2,605,879. Automatic Typewriter. William F. O'Halloran, Greensburg, Pa. 
Ilustration 

2,605,880. Type Bar Rest. Ralph E. Page, Lagrangeville, and Ronald D. 

ige, fF keepsie, N. Y., assignors to International Business Machines 
2,605,88!. Tape-Printing Typewriter. Henry L. Tholstrup, Rochester, N. Y 


snd A. Sk Washington, D. C. 
2,606,041. Notebook. John F. Misiak, Jr.. Chicago, Ill. 

2,606,043. Indexing System. Myron K. Lingle, Springfield, III. 

2,606,090. Drawer Suspension. Clarence W. Straubel, Youngstown, Ohio 
; } to T eneral Fireproofing C Youngstown, Ohio. 


Granted August 12, 1952 
2,606,528. Typist's Copyholder. Roy E. McGraw, Hoquiam, and John F 
Ward M tesa Wash. 








2,605,747 

















2,605,879 
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2,605,698. Bed and Cylinder Address Printing Machine. Walter T. Goll- 






































2,606,529. Reservoir Pen. Ernest Verrinder Wagner, London, England. 

2,606,530. Ball Tip Fountain Pen. Bartholomew J. Bodnar, Tuckahoe, N. Y. 

2,606,642. Bottom Margin Indicating Mechanism for Typewriters. Philip J. 
Linskey, Coral Gables, Fla. Ilustration. 

2,606,681. Machine for Applying Address Labels. Wayne F. Ridenour, 
Oak Park, Ill., assignor to Chesire Mailing Machines, Inc., Chicago, Ill. 
Illustration. 

2,606,762. Feed Mechanism for Tabulating Cards. William Wockenfuss, 
Union, N. J., assignor, by mesne assignments, to Burroughs Adding Machine 
Company. Illustration. 

2,606,775. Manifolding. Douglas A. Newman, Port Washington, N. Y., 
assignor to Columbia Ribbon and Carbon Mfg. Co., Inc., Glen Cove, N. Y. 


Granted August 19, 1952 

2,607,289. Printing Machine. George W. Hopkins, San Leandro, Calif., 
assignor to Friden Calculating Machine Co., Inc. Ilustration. 

2,607,290. Duplicator Device. Car! B. Runge, Chicago, Ill. MMlustration. 

2,607,350. Loose-Leaf Binder. William McKowen, Des Moines, lowa. 

2,607,351. Notebook. Charlies F. Allison, Sparks, Nev. 

2,607,352. Follower for File Drawer. William A. Dunlap, Corry, Pa. 
assignor to Corry-Jamestown Mfg. Corp., Corry, Pa. Illustration. 

2,607,399. Metal Folding Chair. John B. O'Connor, Aurora, IIl., assignor 
to Lyon Meta! Products, Inc., Aurora, III. 

2,607,464. Stenographic Typewriting Machine. Mildred Reed, Bellows 
Falls, Vt.,. and Franklin H. Bickford, Liverpool, N. Y. 

2,607,526. Interlocking and Function Control Device for Cash Register. 
Robert E. Boyden, Los Angeles, and Holland H. Freeman, Arcadia, Calif., 
assignors to Clary Multiplier Corp., Los Angeles, Calif. 

2,607,527. Total-Taking Control Mechanism for Record Card Controlled 
Statistical Machines. Sidney Robert Haines, West Norwood, London, Eng- 
land, assignor to Powers-Samas Accounting Machines, Ltd., London, England. 


Granted August 26, 1952 

2,608,024. Telephone Base and index. George W. Torrence, Wilmington, 
Del. 

2,608,154. Moistening Means for Duplicators. Louis A. Smitzer and Henry 
D. Thompson Chicago lll., assignors to Ditto. Inc Chicago, Ill. Mlestration. 

2,608,346. Ten Key Differential Entry Mechanism. George W. Hopkins 
San Leandro, Calif., assignor to Friden Calculating Machine Co., Inc 
Illustration. 

2,608,622. Telephone Desk Set. Leo J. Von Gunten, Akron, Ohio. 
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‘Better Business 
Letters” 


STENOGRAPHER took a two 

weeks’ appointment replacing 
another on vacation. Upon report- 
ing she was taken to the employer's 
office to receive information about 
the work. Asked if in her experi- 
ence she had learned to approxi- 
mate from the volume of shorthand 
notes the space filled by the typed 
letter she said she had never 
thought of it in just that way but 
knew, of course, from the notes 
whether the type would cover more 
or less than a page of a standard 
sheet. 


Patterned to Fit 


The question was asked, it was 
explained because the company’s 
letter sheets were of three sizes, 
were also of different paper with 
“heads” of different artistry and 
that the subject determined which 
of those and which of three type 
faces, “standard roman,” “printype”’ 
(resembling newspaper type) and 
“script,” would be used. For the 
general run of letters, the standard 
sheet with “Roman” or “printype.” 
For letters personal or of some par- 
ticular interest or purport, the 
script on the smaller sheet, single or 
fold. However, she would be shown 
copies of correspondence and would 
see several patterns of typing on 
the sheets. There would be no con- 
fusion as the dictator would name 
the paper and type for each letter 


Grateful to Learn 


When about to leave at the end of 
the engagement, her work having 
been in every way satisfactory, the 
operator said to her employer, “I 
was with the blank company (a 
commercial business organization 
with fine prestige) for seven years 
My work must have been satisfac- 
tory or they would not have kept me 
until I resigned expecting to give 
up the work permanently. In al! 
that time the dictation was by com- 
pany officials and not one ever 
made a suggestion for improvement 
in execution nor designing of the 
letters. I have learned much about 
business letters in my two weeks 
here for which I am grateful. From 


10 





review of 
some events at 
the start and in 
the progress of the 

OFFICE EQUIPMENT IN- 
DUSTRY and its trade journal 


OFFICE APPLIANCES 
















now on I shall earn five dollars 
more a week and my work will be 
worth it.” 

The incident related above hap- 
pened long ago but not before the 
start of a BETTER BUSINESS LET- 
TERS movement impelled by the 
development of mail order selling 
nor before the banners of the “sci- 
entific salesmanship” crusade were 
unfurled. Both of which movements 
were part of a general urge for in- 
creased efficiency, impelled by re- 
vival of industrial activities after 
three years depression in the 90’s 
and the result of the Spanish- 
American War. 


Typewriter Paved Way 


Another factor in the urge for 
greater efficiency was the introduc- 
tion of mechanisms and systems— 
for that specific purpose — which 
came in the wake of the typewriter 

How these circumstances brought 
OFFICE APPLIANCES into being, des- 
tined to establish the idea that the 
large number and great variety of 
office mechanisms, the several thou- 
Sand general office utilities, the 
various systems which facilitate 
commercial and governmental op- 
erations and the furniture of par- 
ticular design for the most conveni- 
ent and decorative value in all 
offices, constitute an industrial en- 
tity named the office equipment in- 
dustry has been told in previous 
sections of “The Trail.” 

Thirty or 40 years ago a flam- 
boyant letter head with few or 
many lines typed from extreme 
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edge to edge and in some cases 
printed through a sheet adding a 
blur to imitate the “copy book,” a 
pretense that the letter was a spe- 
cial communication for the recipi- 
ent. The discard of that pretense 
was a circumstance in the establish- 
ment of a profession that has ele- 
vated the standard of commercial 
correspondence in all features, pa- 
per, artistry of letter head, pattern 
of typing on the sheet and the dic- 
tion in which it is composed. A pro- 
fession having many associations, 


number of schools and a trade 
press. 

Direct Mail Defined 

Indeed the incident reported 


above was brought to mind by a 
pre-convention issue of the out- 
standing publication* in the profes- 
sion. The chief feature of the issue 
is “How to Think About Direct 
Mail,” an outline for a short study 
course in direct mail advertising, 
by Henry Hoke, who reminds that 
“Direct mail is the only form of ad- 
vertising where the advertiser him- 
self, and alone, provides or creates 
the vehicle. In other forms of ad- 
vertising .. . a publisher or a radio 
station provides the vehicle for 
many advertisers’ messages,” and 
that “Direct mail started to grow 
back around 1916, when the Direct 
Mail Advertising Association was 
first organized.-During the 20’s the 
“new medium” was boosted and 
boomed by enthusiastic disciples. 
Some times they were too enthusi- 
astic.” 

With the head “Its Time to Cut 
the Corn” to challenge attention, 
an article by Boyce Morgan, vice- 
president, Direct Mail Advertising 
Association, makes a capital sug- 
gestion we pass along. 


Recalls Eytinge 

An incidental feature of the con- 
tents is a two-page display of seven 
examples of letter styling, the pat- 
tern formed by the arrangement of 
the lines on the sheet. 

But the content of greatest direct 
interest to the “Trailer” is a refer- 
ence to the late Louis Victor Eytinge 
who, when a “lifer” in the Arizona 
State Prison, wrote for OrricEe APPLI- 


*The Reporter of Direct Mail Advertising, 
56 Hilton Ave., Garden City, New York. Henry 
Hoke publisher and editor. The only magazine 
devoted exclusive to Direct Mail Advertising. 
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ANCES in 1913 a series of six articles, 
“Business Letters Which Get the 
Business.” A few more articles and 
occasional correspondence followed. 

After 16 years imprisonment Ey- 
tinge, granted parole in December, 
1922, went forth to receive acclaim 
from many friends he had never 
met and to take up his new career. 
Stipend, ten thousand a_ year. 
Through the first two or three years 
our one meeting (maybe two). A 
few letters and a few reports seemed 
to picture Louis Victor on the top 
of the world 

Wrote the late Hobart Martin, 


Its Time to Cut the 


T ISN’T EASY to write fresh- 
9 sounding direct mail copy, par- 
ticularly when that copy is designed 
to bring back an order. For you are 
writing pretty much to a formula 

. not because you want to, or are 
too lazy to do otherwise, but simply 
because you've learned that the for- 
mula works. 

So you naturally tend to use the 
same old words and phrases in the 
same old way. Meanwhile, a hun- 
dred other direct mail copywriters 
are writing too much the same for- 
mula, and using the same assort- 
ment of tried-and-true words and 
phrases 

And what is the cumulative re- 
sult? The cumulative result is corn 

. and pretty seedy corn at that. 
It sprouts out of almost every mail- 
ing that crosses my desk. Those 
same tired old expressions, grimly 
limping along on their vital mission 
bringing back that order. 

I get so sick of them that my 
gesture toward the wastebasket has 


become practically a reflex action, 
handled by my medulla oblongata 
without even consulting the boss 


upstairs 


These Are Automatic 


And yet, when I unlimber the 
typewriter to turn out a sales letter 
on some familiar product or service, 
I find my fingers automatically 
seeking the keys that pound out 
some of those same corny words 
and phrases 

“Send no money now...” 

‘We urge you to act at once...” 

“May we send you, with our com- 
pliments 

“By taking advantage of this spe- 
cial offer 

“To take advantage of this special 
offer 

“This special offer may never be 
repeated 
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Corn 


associate editor of OFrrice APPLI- 
ANCES (Salute memorial — Most 
scholarly member of the staff.) 
“Eytinge has looked death, disgrace 
and failure in the eyes and has de- 
feated them all.” 

We quote from Mr. Hoke—“His 
name was a by-word in the adver- 
tising trade journals. If you don’t 
believe me try to get into the New 
York Times morgue and see the 
clips.” He died in April, 1939 broken 
in health and lonely. He could not 
take the outside world after so 
many years behind the bars.” 

Comes the thought that Louis 


“For a limited time only .. .” 

“All you need do...” 

“Entirely without obligation .. . 

“For your convenience .. .” 

“T am reserving, in your name...” 

“So that you can see for your- 
sca. 


“With your permission, I would 
like to send you...” 
“You'll be amazed at...” 


I could go on and on, but you 
know them as well as I do. Direct 
mail jargon. Mail order mumbo- 
jumbo. Perfectly good words and 
phrases that have been battered 
and beaten by over-use almost into 
insensibility. 


” 


Takes Effort 


What can we do about it? Cer- 
tainly we should do something. 
Perhaps your prospects aren’t quite 
as sick of these cliches as I am—but 
they still must be pretty sick of 
them. Sick enough so that, unless 
we at least partially retire them 
from active duty, they will soon 
lose their believability—and their 
power. When that happens, they'll 
no longer pull in the orders—and 
that will hurt you and me and every 
other copywriter. 

Well, I'll tell you what I’m trying 
to do about it, and I hope you may 
go along with me. It isn’t easy, as I 
implied in an earlier paragraph. It 
takes some effort. But I find the 
effort rewarding, and I think you 
will, too. 

First, let’s refuse to accept the 
idea that just because we must 
write more or less to formula to 
produce results, we must use the 
same old words and phrases over 
and over again. A formula is a skel- 
eton, not a body. Joe Doaks and 
John Smith have pretty much the 
same allotment of bones, distri- 
buted in pretty much the same lo- 
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Victor had so long been leading 
man in the play, with prison gates 
a spot light following him in move- 
ments across the stage, that a day’s 
activities limited to fixed hours in 
a comfortable chair in a comforta- 
ble office with writing tools at hand 
and a capable typist within push 
button call must have seemed irk- 
some. And many such days were to 
come. 

But Eytinge’s contribution to the 
rise and development of direct mail 
promotion is reflected in the high 
standard evident in the business 
correspondence of today.—EJ 


By Boyce Morgan, Vice-president, DMAA 


cations. But Joe and John don’t 
look at all alike. Their bodies are 
different, and their faces are differ- 
ent, and their clothes are different. 


The same can be true of direct 
mail copy. Use any of the formulas 
you choose, or all of them. Write 
once more about the same old prod- 
uct, with the same offer and the 
same terms. You can still make 
your letter sound fresh ... and 
you can still do it without getting 
fancy and resorting to seventy-five 
cent words and five-dollar phrases. 


I know it can be done, because 
I’ve tried it. It takes a little more 
cerebral perspiration, but the result 
is worth while—a letter that sounds 
fresher, more sincere, far less worn 
and hackneyed. A letter that has 
some real personality because the 
writer — working with the same 
skeleton and much the same body— 
has refused to dress his message 
in exactly the same stereotyped 
clothes. 


Can Break Pattern 


If you sit down to your typewriter 
with that thought firmly in mind, 
you can break the habit pattern 
that guides your fingers to the same 
old keys in exactly the same old 
order. And once the pattern is 
broken, I’ve found that you start 
getting not only fresh words, but 
fresh thoughts and a fresh view- 
point. In trying to say something a 
little differently, you start thinking 
about it a little differently. When 
that happens, your problem is on 
the way to being solved, perman- 
ently. 

But you'll notice that this article 
is headed “It’s time to Cut the 
Corn.” Not “cut out” the corn. Just 
CUT it. I guess we'll never get rid 
of it entirely, and frankly, as a 
mail order man, I’d be afraid to try. 


iB 
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sharply increasing Federal drain on national 


Fiscal year ending June 30, 1929 income over the last two decades. Federal 


Federal expenditures were less than two thirds of total income 





2) jd alesse machen ammmaatitea expenditures for the fiscal year 1929 amounted 
eon to less than the total income payments of Cal- 
} ‘y ifornia’s inhabitants, as is shown by the ac- 

“a ] 


companying chart. In the fiscal year 1939, these 
expenditures were equal to the individual in- 
; ‘come of the Pacific and Mountain regions 
Vv together with that of North Dakota and South 
Dakota, and 42% of Nebraska. For the cur- 
rent fiscal year ending June 30,1953, estimated 
Federal expenditures will take the equivalent 
of estimated income payments of all people 
west of the Mississippi River and in addition 
all income payments of the inhabitants of 
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— Mississippi and 55% of those of Alabama 














Federal expenditures were equal to total income payments to all 
individuals tn the Pacific ond Mountain srater an well az in North © “The foregoing data cover only Federal ex- 
SY penditures. If total state and local expenditures 
were added, the area would be extended to 
include the remaining portion of Alabama, all 
f the individual income of the people of Ken- 
tucky, Tennessee, Georgia, Florida, and South 
Carolina, and three fourths of the individual 
income payments to inhabitants of North Car- 
olina. This is shown in the blackened and 
‘ross-hatched areas of the bottom chart. These 
two areas account for 47 of the nation’s 
population, 83% of the land area, 95% of total 
crude petroleum production, 85% of the lumber 














LEGEND output, 70% of the total value of mineral pro- 
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© 1952, By The First National Bank of Boston. 
Fiscal year ending June 30, 1953 Total estimated government expenditures 
Estimated Federal expenditures for the fiscal year ending June 30, _ : ‘ 
1953, equal estimated total income payments to all individuals Federal, state, and local—for the current 
west of the Mississippi River, and in addition, all of the income to ; ; 
individuals in Mississippi and 55 percent of the income of Alabama. fiscal year will be equivalent to the total 


Total state and local expenditures of the entire country are shown 
in the cross-hatched area. The two shaded areas account for 95 
percent of the nation’s crude petroleum production, 85 percent of 
the lumber output, 70 percent of the total value of mineral pro- 
duction, and71 percent of the total value of all farm crop production. 








12 OFFICE APPLIANCES, October, 1952 





iges and salaries of 75% of the number 
employed in non-government pursuits in this 
intry. Expressed in another way, these 
rnmental expenditures approximate the 
total national income of Argentina, Belgium, 
Brazil, Denmark, France, Greece, Italy, the 
Jetherlands, Norway, Portugal, Sweden, Swit- 
erland, and the United Kingdom, whose com 
bined population aggregates more than 257 
million persons. The Federal Government, 
ll spend in the current fiscal year 
m was spent from 1789 through 1925, 

1 of 136 years 


ie before us rises far above party 
nd involves in its scope the salva 
; nation.” 


@ Tribute to the Lead Pencil. Business Week 
sue of August 9 pays tribute to the 

1d pencil’, says that neither ball- 

nor typewriter has prevented a 

‘limb in sales. As basic writing tool, 

ymbol of growing literacy, says the 


erning the status of the lead pencil, 

Week says, ‘The lead pencil in- 

justry added up its figures for the past fiscal 

y 1 found them good; it had done a 

busi! f $27 million in sales. And it ex 

1t the coming year will be nearly as 
yood—and every year thereafter. 


chanical writing tool, however ef- 
fective for specific jobs, has ever seriously 


put a crimp in the market. The basic writing 
tool has remained a stick of graphite encased 
in lacquered cedar 


Perhaps one reason for this is that no 
nstrument has yet approached the 

city and versatility of the wooden 

penc It has no mechanical parts to jam 
lky. It won't get ink on your white 

your fingers for no apparent rea 

sts little; when it wears down to a 

can replace it for pennies. It even 

tues which the ball-point people 
1s unique to their product: It too, 
lode in an airplane. And it, too 


inder water 


good reading 





Page 15... . Your labor problems can be solved. Rob- 
ley D. Stevens, labor relations counsellor, tells of the 
practical benefits of a job evaluation program. He 
explains how to accomplish the purpose of this 
scientific approach to fitting the right person to the 
right task and planning remuneration in accordance 
with work accomplished. 


Page 17... . Leo Miller operates Harbor Office Equip- 
ment in East Chicago, Ill., but a short distance from 
Chicago's Loop. He’s a “small” dealer but does a 
large’ business on the basis of outstanding service. 
Here's another of those true experience stories which 
Office Appliances offers to help distributors in this 
industry. 


Page 19... Harold J. Ashe explains how as the real 
value of the dollar continues to decline the income 
tax assessed against the individual taxpayer rises 
without benefit of any legislative action whatsoever. 
This article may be an eye-opener to many with 
false ideas of prosperity in days of inflation. 


Page 21 .. . A typewriter service department pays its 
way and builds other business for Capitol Office Sup- 
ply Company, Washington, D. C. Another dealer 
story. 


Page 23... . The National Business Show October 20-25 
in Grand Central Palace, New York City, will be a 
million-dollar exposition. Read why it has gained 
such status. 


Page 24 ... Here begins a section on “Christmas 
Promotions”. The experiences of leading dealers in 
building holiday trade are told by Office Appliances’ 
feature writers. It's a section packed with tips about 
display and new ideas for making the cash registers 
jingle like the Yule bells. 


Page 31 . Do you know how to stretch your ad 
dollar? In the Ad-Viser there’s practical information 
on this phase of better merchandising. 


Page 34... . What do the courts say? Ticklish legal 
problems of significance to this industry are analyzed 
each month in this new Office Appliances feature. 


Page 158 . . . Chicago is set to welcome NSOEA for 
the annual convention October 4-8. Here are 14 pages 
of news and pictures to mirror this exposition in its 
proper perspective. Get the low-down on the program, 
the entertainment and the men and women who make 
it “tick.” 
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There is beauty in the bountiful land . . . he who cherishes 
the simple things in life has riches . . . the frost is on the 
pumpkin, the corn is in the shock . .. memories of his boy- 
hood haunt the man facing the executive desk . . . he left 
nature behind physically but nostalgia is like the scent of 
4 rare perfume—a chapter he cannot close as easily as 


1 file drawer. 
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Your labor problems can be solved 


by ROBLEY D. STEVENS 


labor relations 
consultant 


mg PERHAPS ONE OF THE MOST 
perplexing problems facing office 
appliance dealers today, by far and 
the most crucial and many-faceted 
is that posed by wage demands and 
labor-turnover. This, at least, is the 
opinion of several dealers whom I 
quizzed recently. 

The conclusion is of special sig- 
nificance in a period when thou- 
sands of employees in the office 
supply industry are leaving their 
jobs in private industry to accept 
temporary positions with the fed- 
eral government at higher pay. Due 
primarily to the wage-salary stabi- 
lization program of “freezing” wage 
rates, this situation gives rise to 
the installation of a job evaluation 
program to meet the competition, 
since it is a most pressing issue 
today. 

Harmonious personnel relation- 
ships are absolutely essential to the 
smooth functioning of any office 
appliances dealer. Needless to 
say, this has a direct bearing upon 
costs and efficiency. 


Plan Can Function 


Many dealers have rubbed their 
hands gleefully in anticipation of 
the practical benefits of a job eval- 
uation program after it has been 
launched 

There is no need for the dealer 
and his employees to engage into a 
“eat and dog fight” over the wage 
demand issue, because there are 
shining examples of how to cope 
with the problem. Dealers might 
well pay increasing attention to the 
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improving techniques of labor- 
management relations in other 
fields where it has been discovered 
that a job evaluation plan can 
function in an efficient manner. 

Job evaluation consists essentially 
of an analysis and pricing of jobs, 
a record of the analysis frequently 
being used also as a job specifica- 
tion for recruitment and other per- 
sonnel purposes. While job evalua- 
tion and occupational analysis 
differ in purpose, they involve fun- 
damentally the same technique. 

Both functions must depend on 
specific information on all phases 
of a job which relate, on the one 
hand, to the payment of wages and, 
on the other, to the knowledge of 
training grades, classification fac- 
tors, testing programs, and all other 
products calculated to enhance the 
efficiency and increase the value of 
personnel and placement proce- 
dures. 


Began in 1881 


Historically, job evaluation 
springs from a scientific plan for 
the study of jobs and wage relation- 
ships advanced in this country in 
1881 by Frederick W. Taylor, who 
made time studies and analyzed 
jobs into units and duties. Out of 
this approach rose the many in- 
centive wage payment plans which 
we find in evidence today, including 
the department store programs. 
Thus, the establishment of a job 
evaluation program in the dealer’s 
establishment is a very definite step 
forward in solving the problems of 
personnel turnover and wage de- 
mands. Since the time of Taylor 
several systems of job evaluation 
have been evolved and much ma- 
terial has been collected and pub- 
lished. 

Certainly the determination of 


1952 


the necessity of installing a job 
evaluation system in an office appli- 
ances establishment would be based 
on such things as a careful analysis 
of cost records; number of em- 
ployees; type and diversity of work 
done; comparison of wage rates 
with the going rates of other deal- 
ers; employee attitude and morale, 
and so forth, due to the fact that 
such factors are potent ones. Office 
appliance employees, of course, are 
most sensitive to inequities in wage- 
salary rates for jobs of variable de- 
grees. Hence, the dealer might give 
close attention to these signs of 
employee unrest, dissatisfaction and 
turnover. 


Up to Individual 


What type of job evaluation sys- 
tem to use, then, is usually a matter 
of individual judgment and prefer- 
ence. Practically every type of job 
evaluation plan claims advantages 
over others. But fundamentally, 
they are all good and sound in 
structure. However, once the dealer 
has formulated and installed job 
evaluation system, he should check 
it periodically. 

The first step in any job evalua- 
tion program is job analysis. This 
involves a process of studying and 
recording the facts, functions, and 
conditions that go to make up a 
job. Office appliance dealers’ em- 
ployees can aid by writing a de- 
scription of their jobs through fill- 
ing out a questionnaire provided. 

Authorities in the fleld of job 
evaluation stress the fact that too 
much emphasis cannot be placed 
upon the importance of accurate, 
complete, and intelligible job. de- 
scriptions. This is important to the 
dealer, in order to secure accurate 
ratings results from the installa- 
tion, and also in selling the plan to 
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his employees so that they may 
have greater confidence in it, and 
also to realize that the plan is one 
that rates the job by placing a 
money value thereon. 

There are four basic systems of 
job evaluation: (a) the Ranking 
system, (b) the Classification sys- 
tem, (c) the Point system, and (d) 
the Factor Comparison system. 

Job pricing is the ultimate objec- 
tive of a job evaluation program. 
Here the relationship between job 
evaluation and occupational analy- 
sis ceases. In any event, the dealer 
ought clearly to understand the 
methods of job pricing. 


Compare Wages 


After the jobs have been evalu- 
ated for a stationery clerk, a cash- 
jer, or a shipping clerk, or related 
in terms of value to the dealer by 
one of the four methods cited 
above, it becomes essential to make 
this material useful for wage-salary 
administration. After the jobs have 
been adjusted, it is desirable to 
compare the wage-salary structure 
with those existing in similar deal- 
er’s establishments to achieve effec- 
tive results. 

Since wages, salaries, and other 
compensation were “frozen” on 
January 25, 1951 at rates effective 
on that date, and while General 
Regulation No. 5 provides for ad- 
justments for individual employees, 
the dealer still has to comply with 
the stabilization rules to avoid 
heavy penalties for noncompliance. 

However, here is what the Wage 
Stabilization Board has to say about 
inequities: Regulation No. 18 pro- 
vides that inequities are a major 
source of industrial unrest and 
grievances. Sound programs de- 
signed to correct such inequities 
can contribute to increased produc- 
tion and improved morale. Further, 
Section 402(c) of the Defense Pro- 
duction Act requires that a program 
of wage stabilization be adminis- 
tered so as to prevent or correct 
hardships or inequities. The wage 
stabilization board has, therefore, 
adopted an inequity policy. 


Benefits Listed 


The office appliance dealer who 
is not slow to detect mismanage- 
ment, inefficiency, personnel turn- 
over, and wage demands brought 
about by employees, should promptly 
realize the benefits of a job evalua- 
tion. A few would include: ade- 
quate and proper pay rates for each 
job; elimination of inequities in pay 
rates; minimizing employee griev- 
ances resulting from pay inequities; 
equal pay for equal work; sound 
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wage-salary structure; improved 
employee morale; aids in collective 
bargaining; and compliance with 
the wage-salary stabilization regu- 
lations. 

Further, if efficient and produc- 
ing employees are encouraged to 
remain on the job as a result of a 
sound incentive pay plan, word will 
get around that this is so and it will 
attract others of equal ability. It is 
much cheaper for the dealer in the 
long run to compensate adequately 
those skilled, efficient, and produc- 
ing workers whose potentialities are 
known, and are steadily increasing, 
than to hire cheap help who don’t 
justify the expenditure and sooner 
or later leave. 

Among the most common of the 
compensable factors which have 
been used in job-wage evaluation 
studies are: education, experience, 
initiative, ingenuity, physical de- 
mands, mental demands, responsi- 
bility, personality, working condi- 
tions of the employees. Such factors 
should be considered in evaluating 
jobs, because such data provides 
valuable information on job engi- 
neering and pay compensation re- 
quirements. 

To sum up, job evaluation is con- 
ducted for one, and only one, rea- 
son—to determine rates of pay for 
the dealer. 


Pertinent Queries 


The general formula entails such 
questions as: what the employee 
does; how he does it; why he does 
it; the skill involved in doing the 
job. For better utilization of work- 
ers, minimization of labor turnover, 
and the establishment of sound 
wage-salary structures, job evalua- 
tion seems to be the answer for the 
dealer. 

The dealer need not engage out- 
side industrial engineers to perform 
this task, because there are avail- 
able at the library numerous books 
on job evaluation which offer a 
wealth of information that he can 
use. However, to accomplish effec- 
tive results, the dealer should get 
the facts, get them accurately, and 
get them all. Often, however, it 
might be necessary to employ a 
consultant on a part-time basis to 
assist with the project. 

Job evaluation furnishes office 
appliance dealers with occupational 
data required for developing ade- 
quate pay rates for specific jobs. It 
takes the guesswork out of deter- 
mining the skill and probable pro- 
duction of an employee, sales or 
clerical, and assures an equitable 
method of paying him. 

If precautionary steps are not 
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taken by the dealer to control this 
personnel turnover and demand for 
higher wages, he’s liable to wake up 
some morning and find all his em- 
ployees gone to other fields of work, 
or even to his competitor. In my 
contacts with dealers I have found 
that job evaluation is a subject 
which is frequently neglected, 
whereas it should be considered 
especially today. 


Can Measure Cost 


The dealer’s labor cost can also 
be measured by a job evaluation 
system. It is surprising to find out 
what this program can accomplish 
in the way of promoting sound 
management-labor relations. Look 
at it this way: Personnel turnover 
is obviously on the “loss” side of the 
balance sheet, while elimination of 
wage demands is on the “profit” 
side. It is axiomatic in industry, 
other things being equal, that a job 
evaluation system is profitable and 
practical, especially when the dealer 
has established a minimum and 
maximum wage-salary schedule 
and promotions are automatic to 
deserving and loyal workers. 

Finally then, job evaluation is 
the complete operation of deter- 
mining the value of an individual 
job in an organization in relation to 
the other jobs in the area. It be- 
gins with job analysis to obtain job 
descriptions and includes relating 
the descriptions by some system de- 
signed to determine the relative 
value of the jobs or groups of jobs. 
It also involves the pricing of these 
values by establishing minimum 
and maximum salaries for each 
group of jobs based on their relative 
value. 


Good Reading 


No discussion of job evaluation as 
a medium of controlling labor costs, 
minimizing personnel turnover, and 
wage demands would be complete 
without some consideration of the 
text material available to the dealer. 
In compiling this bibliography, no 
attempt has been made to cover all 
publications. Omissions are essen- 
tial due to limitations of space. 
However, the following are consid- 
ered good reading for immediate 
need or future use on the subject: 
1. Dartnell Corporation, Chicago, 
Ili. Job Evaluation Methods 
and Procedures, Report No. 
531, 1946 
2. McGraw-Hill Book Co., New 
York, N. Y. Job Evaluation and 
Employee Rating, 1946. 
3. Journal of Retailing. Job Eval- 
uation: What a Store has to 
gain by it, 1945 Oct. issue. 
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Rendering service earns 


“come back” invitation 


Here’s How a “Small” Dealer Does “Big Business” 
in Operating Office Equipment Firm Near Chicago 


NOTE—Leo Miller, the enterpris- 
ing owner of Harbor Office Equip- 
ment, East Chicago, Ill., is success- 
fully demonstrating how a small 
dealer can do a big job in his own 
back yard even though this yard 
is only 23 miles from State and 
Madison Sts., Chicago. It is through 
no accident that this story came to 
our attention. Hamilton Manufac- 
turing Company, makers of Cosco 
chairs, Columbus, Ind., recently re- 
vealed that Harbor Office Equip- 
ment had captured top honors in a 
nation wide sales contest. This per- 
formance prompted us to talk with 


Leo Miller. Out of the meeting 
came an interesting story which we 
believe will be stimulating to other 
commercial stationers. 

> * > 


g DOING THINGS FOR PEOPLE 

rendering service is an every 
day occurrence for the Harbor Office 
Equipment Company. When an im- 
portant manufacturing corporation 
phoned one day and asked what 
could be done about a desk drawer 
that was sticking, it made no differ- 
ence that the desk was purchased 
from another source. Leo Miller sent 
his man over and fixed the trouble 
promptly 


Helpful Plus 


When an industrial account in 
the East Chicago district phoned 
Leo Miller one Friday afternoon 
and said that they had to have four 
large black boards for a sales meet- 
ing on Monday morning, Mr. Miller 
communicated with E. W. A. Rowles 


by phone arranged for his man 
to drive to Arlington Heights, IIL., 
over the week end and the Rowles 


equipment was in the customer’s 
hands Monday morning, as prom- 
ised. Service with dispatch paid off 
because that manufacturer now 
chooses to buy from Harbor Office 
Equipment 

When Mr. Miller learned that the 
general manager of a big industrial 
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company was interested in buying 
a posture chair for his wife for use 
at home, he immediately took a 
Cosco chair to the lady so that she 
might conveniently decide on the 
unit. A sale was made and the 
added spark of service fostered 
closer relations between the dealer 
and the company involved. 


Out His Way 


When one of Harbor’s important 
customers called up to say that a rip 
had occurred on a Cosco uphol- 
stered seat, Mr. Miller lost no time 
in picking up the chair, shipping it 
to the Hamilton in Columbus, Ind. 
and returning it as good as new to 
the company, without charge. 

In a first call on a large trucking 
company several years ago, Mr. 
Miller seized an opportunity to ren- 
der this all-important extra service, 
knowing full well that there would 
be no immediate compensation. The 
firm had bought a very large num- 
ber of advertising pencils but its 





In a Customer's Office .. . Harold 
A. Segli, sales manager, Calumet Flexi- 
core Corp., sitting in a “Cosco” chair as 
Leo Mitler looks on. 


executives were unhappy with the 
advertising imprint on the pencil 
barrel. Mr. Miller contacted the 
supplier, arranged for that com- 
pany’s sales representative to meet 
with the trucking company and 
consequently ironed out the trouble. 
Ever since the Harbor Office Equip- 
ment Company has automatically 
received a repeat order for the pen- 
cils each year. This is an eloquent 
example of how a desire to serve 
resulted in an account that today 
buys considerable office supplies and 
equipment. It should be noted, too, 





A Purchasing Agent Pauses to Be Pictured with Leo Miller ... Richard 
Brown (at left) is with the purchasing department of the Calumet Iron & Supply Co., 


East Chicago, Ind. 


1952 


17 








Leo Miller and 





Officials of a Good Customer 





Left to right: Eugene 


Swensen, president, and Carl Carlson, vice-president, Calumet Flexicore Corp., Gary 


Ind.; Leo Miller, Harbor Office Equipment Co 


that when this same trucking com- 
pany was interested in furnishing 
several executive offices, Mr. Miller 
drove the company president and 
office manager in to Chicago so that 
they might see more adequately 
what was available in office furni- 
ture. 

Leo Miller grew up in East Chi- 
cago, Indiana. He is a native of this 
hustling, sprawling community of 
55,000 which forms an integral part 
of a clustered group of industrial 
towns just a stone’s throw from 
Chicago. Leo’s father has been a 
merchant in East Chicago for over 
30 years. His general store is well 
known to the local population 


Soldier Had Idea 

Leo went to Indiana University 
at Bloomington, graduating in 1939 
from the School of Business Ad- 
ministration. Subsequently he went 
into Uncle Sam’s army, where he 
spent years in the signal corps. 
During his stint as a soldier, he 
was stationed for a time near Fort 
Wayne. It was during his occa- 
sional visits to Fort Wayne that 
he became intrigued with the office 


equipment business. This initial 
interest stemmed from watching 
the commercial stationery stores 


and observing their window dis- 
plays. 

In 1949, Mr. Miller formally 
launched the Harbor Office Equip- 
ment at 3721 Main St., East Chi- 
cago. The company is a member of 
NSOEA as well as an active parti- 
cipant in the Lion’s Club, Chamber 


18 


of Commerce and the local Mer- 
chants Association 

Perhaps Leo Miller’s philosophy 
of business is best contained in his 
company’s slogan which reads 
“Where Office Supplies are a Spe- 
cialty Not a Sideline”. The bulk 
of the company’s sales is derived 
from personal calls and telephone 
orders. Only a negligible transient 
business is obtained in the store 

In the early stages of the business 
when the company was experienc- 
ing growing pains, the first step was 


to make contact with every known 
buyer and user of office equipment 
in the area. Service was stressed 
and every order, no matter how 
small or humble, was guaranteed 
prompt, efficient attention. Through 
the avenue of selling office supplies, 
from a service standpoint, Mr. Mil- 
ler won the respect of some very 
large corporations which today look 
to Harbor Office Equipment for 
many Office needs. Thus today, if a 
company phones for a half gross of 
pencils, the delivery is quickly made 
by auto. 

The desire to serve, backed up 
by performance, has spelled out 
success for this Indiana dealer. Yet, 
there is another element involved. 
It concerns integrity . . . honesty of 
purpose ... the desire to make a 
promise and keep it if it is humanly 
possible. During the period when 
office equipment was in such short 
supply, Mr. Miller frequently asked 
his suppliers to provide written con- 
firmation regarding deliveries, espe- 
cially where a big order was in- 
volved. He served his customers 
best by asking sources for delivery 
commitments which could be left 
with the purchasing agent 

Leo Miller makes an interesting 
and significant observation about 
price. Price is an incidental factor 
in his company’s selling. By win- 
ning the respect and confidence of 
his customers by rendering serv- 
ice wherever possible .. . by missing 
no opportunity to call in person on 
his friends, Leo Miller feels that a 
fair price tag is accepted without 
question by even the biggest corpor- 
ations he sells 








os 


Chairs for Gifts . . 





. A window display at the Schwabacher-Frey Co., Los Angeles 


Calif., boosts chairs for gifts to men and women. The window, in a holiday setting, 


proved effective for Christmas trade 
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= Inflation and your income tax 
OW 
ped 
+4 by HAROLD J. ASHE that exemptions are reduced as the value of the dollar), this would 
fil- fax counselor value of the dollar declines. mean that a $25,000 net income 
toa Income tax rates are not pegged might rise to a $50,000 net income. 
wed to the value of the dollar. Thus, as In terms of real value the $50,000 
for a taxpayer’s taxable income rises in net income would be no greater 
fa an inflationary period (even while than the 1952 income of $25,000. 
of his dollars are declining in value) This, if the individual could retain 
ide m= WHILE CONGRESS has recently _ he is pushed into higher and higher _it all. He could not. That’s where 
increased taxes, inflation has long tax brackets. A larger and larger income taxation intervenes and, 
up since sharply increased the tax bur- share of his income is subject to in- percentage-wise, takes a bigger 
neat den of taxpayers. This peculiar by- come tax—and at higher rates. chunk out of the inflated income 
‘et. product of inflation has gone un- For example, if the 1952 dollar than out of income before inflation. 
ed. noticed, yet it should have great should decline in the next few years On the score of income taxation 
of significance for every American to a 50c dollar (in terms of the 1951 alone, the theory of “a little infla- 
a having taxable income. tion” being good for the country 
aie As the real value of the dollar stands exposed as a fraud. To as- 
md continues to decline, the income tax Your Bellare and Sanat sume that it is good for the country 
ort assessed against the individual tax- § ‘Assuming 1952 dollar at 100 cents*) _is to conclude that heavier taxation 
ed payer rises without benefit of any Rise in is good for the individual, because 
n- legislative action whatsoever. Price Over Value this is the end-product of inflation, 
,e- Deluded by the feel of more dol- Base 1952 of tax-wise. This, obviously, is just not 
in- lars—even though worth less—not a Period Dollar so. Those who advocate and profess 
ers few office appliance dealers sub- None 1.00 to like a little inflation scream in 
ry scribe to the idea that “a little in- 5% 95 great and mortal pain against 
oft flation is good for the country.” A 10% 909 heavier taxation without, however, 
little inflation, like a little heroin, 15% 869 knowing that one of the real causes 
ng may create a temporary feeling of 20% 833 of the higher tax bill is the inflation 
al exhilaration. The trouble is a little 25% 80 itself which they deem a blessing. 
tan inflation, as with a little narcotic, 30% 169 
= calls for more as the first stimulat- 40% 114 Dollars Shrink 
of ing effects wear off. 50% 666 After income taxation is taken 
“y- ; 75% 571 into consideration, the $50,000 in- 
ng Bite Can Deepen 100% 50 come in 195X is not, in fact, the 
on If creeping inflation accelerates 150% 40 equivalent of 1952 income of $25,000, 
a its tempo into galloping inflation, *For purposes of comparison only even though the 1952 dollar has be- 


the income tax bite will become 
ever greater. The reason for this is 
found in the income tax law. 
Exemptions and deductions are 
fixed arbitrarily and do not change 
as the dollar declines in value. The 
value of a $600 exemption is already 
worth less to the taxpayer than a 
$500 exemption only a few years 
ago. Indirectly, then, it is obvious 


the 1952 dollar is assumed to be a 
100-cent dollar. In reading the fore- 
going article, it should not be con- 
fused with the 1939 100-cent dollar 
usually used for historical compari- 
son and which is now worth around 
53 cents. Using the 1939 dollar as a 
base would have served only to con- 
fuse the points made herein, rather 
than clarify. 


come worth in 195X only half as 
much as in 1952. Here’s why. On 
1952 income, the tax (based on 1952 
rates) is $6,836. This leaves $18,164, 
1952 dollars. In 195X the tax on 
$50,000 is $20,824, leaving $29,176 
195X dollars. However, in terms of 
1952 dollars this 195X income, after 
taxes is only $14,588. Real income, 
based on the 1952 dollar has been 


HOW INFLATION REDUCES REAL EARNINGS, AFTER INCOME TAXES 


This illustrative table assumes a family unit of husband, wife and one child, a standard 10 % deduction, and the filing of a joint return. 


7S ea ee ea | 
| 


1952 Net Income 195X Net income 1952 Tox 195X Tax 1952 Income 195X income Reduction in 195X 
After Inflation (1952 Rates) (1952 Rates) After Tax After Tax Real Income 
Adjusted to 1952 After Taxes 
Dollar 

$2,000 $4,000 None $399.60 $2,000.00 $1,800.20 
4,000 8,000 399.60 1,224.40 3,600.40 3,337.80 
6,000 12,000 799.20 2,220.00 5,200.80 4,890.00 
7,500 15,000 1,113.70 3,100.00 6,386.30 5,950.00 
10,000 20,000 1,675.20 4,848.00 8,324.80 7,576.00 
12,500 25,000 2,365.00 6,836.00 10,135.00 9,082.00 
15,000 30,000 3,100.00 9,128.00 11,900.00 10,436.00 
20,000 40,000 4,848.00 14,580.00 15,152.00 12,710.00 
25,000 50,000 6,836.00 20,824.00 18,164.00 14,588.00 
50,000 100,000 20,824.00 55,732.00 29,176.00 22,134.00 
75,000 150,000 37,608.00 95,208.00 37,392.00 27,396.00 
100,000 200,000 55,732.00 137,968.00 44,268.00 31,016.00 
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reduced 19.1 per cent. This is just 
one of the tangible, demonstrable 
effects of inflation, but an impor- 
tant one. 

The foregoing assumes the tax- 
payer is able to keep up with the 
inflation rat race. If he cannot, his 
real income will decline even more 
sharply. Example, the 1952 dollar 
drops to 50 cents in terms of 1952 
by 195X. However, the taxpayer with 
1952 net income of $25,000 is able to 
increase his 195X income to only 
$40,000. That is, he is not keeping 
up with the race. In this case his 
195X income tax will be $14,580, 


The sale of capital assets during 
a period of inflation may prove to 
be a deadfall for the unwary. Prices, 
expressed in dollars, may rise even 
though real value does not. Thus, a 
certain capital asset might experi- 
ence no real gain in value. Yet, be- 
cause of inflation it might be sold at 
a profit in nominal dollars carrying 
a sizable tax. This situation is tak- 
ing place right now on a moderate 
scale. 

Inflation may distort net taxable 
income in other ways. For example, 
depreciable assets during a period 
of inflation must continue to be 
written off on the basis of original 


Thus, this cost of doing business 
item remains stationary while other 
costs rise. This lag will create an 
additional net profit which, in fact, 
is artificial. Nevertheless it is tax- 
able. This added profit is taxable at 
the highest rate in which any of a 
taxpayer’s income falls. 

Example: 

1952 195X 
Profit before depre- 


ciation charges.....$10,000 $20,000 


Depreciation 

charges 2,000 2,000 
Net profit after 

depreciation 8,000 18,000 








leaving 195X income after taxes of 
$25,420. Adjusted to 1952 dollars 
this will be $12,710, or a loss in real 
income, after taxes, of $5,454 or a 
30% loss. 


(pre-inflation) 


cost. This, even 
though their value, expressed in 
dollars, has been 
with everything else. 


So, while profit before deprecia- 
tion charges doubles, net profit, 
after depreciation charges, rises 244 
times in the above example. 


inflated, along 





THE SALT LICK 
Monthly Musings on Salesmen 
and Their Problems 








by L. R. ADDINGTON 


Vice-president, 

Dealer Sales, 

Art Metal Construction 
Company 


@ THERE IS AN old say- 
ing that has come down 
through the years and it 
had its origin in days 
long past. The statement 
is, “Some men look without seeing and others see 
without looking.” Stated simply, it means that some 

ple do not observe the things which their eyes 
see, and others who train themselves well, see and 
remember things without consciously making an 
effort. 

In the field of selling, nothing is more important 
than to see what goes on in an office and what is 
being used in an office. The wise salesman records 
these facts on some kind of a historical record. 

There is only one possible reason why a sales- 
man would observe the work habits, the things 
that people are using, and the general conditions in 
an office, and that is that knowing about and being 
acquainted with the work problems and equipment 
in an office, will indicate to the informed salesman 
what the customer needs in the future to get his 
work done. 

So we ask ourselves, what should a salesman see 
when he calls on an office? Does he sit and read 
magazines or stand up and observe and study what 
is going on? 

l. Is the office overcrowded? 

2. Are there a lot of people chasing around the 

office? 

3 Are the people happy? 
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Are supervisors irritated? 

Are people working at their desks or fooling 
away the time? 

What is the condition of the office furniture? 
What is the condition of the machines? 

Is there any evidence of improvements in the 
office, such as acoustic ceilings, new lighting, 
new floors, new paint job? 

9. Is the switchboard busy? 

10. What does the company make? 

11. Who are the executives of the company? 

12. Does your direct mail advertising list include 
the names of top executives? 

There are many other things to observe other than 
the above, but if you have observed these things 
and know the answers, this knowledge will stir your 
mind so that you will be able to make worthwhile 
suggestions on every call. 

The instinct or urge to observe what is going on 
and being done around your company is either a 
natural instinct or a developed habit. To those who 
are not naturally observing, they can become 
equally adept at the art through a simple means of 
self discipline and self training. Any salesman can 
improve his effectiveness by constantly forcing 
himself to look at the people in an office, the equip- 
ment and supplies being used, and after he has 
turned away, ask himself what he has seen. 


Also equally important in the matter of observing, 
is that when you are observing, you give the impres- 
sion of being alert and when you see the things 
the customer is now using, you will come to know 
whether the things used are old or new, adequate 
or inadequate and whether the thing that you have 
to sell is better than the product now used by your 
customer. 

It is only through observing that you can make 
sensible, constructive suggestions and unless sug- 
gestions are made against a background of know- 
ing what the customer's reaction to it will be, it 
won't be favorable. A salesman can teach himself 
to observe and will gain the confidence of the custo- 
mer by so doing, and in observing the salesman 
learns to serve the customer better. There need be 
no further reason for a salesman to teach himself 
to see things than this one pertinent reason. 


NEXT MONTH—The importance of clean, up-to- 
date price lists and catalogs. 


OND woe 
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A typewriter service that pays its 
way and helps build other business 


by BEATRICE MILLER 


special writer 


gw A TYPEWRITER REPAIR and 
rental service introduced at the 
Capitol Office Supply Company, 
Washington, D. C., has tripled in 
volume over the last year, bringing 
a tremendously increased sales vol- 
ume in typewriters, office furniture 
and supplies. Staffed by two full- 
time mechanics skilled in all type- 
writer makes, the typewriter repair 
shop is operating at full capacity 
on a 24-hour delivery service basis 
to customers and government agen- 
cies. The steadily expanding vol- 
ume, which now includes a number 


of large government contracts, has 
Capitol Office Supply Company 
seeking a third skilled mechanic. 
Success is attributed to the wide 
promotion program given the serv- 


ice, honest and dependable dealings 
and alertness to the additional 
needs of customers. 


Build Reputation 


First and foremost, I would say 
that we repair only the actual de- 
fects of a typewriter,” said James A. 
Smart, co-partner. “Because of this, 
I believe word-of-mouth promotion 
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Co-Partner James A. Smart Instructs Employee in Duplicator Use 


has brought us a reputation for 
honest repairs and charges. If a 
customer brings in a typewriter for 
an overhauling, and we discover 
that all it needs is a good cleaning, 
we clean it only.” 

Repair service has proven a tre- 
mendous stimulus to sales in the 
business machines division. Dupli- 
cating equipment alone is bringing 
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government contracts amounting to 
$750,000 yearly. 

A repair service backs up all sales, 
Mr. Smart pointed out. All new ma- 
chines are thoroughly tested before 
delivery to a customer. Minor de- 
fects are occasionally found and ad- 
justments are made before placing 
a machine in a customer’s hands. 
Where extensive repairs are neces- 


Painting a Typewriter 
by Spray in Shop of 
Capitol Office Supply Co. 
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sary, Capitol Office Supply Com- 
pany furnishes the customer with 
a typewriter at no charge during 
the period of repairs. 

Rentals and service are a fine 
source of sales, added Mr. Smart. 
They have proved also a tremen- 
dous stimulus to sales of office sup- 
plies and furniture. No rental, repair 
or sale is made without an inquiry 
concerning the customer's need for 
typewriter paper, second sheets, 
carbon sheets, erasers, typewriter 
ribbons, ink eradicators, and so 
forth. The customer is rare who 
does not need one of these items. 
With new typewriter sales a desk 
and chair are frequently sold. Mr. 
Smart estimates that a $100 type- 
writer sale brings a minimum of 
5% additional sales in office sup- 
plies. 


Promote Service 


Promotion is consistently and 
regularly carried on with regard to 
the repair service. The seven outside 
salesmen unfailingly talk of the 
available repair service, a weekly 
newspaper advertisement an- 
nounces it and classified ads three 
times a week bring it to the atten- 
tion of the public. Direct mail is 
used generously. A recent mailing 
of 5,000 postcards was devoted to 
repairs and typewriter rentals. 


Display Helps 

A permanent window display 
around a typewriter includes office 
supplies needed by the typist. 

An interior display built around a 
typewriter includes a desk and 
chair, bond paper, second sheets, 
carbon sheets, erasers and other 





Repairing Typewriters at Capitol Office Supply Co. 


necessities. Signs in the store win- 
dow and shop interior emphasize 
the repair and rental service. 
Capitol’s dependable machine re- 
pair service has brought a sharp 
increase in office furniture and sup- 
plies sales where purchasing agents 
have this three-fold interest. 
“We go all out to satisfy a cus- 
tomer and why not?” asked Mr. 
Smart as he cited a number of large 
government agencies among his 
customers. “With good representa- 
tive lines in office furniture, office 
supplies and machines, we stand to 
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lose if a customer should become 
dissatisfied over one line. We retain 
his three-fold interest if we keep 
him happy. It is to his advantage 
too, to have all three lines consoli- 
dated under one roof.” 


Sees Value 


With sound rates for repair serv- 
ice, Mr. Smart believes dealers in 
small towns would find this added 
department a stimulating one. He 
recommends a modest start devot- 
ing no more than desk space for a 
beginning as a dealer feels his way 
along with three or four machines. 
In the big towns a dealer will meet 
greater competition but servicing 
the machines of his own customers 
would prove highly advantageous to 
his business. 

But he underscores that beating 
the bushes—hard work with fair 
dealings and dependable service— 
will more than pay off 


Selling a Customer a Typewriter 
After a Series of Rentals; Co- 
Partner James A. Smart Goes 
Over Some Outstanding Features 
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These Scenes Will Be Repeated at National Business Show in New York City October 20-25 





Million-dollar exposition beckons 


g@ THE 1952 NATIONAL Business 
Show, scheduled for Grand Central 
Palace in New York City, October 
20-25, promises to offer its greatest 


contribution to the office machine 
and equipment industry since 1904. 

During the past 12 months the 
industry has shown a definite trend 
toward discarding its traditional 
shyness in stating its important 
position in our nation’s economy. 
Close to the two billion bracket in 
American production. it is among 
the 10 leading industries in the 


nation 


Lang Explains 


“This year’s National Business 
Show is easily a million-dollar ex- 
position,” declared Rudolph Lang, 
managing director. “The new prod- 
ucts to be introduced represent an 
enormous investment in research 
and inventive production on the 
part of the office machine and 
equipment industry. 

“The products, services and man- 
agement techniques shown at the 
Palace are valued at well over a 
million dollars. Their proper ap- 
plication and use will return many- 
fold the amount of the investment 


by American businesses which take 
advantage of the latest develop- 
ments to increase the productivity 
of their offices 


Depends on Tools 


“The nation’s industrial produc- 
tion is completely dependent on the 
machine tools of management,’ ”’ 


said Mr. Lang. “It is in the office 
that every effort to produce our real 
wealth receives its initial push. 
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Thus the manufacturers of office 
machines and equipment are aware 
that their industry is truly ‘the in- 
dustry behind the operations of all 
industry.’ ”’ 

This year’s Show will see more 
than 140 exhibitors at the exposi- 
tion, the largest number ever to 
participate. They represent the 
most progressive makers of equip- 
ment from all parts of the country, 
as far west as California, as far 
north as Wisconsin, and all regions 
of the United States will be repre- 
sented. 


Foreign countries such as Sweden, 
Italy, Denmark and England are 
sending their best products. Many 
more new products than ever before 
will be on display for the first time. 


Starts Buying Season 


Manufacturers, aware that Octo- 
ber is the start of the business year 
and the big buying season, plan to 
use the National Business Show, 
held in the world’s largest market, 
to launch their selling campaigns. 
Many buyers of office machines and 
equipment have resisted selling 
pressure to place orders until they 
can see, test and compare the 
newest and best the industry has to 
offer at the October exposition. 


Space is provided for a motion 
picture theatre where exhibitors’ 
films will be shown demonstrating 
techniques, training and the proper 
application and use of the products 
on display. Showings will be at 
stated intervals each day through- 
out the week, and the business pub- 
lic attending the Show will be 
better able to see how the newest 
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techniques can contribute to fur- 
thering the efficiency of their own 
offices. 

Professional associations in every 


- field of management endeavor have 


been traditionally interested in the 
National Business Show. They have 
requested and received special in- 
vitations for distribution to their 
members. Some hold conventions, 
seminars or other meetings spe- 
cially timed for the week of the 
Show. Represented this year will 
be the Systems and Procedures As- 
sociation of America, Inc., who are 
holding their national convention 
October 20-22 at the Hotel Roose- 
velt, American Management Associ- 
ation, Records Management Asso- 
ciation, Personnel Club of New 
York, Direct Mail Advertising As- 
sociation, Inc., New York Personnel 
Management Association, Mail Ad- 
vertising Service Association of New 
York City, Inc., Office Executives 
Association of New York, Inc., Na- 
tional Office Management Associa- 
tion, National Association of Cost 
Accountants, Transcription Super- 
visors Association and others. 

About 100,000 of the nation’s 
leading executives and industrial 
leaders will be present during the 
week-long exposition. 

Government and defense officials 
will be present to see the latest and 
best products available for speeding 
production and conserving man- 
power. 

This marks the 44th National 
Business Show and the third oper- 
ated by the Office Executives Asso- 
ciation of New York, Inc., as a serv- 
ice to its members and the office 
machine and equipment industry. 
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CHRISTMAS PROMOTIONS 


for the office equipment 
and supply dealer 


Now is the time to plan wisely for effective display 
of holiday goods. Time spent in attractive windows, 
special gift departments and intriguing advertising 
means more Yule business. Here are tried methods 














to step up volume. 


Successful merchandising of 
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office utilities for Christmas gifts 


@ The reason more people do not 
buy desks, filing cabinets, pictures 
and all types of desk accessories as 
Christmas gifts is because, in many 
cases, these lines are not presented 
in a ‘gifty’ manner, in either adver- 
tising, store or window display. 
Here is how Stockwell & Binney, en- 
terprising stationery and office sup- 
plies firm of San Bernardino and 
Riverside, Calif., greatly increases 
its normal sales of these lines at 
the holiday season. 

Said C. K. Sprague, manager of 
the Riverside store: “As the holiday 
season approaches we clear out a 
large space in our basement—where 
office appliances are stocked—and 
arrange a special gift department. 
A large arch over the descending 
stairway has in large frosted letters 
the words ‘Christmas Gifts.’ In the 
varied display of desks, one for an 
executive is fitted up with a com- 
plete leather desk set, gold pen and 
special desk lamp. A student’s desk 
is fitted up with leather desk set, 
globe and fountain pen. A broad 
band of red ribbon encircles this 
desk, and is tied with a big bow in 
front. In front of the desk is a 
box wrapped in silver paper, sup- 
posed to contain a typewriter. Di- 
rectly in front of the stairway, 
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where they immediately meet the 
eye of those descending, are a num- 
ber of tables, each covered with a 
red blotter. These hold desk acces- 
sories in wood, table pads, gift 
wrapping supplies, cards and poker 
chips, book ends, and desk lamps. 
One side of the gift section is cov- 
ered with red paper, and on this 


are hung de luxe greeting cards and 
calendars.” 

All of the windows feature sta- 
tionery supplies, office supplies and 
office furniture in a manner as gifty 
as in the gift section. First, featur- 
ing office furniture, showed arm and 
swivel chairs; with a cutout Santa 
standing in the middle one. A wall 
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Christmas Window at Stockwell & Binney, Riverside, Calif. 
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Yule Tree Highlights Yule Window at Bales Office Equipment 


card said “Office Furniture—desks, 
chairs, safes, filing cabinets, visible 
systems.” The next, devoted to safes 
and strong boxes, had the card 
“Office Furniture” printed in big 
white letters on red ground. Sus- 
pended from the ceiling was a cut- 
out Santa riding in an airplane, 
and on the wall a red card, showing 
the head of Santa and the words 
“Season’s Greetings.” In the center 


was a steel safe surrounded by fire- 
proof boxes for the safe keeping of 
valuable papers. Two windows, 
crossed with small red lines to sim- 
ulate old-fashioned small panes of 
glass, were used to call attention 
to office accessories. The first had 
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in the center a simulated brick fire- 
place, down which Santa (a cut out 
figure) had just come. On shelves 
in the rear were desk lamps, letter 
files, typewriters and seat pads 
(wrapped in cellophane). At one 
side were file cabinets and waste 
paper baskets, wrapped in clear 
cellophane and tied with red rib- 
bons. A desk lamp was similarly 
wrapped. A set of drafting tools, 
pencil set, and calendars were also 
displayed. The second window had 
a four-step fixture covered with 
brick paper. Here were shown 
leather zipper cases, lamps, smok- 
ing stand, bronze paper weights, 
book ends and desk pads. 


1952 


“Giving these standard lines a real 
Christmas setting, and wrapping 
them as Christmas gifts brought 
them to the attention of scores of 
people who had not considered such 
practical items as gifts,” said Mr. 
Sprague, “and earned the thanks of 
many, many men and youths who 
are overwhelmed with ties and 
other haberdashery, which they 
much prefer to pick out for them- 
selves.” 

om > > © 

Starting its Christmas campaign 
early, the Bales Office Equipment 
Company, Santa Ana, Calif., sug- 
gested through newspaper ads and 
extensive window and store dis- 
plays, the purchase of office equip- 
ment as a much appreciated gift. 

In front of the big glass doors 
was a green fir tree, heavily pow- 
dered with snow, and decorated 
with multi-colored glass balls. At 
the base was a typewriter wrapped 
in red metallic paper, and a cal- 
culator, enveloped in clear cello- 
phane and tied with red bows. At 
one side was a wood desk and at the 
other a metal desk. A half back 
window, showing in the rear a 
stylized cutout fir tree of green 
cardboard, had in red and green 
letters “The Ideal Gift.” This win- 
dow featured typewriters, some of 
them wrapped in clear cellophane, 
others boxed and wrapped in red or 
green metallic paper. 


Use Yule Motif 


On either side of the entrance 
were windows fitted up as offices, 
one with wood, the other with metal 
furniture. Both displays had back- 
ground of sky blue, upon which 
were large silver stars, sprays of 
silver leaves, Santa’s head, and a 
strip card of red and silver, saying 
“Season’s Greetings,” and “Merry 
Christmas.” Red bows were affixed 
to each office chair. On the desk 
was typewriter or calculator, wrap- 
ped in cellophane, with red bows. 
Other machines, in cases or open, 
were on the floor. 


An ad complementing these holi- 
day displays showed at the top a 
man sitting at a comfortable desk, 
with the caption “It’s time to think 
of the Boss’ Christmas.” The ad 
illustrated, priced and briefly de- 
scribed a Telechron clock, desk 
lamp, leather portfolio, desk set, 
fountain pen and smoking stand. 
Another ad devoted entirely to 
smoking accessories, was headed 
“Invitation to Happy Smoking.” It 
illustrated and priced an ash tray, 
combination tray and lighter, light- 
er, cigarette humidor, and two ash 
stands.—_WBS 
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push typewriters for Christmas gifts 


by W. B. STODDARD 


special writer 


@ TYPEWRITERS SHOULD be fea- 
tured strongly for Christmas. 
Through newspapers, window dis- 
plays, radio spots, TV, and direct 
mail tell the public—put a new 
typewriter in your office to delight 
your stenographer; give your high 
school boy or girl a machine to aid 
him in his school work; give mother 
or dad a typewriter for their home 
correspondence. 


It’s best to get your typewrit- 
ers in the limelight early, for in 
most cases the purchase of a ma- 
chine means several months budg- 
eting. The last two weeks before 
Christmas feature accessories, as 
many who are not able to give a 
machine as a holiday present can 
offer ribbons, typewriter paper, 
boxes of carbon paper, all of which 
practical gifts will be thoroughly 
appreciated by the average man or 
youth far more than the ties and 
handkerchiefs with which they are 
usually deluged. Make them into 
gifty-looking packages with holiday 
wrapping papers and gay ribbons 
and they will be purchased by 
scores who had not previously 
thought of them as Christmas re- 
membrances. 


Asking Santa’s Advice 


M. L. Bath Co., Shreveport, La.., 
office equipment dealers, arranged a 
very interesting display. At one side 
was shown the life-size cutout of a 
woman standing by a telephone and 
at the other end was the figure of 
Santa on the receiving end of the 
line. Beneath the feminine figure 
was the caption, “I want to give 
something, useful, practical and 
lasting,” and at Santa’s feet was 
the reply, “Well, my dear lady, 
nothing I have heard about gives 
so much satisfaction as a _ type- 
writer.” 

Making the office scene more 
realistic an actual wire stretched 
across the window from ‘phone to 
‘phone. The floor of the window was 
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covered with artificial snow, and 
several open cases displayed type- 
writers very effectively. Within a 
holiday wreath laid on the snow 
were a number of boxes of type- 
writer ribbons, one of them wrapped 
in holly paper tied with red ribbons. 
The lower half of the background 
was of silver paper and the upper 
half of deep blue, sprinkled with 
Silver stars 

The Remington-Rand window in, 
Mobile, Ala., had the center of the 
floor space covered with artificial 
snow, out of which rose a Christmas 
tree, sprayed white, and shrouded 
in clouds of angels’ hair, the tree 
being decorated with blue glass 
balls. At one side was a desk hold- 
ing a typewriter and at the other 
a fire-place, upon the mantel of 
which was a Remington machine. 

Beneath the tree were typewriter 
and a calculator, behind each being 
the lid, bound with a large bow of 
red ribbon. A striking effect was 
created by the throwing of a blue 
light upon the tree at night, spot- 
lighting the machines beneath the 
branches 


The open back window of the 
Rodecker Typewriter Company, Mi- 
ami, Fla., suggested typewriters as 
Christmas gifts. On mats of white 
cotton wadding, sprinkled with 
powdered mica, were three ma- 
chines, attached to each being a 
large paper flower on which the 
price was printed. In the rear were 
three machines in cases, one 
wrapped in red cellophane, on top 
of which was a miniature type- 
writer, the others with bells and 
bows of red ribbon attached to the 
handle. Back of the window could 
be seen open cabinets holding type- 
writers of a number of standard 
makes, while on top of the cabinets 
were carrying cases. The firm uses 
weekly ads—eight inch, single col- 
umn—to call attention to their 
lines, and a very effective holiday 
ad showed at the top Santa holding 
up a scroll on which was printed, 
“have you a writer, student typist, 
or busy family on your Christmas 
list? Time is short, why not give the 
typewriter of your choice—all makes 
and models, new and re-built, $32.50 
and up.” 





— 


Typewriter Display at Rodeckers Typewriter Co., Miami, Fla. 
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Banks’ of Santa Barbara Features Typewriters for Christmas 


The stationery and office outfit- 
ting firm of Banks, Santa Barbara, 
Calif. had a background of red, 
with typewriters, adding machines, 
and carrying cases shown on sheets 


Real wallop . in 





of red blotting paper. One machine 
was wrapped in red and white 
Striped paper and tied with broad 
red ribbons. At one side was a tall 
narrow cabinet, decorated with 


poinsettias, holding stationery and 
pens, while down front were pen 
and pencil sets, desk sets and many 
little office gadgets. 

The California Outfitting Com- 
pany, Los Angeles, arranged a win- 
dow framed in simulated icicles. 
On fixtures covered with poinsettia 
paper were typewriters and adding 
machines, some wrapped in cello- 
phane, and all hung with American 
tinsel. A large card suggested, “Lay 
it Away for Christmas Day” (The 
window was arranged the first of 
November). On each machine was a 
triangular card, “For Brother—Sis- 
ter—The Office—The Accountant— 
The Salesman—The Home.” On the 
wall was a big Christmas wreath of 
holly. Another window with a simi- 
lar setting had the card, “Christmas 
in December—Time to Remember.” 
A frosted card said, “Christmas 
Greetings.” A third window, with 
like background, had on a pedestal, 
surrounded by typewriters of differ- 
ent makes, a gift wrapped box, sup- 
posed to contain a machine, with a 
Christmas card attached saying, “A 
Gift for the Whole Family.” The 
store faces on a long arcade and 
there were six windows filled with 
stationery, typewriters and office 
supplies, to which red ribbons and 
sprigs of holly were fastened. 


unique “surprise” Christmas card 


by BERT MERRILL 


staff correspondent 


@ ONE OF THE MOST unusual 


Christmas cards in modern-day re- 
tailing got record results in attract- 
ing new customers and boosting 
sales to those already on the books 


for the J. A. Ossen Company, Den- 
ver, Colorado 


Well aware of the advantage of 
real “surprise value” in Christmas 
cards, J. A. Ossen, head of the firm 
itilized a holiday greeting contain- 
ing an undeveloped photographic 
print. The card was designed in 
French-folder style, with a “cheese- 
cake” photograph of a young girl 
entering a darkroom on the cover 
Carrying a camera, the model was 
shown adjusting a garter, while the 


OFFICE APPLIANCES, October, 


caption below indicated “Let’s See 
What Develops.” Opening the folder, 
the recipient found only a plain 
white 214x314 sheet of photographic 
print paper enclosed. Printed in one 
corner were instructions to dip this 
into ordinary water, whereupon a 
picture would develop. 

The print, when subjected to a 
bath of water, materialized a photo- 
graph of Mr. Ossen and his em- 
ployees behind the counter of the 
store, smiling and extending their 
hands. A Christmas tree made up 
the background, and written on the 
bottom of the photograph was 
“Holiday Greetings from the J. A. 
Ossen Company.” 

More than three-fourths of the 
1,000 persons who received the 
clever “Christmas card” visited the 
Denver store within the first two 
weeks after the New Year to ex- 
press their appreciation, compli- 
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ment the management on the 
cleverness of the idea and to look 
over Ossen stocks. Sales volume 
climbed so rapidly that Mr. Ossen 
decided to utilize the card as the 
basis for a following direct-mail 
program. During all of 1952, the 
Ossen Company has sent out 
monthly direct mail in the form of 
a 4-page, offset printed folder, un- 
der the title of “Hot Flashes.” On 
the cover of each issue is the same 
sketch of the model entering the 
darkroom, which, of course, ties 
each successive mailing in with the 
initial Christmas card. Net results 
have been an extremely high degree 
of readership on all direct mail and 
an appreciation of the alert effi- 
ciency of the firm. A leading calen- 
dar company furnished the Denver 
store with the special photographic 
paper on which the undeveloped 
print could be mailed. 
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Fifteen bless that 





make the Christmas season profitable 


by ROBERT LATIMER 
staff writer 


@ THERE ARE MANY more ways 
in which the retailer can insure a 
more profitable volume each Christ- 
mas than the traditional setting up 
of a Christmas tree in the window 
and displaying wreaths, holly, San- 
ta Clauses and similar eye-catchers 
around the store. 

In recent years, there has been a 
decided trend toward bringing 
humor into Christmas display and 
to use bright, sprightly ideas which 
are guaranteed to stop more buying 
traffic. 

Following are 15 clever ideas 
which were utilized by retailers in 
various fields during the 1951 holi- 
day season and which each user 
enthusiastically reported, got excel- 
lent results: 

1. In Springfield, Mo., one store- 
owner developed a neat twist in 
signs, when he paraphrased the old 
sticker, “Please Do Not Open Before 
Christmas”. On the front door of 
his store, he posted a red-and-white 
sign which was lettered, “Please 
Open Before Christmas’. Every 
passerby, of course, appreciated the 
humor of the idea, and store traffic 
was extremely heavy. 


Helping Mothers 


2. A leading specialty store in St. 
Louis provided the answer to many 
mothers’ shopping dreams when 
they provided four small tables 
equipped with equally tiny chairs, 
at which children were invited to 
write their letters to Santa Claus, 
the store furnishing envelopes, writ- 
ing paper and a convenient mail 
box. With a salesperson in charge, 
this made it possible for shopping 
mothers to “park” their children for 
half an hour or so, and thus relieve 
the mother of many headaches. 
Almost every mother showed her 
good will by doing at least part of 
her shopping in the store. 

3. A Birmingham, Ala., sporting 
goods store offered a novel service 
when four tables were set up at 
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various points, stocked with wrap- 
ping paper, ribbons, seals, etc. Signs 
above invited customers to “Wrap 
Your Own,” the materials being fur- 
nished with the store’s compliments. 
Absolutely no customers tried to 
abuse this offer, and the tables 
stayed neat and well arranged, as 
appreciative shoppers, working out 
their own individual ideas in gift 
packaging carefully made certain 
that the materials were left as 
neatly arranged as they found it. 
This novel idea actually cost the 
store less than paying regular wrap- 
ping girls, and the materials’ cost, 
of course, was charged off to adver- 
tising. 

4. Along a similar service vein, a 
small department store in Milwau- 
kee, Wis., provided “free checkroom 
service” to relieve the shopping 
strain on women loaded down with 
packages. Permitting them to check 
all of their packages in large gro- 
cery-type bags, while starting out 
after more, made each shopping 
expedition less of an ordeal and 
here again, built up a lot of grati- 
tude, translated into more sales. 


Kiddies Like This 


5. In Denver, Colo., an enterpris- 
ing store manager won the atten- 
tion of thousands of youngsters 
through the Christmas season when 
he extended almost 500 feet of elec- 
tric train track all the way around 
the walls of the store, running along 
the ledges above merchandise shelv- 
ing, and between cases on inexpen- 
sive “bridges” constructed of planks. 
Six transformers spaced along the 
500 feet of track, provided power, 
and a 15-car electric passenger 
train ground continuously around 
the long route, throughout selling 
hours. No matter what department 
a customer might be shopping in, 
she was certain to be “electric train 
conscious” at some time or another, 
as the toy train “highballed 
through.” The store’s sales of elec- 
tric trains hit an all-time high. 

6. Proof that an appreciative 
public will always spend more in the 
store whose window displays elicit 
strong interest was furnished by a 
small retail store in Dothan, Ala., 
which provided a “Christmas organ 
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scene.” A model organ, built from 
cardboard tubes and wood, with 
realistic keys, was placed in the 
window, finished in bronze and gold. 
In front of the organ, an expensive 
doll, beautifully clad in white mar- 
quisette to simulate an angel was 
placed. Electric motors and wires 
moved the hands and arms up and 
down on the keys, to give the im- 
pression that the organ was actually 
being played, while an automatic 
phonograph provided organ music 
through speakers over the door. The 
beauty of this display and its seren- 
ity attracted many more window 
visitors than any previous display 
the store had ever used. 


Santa’s Helper 


7. Out in Cheyenne, Wyo., a 
prominent retailer advertised that 
the store would “fly Santa Claus to 
town” on a certain date, and gave 
full information inviting local 
youngsters to visit the airport for 
the arrival. On the specified day, 
the Santa Claus was flown in, sport- 
ing a genuine white beard, and 
loaded down with tiny, gift- 
wrapped favors, which he distribu- 
ted to youngsters. Repeated for 
several years in a row, the event 
now draws in excess of 5,000 young- 
sters to the airport on the fifteenth 
of November, and has made this 
store one of the top in the city from 
a Christmas gift sales standpoint. 

8. In Montgomery, Ala., another 
prominent dealer offers a valuable 
prize each week from November 15 
to Christmas for the most interest- 
ing letter to Santa Claus, posted, of 
course, through the store. Bicycles, 
electric trains, football outfits, and 
so forth, are the prizes. From two 
to five of the winning letters are 
read daily over a 15-minute radio 
program sponsored by the store, 
and the juvenile and adult listener- 
ship both are very high. Last year 
some 15,000 letters were handled, all 
of which were brought to the store 
by their youthful writers and de- 
posited in a “mail box” provided 
for the purpose. Results have been 
outstanding. 

9. A Birmingham, Ala., dealer 
launched an equally clever promo- 
tion when he arranged a Christmas 
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tree in the lobby of the store, re- 
plete with dummy packages, and 
used huge signs to invite mothers 
shopping in the downtown district 
with children, to “Take the young- 
sters’ pictures under the Christmas 
tree.” The store furnished cameras 
and flash attachments, charging 
customers only for the film and 
bulbs used, and giving the prints, 
handsomely mounted in white 
matte folders, free with the store’s 
congratulations. The first year 
some 250 mothers took advantage of 
the plan, the next year 500 were at- 
tracted, and more than 1,000 are 
expected for the 1952 season. This 
unusual offer drew an all-time rec- 
ord number of customers, inciden- 
tally, during the 1951 season. 


Humor Helps 


10. A sly bit of humor which 
never fails to provoke laughter from 
window visitors at a Kansas City 
department store, shows an attempt 
by youngsters Jack and Judy to 
gain a huge volume of gifts for 
themselves. Shown in a window dis- 
play is a huge fireplace, with Christ- 
mas tree, huge stockings and all. 
Set just inside the fireplace is a 
monster bear trap, three feet six 
inches wide, with cocked spring, 
and a piece of cake resting on the 
trigger for Santa Claus. Around 
the corner of a stairway leading 
up out of the window, are shown 
the faces of a tiny boy and girl, 
eyeing the fireplace avidly! 


Greetings Sent 


11. Down in Waco, Tex., a promi- 
nent retailer sends every youngster 
on its list.a greeting card of some 
sort every month in the year, plus 
a handsome birthday present and a 
Christmas present each December. 
Beginning in September, enclosed 
with every mailing is a flyer note, 
which tells the youngster to begin 
looking for Christmas displays at 
the store, and promises him that 
the store will carry the most out- 
standing inventory of toys in the 
history of the city. Monthly sus- 
pense is kept alive in this way, until 
when the toy department stages a 
gala opening in mid-November, 
there are almost twice as many 
youngsters attracted as might oth- 
erwise be expected. And, inasmuch 
as the moppets are always accom- 
panied by their parents, the Christ- 
mas volume gets under way ex- 
tremely early. 

12. Undeniably expensive, but a 
traffic-stopper of major proportions 
is the “Christmas tree of ice’”’ which 
a leading Dallas store puts on ex- 
hibition in its lobby every year. 
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15 Good Promotions 


for Yule Business 


1. “Please Open Before Christmas” 
sign on store door. 


2. “Parking” spot for kiddies. 

3. Gift wrapping tables. 

4. Free checkroom service. 

5. Electric train 500-foot track. 

6. Christmas organ scene. 

7. Invitations to see Santa fly in. 

8. Prizes for best letters to Santa. 

9. Children’s pictures under Yule 
tree. 

10. Fireplace with bear trap for 
Santa. 


11. Greeting cards to children. 
12. “Christmas tree of ice.” 
13. “Lollipop horse.” 


14. Free photos of youngsters talk- 
ing to Santa. 


15. Letters from Santa to kiddies. 











Built of copper tubing, with over 
1300 branches, the “tree” is really 
an intricate erection of refrigera- 
tion lines, to which is applied some 
10 tons of refrigerated capacity. 
Frost naturally forms on all of the 
copper pipes, with the result that 
the tree becomes a shimmering 
thing of loveliness, bound to excite 
all ages. It is “defrosted”’ every 
Sunday, and builds up to its full 
glory by noon on Monday. More 
than 100,000 people have visited the 
store to date to enjoy this unique 
interpretation of the Christmas 
tradition. 


Lollipops to Fore 


13. Down in Nashville, Tenn., a 
leading store has shown continu- 
ously good results with a “lollipop 
horse.” Built of hardwood, this is a 
giraffe-like animal with a neck six 
feet long, set up in the middle of 
the department. Bored along its 
back, and along the back of its neck, 
are some 240 small holes, into which 
the end of a lollipop stick fits se- 
curely. Festooned with lollipops of 
all colors, the “lollipop horse” is 
there to greet all juvenile Christmas 
shoppers, and every youngster is 
invited to pick one for himself— 
replaced as soon as he is out of 
sight. While the lollipop horse cost 
only $12 to construct, and some $50 
worth of lollipops are given away 
each Christmas season, sales, as a 
direct result, increased by more 
than 35% during each consecutive 
Christmas. The same idea is now 
used for other holidays of the year. 

14. Free photographs of young- 
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sters talking to Santa Claus has 
been a potent trade-builder for a 
Salt Lake City store. Under the 
plan, Santa Claus is seated on a 
throne in front of a white screen, 
while concealed photo-flood lamps 
provide sufficient illumination for 
snapping a clear bright picture of 
each youngster, without the use of 
flash. The store spends approxi- 
mately 37c apiece on the photo- 
graphs, which are blown up to a 
4x5 size, placed in a striking folder, 
and given to the mother three days 
later. The fact that each photo- 
graph insures that the mother will 
visit the store twice, produces a lot 
of additional sales, and the young- 
sters usually insist upon coming 
along on the second trip as well. 
The idea worked out so well that 
upwards of 2,000 photographs were 
made during December of each year 
in this simple way. Santa merely 
steps on a button to operate the 
automatic camera, and thus no 
costly personnel are tied up. 


Santa Writes 


15. Reversing the usual proce- 
dure, a Des Moines, Ia., retailer 
sends out letters from Santa Claus 
to the youngsters of store custom- 
ers. The letters, carefully printed 
to resemble handwriting, and signed 
with a florid “Santa Claus,” tell the 
youngsters receiving them that 
Santa Claus wants good behavior 
through the year, an understand- 
ing of parents’ problems, and good 
school marks, as his gift from the 
youngsters, for the holiday ahead. 
Impressively packaged in huge en- 
velopes, and bearing a North Pole 
return address, the letters are sent 
out to youngsters only by request of 
parents, who must come into the 
store, and give the address, the date 
they wish the letter received, and 
other details. This novel twist, 
which has a solid appeal with the 
parents of more fractious young- 
sters, never fails to bring in several 
thousand additional visitors during 
each holiday season, all of whom 
are well “exposed” to the store’s fine 
holiday gift lines. 

These and other ideas which are 
take-offs on them, can help to make 
the store far more interesting and 
“out-of-the-ordinary” during each 
Christmas season. Originality, the 
retailer will find, will pay just as 
outstanding results during the 
Christmas season as any other sea- 
son of the year—by making the 
store a “stand-out” at a time when 
almost everyone is remarkably like 
its neighbor. 











Typewriter salesman 
“converted” Jim 


gw J. M. HACKNEY, sales man- 
ager portable typewriters, dealer 
sales division, Remington Rand 
Inc., is a well-known figure 
among the office machine deal- 
ers in the United States. His 
years of service in the typewriter 
industry have passed quickly 
it’s hard for him to realize it has 
been 39 years since he started 
Born and raised in Mt. Morris, 
Mich., where he attended grade 
and high school, Jim, as he is 
affectionately known to his 
countless friends, received his 
business education at Ferris In- 
stitute in Big Rapids, Mich., and 
Bliss Alger College in Saginaw, 
Mich. He recalls that his first 
fulltime job was as a bookkeeper 
for a building contractor for 
which he was paid $8.00 per week 


A Turning Point 

While working as a bookkeeper 
and stenographer he made a de- 
cision which turned out to be 
one of the most important events 
of his life. 

The firm he was associated 
with bought a new typewriter, 
and so impressed was Jim with 
the competitive sales talks and 
demonstrations put on by rival 
typewriter salesmen that he de- 
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Hackney Believes In 
Typewriter’s Future 


It is generally agreed that 
there are few people who know 
the typewriter and its market 
any better than Jim Hackney 
does. 

He is a great believer in sell- 
ing the convenience values, the 
feature values, the application 
values of his product — and 
a great believer, too, in the 
future of the industry. 

He is convinced that the old 
law of “the survival of the fit- 
test” is always with us and 
that it is, therefore, necessary 
to keep constantly abreast of 
modern sales techniques and 
market conditions. 





cided to enter this business. And 
so it was that in 1912, just a few 
months after he had married, 
that he joined the Detroit branch 
of the Royal Typewriter Com- 
pany as a salesman and em- 
barked on a career which re- 
sulted in his being recognized 
today as one of the authorities of 
the typewriter industry. 


Returned to Royal 

In 1917, after five years with 
Royal, he resigned to sell Dicta- 
phones. Two years later, how- 
ever, he returned to the Royal 
Company when offered the posi- 
tion as branch manager of the 
Toledo office 

During the ensuing years he 
received several important pro- 
motions. Still with Royal, he was 
promoted from branch manager 
at Toledo to branch manager at 
Buffalo. Then he was promoted 
to the Canadian Company as 
vice-president and managing di- 
rector of the Royal Typewriter 
Company, Ltd 


Joined Woodstock 


In 1924 he joined the Wood- 
stock Typewriter Company as 
branch manager of the Detroit 
Office, and in 1927 was promoted 
to the position of domestic sales 
manager of this company with 
headquarters in Chicago. His 
sales, administrative and execu- 
tive ability were recognized im- 
mediately. In 1928 he was ap- 
pointed vice-president and 
general sales manager of domes- 
tic and export sales. In this 
capacity he went to Europe to 
study the foreign sales market, 
and he traveled extensively 
throughout many countries on 
the continent calling on dealers 
of the Woodstock Company. 

Later, he was elected as a 
member of the board of directors 
of the Woodstock Typewriter 
Company and served in this ca- 
pacity until 1937 when he re- 
signed to take a position tn the 
national accounts department of 





Old. Jimers’ Party 
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Remington Rand Inc. Early in 
1939 he was promoted to the posi- 
tion of sales manager of that 
company’s portable typewriter 
division, a position which he has 
held for the past 13 years 


Farming Was Hobby 


For a man who has been so 
closely associated with and busily 
engaged in the office machines 
industry for so long, J. M. Hack- 
ney has a most unusual hobby. 
Until recent years Jim was a 
“gentleman farmer” and inter- 
ested in livestock breeding until 
the pressure of business and the 
necessity of living in metropoli- 
tan New York forced him to give 
it up. 

He first became interested in 
Hereford beef cattle in 1935. 
Starting with a foundation from 
one of the oldest Hereford herds 
in North America, his Mt. Morris, 
Mich., farm developed during the 
following 11 years one of the best 
small herds of Hereford cattle in 
the state of Michigan 


Met Each Challenge 


There have been a lot of 
changes in the industry since 
Jim Hackney sold his first type- 
writer almost 40 years ago. Each 
change has been a challenge he 
has met with a keenly analytical 
mind, a quick, dry sense of hu- 
mor and an unusual faculty for 
foreseeing and developing new 
sales potentials. 
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by Irving Settel, authority on retail advertising 


@ Is it possible to spend more for advertising 
without taking it out of your profits? The an- 
swer to this question is “yes” .. . not by actually 
spending more money, but by getting a great 
deal more out of every advertising dollar. 

This can be accomplished by carefully adher- 
ing to the rules, by intelligent planning, by 
good “timing”. It can be done by using the 
“right” medium at the “right” time, directed at 
the “right” people, offering the “right” mer- 
chandise. 

No doubt, in your own experience, you have 
discovered that ads of the same size have pro- 
duced completely different results. One may 
have been a complete failure, the other a tre- 
mendous success. Your space and production 
costs were the same but the resulting profits 
were very different. 


Success Factors Analyzed 


What is the reason for this? Why should one 
ad “pull” very well and another show a total 
loss. It is difficult to put one’s finger on a spe- 
‘ific answer. There may be many reasons. How- 
ever, chances are that one of the main contri- 
buting factors is that the successful ad followed 
the rules, was timed well, utilized the “right” 
medium and sold “right” merchandise. 

How can we produce more of these successful 
ads? How do we get more for our advertising 
dollar? Here too, we have no definite answer. 
We can, nevertheless, offer some suggestions 
which have worked in the past and probably 
will work for you: 

1. Offer the “right” merchandise. This is a 
rule of great importance. An advertisement can 
do its biggest job only when it promotes items 
which are in current demand. In other words, 
push seasonable items which the public can 
use ... or “off-seasonable” merchandise at spe- 
cial inducements (low prices). 


Time Your Promotions 


The functions of advertising are to announce 
the availability of the merchandise, describing 
its use and virtues. When the merchandise is 
right”, chances of success are greatest. Re- 
member, newspaper readers want timely news 
about fresh merchandise. This means that you 
can get the most for your advertising dollar by 
timing” your promotions to coincide with cus- 
tomer interest. Offer the items pleasingly, with 
acceptable prices and you'll get results. 
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25. How to stretch your ad dollar 


2. Be sure that you are advertising in the 
“right” medium. Get the current rate cards of 
your newspaper, radio, etc. Keep posted on the 
latest circulation and listener figures. These 
change regularly. One newspaper may hold a 
commanding lead over all others one year and 
be a “trailer” the next. You've got to keep in- 
quiring. You've got to continuously reapportion 
your budget, giving the most to the best “pull- 
ing” medium. While one medium may appear to 
be “cheap in price,” it may be very costly in 
terms of poor returns. 


Need Consistent Advertising 


3. Be sure that you advertise consistently. 
“The customer has a short memory” is a saying 
which is undoubtedly true. Inconsistent or in- 
frequent advertising can result only in a loss 
of potential business for the advertiser. It is 
necessary to constantly remind the public of 
your store’s advantages. You must convince the 
reader by sheer repetition and logic that you 
have better service, lower prices, finer quality, 
greater convenience. This must be repeated, re- 
peated and repeated. Examples and illustrations 
should be included. Old customers must be re- 
minded, new ones informed. That is why con- 
sistency is a must in advertising. 


Employees Must Co-operate 


4. If you want complete success in advertis- 
ing, get the co-operation of your sales people. 
Advertising merely brings potential customers 
into your store. It is up to the sales people to 
complete the sale. They must be informed, en- 
couraged and stimulated to action. Advertising 
and sales promotion within the organization 
will help here. 

All personnel should be informed about cur- 
rent advertising and promotion. It not only 
makes for better co-operation, but also provides 
a basis for a better sales talk. Many stores fol- 
low the procedure of distributing reproduction 
proofs of their newspaper ads. Others will per- 
mit and encourage the sales help to participate 
in the construction of the ad. In both instances, 
they are kept well informed. This helps con- 
Siderably in making additional sales and in 
eliminating unnecessary losses in sales. 

Advertising used intelligently can accom- 
plish much in the stimulation of sales and the 
increase of profits. 

(Turn to page 289, please) 
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MODERN 
DisPlil 





: for the 


_ OFFICE EQUIPMENT DEALER 


conducted by 


George Ly. Taylor 


P.O. Box 542, Long Beach, Calif. 


Rearranging the display units 


@ FOR SEVERAL ISSUES we have 
had an article describing the use 
of decca poles and drug store units 
in displaying office supplies. If you 
have kept the former issues it 
might be interesting to you to com- 
pare the former installations with 
the one in the accompanying photo- 
graph. 

It will be noticed that the circular 
panel, formerly used to form the 
shadow box has been “split” and 
each half used in the extreme front 
corners of the window. This ar- 
rangement gave the outline of the 
entire display an oval look which 
was distinctly different from any 
use to which the panels had been 
put before. As a center background 
a green raffia curtain was held in 
place by two decca poles to which 
had been attached three shelf units. 
Three distinct displays were made 
in front of this background. The 
two poles and a shelf unit were used 
showing a unit of “Scotch” tape 
flanked by two stationery units. In 
front of this display was a shelf 
display of drafting equipment and 
a slanting board upon which was 
fastened drafting instruments of 
various sorts. 


Attracts Customers 


In the big town this latter dis- 
play attracts many customers from 
outlying districts who would never 
have entered the store. Engineers 
and draftsmen are intensely inter- 
ested in this type of display and not 
only are they interested but, if the 
right things are shown, they make 
it a point to come in and make a 
purchase. This is very lucrative 
business, a point naturally to be 
considered by the smaller store 
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when attempting to attract more 
business to swell the receipts. 

In the semi-circular “wing” dis- 
plays drug store units were used to 
show a mass display of office supply 
items on the right of the photo and 
fountain pens on the left. A moving 
Sheaffer unit was placed on the top 
Shelf of the pen display and the 
motion attracted attention from the 
street. The readers featured the 
pen repair service and admonished 
the shopper to make Belcher and 
Schacht their home for office sup- 
plies in 1952. 


Mass Display Helps 

It is very advisable, especially 
when business is hard to get into 
the store, to use mass display. As 


we have suggested many times to 
our readers, there is a vast differ- 
ence between “mess display” and 
“mass display’. The photograph il- 
lustrates just what is meant by this. 
One can attain the effect of a full 
stock, carried in the store by a neat 
arrangement of merchandise in 
units and at the same time achieve 
a neat mass display. Each little 
group in its own space, separated at 
reasonable distance will achieve the 
result. There are dozens of differ- 
ent arrangements possible with this 
set of fixtures. More of them will 
follow in coming issues of “Modern 
Display.” 

One other thing of interest to the 
owner and operator of the small 
store. If you will study the picture 





Here’s One Way to Make an Effective Window Display 


OFFICE APPLIANCES, October, 1952 


S to 
fTer- 
and 
1 il- 
this. 
full 
neat 

in 
ieve 
ittle 
d at 
the 
Ter- 
this 
will 
iern 


the 
nall 
ture 





952 


for a while you will realize how 
simple a matter it would be to set 
up an arrangement similar to the 
one shown and then change the 
units on different days, thus making 
continuous changes during a given 
period. It would take only about a 


half hour to change one of the units 
and this could be done before the 
store opens in the morning, thus 
eliminating the confusion which 
usually goes on during “change 
time.” Simplicity of detail, plus the 
range of visual! selling ideas cannot 


OA ad display for October 


Suggested by the 
advertisement of The 
General Fireproofing Co. 


by GEORGE D. TAYLOR 


display specialist 


gw ON PAGE 153 of the April issue 
of OFFICE APPLIANCES appears an 
advertisement by General Fire- 
proofing Company featuring the 
‘Mode Maker” desk and “Good- 
form” office chairs. This advertise- 
ment suggests a simple yet very 
effective idea by which you can call 
attention to the products in your 
show window 


Suits Circumstances 

The arrangement of the window 
can be made to suit your peculiar 
or individual circumstances. Start- 
ing from scratch with a bare win- 
dow forget for the moment that 
you are installing a display and 
pretend rather you are furnishing 
an office. Imagine that you are 
doing this job for a client to whom 
you have sold a bill of goods and 
do the kind of a job for the window 
shopper that you would do for the 
man whose name will show on the 
dotted line. After all, more names 
will be on more dotted lines 
throughout the year if you follow 
this suggestion 


Spotlight the Desk 


In arranging the display let the 
desk be the main attraction and 
spotlight this item for a double 
purpose. Of course, the first pur- 
pose is to reveal the desk in all its 
beauty. The second reason is to 
show up the hand cut-out which you 
have had prepared beforehand. This 
hand should be about three times 
the size of your own and should be 
copied (by an expert) from the 
General Fireproofing advertisement 
about which we have advised you. 
This hand should be the only item 
on the desk for this particular dis- 
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help but make for good advertising 
and hence more profits. Give some 
thought to these ideas presented by 
OrFiceE APPLIANCES, don’t let them 
go to waste. Use them to your own 
benefit. 


GENERAL 
FIREPROOFING 
<= 


Selling Method ... Sketched is one way to design a store window for selling of 
General Fireproofing Co. desks and chairs. The hand on the desk is coupled with a 


reader of effective size. 


play and should be coupled with a 
reader of reasonable size upon 
which you can have your story 
printed (also by an expert). The 
beauty of the art work coupled with 
the beauty of the desk is the me- 
dium that will put over the message 
you wish to convey to the window 
shopper. You must attract him to 
convince him. 


Use Title of Ad 


The title of the advertisement 
should be the caption on your card, 
“FIGURE OFFICE FURNITURE 
COSTS ON A DOLLAR AND SENSE 
BASIS. Come in and let us explain 
how.” This is all you need on the 
card, which can be made up to 
simulate a desk design, if you so de- 
sire, or can be worked out on a 
larger scale and framed for effec- 
tiveness. A ribbon from the hand 
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to the latter sign would increase 
the value of the display. 

Once again an advertisement 
from Orrice APPLIANCES has given 
us a COMMON SENSE idea for our 
next window display. This time we 
owe our appreciation to G-F. We 
hope that dealers throughout the 
nation will profit from this sugges- 
tion. New ideas are the food that 
start people thinking and if you 
use them the prospect will start 
thinking about you and your prod- 
ucts. Isn’t this what you want him 
to do? 





MUSIC HATH CHARMS 
Having organ music in the store during 
the Christmas season has been a good 
traffic builder for one western store. 
To do this, a local organist is hired and 
a special place set up for her and her 
organ. The music is featured at thirty 
second intervals during the two weeks 
prior to Christmas. It's quite a success. 
—Merchants Trade Journal 
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Too early? No! 


g@ THIS IS OCTOBER and although 
we are in the midst of fall promo- 
tion we must not forget the lucra- 
tive Christmas season which is 
ahead of us. Every year, about this 
time we make it a point to admon- 
ish our readers that it is not too 
early to give serious thought to our 
plans for the Yuletide season and to 
take some actions that will assure 
us of complete success and no dis- 
appointments when the time comes. 
To many dealers in office supplies 
the Christmas season supplies the 
push that will send them over the 
top, achieving for them that suc- 
cessful climax to the business year. 
The degree of that success depends 
a great deal on the timing of the 
plans. It is not too early to start. 

One of the store meetings might 
be devoted to a discussion of what 
is going to be displayed. The buy- 
ers or buyer should discuss this 
problem with the person responsible 
for the displays. This will give him 
a chance to make an intelligent ap- 
praisal of what he should have to 


complement the merchandise to its 
best advantage. It is this time of 
year that the salesman for the dis- 
play material concerns are showing 
their complete lines and if you place 
your orders in plenty of time you 
will not be disappointed. If you 
are planning some new display fix- 
tures you had better get that order 
in too so that you may avoid disap- 
pointment. If you are going to 
build some fixtures or have them 
built better get going on this now 
before you are occupied with the 
thousand details that will crowd 
you later on. 

Colored papers, Christmas flow- 
ers, snow scenes, artificial snow and 
color schemes for Christmas tree 
decoration should be planned now 
and the materials ordered. The size 
of the daily cash register receipts 
will depend a great deal on the 
effectiveness of your planning and 
upon what you do now. The interior 
display should receive its share of 
attention at this time also and 
should not be left to “a last minute 


orgy”. The merchandise must be 
glorified if you are to achieve maxi- 
mum selling results. The tables 
must be suitably covered and the 
different items must receive an in- 
dividual consideration. A theme is 
extremely important to dignified 
presentation and color harmony in 
signs and decoration should be de- 
cided upon and adhered to. Too 
often display opens itself to justified 
criticism by non-attention to these 
matters. 

Be sure that no stone is left un- 
turned that will assure you perfec- 
tion in your 1952 Christmas mer- 
chandise presentation. Your profits 
will be greater if you prepare to dis- 
play your gift merchandise in a 
manner that will prove your careful 
planning and the time to start is 
now, in October. Select your theme 
and your color scheme and then 
plan the detail so that harmony will 
result. You will attract more cus- 
tomers, you will sell more merchan- 
dise, you will have a successful sea- 
son. 





what the courts say— 


(Case Histories Reported 


by Albert Woodruff Gray) 


DELIVERY AS ACCEPTANCE OF ORDER 


@ AN ORDER for the delivery as soon as convenient of an add 
ing machine, with provisions for the payment of the price in 
stipulated installments, was received by a dealer in office appli 
ances from a furniture store. 

The dealer not having in stock a machine of this type supplied 
the purchaser with another machine for use until this particular 
machine was available. Later when the machine specified in the 
order was offered for delivery this purchaser refused to accept it 
contending that under the contract, “Nothing but acceptance in 
writing at the vendor's home office shall constitute an acceptance 
of this order by the vendor,” and that he had received no notice 
of such an acceptance. 

Sustaining a judgment in favor of the dealer the New Jersey 
court said of the buyer's contention, “The provision is manifestly 
ingrafted into the contract for the protection of the vendor and it 
was free to waive this protection if it saw fit. That there was an 
acceptance in fact of the customer's order is proved by the con 
duct of the vendor in furnishing to the purchaser for his use an- 
other machine pending the delivery of that contracted for. Such 
an acceptance made the contract complete and binding on both 


parties.” 
- 2S 


Wales Adding Machine Co. v. Huver, 121 Atl. 621, New Jersey 
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ORDER COUNTERMANDED BEFORE ACCEPTANCE 
@ THE ORDER of a Texas buyer for an office machine was, 
Please enter my order for the following and deliver f.o.b. Snyder, 
Tex., (description of the machine). This order subject to the 
approval of the company. This printed and written document, 
when approved by an executive officer, is to constitute the entire 
agreement and understanding between the parties. It is expressly 
agreed that this order shall not be countermanded.”’ 

The order was signed on July 11. Two days later the purchaser 
notified the company by registered mail of his cancellation of the 
order. Eight days after that notification the order was approved 
by an officer of the company and the machine shipped. The pur- 
chaser refused to accept delivery, contending that his order had 
been cancelled. Suit was brought by the seller for the price of 
the machine 

The Texas appellate court held that since there had been no 
acceptance the paper signed by the buyer was simply an offer 
which he could countermand or withdraw at any time before it 
was accepted by the company. 

“The order was simply an offer to buy on the terms set therein. 
It is elementary that an offer may be revoked at any time before 
its acceptance. This is true even though the offeror has expressly 
leclared in the offer that he will not revoke it or has by other 
terms of the offer allowed the offeree a certain time to accept, 
unless the offer is supported by a consideration. 

“Unless the offer is supported by an independent consideration 
there is until acceptance a complete want of mutuality and no 
contract between the parties. In the present case there was no 
independent consideration for the offer and the buyer, until the 
acceptance of his order, was not bound by any of its provisions. 
Until that time he had the right to revoke his order by counter- 
mand directed to any authorized agent of the company.” 


Se 2 


Womack v. Dalton, 285 S. W. 680, Texas. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:—- 


CONFIDENCE COUR. 
AGE CO-OPERATION 
g STIMULATING INDEED was the 
crisp letterhead, that stepped out 
of a snow-white envelope, airmailed 
us by a Pennsylvania sales director 
of an old established stationery 


concern and this is the message 
that handily won the current lead- 
off monthly message that our en- 
thusiastic Mr. I Will Pepper-Upper 
holds aloft on his O. A. TV Screen: 


— 


ADD to the 
spirit of 
your sales 
messages by 
SUBTRACTING 
non-working 
words! 








> a a ~ 


AND NOW WE BRING TO 
YOUR PERSONAL OA TV set a 


different type of winner in the 
Here’s an Idea From Under My 
Very Own Hat” Department. It is 
directly from that big state of 


COP OLD DDD ABA AB aaah 


HERE’S AN IDEA FROM UNDER 
MY VERY OWN HAT:- 






ae? oe 





Texas, and is under the signature 
of a woman executive of a large 
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office outfitting concern there... 
Here it is—we know you'll profit by 
seeing and hearing it on this 
month’s broadcast :— 


a hl a ln A il il il a il lili lini 
Ne 


YOU WANT A WINNER IN 
YOUR SALES PROMOTIONS. 


.. . Here’s HOW to train your 
efforts: . Winning horses 
and winning promotions don’t 
just happen. Sales efforts 
that will win your business 
the most customers per dollar 
spent invariably are: 


(1) Soundly planned. 

(2) Intelligently timed. 

(3) Expertiy merchandised. 
(4) Attractively presented. 
(5) Consistently believable. 
(6) Regularly proclaimed. 


HOW does YOUR own Sales- 
Work stack up by this winning 
list? Win, place, or just “also 
ran?” ... we earnestly believe 
your own harking to THIS 
SUGGESTION will prove most 
helpful. 


—_—~w~wsweweweseeweeweeeeeeeewee}e” 
PPP PP PPDPODP DD DPD PP”? 





Ph hl Mi il 
DDD AD DDD A ee? 


DDD DD PPP PDP PPP PP PFA 





ese eeeeweeeerereYey,rYreeweeormleermCeermhmcCemrmhCcmermhcCerereeeeeeee 





a 








MODERN EQUIPMENT 





I-D-E-A E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 

" the price— 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU!!! (Always men- 
tion idea number, and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. 





*Ask right now (AND BE SURE 
TO SEND YOUR OWN IDEA WITH 
YOUR ORDER) for BUSINESS 
BUILDER NUMBER 10-51-11 “PER- 
SONNEL Winning-and-Holding 
Methods Our Firm is Glad to Share 
with You’—this important and 
generous formula developed by a 
progressive New York State office 
outfitter. 
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“Ask right now (AND BE SURE TO 
SEND YOUR OWN IDEA WITH 
YOUR ORDER) for BUSINESS 
BUILDER NUMBER  10-52-2 
“ROUND THE 1953 Business Clock 
with Planned Office Supply and 
Equipment Sales as we have 
roughed-it-out”—This detailed by a 
comparatively newcomer in the 
Southeastern United States; and it 
merits an equally sound set of 
IDEAS from all who send for it. 
IDEA * CASH * ON * THE * BARREL - 
HEAD, AS IS FAIR, YOU'LL AGREE! 


“Ask right now (AND BE SURE TO 
SEND YOUR OWN IDEA RIGHT 
ALONG WITH YOUR ORDER) for 
BUSINESS BUILDER NUMBER 10- 
52-3 “How We Made Our Office 
Equipment and Supply Letters More 
Personal and Truly DIRECT.” An 
authoritative treatise by a long es- 
tablished stationer, written in a 
most factual manner—yours for the 
payment of an equally helpful pass- 
on-able IDEA. 


> * * > . . . 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. 


. , .from my neighboring state of 
Idaho steps out this month’s winner 
as he briskly flashes on your OA TV 
receiver this cryptic clever thought: 


“THE SHORTEST ANSWER IS 
DOING!” and the further remark- 
able fact behind this five-word pow- 
erful statement is that it was writ- 
ten in the year 1651 by George 
Herbert. 


3, 32, 3B 3 


Office-efficiently yours! 
RALPH B. ORTEL 








HOW TO GET PATRONAGE 


Get the confidence of the public and 
you will have no difficulty in getting 
their patronage. Inspire your whole 
force with the right spirit of service; 
encourage every sign-of the true spirit. 
So display and advertise wares that 
customers shall buy them with under- 
standing. Treat them as guests when 
they come and when they go, whether 
or not they buy. Give them all that 
can be given fairly, on the principle 
that to him that giveth shall be given. 
Then your business will prosper by a 


natural process. 
—H. Gordon Selfridge 
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Industrial expansion and remodeling 
keep Detroit furniture market healthy 


@ WHILE DETROIT, Mich., main- 
tains its reputation as the indus- 
trial trouble center of the nation, it 
nevertheless represents a_ solid, 
healthy market for the office furni- 
ture dealer—a consensus of leading 
office furniture retailers indicates. 

With a population of over 3,000,- 
000, the Detroit market has never 
been characterized as static, leading 
dealers point out, and through re- 
cent years, there has been a sharp 
trend toward the use of steel furni- 
ture, toward smaller, more compact 
furniture requiring less space, and 
to top this off, the establishment of 
thousands of new industrial firms 
as office furniture prospects. 

Despite the fact that the Michi- 
gan Auto City is devoted almost 
100% to industrial production, there 
was a very slow acceptance on steel 
furniture, a typical dealer points 
out. Most of the larger firms report 
volume still split 50-50 between 
wood and steel office furniture, with 
the steel element a recent thing, 
established chiefly during the past 
five years. Dealers who specialize 
in executive office furniture in par- 
ticular, have noted a hesitation to 
switch to steel on the executive's 
part, and for that reason, the dis- 
play of steel furniture, irrespective 
of supply, is noticeably smaller than 
in other cities. 


Expansion Is Large 


Industrial expansion, largely 
sparked by defense orders, has re- 
sulted in construction of new office 
buildings and most markedly, huge 
plants, located in the suburbs. 
These feature wide, spacious offices, 
requiring more than the normal 
amount of office furniture. For that 
reason, a half dozen leading firms 
have increased their sales staff in 
order to cover areas far beyond the 
city limits and have found a ready 
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market for complete office layout 
service, capable of planning an effi- 
cient, eyé-appealing executive office 
from the ground up. The new in- 
dustrial firms making up this mar- 
ket represent predominantly an 
outlet for better-priced “custom 
furniture” with a small amount of 
advanced Hollywood design defi- 
nitely noticeable. 


Replacement Helps 


The bulk of office furniture sales, 
however, has been the replacement 
market, as industrial firms, factor- 
ies, automobile plants and so forth 
have swung into complete moderni- 
zation programs. As is typical of 
many cities along the northeastern 
industrial belt, the tendency, in the 
past was to “get by”. However, dol- 
lars reaped through war production 
have spurred modernization, in- 
cluding office furniture, of course, so 
that there are many programs in 
operation within some of the na- 
tion’s larget plants, to replace com- 
pletely all office furniture in use. 

Modernization of this sort has 
posed some unusual problems for 
Detroit dealers. One, for example, 
pointed out that he was granted the 
contract for complete moderniza- 
tion in a huge insurance company, 
with national headquarters in a 
downtown Detroit building. The 
company had neither the funds, nor 
the desire to change over entirely in 
a short space of time, and therefore, 
the project has involved gradually 
switching 200 desks in the main file 
and clerical office, for example, over 
the space of a year. Twenty desks 
at a time are removed and replaced 
with steel or wood, according to the 
usage, and at the end of 1952, some 
550 pieces of furniture will have 
thus been “rotated”. Arrangements 
such as these are by no means un- 
usual and thus, dealers who go 


after the larger modernization con- 
tracts in this way, have found it 
necessary to keep a crew on almost 
full-time duty on the job. 

“While the market is in good con- 
dition, it is by no means a seller’s 
market,” one outstanding dealer 
indicated. ““‘We have found it nec- 
essary to sell on a more strenuous 
basis than at any time in the past. 
The reason for this, of course, is 
price competition, and a new dan- 
ger, which is the fringe retailer. 
Many types of retail outlets which 
never before handled office furni- 
ture, are now incorporating it in 
their inventories and the result is 
a general lowering of prices which 
is highly discouraging. The estab- 
lished office furniture dealer, how- 
ever, wields a powerful weapon in 
the fact that he guarantees, installs 
and oversees the use of the furni- 
ture he sells. For that reason, the 
fringe retaHer has not given us as 
much competition as originally ex- 
pected, but it has resulted in a 
‘shopper trend’ on the part of the 
office holder. Businessmen who 
formerly ordered only by brand and 
availability are now more inclined 
to visit one store after another, in 
search of the best deal, and there- 
fore, we must watch our competitive 
prices closely.” 


Club Sparks Sales 


Helping tremendously to stabilize 
sales operations in the Detroit area 
is the city’s unusual association of 
office furniture dealers, which was 
formed over 10 years ago. Under 
the title of “The Wednesday Club”, 
the group meets monthly, discusses 
interesting problems on a helpful 
plane and has been able to choke 
off dangerous tangents before they 
have gotten under way. There has 
been some talk of affiliating the 
Wednesday Club with the national 
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association, but to date, no such 
step has been taken. Tight, local 
management of the club and con- 
stant adherence to its regulations, 
has made this organization a pow- 
erful force in Detroit office furni- 
ture sales operations. 

It is noticeable that more than 
a dozen of the city’s top retail out- 
lets have become “promotion 
minded.” From month to month, 
there are specials on either brands, 
or a particular type of office furni- 
ture, over and above the usual “cats 
and dogs” seasonal promotion. No 
discounts are offered in newspaper 
advertising such as have occurred 
in other cities, but the promotion- 
minded retailer offers design serv- 
ice, swift delivery, a wide choice of 
design, color, accessories and so 
forth, to attract sales. 

Along with more arduous sales 
effort, most of Detroit dealers have 
expanded their sales field over and 
above the office-holder, or the pur- 
chasing agent. Most have found that 
sales to churches, bars, night clubs, 
country clubs, ecclesiastical organi- 


To sell furni 
o sell furniture 





zations, schools, and so forth, com- 
pare very favorably with the busi- 
nessman market. Thus, it is not 
unusual to find a salesman who 
made only five or six calls per day 
before World War II, making as 
many as 15 or 20 under present 
conditions. “It’s a market which in- 
sists that the salesman be on his 
toes,” another dealer pointed out. 
“And sources of profits are substan- 
tially more variegated than at any 
time in the past.” 


A final important element in the 
Detroit market has been a slow, but 
marked trend toward smaller office 
furniture. The city’s business build- 
ings, as in other cities, have been 
cut up, subdivided, remodeled, and 
so forth, so that offices available to- 
day in order to hold rents down, are 
substantially smaller than those of 
yesteryear. Net result has been a 
demand for 50 and 52 inch desks in 
“white collar” centers, such as legal 
offices, insurance firms, general of- 
fices of industrial plants and so 
forth. All in all, however, the De- 
troit situation is encouraging! 


you ve got to advertise 


by V. N. VETROMILE 


special writer 


@ THE TRUISM that advertising 

consistent and attractive ad- 
vertising—is essential for continual 
profitable volume applies to the 
merchandising of office furniture 
and fixtures fully as much as it does 
to cigarettes and breakfast foods. 
The big manufacturers know that 
advertising is necessary to keep 
their goods moving in highly com- 
petitive markets and the dealer 
must realize that advertising is 


equally necessary for his business if 
he hopes to obtain the orders and 
contracts before the sales personnel 
of competitors have booked the 
business 

These two statements contain the 
gist of the viewpoint that directs 
the sales promotion plans and poli- 


cies of Business Equipment Corpor- 
ation, Boston, Mass. It has, in 
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a comparatively few years, become 
a pace-setter for progressive adver- 
tising and selling methods in 
the Boston area with volume of 
operations requiring two large 
warehouses and a furniture recon- 
ditioning plant in addition to the 
beautiful salesroom at 153 Federal 
Street. 


Richard J. Feffer, youthful and 
enterprising advertising and sales 
manager of this big and prosperous 
business, in outlining his views with 
regard to sales promotion in the 
office furniture field, had this to 
say: 


“Business people buy office furni- 
ture through the same basic motives 
that they purchase most other 
things. It may be through a desire 
to possess an exceptionally attrac- 
tive or highly individualized office 
suite, to increase the efficiency of 
their office routine, or perhaps, to 
take advantage of the economies 
obtainable through the purchase of 
the most modern office equipment. 


“As a rule, demand is an out- 
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growth of desire, and I believe that 
the desire for what’s newest and 
best can always be stimulated by 
the right caliber of advertising, both 
newspaper advertising and direct- 
by-mail solicitation. Generally 
speaking, it is of no use to advertise 
‘Let us install a complete new office- 
outfit for you’. The better method 
is to develop desire and demand for 
office furniture and office machines 
by unit exploitation—that is, by ad- 
vertising one or two pieces of office 
furniture individually and inten- 
Sively in a progressive series that 
educates business men along lines 
of what is newest, best, and most 
efficient in the field of office equip- 
ment. 

“We exhibit in our showroom a 
complete selection of office furni- 
ture and it is our intention to have 
our advertisements, by their accu- 
mulative impression, reflect this 


wide variety. We are equally as able 
to offer a budget customer a recon- 
ditioned desk as we are to equip the 
finest executive office suite or an 
entire floor of offices. 

“In Business Equipment Corpora- 
tion advertisements, the interest- 
appeal is addressed to the psycholo- 
gical buying motive of the potential 
buyer as well as to his recognition 
of the intrinsic value of each offer 
advertised. Needless to say sound 
value is best defined as quality at a 
fair price, and this fact can only 
be shown by having each item 
priced in the ad.” 

Mr. Feffer pointed out that, since 
most office furniture establishments 
of comparable size sell comparable 
merchandise, the wise dealer will 
emphasize, in addition to value, the 
service which his organization will 
render his customers. In accordance 
with this idea, Business Equipment 
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Corporation advertisements fre- 
quently contain offers allowing in- 
terested prospects to test certain 
items of equipment for a free-trial 
period as well as free co-operative 
advice and service in planning a 
transformed office lay-out. 

This distributor reports that it 
has been found advantageous, and 
helpful to the over-all annual vol- 
ume, to mention in each advertise- 
ment the large assortment of recon- 
ditioned furniture which it usually 
has currently available because of 
the scope of its operations. There is 
no question, Mr. Feffer said, that 
this department feeds much traffic 
to the main salesroom and he 
pointed out, that in many instances 
the same customer has made selec- 
tions from both new and recondi- 
tioned stocks, the result being a 
larger purchase than would other- 
wise have been probable. 


a filing cabinet makes its plea 


by CHARLES B. GOODMAN 
S. Stein & Company, 
Chicago, III. 


@ I AMA STEEL filing cabinet. 

I want every salesman who sells 
office furniture and filing equip- 
ment to have a more intimate ac- 
quaintance with me and my hetero- 
geneous family. 

Every businessman, big or small, 
needs my services in one or more 
of the varied forms by which I can 
be readily identified. In order to 
meet the ever-growing require- 
ments of industry, factories produce 
me and my kind in widely diversi- 
fied sizes, shapes and colors. 


Within my capacious structure 
the doctor can file his X-rays, the 
lawyer his folders, the librarian her 
cards, the bookkeeper his ledgers. 
My far reaching services extend into 
every branch of economy with ut- 
most efficiency and convenience. A 
locking device for privacy is also 
one of my proud achievements. An 
alert office equipment salesman 
must have an unequivocal under- 
standing of my mechanical, struc- 
tural and utilitarian features in or- 
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der properly to fill the needs of his 
customer. 

We of the filing cabinet family 
look with utter dismay upon inept 
salesmen who frequently cause us to 
become misfits. A misfit office file is 
a renegade from the great func- 
tional services a properly selected 
file can furnish. 


Grateful for Skill 


In our mammoth community of 
office equipment, there are filing 
cabinets manufactured to fill every 
office need. We are ineffably grate- 
ful for the technological skill of our 
modern factories in supplying the 
nation’s offices, factories, hospitals, 
libraries, railroads and commerce 
generally with the tools of continu- 
ing progress. Filing cabinets are 
like human beings. Because of edi- 
torial limitations, let us consider 
only one type of office equipment— 
the standard four drawer steel let- 
ter file—and give it a voice so that I 
may speak for myself. 

I speak as the representative of 
a large population of filing cabinets 
and I am saddened by incompetent 
salesmen who look upon me as a 
mere unit of prosaic office equip- 
ment, who fail to understand my 
strength, build, vigor, appearance 
and usefulness. 
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One day I stood on the floor of a 
retail office furniture store in line 
with other members of my family. 
The storekeeper had had my green 
finish and brass hardware elegantly 
polished, so much so I outshone the 
neighbor next to me who was only 
a second-hand filing cabinet. My 
outer raiment was enamel-bright 
while his was faded and worn. 


A customer entered the store. He 
was in the market for a filing cabi- 
net exactly like me. The salesman 
led him to where I stood. “Here, sir, 
is a very good steel filing cabinet,” 
said the salesman casually, as he 
pointed out my height, depth and 
width. Nothing further was said 


about my many commendatory 
qualifications. I stood before the 
customer utterly helpless and 


speechless as he surveyed my outer 
appearance. It was clearly evident 
that the salesman’s failure to pene- 
trate below the surface of my shiny 
appearance would spoil the sale. For 
the innards of my bodily structure 
are doubtless the most important 
parts of me. 

And so it was. The customer did 
not receive all the essential infor- 
mation. It resulted in “no sale.” 

I was angered! 

My steel nerves quivered—my 
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frame shook—my cradle- 
my uprights swelled 


sturdy 


arms rattled 


and, suddenly, animation and 
voice came to me out of emotional 
strain. This was an opportunity to 


remonstrate orally with the incom- 


petent Saiesman 


I called him to the spot from 
which I had not moved for several 
weeks, and tried dispassionately to 


explain the whys and wherefores of 
his failure consummate the sale 
In my somewhat metallic voice, I 
sala 


“Mr. Salesman, when you referred 


to me as very good steel filing 
cabinet’ you merely spoke in gen- 
eral terms. This statement should 
have been followed up by a detailed 
explanation of the features which 


go into making me a good steel fil- 
ing cabinet. A general statement of 
quality in itself lacks authenticity 
Appearance alone does not reveal 
the sturdy steel work of my inner 
construction. Why didn’t you pull 
out all four of my drawers to show 
the customer what I look like on 
the inside By so doing you could 


have pointed out (1) The several 
all-inclusive uprights welded to 
both sides of my inner walls for 
added strength and durability. (2) 
The extra flange between drawer 
openings to serve as lips against 
eeping dust 3) The absence of 
rough edges in both my inner and 
outer body construction. (4) The 


human-like brawny construction of 
my cradle-arms, with precisely in- 
stalled ball-bearings and floating 
rollers for smooth drawer move- 


ment. (5) Four well-placed rubber 
bumpers to absorb metallic sounds 
6) The skyscraper type of frame- 


work capable of operating my 
drawers even without the outer cas- 


This is Important 


Can you not see how important 
it is for also to hand a single 
drawer t the customer that he 


might fee s weight, see the double 
inside plate supporting the drawer 
front, observe the smooth cast 
bronze handles and label holders, 


the easily operated thumb latches 
to keep drawers definitely shut 
when not in use, and the easily op- 
erated follower block? 
Then, too, you failed to empha- 
size my top-grade weight—tthe abil- 
y to hi 1 heavy load on my out- 
re f 1.dmium stainless steel 
arms h nceredible manner in 
which I ipport a capacity-filled 
drawer rit freely inward and 
outward with the ease of a circus 
strong man 
You see, Mr. Salesman, I am in 
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fact more than a ‘very good steel fil- 
ing cabinet.’ My status in any office 
is distinctive because I am at all 
times ready, able and willing to 
serve with maximum efficiency and 
alacrity. In the daily routine of 
business, executives and office help 
use me as a convenient repository. 
Some meticulous industrial tycoons 
buy me in attractive walnut or ma- 
hogany grained finishes to harmon- 
ize with their executive furniture. 
Even without a brain, heart or hu- 


man faculties I work for and with 
people. A vast variety of other in- 
animate friends, such as desks, 
chairs, tables, lamps, stamps, sta- 
tionery, pencils, even the telephone, 
are my faithful co-workers in the 
service of the nation. 

“When you, Mr. Salesmaa, have 
another opportunity to sell files, re- 
member the old adage that ‘fine 
feathers do not make fine birds’— 
that outward appearance alone does 
not make a good filing cabinet.” 








Techniplan Layout .. . Officials of the Globe-Wernicke Co. have commended the 
H. L. Bengough Co., Ltd., San Diego, Calif., for creating this window display of Globe- 
Wernicke’s Techniplan office equipment. The attention-getting layout in the Benbough 
firm's B” St. and Fourth Ave. window was arranged by Display Manager William La- 
mont. Walter O. Gaines is manager of Benbough’s office equipment department. 
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. Palley’s, Worcester, Mass., made this compact window 
tell a full suggestive selling story of office furnishing. It was arranged to show the 
busy executive everything at one quick glance. This technique lends greater opportunity 
for impulse purchase that means extra volume.—ACS 
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NOFA plans Office Furniture Week 


Set the Dates of 
October 19-25 for 
Special Promotion 


@ FOR ONE WEEK, the entire of- 
fice furniture industry in the United 
States will be concentrating on 
focusing American businessmen’s 
attention on the broad work pro- 
ductivity and employee morale ben- 
efits that modern office furnishings 
can mean to today’s business. 
National Office Furniture Week 
has been set for the week of Octo- 
ber 19-25. It is the second such 
week, the first having been marked 
in 1951 by the National Office Fur- 
niture Association and its members. 


Other Groups Join 


This year, aiding NOFA in calling 
the industry-wide promotion event 
to the public’s attention, will be 
other organizations in directly re- 
lated fields, including the National 
Stationers & Office Equipment As- 
sociation, The Wood Office Furni- 
ture Institute, the Upholstery 
Leather Group of the Tanners’ 
Council of America, and the Na- 
tional Secretaries Association, as 
well as individual business equip- 
ment firms, indicating that it will 
reach a greatly broadened audience. 
Arrangements are being concluded 
with the Dictaphone Corporation to 
display Office Furniture Week win- 
dow posters in their showrooms in 
90 cities. 

A full-scale publicity campaign 
will usher in the week-long event 
via special stories, articles and 
photos in some of the nation’s best 
read, most influential business pub- 
lications. 


Feature Displays 

During the week, office furniture 
showrooms across the nation will 
feature eye-catching window dis- 
plays and special merchandise pro- 
motions aimed to call businessmen’s 
attention to what modern office 
furniture can do for business. 

In many cities, groups of dealers 
will pool an ad fund to tell the 
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Getting Office Furniture Week Off to a Flying Start... 


Bernard H. 


Nemlich (left), chairman of the National Office Furniture Assn.'s advertising-promotion 
committee, discusses the first Office Furniture Week dealers’ kit with John E. Mossman 
(center), a committee member, while John R. Gray, executive director of NOFA, looks 
on. Office Furniture Week, in which NSOEA and other organizations in the office furni- 
ture and equipment field are co-operating, will be marked throughout the nation Octo- 


ber 19-25. 


world about Office Furniture Week 
in special ads. A comprehensive kit 
containing advertising mats, pub- 
licity and direct mail ideas, copy for 
radio and TV spots, and a generous 
supply of window display material 
to festoon office furniture and 
equipment showrooms to be ready 
soon, will be soid at cost ($4.50) to 
dealers who wish to take part, said 
Bernard H. Nemlich, chairman of 
the National Office Furniture Asso- 
ciation’s advertising committee 
which is helping to co-ordinate 
planning on National Office Furni- 
ture Week 


At Local Level 


Every effort is being made to as- 
sure the greatest activity through- 
out the week-long event at the im- 
portant local level where sales are 
made. To that end, Office Furniture 
Week local chairmen have already 
been named to co-ordinate plans 
for the event in the Office Furni- 
ture Association’s 13 chapter cities. 
The local chairmen are already 
functioning with their committees. 


Speeches Can Aid 

Local publicity and speeches be- 
fore local business and industry 
groups are two of the features 
planned for the local commemora- 
tions. 


In addition, the office furniture 
group confidently expects that it 
will be able to generate an even 
broader base of participation than 
was generated in 1951 when NOFA’s 
local chapter members were suc- 
cessful in getting dealers in 68 cities 
in 22 states to take part in the 
pioneering Office Furniture Week. 
A number of governors’ and mayors’ 
official “Office Furniture Week” 
proclamations helped spur public 
interest. Publicity about 1951’s Of- 
fice Furniture Week was read by 
over 9 million Americans. 

In 1952’s Office Furniture Week, 
there will even be a contest to 
choose “‘Miss Most Decorative Office 
Worker” in each of the 13 cities to 
establish a logical tie-in with mod- 
ern office furniture’s decorative 
aspects. 


Easy to Enter 

The lucky winners of the contest’s 
grand finals, to be awarded valuable 
prizes, will be featured in local and 
national publicity. An entry blank 
and a simple photo are all that’s 
needed for office workers to enter 
the contest. 

Office furniture dealers should 
consult their own local chapters of 
NOFA for details about promotion 
of the event in that particular com- 
munity. 
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Dallas Office Scene ... Stewart 

Co., Dallas, Tex., equipped 

this private office of the president of United 

Fidelity Life Insurance Co. Featured are a 

Doten-Di n Marshfield desk, matched 

swivel chair and side-arm chair and a 

n directors’ table with accom- 

panyin nlocke chairs. The sofa is a 
Carlton ey piece 


Also by Stewart... Another installa- 
tion by Stewart Office Supply Co., Dallas. 
A modern office for the Baptist Executive 
Board expresses the good taste of its 
owner. The spacious room is equipped 
with a suite of Wilhite silver gray walnut 
furniture, seating by Gunlocke, Carlton- 
Surrey and Niemann, Inc. Walls are of 
light tan, rug is wine in color and matched 
by the drapes. The seating mixes two 
leather colors, maroon and pine green. 


Seating for Newspaper Office 
This installation of Aluminum Seating 
-orp. Fine-Rest chairs was made in the 
ffices of the Elyria Chronical Telegram in 
by the Elyria Office Equipment 

The office shown is one of 

several at the newspaper completely 
equipped with Fine-Rest chairs such as 
will be shown by Aluminum Seating Corp. 
n space 534-A at the NSOEA convention. 
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Package Selling .. . Equipping the 
offices of the Kiowa Corporation in Mar- 
shalltown, Iowa, American Typewriter & 
Supply Co. of that city employed package 
selling. It was a tribute to this firm that 
it could handle not only the equipment, but 
the lighting, drapes, rugs and the like. 
Featured were Stow-Davis desks and W. H. 
Gunlocke Chair Co. seating, with emphasis 
on the new Ranger sectional pieces 
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recent 
installations 


Use Leopold Desks .. . The Genera! 
Office Supply Co., Lafayette, La., made this 
impressive installation of desks by The 
Leopold Co. in furnishing the imposing 
quarters of the First National Bank in that 
city. 





Gunlocke Chairs ... Another installa 
tion by the American Typewriter & Supply 
Co. in Marshalltown, Iowa. Using package 
selling, the Iowa firm furnished the Se 
curity Savings Bank, featuring Gunlocke 
chairs throughout 
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Fit for a Texan ... Keeney Office 


Equipment 
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G-W Installation .. . The main portion 
of offices of A. L. Burbank & Co., Ltd., New 
York, N. Y., remodeled recently with 
Streamliner stee] desks and steel files of 
The Globe-Wernicke Co. The installation 
was made by Samuel Lakow & Sons, G-W 
dealer in New York. 
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ve Office .. . This model office 

is equipped by The Worden Company, 
Holland, Mich. Shown are one of the 
Worden overhang top desks, two of the 
No. 500 and No. 505 executive chairs and 
the No. 1250 overstuffed lounge chair, all 
in genuine leather. 
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model 
offices 


At Grand Rapids... Featured here 
is a Carlton-Surrey, Inc., model office in 
Grand Rapids, Mich. Featured are the No. 
1006 Bixby desk and No. 303 Derby chair. 





Professional Type .. . The physi- 
cian’s office illustrated is part of the current 
presentation of the Executive Furniture 
Guild at the Guild Workshop in the Ex- 
hibitors Building in Grand Rapids, Mich. 
The desk, by Stow & Davis Furniture Co., 
with a large overhanging top, provides 
ample surface for studying x-ray photo- 
graphs, and so forth, and has plenty of 
foot room. The office was designed by 
George W. Reinoehl, A.I.D. 
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Christmas in October 

@ THIS ISSUE of Orrice AppLiANcEs features 
Christmas display, providing workable hints on 
how to dress windows and select merchandise for 
effective holiday trade. 

Bringing forcibly to this industry its impor- 
tance in providing wanted Christmas gifts is a 
survey which recently appeared in Sales Man- 
agement. The editors asked 1,500 subscribers 
15 questions about their policies and practices 
concerning Christmas gifts to customers, pros- 
pects, suppliers and associates. Revealing was 
the fact that slightly more than 70% of Amer- 
ican corporations presented gifts (not including 
cash gifts, bonuses or profit-sharing to em- 
ployees) last Christmas season. The average 
number of gift items was about 600 and the 
average cost was about $10 an item. 

A golden opportunity lies here for the office 
equipment and stationery dealer, especially when 
it is further revealed in the survey that office 
equipment (including pens) ranked at the top 
as the gift which “pleased you most” among 
those received in the past five years. Percentages 
were: Office equipment, 23°; food, 22%; liquor, 
9%; lighters, 8%; cutlery, 6%; hobby equip- 
ment, 3‘7; clocks, 3%; luggage, 3°7; home ap- 
pliances, 3%. 

Out of 328 respondents asked to think back 
over the past five years concerning “of gifts re- 
ceived, what pleased you most?’’, 76 listed office 
equipment including ash trays, containers, 
diaries, pen and pencil desk sets, pens, pencils, 
thermometers, telephone indexes, desk clocks, 
desk lights, memo and note pads, dictionary, and 
brief case. Brand names mentioned familiar to 
our industry include Advertising Corporation of 
America, Sheaffer, Parker, Autopoint, Dur-o-lite, 
Norma, Scripto, Keymatic, Bates and Webster. 

Any dealer who neglects this “most wanted”’ 
Christmas trade is derelict in his duty to himself 
and this industry. 





Earmarked for Greatness 


#4 THE 46TH ANNUAL convention of the Na- 
tional Office Equipment & Stationery Association 
with its accompanying trade exhibit is at hand. 
Once again this industry realizes that it has 
grown in association activity far beyond the 
dreams of men of vision. The exhibits them- 
selves will occupy more than 2% acres of space 
at the Conrad Hilton. Hotel space has been 
booked for months in advance and the advance 
registration has reached new heights. 

These facts make the overall view of the 
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NSOEA convention a rosy one. All that remains, 
therefore, is that the 1952 meeting be one of the 
most profit for each individual participating. It 
can be successful, reduced to this denominator, 
through faithful attendance at the business ses- 
sions, in purposeful study of the exhibits and in 
general acceptance of the fact that the most 
important person represented is the individual 
dealer, manufacturer or traveler. 








Your Privilege—Use It 


@@ UNITED STATES citizens are proud of the 
fact that they have the right to vote for whom 
they please. It’s a privilege which at the same 
time carries the responsibility of use. 

How shameful it is, however, that but 51% of 
those eligible voted in 1948, just slightly over 
one-half. This is in sad contrast to the voting 
in recent national elections of other free coun- 
tries. For example, 96% of the Australians voted 
in 1951 and 83% of Great Britain’s eligible 
citizens cast ballots last year. Sweden had a 
high percentage of 80 out of every 100 partici- 
pating in 1950 and 74% of Canada’s votérs 
marched to the polls in 1949. 

On November 4 Americans have an oppor- 
tunity to redeem themselves in the eyes of the 
free world. Vote as you please then, but vote! 





Patents Mirror March of Progress 


# THERE’S NEWS of a sort hidden in the 
technical descriptions of new patents as issued 
periodically by the government bureau. 

For example, Karl L. Burgener of Villa Park, 
Ill., has perfected a new office telephone switch- 
board which sounds a warning tone when the 
operator is listening in. That’s a device which 
threatens to put eavesdropping out of business 
and the Automatic Electric Laboratories, Inc., of 
Chicago hopes to cash in on Burgener’s inventive 
genius. 

And John L. Murtaugh, Jr., of Floral Park, 
L. L., has assigned to the Mosler Safe Company 
his invention of a device which makes it possible 
for a night bank depository to issue a receipt. 
The depositor opens a receiving compartment 
with a coin or key. The envelope or bundle that 
he drops in is numbered by a stamp, and the 
same number appears on a receipt that he gets 
by turning a handle. The mechanism refuses to 
return a deposit once a receipt has been given 
and refuses to give a receipt for nothing. 

Out at Oakland, Calif., Gordon D. Cuckler 
claims to have perfected a coin-operated type- 
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writer which applies clockwork to a conventional 
typewriter mounted on a table. 

The Japanese, too, are busy. From Tokyo 
comes the prediction by an electronics expert 
that perfection will come within two years of a 
“yoice typewriter” which will write out auto- 
matically what is spoken into it. That’s some- 
thing which promises to be a boon to all but 
the inarticulate. 





Exports Provide Danger Signal 


@@ FEDERAL OFFICIALS don’t think the 
present export slump is going to assume any- 
thing like drastic proportions. But they do sug- 
gest that’s one more economic “danger signal” 
to watch, along with lower defense expenditures 
anticipated in coming months and lower plant 
and equipment outlays. 

Such export cutbacks are bound to affect this 
industry generally, not just the firms which ex- 
port abroad. For example, foreign markets have 
been getting 16% of typewriters as well as 20% 





of tractors, 40% of American raw cotton, 35% of 
U.S. wheat and 15% of trucks. 

When producers of these things sell less 
abroad, they produce less and buy less of other 
things—starting a chain reaction through the 
whole economy. 

How the export situation has declined is 
pointed out in the Wall Street Journal: “Ship- 
ments of office appliances such as typewriters 
and calculators—at $7 million compared with 
$10 million in June a year earlier—were off more 
than 30%.” 

As far as this industry is concerned, its view- 
point is expressed by one government econo- 
mist’s words, “It’s all right to glance at our slip- 
ping foreign trade figures and shrug as long as 
the items you sell overseas are still in demand. 
It’s another story, though, if your pet product 
is being consistently cancelled.” 

American office equipment manufacturers 
have a right to be concerned with exports and 
government policies which control the volume. 
It’s lifeblood business. 





here and there 


PEYTON J. BARKLEY GETS cian, “I know salesmen who have two 


Fair, and Fair papers as well as current 
prices of Fair Covers. The Sanitary Fairs 





INTRODUCTION IN SELLING 

Peyton J. Barkley, son of C. L. Barkley, 
was introduced to the vicissitudes of selling 
this summer when his dad, head of C. L 


Peyton J. 
Barkley 





Barkley & Company, put him on the street 
representing the line of Durability filing 
supplies. 

Peyton is 19 and between summers at- 
tends Lawrence College in Appleton, Wis., 
where he is majoring in economics. Mr. 
C. L. said that son Peyton did a good job 
and he is proud of him. 





DON B. STONE HURDLES 
BLINDNESS HANDICAP TO 
BECOME A TOP SALESMAN 

Eighteen years ago Don B. 
Phoenix, Ariz., was sure he had nothing 
to look forward to in life. 

The then 30-year-old salesman had just 
been told that he would be permanently 
blind as the result of a hunting accident. 

But today Stone is one of the most suc- 
cessful salesmen of office equipment in 
the Southwest. The late Bill Hoge, then 
sales director for the General! Fireproof- 
ing Company, said of the blind Phoeni- 


Stone, 
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good eyes covering larger territories po- 
tentially than Don Stone is working, who 
fail to come anywhere near his record.” 

Instead of quitting or indulging in a 
useless life of self-pity, says The Arizona 
Republic of Phoenix, Stone resolved that 
since he had been a good salesman be- 
fore losing his sight he would be an 
even better one in the future. 


Stone has succeeded to such a degree 
today he is considered by many to be 
the leading office equipment salesman in 
Phoenix. They point to his $100,000 sales 
record in the first six months of this year 
as evidence. 

The sightless salesman takes great 
pride in the ease with which he demon- 
strates complex equipment he cannot see. 
His total blindness has made him so 
mentally alert that his ability to quote 
prices, remember names, recognize peo- 
ple by the sound of their voices and 
handle his job with top efficiency often 
astounds those with whom he does busi- 
ness. 





WRAY ARTICLE FEATURES 
SANITARY FAIRS FOR 
COLLECTORS OF COVERS 

“Sanitary Fairs—A Fascinating Study” 
is the title of an article by George Birch 
Wray, manufacturers’ representative in 
wood furniture lines, appearing in the 
August issue of ‘Covers,’ a hobbyists’ 
magazine. 

The story of the Sanitary Fairs gives 
background data, reference list of the 


were the forerunner of the American Red 
Cross Society and the covers with the 
stamps still attached are prized by col- 
lectors. 

Sanitary Fair stamps, Mr. Wray points 
out, were not issued by the direct authority 
of an Act of Congress, yet they had the 
consent and approval of the authorities in 
the Post Office Department. Like local 


G. B. Wray 





stamps they were not good for postage in 
the U. S. Mails. Yet in some cases they 
were used exactly as were many local 
stamps. 

This article is replete with interesting 
historical information, particularly of the 
Civil War. 





GETTING AT THE SEAT 
OF TODAY’S TROUBLE 

An elderly woman walking the furniture 
display room of Smith & Butterfield, Evans- 
ville, Ind., saw a comptometer desk with 
the well on one side. After considerable 
thought she approached the firm’s Mr. 
Montgomery and asked, “What is that 
opening for? 

Without giving the salesman an oppor- 
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OWERING PRICES is one thing .. . but hammering 
them down at QUALITY ’s expense is something else 
again. PANAMA-BEAVER products are superb, 
because we tailor them UP to rare quality standards, 
not DOWN to higgle-penny prices. That’s why they 
are CHEAPER for YOU in the long, hard run... 





PANAMA-BEAVER 
Vobond” abhi 


MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 


CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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tunity to answer she said, “! guess that is 
the place for the girl to sit on the boss’ 
desk. No wonder we are having so much 
trouble with the young people today.” 





RED FEATHER CAMPAIGN 
TO BEGIN IN OCTOBER 
October is Red Feather month . . . the 
time each year when health and welfare 
agencies unite in one campaign to raise 
money for the continuance of their services. 
In towns and cities all over the United 


States and Canada, these services for 











for ALL Red Feather Services 


babies and young people, for families, 
for the ill, the aged and the handicapped 
are vital to the welfare and happiness of 
every individual in the community. 

Home town needs and national health 
and welfare programs such as those made 
necessary by the defense effort are met 
by contributions to the united Red Feather 
campaign. 

“Give now, the united way, for all Red 
Feather services,” is the plea made to 
this industry. 














NORMAN GINSBURG AIDS 
COMMUNITY CHEST DRIVE 

Norman Ginsburg, president of 
Ginsburg, Inc., of Chicago, thought he was 
going to get a rest when he reecntly re- 
linquished the presidency of the Office 
Furniture Association of Chicago. An ap- 
pointment as chairman of the Furniture 
and Fixture Unit of the Office Equipment 
and Service Division of the 1952 Com- 
munity Chest Drive of Chicago is, however- 
now getting his able attention. 


Jos. 





SHOP TALK IN ALBERTA: 
FREEMANS MEET FRIENDS 

The story of how three stationers from 
widely-separated parts of the world got 
together for a good session of ‘‘shop-talk’ 
was told in a letter to the editor of OFFICE 
APPLIANCES. The writer, Harvey Freeman 
of Harvey Freeman & Son of Los Angeles, 
Calif., was vacationing with his wife. They 
took a trip through California, Oregon and 
Washington, then on to Victoria, Van- 
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couver, B. C., and back to this country by 
way of Lake Louise, Jasper Park Lodge and 
Banff, Alberta. 

At Columbian Fields in Alberta, The 
Freemans met with a fellow stationer, E. 
C. Warner, manager of The Willson Sta- 
tionery Company, Ltd., of Edmonton, Al- 
berta. With him was his brother, another 
stationer, the manager of Warner's (Mid- 
lands) Ltd., Printers & Stationers from the 
town of Bourne, Lincolnshire, in England. 
That town is one in which incidentally, Mr. 
Warner says, the English language was 
started many years ago. 

Mr. Freeman that they talked 
“shop” and plenty of it. ‘Did you ever 
see three stationers together when they 
didn’t talk ‘shop’?,” he asks. 

However, home called, and the Free- 
mans made their way back to the “‘great- 
est home city anywhere.” Mr. Freeman 
believes that everyone’s home town should 
be the greatest city for them—“after all, 
it’s his home,’ he adds. 


said 





JERRY FRIEDMANN’S 
“HANDY ANDY” ROLE 
WINS BASEBALL PRAISE 

Pitching and hitting, the 
former, are winning notice for young and 
slender Jerry Friedmann, baseball-minded 
son of L. Edward Friedmann, Le Page’s, 
Inc., representative in St. Paul, Minn. 

Telling of the youngster’s exploits, The 
St. Paul Dispatch recently said: 

“Slender Jerry Friedmann’s pitching 
feats will stand by themselves. So will his 
batting accomplishments. 

“Together they are the trademark of 
quite a young ball player. 

“A recent story in the daily Pioneer 
Press sports section drove the point home 
It recounted how young 


especially 


quite forcefully. 


IPINNY 


From Offices to Automobiles .. 


Friedmann had hurled a no-hitter and col- 
lected three hits in four trips to lead his 
Post 8 junior mates to triumph. 

“Young Friedmann, a handy-Andy in 
baseballi—he plays shortstop as well as 
serving as pitcher—doesn’t care much 
where he plays just so he plays and gets 
a chance to take his turn at bat. Right 
now he is hitting over .320. 

“On the pitching side he has allowed 
18 hits, walked 14 and struckout 34 in 
37 innings. 

“For Jerry to be interested in baseball 
is quite natural. His father played a lot 
of semi-pro ball in the northern part of 
the state as well as the Dakotas in his 
youth. An older brother, John, also did 
well at the game a few years back. 

“The one difference between Jerry and 
his older brother and father is that both 
of the former stuck to shortstop where 
Jerry divides his time between there and 
the mound.” 





HERBERT HOOVER ESCAPES 
FROM FIRE AT N. MILNOR’S 

Former President Herbert Hoover fled 
for his life during the night of August 24 
when the mountain lodge where he was 
vacationing caught fire and burned to the 
ground. 

Mr. Hoover was a guest at the luxury 
mountain home of Nate Milnor of Silver 
Lake in the Sierra Nevadas, 60 miles 
northwest of Bishop, Calif. 

His host will be remembered by some 
as a salesman for Oliver Typewriter Com- 
pany and for Dictaphone. Then he be- 
came an importer of Asiatic fabrics and 
for many years operated a store in the 
Biltmore Hotel in Los Angeles. 





WRIGHT Morors 


<i. 








. Back in June, when Johnny Wright resigned 


from the firm of Story Wright in Tyler, Tex., after 17 years as a salesman in the office 


supply and equipment field, he was at a loss as to what he would do. 


After looking 


around for several weeks he decided to buy the J. R. Shelton Chrysler Agency in Tyler. 
Lo and behold! He sold his first car to Ben Garlinghouse, Globe-Wernicke Co. represen- 
tative, and here is the picture to prove it. Johnny is on the left with his million dollar 
smile, while Ben, at right, accepts the keys to his new car. 
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EXTRAS: PAGE GAGE takes the guesswork 


«Now equipped ‘gut of page-end typing! 


- with our 
“amazing PAGE GAGE! 


iseball 


AMAZING Smith-Corona FEATURE 
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WORLD'S FIRST ...WORLD'S FASTEST 


SEE this 9-Ib. 
baby brother— 


, Shy il, 
Smith-Corona = 
4u. PAGE GAGE 


Smith-Corona is the greatest success story 
in portable history. And now with Page 
Gage—it’s greater than ever. Many exclu- 
sive features for s-m-o-o-t-h typing, top 
performance—plus the touch and action of 
an office typewriter. 






A BRIEFCASE! 


sit 


igned 


TYPEWRITER DEALERS VOTE 
SMITH-CORONA 2 TO 1 FAVORITE 


office In a recent survey, typewriter dealers were NY 
fete asked which portable was best. The answer L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 

esen- was Smith-Corona—2 to 1 over any other Canadian factory & offices, Toronto, Ontario. Makers also of famous Smith-Corona 
iollar make! Office Typewriters, Adding Machines, Vivid Duplicators, Ribbons & Carbons 
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JUNIOR FILE 

Oxford Filing Supply 
Company, Inc. 

Clinton Rd., Garden City, N. Y 


Designed to fit “in-between” needs 
this new Pendaflex rollaway, desk 
side junior file is 17 inches deep 
It has almost half as much again 
the capacity of the 12-inch desk 
top file. The cover of the gray 
steel file flips straight back. It is 
fitted with a lock and ball-bearing 
casters. The file is supplied in both 
letter and legal sizes packed in 
individual cartons. No. 462 letter 
size lists at $18.50 and weighs 20 
pounds. No. 463 legal size file 
fists at $24.75 and weighs 24 
pounds. 














DEVIC OSi555 
SUPPLIES 


MULTIPLE TOTAL MACHINE 


Burroughs Adding Machine Company, 
6071 Second Ave., Detroit 32, Mich. 


This multiple total machine, capable of giving 
totals up to 99 billion and of handling four sets 
of figures simultaneously, is compact, with the 
over-all proportions and portability of desk model 
business machines. Two models are in production, 
one with a 13 column keyboard, able to deliver 
99 billion totals, and possessing an “internal 
memory” system, the other, a 10 column machine. 
Each will give instantaneous group as well as 
grand totals. Addition and subtraction is done 
with equal ease, and true minus totals are ob- 
tained without extra operations. Totaling and en- 
tering is said to be simplified by a shuttle lever. 
This is set, then the figures entered as they appear 
on the slips. The machines are finished in amber- 
gray. A model in each style with a wide carriage 
will be made available. 


OFFICE DUPLICATOR 


Ditto, Inc., 
2243 W. Harrison St., Chicago 12, Il. 


The D-45 office Duplicator has been stream- 
lined to help cut down time and motion 
and, says the manufacturer, to make the 
operator a part of the machine. Standing 
five inches lower than older machines, its 
stand is six inches deeper. This seats the 
operator so that the finished copy tray is 
within easiest reach and places finished 
directly in line with her gaze for constant 
easy checking on production. 


HERCULES SAFES 


Meilink Steel Safe Company, 
Toledo, Ohio. 


New and modern designs of the Hercules ‘’C 





label safes have been an- 








WOOD POSTURE CHAIRS 


Taylor Chair Company, 
Bedford, Ohio. 


Three new posture chairs, Nos. 9832'2, 9832)2-VR and 9831-VR are of 
wood construction. The seats are made of perforated fabrilite or leather 
over ventilated air foam cushion. 


nounced by this company. They come in a variety of sizes and styles, fin- 
ished in wrinkle gray enamel or in special colors. All new models bear 
underwriters’ one-hour, class ‘‘C’’ and T-20 burglar labels, plus the relocking 
device and S.M.N.A. labels. They also include sizes with interior width of 
18'2 inches to accommodate the popular 11-inch by 17-inch binders. Models 
with extra depth are also available 
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better for industry and business 








The “CHALLENGER” 
Rigid Back 


You can get immediate delivery 
on this popular office chair. Back rest has 
three point two and one half inch height 
adjustment, self balancing adjustable back rest 
and adjustable seat. Write today 
for complete details on this fast-selling 
“gal Friday” chair. Priced low to you for 
a profitable mark-up. 


$28.45 ea. List 


slightly higher in zones 2 & 3 
IN DURAN ONLY 


PREPAID TO DESTINATION 


in shipments of 100 Ibs. or more 
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' ; Na EXECUTIVE DESK 


Imperial Desk Company, 
1312 W. Florida St., Evansville 7, Ind. 











































ments. 


DESK LAMP 
Bainbridge, Kimpton & Haupt, Inc., 
218 Greenwich St., New York 8, N. Y. 


An addition to the line of Eazy-Vision lamps is 
this new desk lamp with a plastic diffuser. Due 
to the high reflecting powers of the inner surface 
of the metal shade and to the low absorption of 
light by the plastic diffuser, the lamp is said to SAF-T-CUT 


utilize the maximum output of the lamp bulb. Automatic Pencil Sharpener Company, 
Glare and sharp shadows are claimed to be = 336 N. Foothill Rd., Beverly Hills, Calif. 


eliminated by the diffuser. More than 75 foot 


partitions and dustproof bottoms. 





NEW continuea 


One of the new Metropolitan group of executive furniture, this desk features a 
walnut exterior with hardwood base finished in black. The hand rubbed tops 
are 1% inches thick, of five-ply construction, with vertically matched walnut 
veneers on the top edges. The corners are rounded. Knee-well posts are Densi- 
wood to help eliminate marring, snagging and scuffing. Drawers, finished with 
bright brass pulls, have dovetail construction, ball-bearing suspension, movable 
Height is adjustable to individual require- 
Included in this group of furniture are conference desks, consultation 
and secretarial desks, while matching tables, credenza, telephone cabinet, 
utility cabinet and bookcase with sliding glass doors are also available. 


KARLO MACHINE STAND 


Karl Manufacturing Company, 
32-36 lonia Ave., S. W., 
Grand Rapids 2, Mich. 


Karlo machine stands, available in 
several types are said to reduce 
fatigue, and errors because they are 
adjustable to the individual operator 
of the machine. The height of this 
portable unit may be adjusted by 
the hand wheel from 26 inches to 38 
inches Top-heaviness is said to 
have been eliminated by a properly 
weighted base which is equipped 
with two-inch diameter noiseless 
casters. The base and column is 
made of cast metal, U type con- 
struction, finished in baked wrinkle 
enamel in green, black, maroon, 
brown or metalic gray. Oak, ma- 
hogany, walnut or gray enamel 
make the top, which measures 16 
inches square. Shipping weight is 
approximately 50 pounds. 


™ 


candles of light shine on the working surface, A new type of cutter, the Saf-T-Cut was designed for use wherever 
which is more than the minimum requirements a keen cutting edge is required. It fits into the palm of the hand 
for precision seeing tasks. The lamp features and the transparent plystyrene guards completely protect the 
contemporary styling and sturdy construction and blade. It is made in red, blue, green and black. The tool will 
comes in the following finishes: satin brass with open envelopes, cut wrapping paper, cloth, acetate, string, card- 
green shade; satin brass with dubonnet shade; board and so forth. 


satin chrome with matching shade. 


METAL-LUX CHAIRS 


Milwaukee Metal Furniture Company, 
120 S. La Salle St., Chicago 3, Ill. 


These new chairs are now available in the Metal-Lux line. The M2000, an arm 
revolving chair and the M3000, side chair are shown. A side chair with arms 
and a revolving side chair without arms are also available. Among the new 
features is a frame construction of rectangular, electric welded steel tubing. 
Front legs are die-formed and welded from one-piece blanks. No nuts, bolts or 
screws are used. All welded joints are smooth. Bases of the swivel chairs are 
made of one-piece deep-drawn steel, reinforced by welded steel plates. They 
have stainless steel scuff plates and two-inch ball-bearing casters with soft rub- 
ber tread (hard composition also available). Undercoating is said to dull metal- 
lic sound. Height and tension have finger tip adjustment. Arm rests are made 
of Tenite, and plastic back bumpers are furnished. Leg chairs have stainless 
steel rubber-cushioned glides. Upholstery is U. S. Rubber heavyweight Nauga- 
hyde. Cushions are Marshall-type spring units, burlap covered, cushioned with 
interlaced hair pad and cotton. Back rest cushions are hair pad and cotton. 
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FOR NEW PROFITS 
elune the Victor 
IDEAL SCRAPBOOK 























NORTH TONAWANDA 


VIC. TOR: 
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THE NEW VICTOR IDEAL SCRAPBOOK is designed to 
serve every business office... keeps clippings, ads, photos, 
proofs in one complete, easy-to-consult record. Tough 
DuPont Fabricoid binding, no-bulge construction, life- 
time quality paper that takes ink perfectly . . . these are 
features usually found only in scrapbooks selling at 
higher prices. Complete assortment of sizes and shapes 
make it possible for you to supply the right book for 
every purpose. And refills assure you a steady, profitable 
repeat business from every scrapbook purchaser. 


Te w 
MAK-UR-OWN INDEX TABS 


Here's a natural “Tie-in"” sales opportunity. Each book 
should be indexed for easy reference...so suggest famous 
MAK-UR-OWN INDEX TABS, the handy 6-inch cellu- 
loid strips that can be cut to fit any index. Available in 
three extensions to accommodate |, 2 or 3 lines of index- 
ing and in seven bright, distinctive colors for easy refer- 
ence classification . . . handy for all kinds of indexing. 


Each of these products is a top-seller . . . cogether they 
form a natural combination for plus sales and plus 
profits. Feature the VICTOR IDEAL SCRAPBOOK and 
you'll cash in on the big demand for a quality commer- 
cial scrapbook at a popular price. Then show your cus- 
tomer how quickly and efficiently he can index his scrap- 
book with MAK-UR-OWN INDEX TABS... you'll 
make another sale and another profit. Write for full 
information about both these products today. 


THE VICTOR SAFE AND EQUIPMENT CO., INC. 


NEW YORK 


53 








ASRS wd 


ss 4 a a - N E Ww Continued 


PRAMS 


SECTIONAL CHAIRS 


Kingdom Manufacturing Company, 
410 Market St., Fulton, Mo. 


Made to be used singly, lined up or 
used with an end table, these hardwood 
frame chairs may be ordered with or 
without arms, or with right or left arms 
only. They are upholstered in Duran 
in red, brown, green, chartreuse and 
gray. The seat is fully padded with 
No-Sag springs. Legs are finished in 
blonde oak. List price is $22.70, plus 
$2.00 for each additional arm. The 
chairs are packed two per carton. 





ONT: 





STEEL DESKS AND TABLES 


Bentson Manufacturing Company, 
Aurora, Il. 


This executive desk and its companion table are two 
items in a new series of executive desks and tables 
being manufactured by this firm. They are distin 
guished by overhanging tops for conference use which 
may be had in various sizes. No. 87640, is a desk 
measuring 76 inches by 40 inches. The table is No. 
97640 and has similar measurements. This series from 
the Style Line is designed to supplement the 6000 ser 
ies of steel tables and desks. 





TAG-O-GRAPH 


Weber Addressing Machine Company, 
Mount Prospect, Ill. 


This recently developed machine prints, addresses or marks, 
counts and cuts to size shipping and identification labels in one 
operation. It is electrically operated. Completely automatic, it 
features a counter that can be pre-set for the desired number of 
labels and which shuts off when the last label has been printed. 
It prints from a roll of gummed or ungummed stock, in sizes from 
two to six inches in width and from 7% inches to 3'4 inches in 
height. Each minute 100 labels are printed. The machine re- 
produces from a stencil prepared on a typewriter, by hand or 
with a stylus. Overall size of this Model KC-E is nine inches by 
20 inches by 11 inches. Weight is 28 pounds. Delivery is in two 
weeks. The manual model of the machine is available for im 
mediate delivery 


PERSONAL FILE 


Mayfair Company, 
315 N. Desplaines St., Chicago 6, Ill. 





This legal size personal file offers the fol- 
lowing features: spill proof lock, chrome 
handle, a card holder and all heavy, 22 
gauge steel construction. It has rounded 
corners and a baked enamei gray ham- 
merloid finish. Measurements are: 11% 
inches high by 15 inches wide and 5% 
inches deep. It is available for immediate 
delivery. 


EXECUTIVE POSTURE CHAIR 


Murphy Chair Company, 
Owensboro, Ky. 


Executive posture chair No. 285 has just been intro 
duced, together with a companion style secretarial 
posture chair, No. 229 (not shown). The chair is 
offered in walnut or oak. The Goodall fabric seat 
cover may be obtained in brown, green or maroon 
The seat trim and back are upholstered in elastic 
Naugahyde and the seat has a two-inch thick rubber 
ized hair pad. The chair is said to be very attractive 
in style and to be priced under $100 
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Kaiser Aluminum & Chemical Sales, Inc., Los Angeles. STANDARD Installation by Barker Brothers, Los Angeles. 
Standard Furniture Co. 


—— The 4500 Group ___ 
































This modern, island-base line is the best of 
wood craftsmanship and finish incorporated 
in functional design! 

Foot-free ease of movement, ample work- 

, Primarily, almost 70 years of Cabinetmak- ing areas and correct, comfortable height 
eon ing Experience, resulting in the production make work easy for the user! 
ic, it of over 2,500,000 units backed by the 
er reputation that has established “the Stand- 
ve ard for oe ay wel ee the world But above all this, there is the warm, genial 
in W iture! soe . . ° 
apt ian sh Mesa nature of wood at its finest: in Walnut, rich 
d or Constant application of latest and lustrous, or in Palomino, light and appeal- 
s by Pa technical developments thru : . . 
two ra the use of newest equipment ing to today’s eye. These units are an office 
; and materials available . . . decorator’s dream, no matter what Finish is 
Ingenious innovation of materials and specified. Features of every description com- 
equipment where production and product- plete this Group — the answer to “specifica- 
improvement will benefit most... : 
tion-bound problems of customer and seller. 
Incessant standardizing of ° 
rs - ; seit: workmanship and utilization 
io ——< hoes x of material, and rigorous in- There are 23 units from which to select d 
AP spection, with customer satis- complete, functional office layout. No need 
fol Lower oli faction the only goal... : , : 
Peon to worry about meeting diverse labor require- 
| 22 Ultimately, the vast resources of Standard ments in today’s office layout—and no need 
ded oN repeatedly prove themselves in the prod- . ; ; bl 
oan ge _— uct which the customer receives . . . real to disrupt office routine by using changeable- 
5\4 7B y= evidence " the true — = the = design units. Here are permanent, depend- 
liate = duction of our units — “from Forest to Fin- . <5 Tees 
_ shed Product.” able units made for the job by the folks 
who know how! Write us for full information. 
We'll be seeing you at Room 539A The Conrad Hilton Hotel —N.S.O.£.a. Convention Oct. 4th 
93 not standard untess C's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
Y pany ’ 
952 
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More and Bigger Profits with 
this Sales-making Royal Contest! 


Three full-page ads like this in Scholastic will send 
high school kids to your store in droves. 


ee 


206 Chances to Win in $4575 Royal Portable Prize Contest! 


$200 CASH and ROYAL 


FIRST 
PRIZE 


(Senior ow) 


HERE’S ALL YOU DO! IT’S EASY! 


Write a letter on a subject you have lots of ideas about 


“What | think about my home town” 





HERE, OR THE ORIVERS TRAINING COURSE / 





Seniors! Be sure your letter on the subject, “What 
1 Think About My Home Town” is not longer than 500 words 


Attention, Juniors! Be sure your letter on the subject “What 
I Think About My Home Town” is not longer than 350 words. 


Everybody must write on one side of the paper only. in ink and 
in legible handwriting or in typewriting double-epaced. To win the 
extra awards (typewriters or cash) your letter must be signed by « 
local Royal Portable Typewriter dealer. 


HINTS TO HELP YO WIN — Have you a favorite local 
charity! Here's « real chance fo teil about it in your letter! Have you 
@ Camere club? Do you go on camping trips! Here are ewell subjects! 


Have you a local industry especially interesting to you! Here's another 
fine subject! Js there some leading citizen who's done good in your 
town? Let's hear about him! Do you think your high school’s just 
about the best in the world? Get going on that! Wher dors your town 
do for servicemen?, Does a group send CARE packages overseas? 
Here are two splendid subjects. 


Oh, there are millions of subjects to write about! Think of the 
good things about America, our freedom of speech. our equal justice 
law, our elections, and then apply these ideos to what's happen- 
ing in your home town. 


HERE ARE THE SIMPLE RULES 


1. Write legibly in ink on one side of paper only. 
or typewrite double-epeced on one side of paper 
only, » letter on topic, “What I Think About My 
Home Town.” In Senior Division (10th. 1 ith, 


f 


letter must not exceed 350 words in length 


2. Mail not later than November 17. 1962. to 
Royal Portable Contest. ¢ /o Scholastic Maga nne 
Room 400, New York. N.Y. Submit ae many oo 
wish Be sure each entry  mgned wiih 
same, home address, name of schoo! grove 

yeu ere ia in school, and teacher's name. 
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3. Contest open to any high school student of the 
United States. except employees of Royal Type- 
writer Company. Inc.. ite subsidiaries, or ite ad- 
vertumng agencies and their familen Contest sub- 
ject to all Federal and State regulations 


4. Entries will be judged for originality. sincerity, 
and apiness of thought by the Reuben H. Don 
nelly Corporation. Final judging by editorial staff 
of Scholastic Magatine. Judges’ decisions final 
Prizes are heated elsewhere in thu advertisement 
Duplicate prizes awarded in case of ties. No en 
tries returned. All entries, contents, and ideas 
therein become the property of Hoyal Typewnter 
Company, Inc., to be used as it sees fit 


1/4 page teaser—September 17, 1952 
1 page—September 24, 1952 
1 page—November 5, 1952 


1 page—A January issue 


Extra Sales! 


Extra Profits 
For You! 






Typewriter award guxn only when 
vtry 1a maned by Reval Mortatte dealer 


5 MORE $200 CASH PRIZES AND 
ROYAL PORTABLE PRIZES! 
200 OTHER VALUABLE CASH PRIZES! 


Hey, Fellas and Gals in both Senior and Junior Highs! Just 


take a look at these generous prizes in the Royal Portable 
Typewriter Prize Contest! 


103 Chances to Win in SENIOR High Division 


(10th, 11th, 12th grades) 


EVERYBODY /N 
OUR HIGH SCHOOL 





ist Prize $200 Cash & Royal Gold Portable* 
2nd Prize $100 Cash & Royal Gold Portable* 
3rd Prize $ 50 Cash & Royal Gold Portable* 
100 Cash Prizes $ 10 each** 


*Gold Portable Typewriter award given only when entry signed by Royal 
Portable dealer 
**Cash doubled ($20 each) when entry signed by Royal Portable dealer. 


103 Chances to Win in JUNIOR High Division 


(7th, 8th, 9th grades) 





nwoa oy 


ist Prize $100 Cash & Royal Gold Portable* 
2nd Prize $ 50 Cash & Royal Gold Portable* STUDIES CLASS 
3rd Prize $ 25 Cash & Royal Gold Portable* 





100 Cash Prizes $ 10 each** 

*Gold Portable Typewriter award given only when entry signed by Royal 
Portable dealer 

**Cash doubled ($20 each) when entry signed by Royal Portable dealer 


/S MAKING A PROJECT 
OUT OF THE 
ROYAL CONTEST 







1¥’S EASY. Start working on your entry today. When fin- 
ished, be sure to put yourself in line for the extra award of a 
wonderful, new Royal Portable Gold Typewriter, or double 
the cash, by having a local Royal Portable dealer sign your 
entry. Mail to Royal Portable Contest, Scholastic Magazine, 
Room 400, New York, New York 













Boy, 
AM | GOING 
70 GET MY ROYAL 
PORTABLE DEALER 
70 SIGN MY ENTRY! 






&. To the winners of the first prise (Senior and 
Junior Divisions) and of the 2nd and 3rd prises in 
each division there will be swarded one Roys! 
Portable Gold Typewriter each, provided entry is 
signed by en euthorised Royal Portable Type- 
writer dealer. To the winners of the 100 cash 
prizes of $10 each (Senior and Junior Divisions) 
will be awarded an extra $10 each, provided entry 
ia signed by an authorized Royal Portable Type- 
writer dealer 






6. All prize winners’ names will be announced in 
a January sue of Scholastic Magazine All prise 
winners will be notified by mail and each will re- 
ceive his prize before December 25, 1962. 


OFFICE APPLIANCES, October, 1952 








1952 


Here’s what you do to get your 
share of Bigger, Bigger Profits! 


To be eligible for the bonus awards (Royal Portable 
Gold Typewriters or double your money if cash prizes 
are won) the high school boys and girls must have their 
entry signed by a Royal Portable dealer. 


Think what that means in store traffic for you! Think 
of the opportunity to TELL AND SELL your store 





CASH IN! Use these 
eye-catching display pieces 





Run these local newspaper 
mats! Mats are FREE! 


as Royal Portable Headquarters! 


And look at the timing! This contest goes on in the 
Fall. Ends on November 15. Is actually a continuation 
of the Back-to-School Promotion! And, wow! Does it 
bridge the gap between back-to-school and the big 
Christmas promotion coming up. 




























FREE! One-minute announcements! 
Run them on your local station! 













ASK YOUR ROYAL PORTABLE SALESMAN FOR YOUR 
COMPLETE DEALER ENVELOPE ON THE PRIZE CONTEST, 


OR MAIL THIS ORDER BLANK 


x * * 
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Royal Typewriter Co., Inc. 
2 Park Ave., New York 16, N. Y. 


Please send me Dealer Prize Contest Envelope 


NAME 





ADDRESS 
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C JUMBO FILE 

Atlas Stencil Files Company, 
1662 E. 118th St., 

Cleveland 6, Ohio 


The C Jumbo file is the latest in 
the line of ASF vertical filing 
cabinets and hangers. Measur- 
ing 26% inches wide, 28 inches 
deep and 52 inches high, it is a 
two drawer ball-bearing suspen- 
sion unit constructed of extra 
heavy gauge steel. It is espe- 
cially designed for larger offset 
plates up to 21 inches wide. The 
record to be filed is suspended 
on any one of three types of 
Atlas hangers. 


TRIPOD TABLE EASEL 
Stacor Equipment Company, 


473 Troy Ave., Brooklyn 3, New York 


Of steel construction with an adjustable canvas 
rest, this tripod table easel may be easily folded 
for carrying. Set up, it is said to provide all the 
It has non 
skid rubber feet and the back leg adjusts to any ; 
angle. The height, when opened, is 19% inches ] 


conveniences of a standard model. 


FLAT CLINCH STAPLE 


Arrow Fastener Company, Inc., 
] Junius St., Brooklyn 12, N. Y 


A plier-type stapling mechanism, the P-98, 
which ejects a flat clinch staple has been 
developed by this company. The staple lies 
flat against the surface of the paper and 
has no projecting points to form extra bulk 
when papers are filed. Pricked fingers are 
also avoided and the possibility of the 
papers tearing is reduced. The flat clinch is 
claimed to save one-third of the filing space 
that would otherwise be needed. The Arrow 
P-98 weighs seven ounces and loads 100 


S-98 all-steel wire staples 








a 





CLERICAL POSTURE CHAIR 


Shaw-Walker Company, 
Muskegon, Mich. 


Said to ensure the correct seating 
without the need for several adjust- 
ments, this posture chair is the result 
of nearly eight years of experimen- 
tation. Curved wood slats meet the 
lower part of the occupants spinal 
column. When the user slouches, the 
slats press against the back. The 
manufacturer claims that the chair, 
designed especially for clerical staff 
helps the user to work better, feel 
better and look better. The chair 
is a combination of aluminum and 
wood. 


COAT-RAK 


Tubecrafters Sales Division, 
911 Walnut St., 
Philadelphia 7, Pa. 


Spun satin aluminum makes 
this easily assembled coat 
rack with four double hang- 
ers. The upright is 1‘ inches 
in diameter, while the hang- 
ers have rounded hex-nuts 
tipped with smooth black 
plastic knobs. The base is 
solid-filled spun aluminum of 
correct weight for maximum 
load and is guaranteed to 
retain shape. The upright is 
supported in rigid position 
by a “squeezelok’” in the 
base. Total height is 72 
inches, with a 15 inch diam- 
eter base. Weight is 20 
pounds. 











CoS) 





Flat clinch 


a SF 


Usual clinch 


» 
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BALL PEN UNIT AND CALENDAR 


Changepoint, Inc., 
544 §S. Rockford, Tulsa 10, Okla. 


Designed especially with banks in mind, the latest Change- 
point pen is a ball pen unit which is interchangeable 
with the feed and stainless steel point in the firm’s regular 
fountain pens. The ball pen units are filled with non- 
transferable, non-smearing, permanent dark blue ink, 
thus, it is claimed, rendering them safe for signatures. 
The longer, larger diameter brass tube holds about four 
times more ink than most other ball point pens, it is 
claimed. The company offers a refilling service, at 25 
cents a unit for this pen which retails at $1.00. Also de- 
signed especially for banks are four styles of perpetual 
calendars, one of which is illustrated. They are made of 
chrome and bronze 
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... catch her with Eaton's 


beautiful social papers 


... AND SHE’S ALL YOURS! 





She is one of the 19,000,000 women who work. She works near you. She is a potential 
good customer. You stock Eaton’s Typewriter Papers and a wide variety of the office sup- 
plies that she needs in her busy nine-to-five life. But do you stock a variety of Eaton’s 
sO pers that she needs for gifts and her own correspondence ? 
CATCH HER EYE — BRING HER INTO YOUR STORE ' because she’s busy, doesn’t have much time to shop, 
WITH THE BEST-KNOWN LETTER PAPERS IN THE LAND and buys what’s easy to get, preferably all in one store. 
Senck a lay a variety of Eaton's delightful and \ stationery store is the natural place for her to expect 
maginative letter papers, well known to her by name, pre- to find fine letter papers ... make sure she finds a variety 
ld to her by Eaton’s national advertising. Advertise them of Eaton’s in YOURS. 
ourself BRIGHTEN YOUR STOCKS AND ACTIVATE YOUR TRAFFIC 
Attractive letter paper is a constant need in her “after ... With Eaton’s eye-catching line of fine letter papers, 
ve” life: for sonal letters, invitations and acceptances, beautifully packaged, meticulously detailed. They’re all 
endly inf 11 messages (maybe love letters). And for as charming and dainty as Eaton’s Corrasable Bond is 
ifts helpful and time-saving. And they're all priced to attract 
She’s | t somewhere. So, unless its ¢ATONS BATON | the most budget-bound business girl who'll 
your store re losing out all around «™7ESRITea, 5 «QDs 2 come running your way! 





CHRISTMAS ASSORTMENT WH-12 features 60 boxes to retail at $67.50 (48 at $1, 9 at $1.50, 3 at $2). 
Display and 2 box holders included. Write L. G. Morris, Sales Manager, for complete information. 


EATON PAPER CORPORATION «+ PITTSFIELD, MASSACHUSETTS 
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LIT-NING CALLBOARD 


Lit-Ning Products Company, 
2694 Elm Ave., Fresno, Calif. 


A combination In and Out board and 
message rack which may be operated 
from either side is offered in this com- 
pact item. It measures 14 inches high, 
16 inches wide and six inches deep. The 
design allows the user to increase both 
the number of names to be recorded in 
and out as well as additional message 
compartments. Individual components of 
the callboard, message rack No. 12MR, 
and the In and Out board, No. 121B, 
are available. All are finished in ham- 
mertone gray or office green. 





CASH REGISTER CHEST 
Guardsman Safe Company, 
La Porte, Ind. 

WELDIT CEMENT 


Singer Home Products, 
121-03 Sutphin Blvd., Jamaica 4, N. Y. 


The interior of this new safe will accommodate eight 
standard National Cash Register drawers as they 
are removed from the register. On each side there 
is space measuring five inches by 18 inches by 19 
inches for the storage of changebags. The unit is 
intended primarily for chain food markets and places 
where multiple cash registers are used. 


This clear, all-purpose cement is now being dis- 
tributed to interested jobbers. It is claimed 
that it will cement anything permanently, will 
stop leaks instantly and is completely unaf- 
fected by water, alcohol, naphtha, oil, gas and 
so forth. It is also said to be an insulating, 
waterproofing and caulking material. Although 
Weldit is said to seal and bond permanently 
it does not become brittle or hard, but re- 





NOISELESS ADDING MACHINE 


Facit, Inc., 
500 Fifth Ave., New York, N. Y. 


'y = ee alt 


c 
The noiseless Odhner adding machine, now being distributed by t] 
Facit, Inc., is electrically operated, with rotary-type action, which 


is said to reduce sound, vibration and wear. The mechanism is 
suspended within the framework on rubber shock absorbers. The N 
keyboard has been designed to fit the hand, while the keys, 
which need only slight depression, are closely spaced at heights 
to conform to finger lengths. The machine is made of Swedish 
steel with a cast aluminum base for lightness and rubber rear 
wheels for “free wheeling” movement. A spindle-less tape holder 
adds to the ease of changing the tape. Three models are offered, 
at $280, $305 and $340 each. The last model has automatic 
credit balance, registers 10 digits and totals 11. All models have 
direct subtraction. Fully equipped factory service is provided and 
a 10-year supply of spare parts for the machine is maintained. 


= 





HARDWOOD TABLES 


Stempel Manufacturing Company, 
2830 Roberts St., Dallas, Tex. 


A desk-high telephone table and oa typewriter table, both all hardwood 
construction, have been added to the Stempco Long-Life line. The two pieces 
are offered in genuine oak or in imitation walnut finish, while the telephone 
stand may also be had in genuine walnut. The top of this table has a 
veneer finish with hardwood banding around the edges. It has been filled 
and sprayed with three finishing coats to give a durable and protective 
surface. Legs are finished with glides. The model shown is the economy 
model with one shelf. Other styles will be added to the line. The utility 
and typewriter table has a full depth drawer with pencil and eraser trough 
and is large enough to hold a supply of letter heads, carbon paper and so 
forth. Measurements are 32 inches long by 17 inches wide and 27 inches 
high. The legs are equipped with glides. The table is shipped knocked 
down ready for assembly, two per carton. 


ry = 
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Feature 


WEAREVER 


World’s largest-selling pens 
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| 2 WEAREVER ©——— 
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Your fastest moving 
dollar items... 


Feature Wearever — America’s 
most-in-demand dollar items. 
Nationally advertised, beautifully 
carded, they sell on sight. Made by 
the world’s largest fountain pen 
manufacturer — David Kahn, Inc., 
North Bergen, N. J. 


Nationally advertised in 


LIFE|~ 


























WEAREVER PENNANT SET 
#2836 — Matching pen 
and pencil, beautifully 
gift packaged. . $1.98 
WEAREVER PENNANT #836 


Choice of 5 interchange- 
able points. Millions 
aan’ » «8 S24 


VISIT US AT BOOTH 110 
National Stationery & Office Equipment Convention 


WEAREVER TRI-COLOR + 920 


Three color, all-metal, 
ball pen. Sure-fire seller. j 





. ‘ yrer 
- WEAREVER Slim Style #904 est fountain pen manutoct 
No smudge or transfer. d's lorg 
Permanent, quick-dry the wo 
ink. Pre-tested cartridge. By 
$1 
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AUTOMATIC DRIVE-IN WINDOW 
Mosler Safe Company, 
Hamilton, Ohio. 


Finger-tip, push-button control is one of the features of 
a fully automatic drive-in window for banks. It is 
electrically operated and bullet proof. The motorist 
converses in normal tones with the teller by means of an 
overhead two-way speaker system. When the teller 
touches a button a deposit receptacle slides out toward 
the driver. This is returned by another touch of the 
button, or automatically after 15 seconds. The recepta- 
cle unit has a scoop-like change department to facilitate 
the handling of coins. The teller’s counter has two 
spacious drawers, one of which is equipped as a cash 
drawer. The window has a stainless steel trim and is 
said to be easily installed in an exterior wall without 
the need for cementing or refinishing the wall around 
the window. It may also be operated manually in case 
of a power failure. 





DUPLICARBO SPIRIT DUPLICATOR 
A. Cuneo & Company, 
Via Durini 7, Milan, Italy 


Automatic paper feed, automatic master fixture and 
adjustable solvent distribution by means of a pump 
are features of this spirit duplicator. The roller is 
moistened automatically and the pressure may be reg- 
ulated. There is also an automatic counter. The main 
axles run on ball-bearings. The machine is made in 
foolscap, double foolscap and intermediate sizes. A 
less expensive model without automatic paper feed 
is available. 





° ® © NEW Continued 


ANDAL TYPEWRITER PAD 
Andrews-Alderfer Company, Foam Div., 
1169 Home Ave., Akron 10, Ohio. 


This new pad is designed to reduce the noise of 
typewriters, adding machines, calculators and 
other types of office machines. Fabricated from 
a combination material formed by the Andal 
process, the pad features a wear-resistant dec 
orator type fabric embedded in a thick layer of 
dense foamed latex rubber. This is said to pro 
vide effective cushioning without noticeably 
changing a machine’s working height. The Typad 
is furnished in two sizes, 11 inches by 13 inches 
and 15 inches by 17 inches. It is available with 
either green or gray fabric on harmonizing green 








latex foam. 


BRIEF BAG AND PORTFOLIO 
Bristol Manufacturing Company, 
385 Harrison Ave., Boston, Mass. 


A commodius brief bag, which may be used 
as an overnight bag, and a zipper closing 
portfolio with disappearing handle are ob- 
tainable in 6 ounce, top grain cowhide. The 
bag, made in three colors, suntan, ginger 
and British -~brown, has an outside flap 
pocket carrying a removable underarm zip- 
per portfolio. It comes in 18- and 20-inch 
lengths. List price is $66. The portfolio is 
made of 4'2- and 5-ounce grain cowhide, and 
comes in 16-, 17- and 18-inch lengths. Four 
colors, suntan, ginger, British tan and brown 
are available. The interior is equipped with 
six utility pockets of various sizes and 
shapes, including a zipper-closed hidden 
pocket. List price is $57. 


POSTING TRAY AND ACCOUNTING LEDGER 
Percy Jones (Twinlock) Ltd., 

Chansitor House, 

37 Chancery Lane, London W.C.2, G.B. 


The Twinlock machine posting tray (right) has been designed to accommo- 
date accounting cards in 12-, 14-, 16-, and 18-inch widths. When open, 
the tray forms a wide V for ease in use, but special construction is said 
to eliminate the chance of top-heaviness when the tray is full. Con- 
structed of heavy steel, the front and back tilt plates are secured to the 
base by heavy duty hinges. Specially designed supports come into opera- 
tion when the tray is opened. The locking device which secures the cards 
when the tray is not in use, has been combined with the lifting handles 
which are hinged on to the back plate. The Post Master has a gray ham- 
mer finish, with plated and polished fittings. Overall measurements: 
height, 10% inches; width, 1% inches more than card, depth when closed 
6% inches, when open, 14 inches. The Poste Haste Machine accounting 
ledger is designed for extreme speed in operation. The binder is placed 
in an opening tray, the lever is pulled across and the sheets are free 
from the operator 
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7 Art Metal Speed-Files provide automatic 
expansion at the back of every drawer, enable 
you to offer your prospects this unbeatable 
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15% greater filing capacity — 
more than half a drawer extra of 
workable space in every filing cabinet. 


33% greater filing speed. 
Open the drawer and the file contents 




















used lay back in normal filing position 
sing , 
a automatically — every guide and folder 
i. can be seen at a glance; records can be 
nger referred to instantly withouc ff CL 
flap releasing compressors or ‘indica 
zip removing folders. sao 
inch 
io is Lifetime trouble-free service. 
“on Every Art Metal Speed-File is 
rown ruggedly constructed of the highest 
with quality materials, is backed by more 
and than 60 years’ experience in the 
dden design and manufacture of the finest 
in business equipment. Lhis advertisement 
is appearing in Time, 
Business Week, 
This is the powerful story that we are telling oe sone pes and 
your prospects this Fall in national advertising. other nalional Magazines, 
Demonstrate these outstanding features and 
you'll make a sale every time! 
MMO 
open Sell the best — sell Art Metal Speed-Files. 
. said You'll help your business and you'll help 
Con your customers. Art Metal Construction Company, 
o the Jamestown, N.Y. 
pera 
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DIRECTOR FILE 
Cole Steel Equipment Company, Inc., 
285 Madison Ave., New York 17, N. Y. 


A concealed secret vault is a feature of 
the Merchant file. Made of heavy gauge 
steel, it has three letter size filing drawers 
operated on ball bearings. The file stands 
37% inches high, 30% inches wide and 
17% inches deep. The baked enamel fin- 
ish comes in olive green or cole gray. 
Grained walnut, mahogany or knotty pine 
finish is available at additional charge as 
is a plunger lock which automatically locks 
all drawers. The file lists at $53.95 
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SNORKEL FOUNTAIN PEN 
W. A. Sheaffer Pen Company, 
Fort Madison, lowa. 


Said to be the first practical messproof fountain 
pen, the Snorkel is being marketed by this firm. It 
is filled without dipping the pen point itself into 
the writing fluid. Instead, a small extensible tube 
is used. This pushes out from under the nib and 
sucks in ink without wetting the nib or any part of 
the pen itself. When not being filled the Snorkel 
resembles its immediate predecessors in the Thin 
Model line. In overall length it is slightly longer, 
but no thicker. It is claimed that the Snorkel 
wastes no ink in filling, whereas there is an aver- 
age 19% waste in filling the conventional type 
pen. The Snorkel is available in nine models, all 
in the firm's top quality line. Prices range from 
$12.50 to $120, tax included. 





ELECTRIC WONDERBAR 
Servel, Inc., Chiller St., 
Evansville, Ind. 


Designed especially for offices and the 
home, the Wonderbar is a silent port 
able refrigerette, constructed of plastic 
with a cubic capacity of almost two 
feet. It is equipped with two ice-cube 
trays, a shelf and a removable tray. 
The door opens from the top and forms 
a serving place. The cabinet may be 
used with or without legs and is avail- 
able in three standard finishes, mahog- 
any, blonde and white. It may also 
be supplied in special colors. Price is 
$149.50 for the mahogany finish, an 
additional $10.00 for blonded or white 
finish. The legs and casters are $10.00 
extra. 
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ECONO-PAK 
Econo-Pak Register Company, 
1337 E. 27th St., Kansas City 8, Mo. 


Printed forms for the efficient handling of 
phone messages, service calls, sales slips, 
receipts and so forth have been introduced 
and are ready for immediate shipment. 
Available with them is a portable register 
engineered in both single and duplicate copy 
models. Carbons may be renewed without 
opening the case. The register measures six 
inches by 8! inches. 





PARCEL POST SCALE 
B-T Company, 

121 N. Broadway, 
Milwaukee, Wis. 


This Mite parcel post scale has a 
four-pound capacity, with an over- 
size circular tray weighing surface. 
The dial is simply and quickly re 
placeable without the use of tools. 
Finish is green hammer metallic. 
The scale lists for $3.00 and is in 
dividually packed in green and 
white striped boxes. Two counter 
display cards which carry an actual 
scale, are supplied free to dealers 
with each dozen scales ordered. 
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“" SoundScriber’ 


DICTATING EQUIPMENT 





means more and more 

to thousands 

on the road ., 
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x 
ty SoundScriber frees salesmen from the time- chute for home office transcription. That's all 
eating di f typing or writing reports— there is to it! 
J gives them 2( more selling time. With Sound- What’s more, SoundScriber is so light... 
Scriber the k reports, memos, and letters weighs only 16% Ibs. .. . salesmen like to take it 
. . private n hotel room, car or train with them. Learn how the easiest-to-use of all 
then slip the little green disc into an envelope, dictating equipment saves time and money on 
add a 3¢ stamp and drop down the mail the road and in the office. Mail coupon today. 








SoundScriber Corp., Dept. AO10, 








has @ Only SoundScriber Offers You: 
ye New Haven 4, Conn. 
urtace 1. Automatic On-the-Disc Indexing. 4. “Television Indexing”. 
tly re . Please send me Motion Study Chart. 


. and it's the only dictation 






tools 2. Two Arm Flexibility. 
etallic disc useable on long-playing Name.. 
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TWIN DESK LAMP 


Lincoln Lighting Products, Inc. 
311 N. Desplaines St., Chicago 6, Ill. 


The Lincoln Moderne twin desk or table lamp 
No. 209, has a swivel at the base which allows 
the 18-inch long arms to be adjusted in any 
position. The switch is in the weighted, felt-pro 
tected base. The three-way switch permits the 
lamps to be used singly or together. Satin silver 
or satin brass finishes are available. The lamp is 
also offered with angle cut-off shades. 


ALUMINUM WASTE BASKET 
Ohio Can & Crown, Massillon, Ohio 


Featured of this waste basket is the rustless 
aluminum bottom, which makes it a useful re- 
ceptacle near water fountains and so forth. After 
the aluminum bottom is rolled on, the solid steel 
sides are given two coats of powdered aluminum. 


HANDI-KUTTER 


Kenworth Manufacturing 


Company, 
3455 N. Holton St., 
Milwaukee 12, Wis 


A useful cutter for purse or pocket, 
the Handi-Kutter employs a single 
edge type razor blade which slides 
back into a protective cover when 
not in use. The blade may be easily 


The basket is then coated inside and out with a 
plastic vinyl type varnish to make it acid and 
caustic resistant. It is produced in white, dark 
red, sunny yellow and blue-green. Two sizes are 
available in olive green, pearl gray, walnut 
grained and mahogany grained finishes 


changed 
weight. 


MARKING PENCIL 


Tweeten Fibre Company, Inc 
2029 W. Fulton St 
Chicago 12, Ill 


Made for heavy duty, this marking 
pencil has a screw-type feed similar 
to a mechanical lead pencil, which 
is said to be capable of making 
neat, legible marks on almost every 
type of surface. Filler crayons are 
available in black, red, blue, green 
white and yellow. Refills are packed 
12 of one color to each package 
The makers recommend the pencil 
for use in offices, warehouses, stores 
and also in the home for marking 
canned and frozen items 


It is compact and light- 


STIK-ON LETTERS AND FIGURES 


Keewsye Company, Inc., 
19 HW. Kingston St., Boston, Mass 


Plastic letters and figures which adhere to any non-porous surface with 
the use of pressure, may be used for ajl types of signs and notices. 
Stik-Ons are color-fast, washable, weatherproof, and almost indestrueti- 
ble. One boxed unit may be used repeatedly. Each unit consists of 50 
3%-inch and 50 1'%4-inch figures; 150 two-inch and 150 14-inch letters; 
all in one or two of the following colors, red, blue, green, yellow, black 
or white. Each box also contains eight white and blue Vinylite mounting 
strips, four 12-inch by 15-inch and four 2%-inch by 25-inch pieces; 32 
plastic corners; also numerous decorative pieces including stars, hands, 
arrows, dollar signs, punctuation marks and so forth. Each unit is 
$15.50 complete. 


NYLONIZED BOLTAFLEX 


Bolta Products Sales, Inc., 
Lawrence, Mass 


Nylonized Boltaflex, said to be the first backed plastic developed with 
multidirectional stretch, has been introduced by this firm. The face sheet 
of the material is standard 20 gauge Boltaflex while the backing is a 
nen-woven, felted mixture consisting primarily of nylon and wool. This 
is said to supply the strength of nylon and the resiliency and durability 
of virgin wool. It is said to be easy to work on and to retain its original 
shape and to be highly resistant to staining, scuffing and fading. Rich 
in appearance, it is guaranteed not to chip or peel 


IMPROVED ADDING MACHINE 


Lightning Adding Machine Company, Inc., 
1260 W. Second St., Los Angeles 26, Calif. 


Recently improved in design, the Lightning desk model portable adding 
machine now subtracts as well as adds by direct dialing. It is operated 
with a stylus and has a capacity up to $99,999.99. Answers appear 
automatically and a clearance lever clears all dials with one stroke. The 
machine itself is lightweight enough to be carried in a brief case. It 
retails for $14.95 and is available in quantity for immediate delivery. 
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Easy to sell because of its many attractive features. 











Made of strong corrugated fibre board. Completely 
metal stitched at factory - can’t come apart. Tops and 
bottoms are smooth - slides easily on and off stacks. 
One-piece cover extends clear across. Only one 
fastener - on the side, out of the way. No gumm 


tapes - no tools to set up. Made jz 


The Weis Manufacturing Company 
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Monroe, Michigan 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company | 
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TWO definite-length dispensers . . . plus 
12 rolls of ‘‘Scotch’’ Cellophane Tape . . . with 
the second dispenser at no extra charge! 


OFFER LIMITED—EXPIRES OCTOBER 31 


he act fast on this deal . SEE YOUR “Scotch” cellophane tape salesman 


it expires October 31 and there’s an army of your for your stock of these Deal ““DS”’ combinations 
customers who’ll want to get in on it! These . or write us direct: Dept OA-102, 3M Co., St. 
new Definite-Length Dispensers deliver measured Paul 6, Minn. 
lengths of tape right to the operator’s fingertips , —_ 
. can be set to dispense any length of tape up to nad gf #98 rT? tke 
4” (longer lengths by pressing lever repeatedly). weet 2 aK 2 ny fo eitee és 
Reloading is a fast and simple matter. (4S Bis 
Stores, offices, packaging plants like the way 
these dispensers prevent tape waste, speed up seal- 
ing and labeling operations. They’re fast sellers at 
the regular price . . . watch them move when you 
feature this special 2-for-1 deal! 





The term “‘Scotch’’ and the plaid design are registered trademarks for the 
more than 200 pressure-sensitive adhesive ta made in U.S.A. by Minnesota 
Mini Seotch'S Mfg. Co., St. Paul 6, Minn.—a makers of 
Sound Rec« ordin Tape, ““Underseal” Rubberized 
Coating, ' ‘Scotchlite” Re ective Sheeting, “Safety-Walk” 
Non-elip Surfacing, “3M” Abrasives, “3M” Adhesives. 
General Export: 122 E. 42nd St., New York 17, N. Y. In 
Canada: London Ont., Can. 
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F. P. Brouwer of Bedford, Ohio, in Chicago on a 
vacation, visited at the office of this journal August 14. 
He was accompanied by Marion Follin of Riverside, I1l. 
Both men represent the B. L. Marble Chair Company 
and Jasper Office Furniture Company, Mr. Brouwer 
working in the East, Mr. Follin the Middle West. Mr. 
Follin also represents Niemann, Inc. It is expected that 
the two will be together again at the NSOEA conven- 
tion in October. 


John W. Henn of Joseph Dixon Crucible Company 
was a visitor at the office of this journal August 18. 
A former Chicagoan, John always is at home in the 
big city by the lake, the location of the annual NSOEA 
convention. Mr. Henn expected to spend several weeks 
in Chicago on sales training work and to return about 
the first of October for the convention at the Conrad 
Hilton. 


Harry Henkel, manufacturers’ representative with 
headquarters in San Francisco, favored Orrice APPLI- 
ANCES with a visit August 21. He had been East to 
Wooster, Ohio. He spent several days in Chicago call- 
ing upon manufacturers, after which he planned to 
return to his territory, which starts at Denver. He 
thought he might return in time for the NSOEA con- 
vention in October. Mr. Henkel’s organization covers 
11 western states. 


John Oltmans, proprietor of Oltmans Office Furnish- 
ings, Oakland, Calif., favored Orrice APPLIANCES with 
a visit August 29. He had flown from Oakland to 
Cleveland and then went on to New York State where 
he called on Standard Furniture Company and W. H 
Gunlocke Chair Company. On his way west he stopped 
at Muskegon to visit with Shaw-Walker Company, 
and in Chicago paid a visit to the contract department 
of Marshall Field & Company. During much of the 
time on his trip he was visiting manufacturers of 
office furniture, files and supplies 


Norbert F. Mayer, West Coast Platen Company, Los 
Angeles, Calif., paused to say “Hello” on August 29 
A distributor for the Shipman-Ward Manufacturing 
Company, Mr. Mayer was in Chicago for about a week 
visiting S-W headquarters 


John W. Emerick of Arlington, Va., signed the OFrFricre 
APPLIANCES’ guest book on September 4. Mr. Emerick 
is well known throughout the Southeast as a veteran 
of the stationery business. He entered the trade with 
the old W. F. Roberts Company of Washington, D.C., 
and later traveled for the W. A. Sheaffer Pen Company. 
Mr. Emerick now serves as manufacturers’ representa- 
tive throughout the Southeastern states for several 
stationery suppliers. A family visit was the occasion for 
his journey to Chicago. 





Incorporate Firm in Rochester, N.Y. 


Allen-Hunt Corporation has been granted a charter 
of incorporation in Rochester, N.Y., listing capital stock 
of 400 shares no par value. Directors are Ruth Ware- 
ham and Harry P. Wareham, both of 52 Westwood Dr., 
East Rochester, N.Y., and Byron A. Johnson, Jr., 488 
Clover Hills Dr., East Rochester, N.Y.—EEG 
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dates to 


wmcwlet 


October 4-8. National Stationery & Office Equipment Association's 46th 
innual convention, Conrad Hilton (formerly Stevens Hote Chicago, | 

Paul Burbank, general manager, 740 Investment Building, Washington 5, D.C 
October Pe. Fifth Annual International Systems meeting conducted by the 


5 Procedures Association of America, Hote! Roosevelt, New York 

Y. M. W. Boz, chairman, Shell Oil Company, 50 W. 50th St.. New York 
N.Y. 

October 20-25. National Business Show, Grand Centra! Palace, New York 

N. Y. Rudolph Lang, managing director, 33 W. 42nd St., New York 18, N. Y 





14th Sales Manual Published by NSOEA— 
“How to Sell Staplers and Paper Fasteners” 


The most complete sales training manual on staplers 
and other paper fasteners ever produced, has just been 
completed by the NSOEA. “How to Sell Staplers and 
Other Paper Fasteners” is the 14th manual in a con- 
tinuing series started several years ago by NSOEA for 
its members. It was produced through the co-operation 





of NSOEA manufacturers and selected retailers who 
contributed sales and product application ideas. 

This 40-page manual is printed in three colors, 
highly illustrated with pictures’ of the products in the 
lines. Cartoons and pictures liven the very complete 
and authentic text material. 

An outstanding feature for salesmen, is a compre- 
hensive chart showing all the leading manufacturers’ 
desk staplers, personal staplers, long-reach staplers, 
pliers, and tackers. It is a handy reference for manu- 
facturer, trade name, model number, type and size of 
staple used and special features. Much of the infor- 
mation is not to be found in current catalogs. 

“How to Sell Staplers and Other Paper Fasteners”’ is 
particularly adapted for convenient use by sales man- 
agers. A separate Leader’s Guide gives a suggested 
training schedule and specific hints for conducting 
practical sales meetings around the manual. Manu- 
facturers are co-operating with NSOEA in providing 
specific materials to dealers on their products and in 
offering salesmen to speak at one of the training 
meetings. 

Additional information may be obtained by writing 
NSOEA at 740 Investment Building, Washington 5, 
Dp. ©. 





Villa Park Firm to Distribute Labelon 


Smith Brothers, 222 S. Ardmore Ave., Villa Park, IL, 
has been made distributor for the western territory of 
Chicago by the Labelon Tape Company. 
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Here's a file case 
chock-full of corre- 
spondence. Can't 


take another letter. ‘ 
available. 


The same file case, 
same number of 
letters. But now, 
9 plenty of space 


































































omeone went modern. They discarded 
the old fashioned bulky methods and 
ed the individual files with an N-C 
plier-type stapler. 
Space is precious, costly. Save it the 
NEVA-CLOG way. 





The N-C Model J-60 works two ways. 
The N-C filing goes € The anvil can be changed from per- 
rapidly. File clerk 7 manent to temporary fastening by an 
stands right at file PX fp n ae easy 1-finger operation. 

case. N-C stapling CZ, 4 
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requires no table 


surface to pound on, 


WEVA-CLOG 
STAPLES 
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THE PINCH POINT STAPLE — Pierces better, 
easier; no burrs, no rough spots, always uniform 


MEVGELOG Fedor 1s, bai ave your Moon logs showing ? 


The Do Plus 


STAPLING MACHINE 


NEVA-CLOG PRODUCTS, INC., LOGAN STREET, BRIDGEPORT, CONNECTICUT 
Exclusive Conedion Distributor: CANADIAN STAPLES LIMITED—Montreal, Toronto, Winnipeg, Vancouver 
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the lowest price desk office system in America today! 











BASIC DESK-OFFICE-SYSTEM 


Consists of 2 desk tops (UDT-1 & UDT-2), 4 par- 
titions (UPA-1 & UPA-2), 3 side panels (UPE-1), 
10 caps ( 4 UC-1, 4 UC-2, and 2 UC-3 ).Unit 
shipped knocked down. Easily assembled. 


private office 


Af - 50° 
; is yours for only 


AMERICA’S LOWEST PRICE 1S elms? | 


UNO-ALL-IN-ONE DESK-OFFICE-SYSTEM 
w. 


Description 


| * |. | ©) 
| et | Uno Basic Desk Office 58,” 18” | 150 tbs. 


ANY OF THESE SPECIALIZED TAILOR-MADE INDIVIDUALIZED PRIVATE OFFICES 
CAN BE YOURS FOR THE ORDERING. BUILD YOUR OWN OFFICE SYSTEM. 


art steel sales corp. 
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new york 63 n. y., u. Ss. a. 
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Sfeclmasier uno-all-in-one-desk-office-system 


ae By a a) Design your own special 
me — | | \SSem combination for your in- 
dividual needs. Start with 


Basic Unit Cat. No. U-1 
and 


build-up-as-you=- 
go-along 


oe Noh ’ al (ORDER BY CATALOG NUMBER) 
THESE S¥eefyy7c2 {> UNO UNITS GIVE YOU THE GREATEST FUNCTIONAL SERVICE 
AT EXTREMELY LOW PRICES. BUILD UP YOUR OWN PRIVATE OFFICE 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

vossible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, August 31 


Those of us who attended the Stationers’ Confer- 
ence at Blackpool some while ago were struck by the 
apparent lack of interest on the part of the retail 
trade. In fact there were very few retailers present, 
in proportion to the total membership 

About the most important discussion which took 
place was that about direct trading and at a “brains’ 
trust,” specially convened, we were able to hear details 
of a new scheme designed to overcome the present 
tendency on the part of big business to bypass the 
retailer and wholesaler and “buy direct.” 

The speakers emphasized that this outlook on the 
part of certain business concerns was due, in the main, 
to a feeling that by trading direct they were able to 
obtain goods cheaper. 


Nationalization Spreads 

In Britain, since the war, there has been a spread 
of nationalization and this applies particularly to 
such public utilities as gas, electricity, mines and rail- 
ways. Many of the smaller gas and electricity under- 
takings before nationalization bought from progressive 
retailers in their area but since then there has been 
a growing tendency to buy through a central purchas- 
ing office and a spread of direct trading has taken 
place. 

In the writer’s view, there is a ready answer which 
has been adopted in certain trades and industries 
outside of the stationery trade. Those firms who trade 
direct are “cold shouldered” by retail stockists who 
leave them to get rid of their supplies in the best 
way they can. In other words, you cannot have your 
cake and eat it as well. 

In-so-far as the scheme under review by the Sta- 
tioners’ Association is concerned, there is no doubt 
that it has its points. The originator was a retailer 
I understand, and he put forward his plan to the 
retailers’ section of the association after which it 
was discussed by the board 


Stationers’ Brains Trust. ._|. A. L 
North offers a scheme to counteract direct 
trading at the annual Stationers Conference 
held in Blackpool, England. At the left of 
the picture are M. Gutteridge and J. Olgil 
vie Lennon, and to the right are L. Pagliero 
general secretary, Norman Jones, chair 
man, and H. L. Morbey. 
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Briefly—if the scheme goes ahead as appears likely— 
if a big firm or nationalized undertaking contacts a 
manufacturer for a quotation the enquiry will be re- 
turned with a suggestion that the supplies in question 
can be obtained just as cheaply through the local 
retail trade and offering the names of retailers in 
the vicinity of the undertaking. 

A large percentage of manufacturers contacted has 
agreed to support the scheme and so, too, has a large 
majority of wholesalers, it is understood. 

The onus, now, it would seem, is on the actual 
retailer. A circular was sent out asking individual 
retailers if they felt in a position to deal with any 
large-scale order. Some 750 firms replied that they 
were—the largeness of the figure caused some scep- 
ticism in the minds of certain members present at 
the conference. 

One can only hope that the scheme is successful 
since anything which ensures a “fair crack of the 
whip” all around is worthwhile. When supplies were 
short people were glad to buy through retailers. Now 
the old menace of direct trading is developing again 
and it has been intensified by the development of 
nationalization 


Can’t Define Penalties 


For an observer such as the writer, it would seem 
that the association is not in a sufficiently strong 
position to define certain penalties for those who 
transgress the accepted code of ethics and who have 
been shown to be so transgressing. The point was 
raised as to what could be done and, summarized, 
the only penalty seems to be the not-very-drastic one 
of expulsion from membership as a last resort. 

It is clear that more power is the first essential 
for the S. A. so that—after agreement has been 
reached on its code of ethics and this presumably 
was reached when the code was instituted—anyone 
not abiding by the code renders himself liable for 
severe penalties. Other trades in Britain have their 





OFFICE APPLIANCES, October, 1952 
























, oes 
= 
. 
Experience proves that there are great e 
rewards for those who, having once = 
won leadership, retain the standards with = 
_— 
— 
‘ which that leadership was attained. — 
3 a That is why A°S-E is unwilling = 
re- — ASE Files are made in a size or 
ion to compromise the engineering and style for every need— all the finest 
cal in their class. 
in manufacturing standards which 
1as are today so widely recognized. That’s why 
ree : . ° . 
A-S-E dealers are willing to forego the 
— frantic expediencies of the moment. . . why they 
ny have so much confidence that A*S:E products 
1ey 
2p- will continue in their position of leadership for 
at 
years and years to come. 
ful 
the see our display at the 
pre National Stationery & Office Equipment Association's 
OW 46th Annual Convention and Exhibit, October 4th through 9th 
An Display booth on fifth floor, Rooms 512A and 513A * Conrad Hilton Hotel * Chicago 
of 
em 
ng 
‘ho 
ive 
Vas 
ed, 
yne 
ial 
-en 
biy 
yne The famous A-S-E Line of Desks 
for and Tables is unexcelled for con- 
eir vertibility and flexibility. 


A-‘S:E Storage, Combination, and 
Wardrobe Cabinets. A variety of 
sizes and styles. 








ALL-STEEL EQUIPMENT INC. 
= § TS —— <A TTE 


600 CLEVELAND AVENUE AURORA. ILLINOIS 





152 OFFICE APPLIANCES, October, 1952 77 








own parliaments for the maintaining of good will and 
harmonious relations between all sections. Why not 
the S. A.? 

We also heard a very good address on display by 
the representative of a large chain store which sells 
nearly everything from confectionery to furnishings 
and clothing. 

In the speaker’s view, retailers do not make the 
most of the opportunities which are there. He ex- 
plained how emphasis could well be given on one 
particular subject for one display and deprecated the 
type of stationer’s window which tries to show nearly 
everything in at once. And bearing in mind that the 
average British stationer’s shop carries, or tries to 
carry, 3,000 lines, it is not surprising that this type 
of window tends to be unattractive. 

The conference, as a conference, was first-rate and 
the lectures on various topics and aspects of the sta- 
tionery trade, followed by discussion, seems to the 
writer to be an admirable method of tackling the 
problems confronting the trade, although he must 
agree with one speaker who suggested that perhaps 
a few resolutions from different branches on the 
agenda would help things along, too 


* * - 


Despite the trade recession which has settled over 
the world to a varying degree—textiles is particularly 
under the cloud at the present time—the office equip- 
ment industry continues to be a bright spot in Britain’s 
export. trade. 

The latest figures issued by the Office Appliance and 
Business Equipment Trades Association show that for 
the first six months of 1952, machinery shipments 
alone increased to £5,137,816, nearly one million pounds 
more than during the same half of last year, and 
£1,200,000 more than during the whole 12 months 
of 1949. An interesting observation on the latest fig- 
ures, however, may be found in that the U. S. A. has 
several times figured as Britain’s best customer and 
during the half-year under review was the industry’s 
second best client. Britain’s shipment of office machin- 
ery to the U.S. A. from January to June totalled £644.,- 
442, more than double the amount during the same 
months of 1951. 

Examination of the office machinery industry’s sta- 
tistics reveals, too, that accounting machinery has been 
responsible for the greatest individual improvement. 
Between January 1 and June 30, this year, Britain sold 
overseas £1,637,823 of accounting machinery, nearly 





k 
Remington Rand, Ltd., Display at Recent 
Preston Guild Exhibition in England 
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Paris Demonstration . .. The new Friden fully automatic 
Square Root Calculator Model SRW, was applauded during a 
recent demonstration by Larry B. Taylor at the Hotel Ambassador 
in Paris, France. Mr. Taylor, vice-president in charge of sales for 
the Friden Calculating Machine Co., Inc., is seen here, center, 
demonstrating the machine to a group of leading French statisti- 
cians and mathematicians during his visit to the French capitol 
on the occasion of the new opening of the new Friden offices by 
M. Goerges Gabadou, director general of Calculating Machine 
Distributors in Paris. Stanley M. Friden, company export sales 
manager, is immediately to the left of Mr. Taylor. 


£300,000 more than in the same period last year and 
20% more than this section’s total annual export reve- 
nue as recently as 1950. 

Again typewriter shipments in the latter year 
totalled £1,459,523—itself 90% more than in 1949—yet 
in the half year of 1952 to date, exports amounted to 
£1,122,534, only £337,000 short of the 12 months’ total 
18 months ago. 

Lesser increases, but nonetheless impressive, were 
also made by the duplicator industry which shipped 
overseas virtually £800,000 of its machines in the six 
months of 1952 compared with £966,000 in the 12 
months of 1950, while other office machinery brought 
in £1,390,242 in the same period compared with £1,922,- 
708 in the whole of 1950. 

Quite separate from these figures and not included 
in the total, are those for office steel safes and cabinets 
and steel office furniture. Britain’s safe manufacturers 
have always had a high reputation, but the freightage 
of such necessarily heavy equipment is high. Yet in 
the period January 1 to June 30 this year, £1,088,578 of 
safes and cabinets were shipped abroad compared with 
£694,889 during the same period last year. 

Figures on steel office furniture exports are not indi- 
vidually published but these certainly exceeded £500,000 
a year omitting stationery and wood office furniture. 

By tallying up, therefore, it would appear that 
Britain’s office equipment industry is exporting at a 
rate of well over £13,500,000 a year outside of stationery 
and wood office furniture. 


* * ” 


A second major Business Efficiency Exhibition is 
being staged during 1952, from November 4 to 14 in 
Glasgow, Scotland. This will mark the silver jubilee 
of incorporation of the association. 

Kelvin Hall is one of the biggest exhibition halls in 
the British Isles and the November show will be easily 
the most extensive of its kind ever held in Scotland 
and one of the largest the world has ever seen either 
in this country or abroad. 

Some 25% of office machines exported from the U. K. 
last year were made in Scotland. 

(Turn to page 119, please) 
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says: J. M. STAGG 


Church & Stagg Office Supply Company 
Birmingham, Alabama 





“‘We have never had better relations with any 
manufacturer than we have with Columbia. We 
are proud and happy to be a Columbia dealer— 
proud and happy also that we are selling our cus- 
tomers the best line of carbon and ribbon prod- 
ucts on the market.” 

“Sales increased 50% in first six weeks and still 
climbing.” 

“‘We are getting more and more business.” 
“Complete carbon and ribbon turnover every 
45 days.” 


“Service is excellent.” 


profit with CoC 


The Columbia Sales Cooperation plan. 


You, too, can enjoy greater profits from ribbon 
and carbon sales—the Columbia way! A 
few retail areas open—write today! 


CoLuMBIA RIBBON & CARBON Mra. Co., INc. 
102-10 Herb Hill Road, Glen Cove, L.I., New York 
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Wholesalers Midwest Regional Conference 


Consolidating several other smaller group meetings 
usually scheduled for late spring, the Wholesale Sta- 
tioners Association held its annual midwest regional 
conference in the Drake Hotel, Chicago, on Tuesday 
afternoon, August 26. Under the chairmanship of Cort 
Horr, Associated Stationers Supply Company, assisted 
by Co-chairman C. W. Lofgren, Sanford Ink Company, 
the conference got under way shortly after noon with a 
luncheon. Nearly 50 were present, including about a 
dozen ladies who left immediately after eating, for an 
afternoon of social program. 

Harold Whittemore, general manager of the Whole- 
sale Stationers Association, called the meeting to order 
and presented Mr. Horr as chairman. In turn Mr. Horr 
introduced E. W. Blevins, Caldwell-Sites Company, 
Roanoke, Va., president of the association. Self-intro- 
duction of the others present then followed. 


Ask Harry Horder’s Views 


Explaining that the function of the market analysis 
committee of the association is to acquire and interpret 
statistics of value to all members, Mr. Whittemore 
asked Harry Horder, Horder’s, Inc., Chicago, to present 
his views on a specific program that the committee 
could launch. 

Mr. Horder opened his remarks by asserting that 
wholesalers in the commercial stationery field are close 
to or at the break-even point in their operations. Yet, 
he contended, manufacturers cannot get along without 
wholesalers or jobbers. At the moment business is good 
and should remain so at least until next June. How- 
ever, an adjustment is inevitable when defense work is 
eliminated. Before that occurs, plans should be devel- 
oped to meet and overcome the problems of the 
situation. 


Should Examine Operations 


First, suggested Mr. Horder, the wholesaler should 

examine himself and his operations. Warehousing 
problems are or should be about the same for all firms. 
In the area of sales or distribution there are very few 
points of similarity. By analyzing each process in the 
warehouse routine a successful attempt can be made 
to achieve increased efficiency. 
' The second big step would be to get manufacturers 
to analyze their methods of distribution to determine 
what costs could logically be borne by wholesalers. 
Integrating the results of the two surveys, a program 
that might take two or three years, should be bene- 
ficial to all concerned. 

President Blevins and Vice-president Lofgren spoke 


G-F Holds Sales Conference 
in Youngstown, Ohio 


80 


briefly and enthusiastically about the recommended 
plan. 

Departing for a few minutes from the subject of 
surveys, D. A. Sparks, A. C. McClurg & Company, Chi- 
cago, discussed the need for proper marking of mer- 
chandise packages so as to give accurate indication 
of contents. Mr. Sparks showed a number of samples 
of poor marking or no marking, a condition that slows 
up order picking as well as inventory taking. 

The hiatus on labeling was followed by an extended 
discussion on the operations cost analysis suggested by 
Mr. Horder, in which it was revealed that the com- 
mittee plans to select 10 manufacturers and 10 whole- 
salers to make the recommended surveys. 

Mr. Whitmore outlined the association’s sales pro- 
motion program for school supplies and a similar 
tentative, program for office supplies. 

Chairman Horr adjourned the meeting and the gen- 
tlemen joined the ladies in a pleasant cocktail hour. 





Hold Employees’ Picnic at Sheboygan, Wis. 

The annual employees’ picnic of the Engineering 
Manufacturing Company of Sheboygan, Wis., was held 
Saturday afternoon, July 26, in Evergreen Park. 

Games, horseshoe pitching and baseball helped time 
to pass all too quickly. Food and refreshments were 
served throughout the day. 

Members of the picnic committee were E. H. May, 
general chairman; Harold H. Mais and V. J. Kritske, 
assistant chairmen; Henry Ruehr, Joan Knauf, William 
Wendland and Irwin R. Bosshardt, entertainment. 





G-F District Managers Attend Sales Meet 


District managers and Youngstown sales personnel 
of The General Fireproofing Company took part in a 
sales conference held in Youngstown, Ohio, the week 
of August 4. The conference was under the supervision 
of Larry Miller, G-F’s récently appointed manager of 
dealer sales. 

The purpose of the conference was to present the 
latest information and developments concerning the 
company and its products. 

A portion of the meeting was devoted to each of the 
company’s major product lines. Lectures were given on 
current production problems, the advertising program, 
and the dealer program for the coming year. Discus- 
sion periods were scheduled so that ideas could be ex- 
changed and individual problems considered. 

The week-long conference ended with a picnic held 
at Coalburg Lake with the district managers as well as 
Youngstown sales and factory personnel attending. 
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WO Years of leatlershijp 
in Recoral- Keeping Forms and Devices 


list for your first-of-the-year requirements and order now— 


Family Expense Book Order Registers School Goods 
Figuring Book: Miniature Account Books Scrap Books 
| 4, r Dawr ' > 
d ayroll Records Scratch Pads 
Invoice Books Post Bind 
ros } rs 
' ‘ Sheet Holders 
Law Registers st Binder Indexes 
' ' Steno Note Books 
eaq Dp 
c Price Books 
ve » Race Tally Books 
Price Book Indexes 
Manifold Order Book: ; Telephone Binders 
Price Book Sheets 
Memo Book Ss Time Books 


Prong Binders 


Meter Books 
. rial Balance 
Punch Presses Tria ance Books 


Minute B roks base 
k No-T Ring Books Utility Folders 
an 5 ear heet< 
N Drof R Rings (Loose) Visible Equipment Supplies 
Not Ur ? Cc 
Book } d and Folded Paper Zipper Ring Books 


BE SURE TO VISIT US AT BOOTH 135, NATIONAL STATIONERS CONVENTION 


General Offices: 84 Hudson Ave., Brooklyn 1,N. ¥. * Boston 10: 80 Summer Street + St. Louis 2: 115 So. 8th St. * Chicago 7: 310 W. Polk St. 


New York City Salesroom: 349 Broadway, New York 13 * Chicago Salesroom: 1519 Merchandise Mart Plaza, Chicago 54 
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Presenting the 
Old Town "9S Copymaker 


RADIO & TV 
STATIONS. 





b 


NOW, AT LAST, A TOP QUALITY 
Spirit DUPLICATING MACHINE 
That 8 Out Of 10 Organizations 
Can Afford 


Old Town ‘Cyclomatic Action” Copymaker has all the 
high-priced features of machines costing twice as much 
— the same precision engineering, rugged construction 
that highlights Old Town's time-proved heavy duty ma- 
chines — yet it costs only $175.* 


This new cyclomatic machine is especially constructed 
and equipped to handle a// of the many and varied dupli- 
cating jobs of Small Business and Industrial Concerns, 
Schools and Institutions and as auxiliary equipment in 
Big Organizations. 


Here’s the finest little duplicator that money can buy — 

featuring ‘Cyclomatic Action” which assures faster, more 

brilliant reproductions. Produces 1 to 6 colors at one 

time and in split seconds. Actually makes over 

¥j a JY 140 clean, clear copies a minute, of anything 

anes : / COE a you type, write, print or draw — on varying 

] a weight paper or card stock; 3” x 5” up to 

ai de ) ; ie 9” x 14”. Write for illustgated brochure on 

| if A this revolutionary COPYMAKER. 

~=aD 


l 


— : P DEALERS — OLD TOWN ’s lower-priced duplicating 


machine can increase volume — add materially to 


f \ > our profits. The many unique and exclusive features 

INDUSTRIAL FIRMS of this new OLD TOWN Copymaker 9S can mean 

extra profitable, year-round, repeat business for you. 

Write TODAY for dealer franchise information which 

shows you how just one machine can bring you thou- 

sands of dollars of business every year. : 

a 
hae 


- 
* PLUS FEDERAL EXCISE TAX L> 


NEW CYCLOMATIC ACTION 
Precision Engineered 
Lifetime Constructio 








with... a= ae 00 


01) Town$ COPYMAKER 


Has ALL the usual 

Duplicator features PLUS:— 
CYCLOMATIC ACTION —Sealed-in bearings 
and high-tension gears give greater speed, 
efficiency, economy and a lifetime of service. 
FLUID CONTROL—Prevents excess moisture 
and results in instantaneous drying. 
SINGLETTE—Patented sheet separator pre- 
vents waste and blank sheets and jamming. 
WIZARD COPY CONTROL — Regulates 
brightness of copies or length of run. 





Manufactured To The Same High Standards That Have Made 
OLD TOWN Carbons, Ribbons and Equipment World Renowned! 


Be sure to see the great Model 9S at OLD TOWN’S Booth 136. National 
Stationery & Office Equipment Show. Conrad-Hilton, Chicago. October 4th-8th. 


CORPORATION 


i 


eet, Brooklyn 17, N. Y. 
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Scene at the General Membership Luncheon Meeting of the Luggage Leather Goods Migrs. of America, Inc. 





Luggage, Leather Goods Show Held in 
Chicago for Four Days in August 


The annual four-day national show conducted by 
the Luggage and Leather Goods Manufacturers of 
America, Inc., was held at Chicago’s Palmer House, 
August 18 to 21. The attendance was reported as good, 
with buying mostly in the low-priced lines 


Although the event was primarily an exhibition of 
industry products, other activities of a social and 
recreational nature were on the program. Following 
the 12-hour exhibit sessions on the first three days of 
the show, a cocktail party was held on Monday even- 
ing, a Buyers’ Club buffet supper on Tuesday, and 
the annual dinner dance on Wednesday. From Satur- 
day, August 19, a “Get-Together” room was open for 
informal meetings and relaxation 


While most of the 151 exhibitors featured luggage, 
trunks and personal leather goods of non-commercial 
character, several manufacturers displayed brief cases 
and bags, billfolds, wallets and other leather items 
logically included in the stocks of office equipment 
and supply dealers. Following are the names of these 
exhibitors: 

Benner Leather Goods Co 

Boyle Leather Goods Co., Inc. 

Buxton, Inc. 

Cariton Brief Case Corp. 

Charles Doppelt & Co., Inc 

M. A. Doppelt 


Leathercraft, Inc 

The Meeker Co 

Mutual Brief Case Co., Inc 
National Brief Case Mfg. Co 
Northwest Leather Goods Co 
Peerless Traveling Goods Co 
S. Dresner & Sons, Inc Prince Gardner 

Enger Kress Co. Rico Leather Specialty, Inc 
Feldco Loose Leaf Co. Rolfs 

A. Galewski & Sons, Inc C. F. Rumpp & Sons, Inc 
Globe Brief Case Co. Stein Brothers Mfg. Co 


(SURAT LATHES SORES RANEFLCTERERS OF GRERCA BC 
Owner & Dance 


‘ere MOET . CHKAGO. auOusT fr 


Luggage & Leather Goods Migrs. of America, Inc., Holds Dinner and Dance at 
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Sternberg Heads Cleveland NOFA Chapter 


Gil Sternberg was elected president of the Cleveland, 
Ohio, chapter of NOFA at a meeting held on June 19 
He is also general chairman of the 1953 NOFA con- 
vention which is to be held in Cleveland April 26-29. 
Headquarters will be in the Hotel Statler, with exhibits 
in Cleveland’s famed Auditorium. 

Elected along with Mr. Sternberg, who is owner of the 
Ace Desk Company, were: 

J. J. Langlois, Remington Rand Inc., Cleveland—first 
vice-president. 

Hugh L. Henzy, Wagner-Henzy-Fisher Company, 
Cleveland—second vice-president 

Leon Dean, Burrows Bros. Company, Cleveland—sec- 
retary. 

Charles F. Meyers, Ohio Desk Company, Cleveland— 
treasurer. 

In his capacity as general chairman, Mr. Sternberg 
also announced the following appointments of com- 
mittee chairmen and co-chairmen for the 1953 con- 
vention: 

General co-chairman—Hugh L. Henzy. 

Registration—Leon Dean, chairman; Roy F. Douglas, 
W. H. Gunlocke Chair Company, co-chairman. 

Publicity—Joel Smith, Marshall-Smith Company, 
chairman; Ray Barker, S. Barker Sons, co-chairman. 

Hotel Reservations—J. J. Langlois, chairman; Mel 
Singer, Ace Desk Company, co-chairman. 

Arrangements—Carl Johnson, chairman; C. L 
Rhoades, co-chairman, both with Erickson’s, Inc. 

Exhibits—George Barber, Marshall-Smith Company, 
chairman; Charles F. Meyers, co-chairman. 

General Program—wW. F. Lindner, Ohio Desk Com- 
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What do your employees think of your office ? 


RE YOUR EMPLOYEES HAPPY with 
A their equipment and office sur- 
roundings? 


If they are happy it will be re- 
flected in how they handle customers 
or clients —in person, by mail, on the 
telephone. A happy, healthy office 
employee is seldom absent from work 
and is always more productive than 
one whose morale is poor. 

As every employer knows, good 
office help isn’t easy to get —and sal- 
ary is not the only factor. Frequently 
a prospective employee chooses the 
office that is better equipped and more 
attractively decorated, ahead of the 
job that pays more. Pleasant offices, 
equipped with GF modern metal 
furniture, usually land the “cream 


600D metal business of the crop” of available new help. 
f ture ‘sa Less modern offices take what’s left. 
THitu é é ; 
6000 suepsehes In a ten-year period any business, 
‘a , 


OGF Co. 1952 1902 


large or small, invests a minimum of 
$30,000 per employee in salary, floor 
space and general overhead. That is 
fixed expense. For from 1% to 2% of 
that fixed expense per employee you 
can furnish your office with the finest 
equipment the market affords. 


Modern GF metal furniture such 
as Super-Filer — the mechanized file, 
Goodform adjustable chairs, and GF 
desks, fitted to the job, are a good 
investment. They increase employee 
productivity and improve health and 
morale. By increasing the return on 
your fixed expense per employee, GF 
metal furniture pays for itself in a 
short time and provides handsome 
dividends thereafter. 


Get the facts as applied to your 
office. Call your local GF distributor 
or write The General Fireproofing Co., 


Dept. X-10, Youngstown 1, Ohio. 


This colorpage appears in Oct. 
issues of Time, Newsweek, 
Business Week and other noa- 
tional magazines. It is designed 
to help GF dealers in educating 
customers and prospects to 
look upon good office furniture 
as a good business investment 





1952 


FIFTY YEARS OF PROGRESS 


GENERAL FIREPROOFING 


Foremost in Metal Business Furniture 


MODE-MAKER DESKS + GOODFORM ALUMINUM CHAIRS + METAL FILING EQUIPMENT + GF STEEL SHELVING 
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pany, chairman; W. R. Dorndman, Brooks Company, 
co-chairman. 

Transportation—Jack Murphy, chairman; Olin Sta- 
ley, co-chairman; both with Staley-Murphy Company. 

Promotion—L. E. Fisher, Wagner-Henzy-Fisher, 
chairman; Howard Klein, Burrows Bros., co-chairman 

Banquet—F. W. Wagner, Wagner-Henzy-Fisher, 
chairman; R. W. Van Kirk, Van Kirk Desk Company, 
and Jack Cregar, S. A. Barnes Company, co-chairmen. 

Reception—Wade Helms, W. A. Helms, Inc., chair- 
man; Robert Crippen, Taylor Chair Company, co- 
chairman. 

Ladies Hospitality—Mrs. V. L. Caldwell, Philadelphia, 
chairlady; Mrs. Gil Sternberg, Cleveland: Mrs. U. L. 
Henzy, Cleveland; and Mrs. John R. Gray, NOFA, co- 
chairladies. 

Finance—vU. L. Henzy, chairman. 

Entertainment—S. A. Barnes, S. A. Barnes Company, 
chariman; Arthur Frey, Cincinnati, co-chairman. 





GLTC Takes in Seven New Members 


At the monthly business meeting of the Great Lakes 
Travelers Club, held after the Friday luncheon, Au- 
gust 29, 17 were present to come to order under the 
chairmanship of President Don Sharpe, Reyburn 
Manufacturing Company. Following the presentation 
of officers’ reports, Billy Schmiederer, Buxton & Skin- 
ner Printing & Stationery Company, special dealer 
guest from St. Louis, spoke briefly. 

Seven new members accepted at the meeting were 
as follows: Dick Parella, Eagle Pencil Company; Gerald 
King, Scripto Manufacturing Company; Don Brugge- 
meyer, Moore Business Forms, Inc.; George Nonko, 
Industrial Tape Corporation; Norman Gunderson, 
Minnesota Mining & Manufacturing Company; Max 
Spak, Tops Business Forms, and Ray Faulkner, Wilson 
Jones Company. 


Ed Staats Honored by New York OMDA 


Ed Staats of the Ames Supply Company was the 
guest on August 20 of members of the New York OMDA 
and friends, at a luncheon at Gasner’s Restaurant, 
in New York. 

Mr. Staats has recently been named vice-president 
and sales manager at the company’s home office in 
Chicago. Until the appointment he was vice-president, 
eastern division, with headquarters in New York, where 
he has been with the company for 20 years. 

During the luncheon, David Silvers, American 
Business Machines, Inc., proposed a toast to Mr. 





Staats, who acknowledged it with a toast to his many 
friends. : 
I. Meizner, Mercury Business Machine Company, 
presented the guest with a gold wrist watch. : 
Among those who expressed regret at losing a friend 











Ed Staats Gets Big Hand ... 
Business Machines, Inc., president of New York OMDA, and J, 
Meizner, Mercury Business Machine Co., vice-president of New 
York OMDA, congratulate Ed Staats after the presentation of a 
gold wrist watch by Mr. Meizner. 


David Silvers, American f 


of long standing were: David Silvers, I. Meizner; W. G. 
Turquand, Underwood Corp.; T. D. DeWitt, L. C. Smith 
& Corona Typewriter Co., Inc.; Irving R. Ritchie, Type- | 
writer Distributors Inc., and Jesse I. Taylor, Globe 
Typewriter & Adding Machine Co. 

A telegram from Sam Stein, Quality Office Equipment 
Company, expressing congratulations and best wishes 
was read by Mr. Silvers. 





NOMDA Publishes New Volume of Who’s Who 


Members of the National Office Machine Dealers 
Association have received a new volume of NOMDA’s 
“Who’s Who in the Office Machine Industry.” This is 
a directory of members, manufacturers and machines. 

Published under the direction of Harold Mann, the 
NOMDA executive secretary, this is the fourth biennial 
edition of the directory. It represents a tremendous 
task in gathering all of the necessary data on the 
more than 1,000 members. 

A new feature being instituted is a page of photo- 
graphs of NOMDA’s past presidents. One of the useful 
departments is that of machine and trade names 
together with a directory of manufacturers. 








1. Mrs. and Mr. Mel Sowell, Esterbrook Co. 

2. Vernon McCahn, W. A. Sheaffer Pen Co.; Warren Gustafson, Curtis 
1000, Inc. 

3. Al Nordstrom and Matt Dillon, both Smead Manufacturing Co. 


4. Cal Hegstrom, Hegstrom Co.; Larry Johnson, The Globe-Wernicke 
Co.; Jack Guntrum, Eaton Paper Corp.; Jim Roche, Carter's Ink Co 


5. Fred Schaefer, Sanford Ink Co 
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Minneapolis and St. Paul Golfers at Southview Country Club, August 26. 


6. Earl Vanda, Floyd Kongsvik, Clarence Benson, George Seidel, and 
Jerry Smith. , 

7. Stanley Greenburg, Jacobson Fixture Exchange Co.; Ed Williamson, 
G. J. Aigner Co.; Vic Lydon, R. B. Valleau Co.; Bill Gove, Min- 
nesota Mining & Mfg. Co. 

8. Chas. Cordray and Frank Cooper, both Codo Mfg. Corp.; R. B. 
Valleau, R. B. Valleau Co.; R. C. Clarke, F. S. Webster Co. 
Pictures by Fred Schaefer; captions by Al Nordstrom. 
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CONRAD HILTON 





See something entirely new and different... 
specially designed STURGIS MURALS 

glowing in glorious colors... 

something you won't quickly forget! 


Sturgis engineers will be present to demonstrate in a down-to-earth 


way “all the quality that's engineered into Sturgis chairs.” 
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Plan Conference on Records Management 

The twenty-first annual conference on records man- 
agement will be held at the Edgewater Beach Hotel, 
Chicago, on Friday, October 10. Some 400 office man- 
agers, comptrollers, supervisors, and people in charge 





of their companies’ records will attend this one-day 
concentrated session on every phase of the many prac- 
tical problems confronting them in their work. 

This conference is under the supervision of Miss 
Bertha Weeks, managing director of Record Controls, | 





























Seen at Detroit Stationers & Travelers Golf Party (Story Appeared Last Month) 


1. Bob Hanover, Invincible Metal Furniture Co.; Jim Crell, Taylor 
Chair Co.; Joe Miney, Service Office Supply Co., Detroit; Don 
Hanover, Invincible Metal Furniture Co. Foreground, Hugh Green 
berg, Detroit Office Equipment Mart 
Tom Emery, Lynn B. Emery, Inc., Detroit; Chuck Thompson and 
Gene Grenon, Leonard's, Detroit Mac” Macdonald and F 
Stingel, Macdonald & Stingel, Saginaw, Mich. 

Mr. & Mrs. Henry Schmuckel, Service Office Supply Co., Detroit 
Lucile Barrett; Scott Purvis, Joseph Dixon Crucible Co.; Sue Bate 
mann. 

“Mac” Macdonald, Macdonald & Stingel, Saginaw. Mich.; Bil 
Lashbrook, Esterbrook Pen Co.; Walter Ludwig, Gregory, Mayer 
& Thom Co., Detroit. 

Howard Denomme, Bussing’s, Detroit; Gene Gr 1, Leonard's 
Detroit; Harry Jesse, Gratiot Office Supply Co., D it; Tom Emery 
L B. Emery, Inc., Detroit. 

A H F. Stingel, Macdonald & Stingel, Saginaw, Mich.; Bob Ball 
Ball Office Supply, Inc., Jackson, Mich.; Mr. & Mrs. Charley Howe 
O'Leary's; Walt DeGrott, Sanford Ink Co 

. Jack Brown, Lynn B. Emery, Inc., Detroit; Bill Bentley, Bussing’s 
Detroit; Jack Luke, Sengbusch Self-Closing Inkstand Co 
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9. Mr. & Mrs. Don LaVigne, Rockwell-Barnes Co 
10. Mr. & Mrs. Ron Douglas & son, W. H. Gunlocke Chair Co 
Mrs. Lloyd Landenberger, Richard Best Pencil Co 
C. Thrasher, Thrasher’s, Ann Arbor, Mich.; Bill Win 
Products, Inc.; Frank Graham, Bates Mfg. Co.; Fl 
Joe Rabaut, Beecher, Peck & Lewis, Detroi 
Pencil Co.; Joe Bellardi, Milwaukee Lc 
Pat LaVigne, Helen Cawley, Jean Voelkner 
Beth Cairns 
Joe Stuckart, The Carter's Ink Co.; Bob Ott 
troit; Bill Leonard, Service Office Supply C 
Burrell Bateman, Joseph Dixon Crucible C: 
Mrs. Jacqueman 
Jack Brown, Lynn B. Emery, Inc., Detroit; Jack Voelkner, Ball 
Office Supply Co., Jackson, Mich.; Bob Lacy, Lynn B. Emery, Inc. 
Detroit. 
Mrs. Al Close and Mrs. Henry Schumuckel, Service Office Supply 
Co., Detroit 
Harry Kaercher, The Parker Pen Co.; Joe Stuckart, The Carter's 
Ink Co 
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NEW!\A GOLD MINE FOR YOU 


IN ONLY 
19 INCHES 


OF SPACES 





IT’S THE SWINGLINE 
STAPLER DEPARTMENT! 


A history-making, profit-making 
first’! A unit to systematize, simplify 
and speed your stapler selling opera- 
tions! A unit that displays and sells 
every stapler in your Swingline stock! 
A unit that invites customer selection 
and testing! A unit of flexible use, 
superb styling, fine construction! And 
—a unit that COSTS YOU NOTHING! 


LIGHT—PLUS ACTION— 
MOVES MORE MERCHANDISE! 


An illuminated, continuous-action, 
full-color photograph in headpiece 


dramatizes famous Swingline open- 
channel. Lift-load-close action “comes 
to life’ as customer moves before 
display. Shelves also illuminated. 
Effective with lights on or off 


TEST-TABLE TOP GETS CUSTOMERS 
TO STOP—LOOK ... TRY—BUY! 


Test area on top eliminates counter 
crowding and clutter—a real customer 
convenience! Unit meets every store 
need... fits against wall, showcase, 
counter, on open floor or in window. 
Measures only 19” deep, 34” wide, 
44” high. Features 16 different items, 
with slots for price changes, pockets 
for “pick-up” literature. Solidly built 


of blonde wood, gleaming chrome. 
* cs 
oe 
SEE IT AT THE SHOW ...... Oct. 4-8, Not’l Stationery Convention, Booth 67 or Swingline Suite, Conrad Hilton Hotel, Chicago. 
WRITE FOR DETAILLS....... SPEED PRODUCTS COMPANY, INC., 32-01 Queens Bivd., Long Island City 1, New York 
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Inc. Miss Weeks says that records are no longer the 
forgotten child in the office, but are now an integral 
part of management’s planning. 

John Erickson, Celotex Corporation, Chicago; Miss 
Edith Sidney of the Chicago Public School System; 
and Mrs. Ida Welch, Miller Brewing Company, Mil- 
waukee, will hold a panel discussion on the subject of 
“Records Management—Whose Responsibility?” 

Terry Beach, General Services Administration, Na- 
tional Archives and Records Service, Washington, D. C., 
will discuss executive records. 

H. O. Whitten of the Public Service Company of In- 
diana, Plainfield, will cover the subject of in-training 
programs. There also will be talks on “Work Simpli- 
fication” and “Dramatizing Supervisory Training.” 





Golden State Travelers Enjoy Outing 
REPORTED BY BOB WESTOVER 


Nearly 100 Golden State Travelers Club members 
and guests attended the annual summer golf and din- 
ner party at the Riviera Country Club, Los Angeles 








More Detroit Stationers Golf Party Snaps 
(Story Appeared Last Month) 


1. Mrs. Milt Burns, Burns Office Supply, Detroit; Howard Denomme 
Bussing’‘s, Detroit. 

2. Mr. & s. Jack Harris, Service Office Supply Co., Detroit. 

3. Herb Walsh, Ace Fastener Corp.; Carl Demski, Beecher, Peck & 
Lewis, Detroit. 

4. Harry and Joyce Lorts. 

5. George Watts, Beecher, Peck & Lewis, Detroit 

6. Bob “Humphrey” Lamson, Bainbridge, Kimpton & Haupt. 

7. Ben Beeler, Associated Stationers Supply Co., Chicago. 

8. Harry Balch, Quality Park Envelope Co.; Bill Lashbrook, Esterbrook 
Pen Co.; Scott Purvis, Joseph Dixon Crucible Co.; Howard Denomme 
Bussing’s, Detroit; Gordon Kickels, C. L. Barkley & Co.; Jim Bar 
rett, Minnesota Mining & Mig. Co. 

9. “Chet” Harper, Wilson Jones Co 

10. Bob Drennan, American Paper Goods Co 
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on August 1. This party honored Reg Holliday 
(Scripto) , immediate past president, and Reg received 
a standing ovation as President George Hattey 
(Eaton) presented him an engraved miniature gavel, 

Many prominent out-of-town guests were in attend. 


Ca 





Seen at Golden State Golf Outing... 


1. Russ Davis, Hank Lyles, Ernie Daniels and Carl Grimes. 

2. Lee Shaeffer concerned over a long putt. 

3. Ernie Daniels, Russ Davis and Carl Grimes watch one of 
Hank Lyles’ drives. 

4. Willie Palmer, Morrie Chaplan, George Morgan and 
Harold Hall. 

5. Charlie Evans, Bud Purdy, Phil Redford and Jim Cahill as 
the latter records voices for playback later in the evening. 

6. Harold Bass shows the form that won him blind bogey 
award. 

7. Reg Holliday smiles as George Hatten presents him his 
gavel. 


8. Kenny Bauer receives golf trophy from George Hatten. 

9. Carl Grimes poses with his award for high gross, just 
presented by Vic Hall. 

10. Vic Hall presents a golf bag to G 
score. 

ll. Harold Bass receives low bogey award from C 
Pete Masterson and Vic Hall. 


A. Gillete for low net 


>-chairmen 


ance, including Charlie Ruffner, general manager, and 
Lee Johnson, manager of the furniture department, 
H. S. Crocker, San Francisco. Sam Shutt from Sher- 
man, Tex., was present along with Clyde Stickler of 
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New Steel Age Typewriter Shelf 
Ends Tugging & Pulling! 


Here’s a new convenience feature on the popular 
Steel Age Secretarial Desk that’s sure to make a 
big hit with your customers. It’s the new Shelfo- 
matic*typewriter shelf. It glides smoothly and 
effortlessly into typing position with just a slight 
pressure of one hand... and remains absolutely 
rigid until the operator releases it. What's more, 
Shelfomatic’s simple, rugged design eliminates 
unsightly extended levers, brackets and latches 


to visit our display at the 
N.S.O.E.A. Convention 
in Room 521 

Conrad Hilton Hotel 
Chicago * October 4-8 


You’re Invited 
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which pinch or scratch the operator. This new 
development in secretarial desks is just another 
example of the progressive design engineering 
and outstanding craftsmanship that have made 
Steel Age one of the nation’s fastest-growing 
lines of office furniture. @ If you'd like to have 
more information about Shelfomatic—or about 
any member of the STEEL AGE family of quality 
office furniture—call or write us today. 


* Patent applied for 


jeel Age 


Corry-Jamestown Mfg. Corp 


Corry, Pa. 
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the Bakersfield Paper Company, who gave a first-hand 
report of recent earthquake damage in Bakersfield. 

Vic Hall (R. L. Smith) and Pete Masterson (Acco 
Products), co-chairmen of the event, produced a 
tableload.of prizes. Almost everyone ended up with a 
gift to turn over to the wife to make up for the eve- 
ning lost and poker deficits 

Preceding the dinner a golf tournament was held on 
the Riviera greens. Kenny Bauer won the golf cup 
with a low gross and G. A. Gillette (Zellerbach) gained 


a new golf bag for his low net. Harold Bass (Bell § 
Griff) and Wally Jones (Bert Morris Company) split 
the blind bogey. Carl Grimes was presented with ¢ 
special award for his high gross score. 

An interesting sidelight was arranged by Jim Cahijj 
(American Pencil), who interviewed everyone with ag 
tape recorder during the afternoon and played the 
tape back over the public address system during the 
dinner 








Midwest Travelers Club and District No. 8 NSOEA Dealers Outing at Santa Fe Hills 


1. Chet Smith, A. W. Faber-Castell Pencil Co.; W. F. Cromwell, Eaton 
Paper Corp.; Maurice F. Mann, Sanford Ink Co 

2. Howard K. Hendricks, Allen Marking Products, Inc., Kansas City 
Mo., secretary of Kansas City Stationers Assn., accepts the golf 
trophy from Clint Cooper, Esterbrook Pen Co., chairman of the 
golf party. It was won this year by the stationers. 

3. Roy Moreland, Schooley Ptg. & Staty. Co., Kansas City, Mo., and 
R. D. Latsch, Latsch Bros., Inc., Lincoln, Nebr 

4. Top Row: Chet Smith, A. W. Faber-Castell Pencil Co.; Bill 
Shockley, Samuel Dodsworth Staty..Co., Kansas City, Mo.; Robert 
H. Krohne, American Lead Pencil Co.; Tom J. Seward, Speed 
Products Co.; Roy Moreland, Schooley Ptg. & Staty. Co., Kansas 
City Mo.; Bottom Row: Joe C. Melton, Melton Publishing Co.; John 

iw, Minnesota Mining & Mig. Co.; Clint Cooper, Esterbrook 
Pen Co.; George F. Rocker, W. H. Gunlocke Chair Co.; W. Lee 
Gamel, The Bates Mfg. Co. 

5. Top Row: Val Messer, Wes Lloyd, Dave Martin, Ray Greenstreet 
and Dale McCall, all of Schooley Ptg. & Staty. Co., Kansas City 
Mo.; Bottom Row: Willard Harrison and Roy Moreland, Schooley 
Ptg. & Staty. Co., Kansas City, Mo.; E. J. Mitchell, mfrs. rep.; 
Joe Landes and Vaughan T. Williams, Schooley Ptg. & Staty. Co 
the latter governor-elect District 8, NSOEA 

6. Bane Tatman, Myers Office Furniture Co., Kansas City .Mo. 
Steve Stephenson, Parker Pen Co.; Fred D. Pitt, mfrs. rep.; Fred 
Brous, Crane & Co., Topeka, Kans 
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Story on Page 262 





7. Ralph Sleeper, Quentin Reed, Bill Collins and Roy Wiewold, all § 


of Office Supply & Equipment Co., Topeka, Kans 

8. Fred D. Pitt, mfrs. rep.; Herb Walsh, Ace Fastener Corp.; E. J 
Mitchell, mfrs. rep.; Dan A. MacDougall, Stationers Loose Leal 
Co.; Vice Agee, Midland Staty. & Supply Co. 


3. Vaughan T. Williams, Schooley Ptg. & Staty. Co.; John B. Brain 


Jr., Brain Staty. Co., Omaha, Nebr.; Leonard B. Wilcox, Roberts 
Ptg. & Staty. Co., Hutchinson, Kans.; Ray A. Baldwin, Gallup 
Map & Staty. Co., Kansas City. M Cortland B. Horr, Associated 


Stationers Supply Co., Chicago. 
G. Max Keating, mfrs. rep.; Ray Greenstreet, Schooley Ptg. é 
Staty. Co.; George F. Rocker, W. H. Gunlocke Chair Co.; Clint 
Cooper, Esterbrook Pen Co. 
Leonard B. Wilcox, Roberts Ptg. & Staty. Co.; Hutchinson, Kans 
and John B. Brain, Jr., Brain Staty. Co., Omaha, Nebr 
Robert E. Reetz, Royal Metal Mfg. Co.; Richard J. Fuller, Smead 
Mfg. Co.; Paul Baird, Geo. E. Baird & Son, Inc., Kansas City, Mo 
13. Hoard M. Van Voorhis, Sanford Ink Co.; Al G. Collatz, Moore 
Business Forms, Inc.; Howard Blanchard, Fiddlers, Inc., Kansas 
City, Kans.; Eric Nodwell, The Carter's Ink Co 
14. Russell E. Ragan, American Pad & Paper Co.; Hoard Blanchard 


Fiddlers, Inc., Kansas City, Mo.; George F. Rocker, W. H. Gum 
locke Chair Co.; Bill Back, Joseph Dixon Crucible Co. 
Photos Courtesy of Dave Neuhaus 
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National Adding Machine Dealer Franchises are now 
available in a few cities. They will not remain open long. 
If you can qualify, here is what a National Dealership 
will mean to you: 


You get a complete line of adding machines and desk- 
model bookkeeping machines to meet every business 
need. This is not a limited “‘dealers line.’’ 


You will have 37 different National Adding Machines, 
with a combination of time-and-effort-saving features 
not found on any other adding machine at any price. 


If you do not have a service department, you can—if you 
so elect—confine your efforts to selling. Expert service- 
men from The National Cash Register Company will 
handle your service requests for you. 

Better hurry your application! Write, phone or wire 
TODAY for full information on how you may get a 
highly profitable franchise on the complete National Add- 
ing Machine line. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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Your customers™* 
will soon have 
an entirely new 
idea of what a 
modern safe 


looks like 


and the protection features it should have. Spectacular ads in The Saturday 











Evening Post, Time, Nation’s Business, Fortune and other leading magazines will 
introduce the new Mosler “100” and “200” Series Record Safes (companion lines 


to the Mosler “400") that antiquate all other safes in America. 


Te 





GET READY! When your customers get that first | 


startling look at the handsome new Mosler Record The Mosler Sate Company ¢ Dept. OA-10, Hamilton, Ohio 
‘ ia Please rush me a catalog showing the new 100" and “200” 
Sate nthe maga re f - t 
7 nagazine plenty of them are gO Series Mosler Record Safes, and complete information so I 
vant a close -up look at them fast in your can be in time to take advantage of Mosler's big promotion. 
lisplay room 
| NAME___ POSITION 





GET SET, NOW, to take full advantage of the tre- 





nendous interest this announcement is going to FIRM NAME_ ——— 

create in your city. Mail the coupon, right now, | 

for catalog of the new line and full details on | mise Poi ter =o — ae 
ti how t ash in <<,  — 
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Louis M. Brown Heads Eberhard Faber 

Louis M. Brown, former executive vice-president, was 
elected president of Eberhard Faber Pencil Company at 
a special meeting of the board of directors held Thurs- 


day afternoon, August 14. 
Mr. Brown started with the company as Canadian 


Louis M. Brown 





sales representative on August 13, 1923. Since that 
time he has served in the capacities of assistant sales 
manager, sales manager, vice-president in charge of 
sales and executive vice-president. 

Duncan C. Taylor was elected secretary at the same 
meeting. 





Bostitch Announces New Officers 


The board of directors of Bostitch, Inc., announced 
in August the election of Joseph D. A. Whalen as chair- 
man of the board, effective September 1. 

Named to succeed Mr. Whalen as president was 
Emmet G. Gardner, now with the company as executive 
vice-president. 

Mr. Whalen, Bostitch president since 1928, has been 
with the company for 43 years. Joining the firm in 
1909 as treasurer, he has played a leading part in its 
expansion and growth. Under his direction the com- 
pany has grown from a small New England shop, pro- 
ducing wire stitchers for the bookbinding industry, to 
a place of leadership in the field of industrial and 
business fastening. Always keenly interested in the 
development of new products, Mr. Whalen saw the 





J.D. A.Whalen E.G. Gardner 


number of Bostitch machines grow from a handful of 
stitchers to more than 800 stitching and stapling ma- 
chines for fastening materials ranging from paper to 
steel. 

During World War II, he also served as chairman of 
the board of the New England Small Arms Corpora- 
tion, formed to handle a $40,000,000.00 contract for the 
manufacture of Browning Automatic Rifles. 

Bostitch’s new president-elect, Emmet G. Gardner, 
is a veteran executive in the metal working field. He 
joined Bostitch a year ago as executive vice-president 
after having held a similar position for many years 
with Nesco, Inc., of Milwaukee. He was in charge of 
the manufacturing and sales of that company’s five 
plants and the supervision of engineering, develop- 
ment, purchasing and personnel. Before joining Nesco, 
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he was vice-president in charge of manufacturing at 
the Grand Rapids Brass Company where he also di- 
rected engineering, designing, purchasing and per. 
sonnel. 

From 1933 to 1936 Mr. Gardner was employed by the 
Ohio State Tax Commission. Earlier in his business 
career he served with the American Telephone & Tele- 
graph Company as an industrial engineer at that 
company’s Hawthorne plant in Chicago. He is a gradu- 
ate of Ohio State University. 





Globe-Wernicke Acquires Virginia Firm 

A. C. Howard, president and general manager of The 
Globe-Wernicke Co., has announced acquisition of the 
Angus Snead Macdonald Corporation of Orange, Va, 
and its subsidiary, Snead and Company. 

In the transaction, Mr. Howard stated, Globe-Wer- 
nicke has purchased the Virginia concern’s fixed assets, 
consisting of tools, dies, patents, and the assignment 
of foreign licenses of the Snead system of library book 
stacks. The system was developed by the former Snead 
& Company of Jersey City, N. J., a predecessor of the 
Angus Snead Macdonald Corporation. The system has 
been pre-eminent for the past century in libraries all 
over the world. 

For the past five years, Globe-Wernicke has been 
manufacturing the Snead system under contract to the 
Macdonald organization which handled sales, engin- 
eering and installation, functions which the Cincinnati 
firm now assumes. 

Mr. Howard stated that A. S. Macdonald will serve 
in a consulting capacity and that several of the key 
people of the Macdonald concern have been offered 
positions with Globe-Wernicke. 

Commenting on the purchase Mr. Howard pointed 
out that The Globe-Wernicke Co. has been in the l- 
brary business for over 25 years, furnishing wood in- 
teriors plus library technical equipment, including 
filing cabinets, filing systems, chairs, desks, tables and 
other equipment. 

“The purchase complements our library business,” 
he said, “and now makes it possible for our organiza- 
tion to offer libraries and architects virtually all library 
equipment from a single source.” 

Mr. Howard also stated that the Snead name will be 
continued in his company’s library division because ol 
the pre-eminence of the Snead Library System 
throughout the world. 





S. G. Adams Purchases Barnhart, Mo., Plant 


A brick factory building in Barnhart, Mo., was re 
cently purchased by the S. G. Adams Company of St 
Louis, Mo., manufacturer and dealer in office equip- 
ment and allied lines. Purchased for expansion pur- 
poses, the deal also included 24 acres of land on which 
the factory is located. 

Originally erected for the Pidgeon Vitrified China 
Company, the property is some 20 miles south of St 
Louis. The plant itself has 95,000 square feet of floor 
space, is equipped with natural gas for heating and 
manufacturing processes, and is provided with a 600- 
foot railroad siding. 

The Adams’ concern will use the building to carr 
on manufacturing processes to supplement those o 
its St. Louis factory, which is located on Garrison St 
The retail outlet of the Adams’ concern is on 10th and 
Olive Sts. in St. Louis—RAL 
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BY J. A. (LUCKY) BALDWIN 


CORPUS CHRISTI. TEXAS 





formerly sold Clary machines for another Clary Dealer 
in Texas 
“Then one day my employer suggested to Clary that I was 
doing well enough to be awarded a dealership of my own. 
g ati “When the Clary Home Office approved, I established my 
G5 Clary Dealership in Corpus Christi. 
— “Clary Adding Machines and Cash Registers were an almost 
the | immediate success in my area, and the reasons for this are 
al pretty obvious 
that “First of all, the Clary is by far the best-looking machine 
udu-— onthe market—and a credit to any store counter or office desk. 
“But Clary’s beauty is more than skin deep. Its revolution- 
ary all-electric design is absolutely new from the desk up, not 
just an antiquated hand mechanism with an electric motor 














The added as an afterthought. 
the 
Va. 
ver 86 ; 
ex} J VO CX 
rent | 
00K | 
ead ‘i 
=| with a Clary Dealership...ma OU Cal, LOO. 
has eee 
$ all 
ain “Better yet, it has rotary printing, plus a phenomenal 
the speed that makes it the fastest adding machine in the 
gin- | world—188 items a minute! 
-_, “Add to this a keyboard that’s laid out like a simple 
arve ledger page, and a Thumb Add Bar that’s placed where 
key the familiar typewriter space bar is—well, you can see 
“7 why Clary says there are no ‘systems’ to learn. The fact 
ited is that even inexperienced operators can do their work 
> Ii up to 48% faster on a Clary. 
“al “And a Clary machine is easier to demonstrate be- 
and cause Clary’s points of superiority are immediately 
apparent to the prospect. As a result, a demonstration 
= means a sale more often than you'd think. 
“ary “Now, as to my over-quota sales: One month this 
year, 1 went 470% over my sales quota. The next month, 
att it was 313%. Then the following month it went up to 
tem | 779% . Of course, such large percentages don’t happen 
all the time—but they are an indication that a Clary ma- 
chine, by and large, is an easy product to sell because 
it it does so much of the selling itself. 
, - “Over-quota sales mean more to a Clary Dealer than 
nip- to other business machine dealers, because Clary has 
ure eNO a generous profit-sharing plan unlike any other incen- 
rick | tive program in the industry. This is how it works: Be- 
| CLARY Multiplier Corporation, Dept.0A-5 | = cides all the customary dealer benefits you get from 
uns | San Gabriel, California | ; ie ' 
St | other companies, Clary lets you share in all company 
100! Please send me immediately full information about »rofits resulting from ove ¥ les. Thi : 
and ' the many advantages of a Clary Dealership. ou odhag i ne . ve ee ee hese *- 
500- Sen nice increase in your income. 
‘x “When I think how sound the Clary line is, and how 
ArT} Bw rrr 5 profitable it is to me personally, I often wonder why 
St Addr other salesmen don’t find out what a Clary Dealership 
and 1 City ( ) State l could do for them. Filling out the coupon will bring 
re a you all the facts about Clary and Clary Dealerships.” 
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Two Views in the New Wilson Jones Chicago Ware- 
house ... At the left is the traffic and shipping department 
where the finest of facilities permit speedy and economical routing 
and delivery to carriers. At the right is the order filling area 
where the stocks are arranged for rapid and accurate assembly 
of items for shipping. 


W-J Moves to Warehouse Near Chicago Loop 


Wilson Jones Company, has moved its shipping and 
stocking facilities to its new location at 209 South 
Jefferson St., Chicago, Ill. 

A four-story building, purchased by the company, 
has been completely modernized and two stories are 
being added. Later on the executive sales and ad- 
vertising offices will be moved to this new location. 
Expansion of the company facilities has been made 
to meet service requirements due to a rapid growth 
in the business. 

The latest in modernizing equipment has been in- 
stalled to speed up packing and delivery services. The 
new location is centrally situated. It is only a few 
minutes from rail facilities and downtown hotels. This 
means quicker service at the city pick-up counter. In 
the shipping department all material is handled on 
mechanized conveyors which move supplies contin- 
uously from packing to shipping areas so there is a 
fast, uninterrupted flow in filling orders. The expan- 
sion at Wilson Jones Company is the first step of a 
series of expansion moves which are planned. 

Wilson Jones principal manufacturing plants are lo- 
cated in Chicago, Ill. and Elizabeth, N.J., with branch 
manufacturing plants in New York City, N.Y., Cam- 
bridge, Mass., Kansas City, Mo., and San Francisco, 
Calif. The company recently established a factory at 
Toronto, Ontario, Canada. Sales and showroom facil- 
ities also will be provided at the Canada factory loca- 
tion. 





It’s Time Again to Write That Letter 


National Letter Writing Week is upon the industry 
again, this year from October 12 to 18. 

The Postmaster General of the United States, on this 
15th observance of Letter Writing Week, points out in 
some 25,000 letters to local post offices, that first class 
mail, which includes personal letters, is the principal 
source of profitable revenue for the U.S. postal system. 

The Paper Stationery and Tablet Manufacturers As- 
sociation, Inc., which sponsors this annual event, has 
distributed more than 100,000 posters throughout the 
retail trade. Free newspaper advertising mats as well 
as electrical transcriptions have also been circulated. 
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At the W-] House Warming... 


1. James Pryor, southern sales manager; John Dux, director @ 
advertising and merchandising; Harold Gould, Chicago sales 
manager; Antony Love, general sales manager. 

2. Fred Damlos, manager of operations in new plant; Hany 
Horder, president of Horder’s, Inc., welcoming Mr. Damlos # 
the business neighborhood. 

3. Antony Love, W-J] general sales manager; R. V. Arvey, Crows 
Office Supply Co., Chicago; Dave Marder, Wilson Jones Co; 
Eli Ackerman, Crown Office Supply Co.; Harold Gould, W4 
Chicago sales manager. 





West Side Printing & Office Supply 


West Side Printing & Office Supply Company Ine, 
printers, stationers, engravers, binders and so forth, 
has been granted charter of incorporation, listing capl- 
tal stock of 100 shares no par value. Directors are: 
Florence Stoller, Alvin J. Sander and Benjamin Aldef, 
whose addresses are listed as 1 East 42nd St., New York 
City, N. Y—EEG 
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— oe aif In addition to supplying you with the best 
1 face lores 6 , engineered Furniture Casters, Faultless takes 3 
oe Be steps to reach and sell more customers than ever 
— before. This way we both take the waste-motion 
and guesswork out of caster selling. Our 1952-3 
Sales Plan is the most comprehensive, the most 
helpful and the most profitable program in the 
industry. Ask us for further particulars, no 


obligation, at Space #230 Stationers Show. 
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FAULTLESS CASTER CORPORATION Dr: 


Branches in Atlanta, Boston, Chicago, Cleveland, Dallas, Detroit, Grand Rapids. High Point, Houston. Indianap 
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New Sheaffer Factory Starts Operations 


The W. A. Sheaffer Pen Company’s new $3,250,000 
factory is in full operation, it has been announced by 
the pen company’s president, Craig Sheaffer. All man- 
ufacturing departments housed in the old main plant 
are now in the new building 

Open house ceremonies attended by thousands 
marked the opening of the new factory-office building 
for public inspection. 

The new factory is built around and over the com- 
pany’s old main plant. It adjoins the small building 
in which W. A. Sheaffer, founder of the company, 
began volume production of the first Sheaffer fountain 
pens in 1914. 

Extending over an area of three city blocks, the new 
plant gives the company a 30% expansion in all its 
manufacturing departments and provides for an addi- 
tional 20% expansion later. 

The factory section of the building is on three levels, 
the office section is on four. The factory has 165,000 
square feet of floor space, and the office 40,000 square 
feet. The office unit connects directly on its first three 
floors with the office unit built in 1937. Together they 
provide 67,000 square feet of floor space. 

The first floor of the factory houses the plastic 
moulding department, plating department, metal fab- 
rication department, finished stock department, order 
department, shipping department, carton storage, gold 
reclamation activities, waste paper baling and storage, 
garage for company cars and two-story boiler room. 

On the second, or main floor, there is a cafeteria 
with seating capacity of 400; repair department where 
about 2,800 pens and pencils daily are serviced and 
shipped; tool room; first aid section, apprentice room, 
maintenance department; and the inspection and 
quality control department 

The gold nib department, pencil department, pen 
assembly department and plastic fabrication depart- 
ment are all on the third floor. 

The lobby of the office unit follows the new trend of 
making the interior seem to extend outdoors and is a 
striking feature of the building. Its windows extend 
from floor to ceiling for the entire exterior perimeter of 
the room, affording a panoramic view of the Missis- 
sippi. 

Situated in the rear of the lobby is the company’s 
museum. 

A building unit in the block west of the new plant, 
formerly the engineering department and tool room, 
has been remodeled to accommodate the laboratory, 
development department and personnel department 
In this building Walter A. Sheaffer began manufacture 
of the original Sheaffer fountain pens. 

In addition to the most up-to-date equipment for 
manufacturing operations, the plant provides extensive 
facilities for employee comfort, welfare and safety. 
Both factory and office sections are completely air- 
conditioned. 
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Sheaffer's New Factory Extends Over an Area of Three City Blocks in Fort Madison, Iowa 


“Although we'll be pleased to show any interested 
visitors around our new plant, we'll be especially happy 
to welcome those in the writing equipment trades,” 
Craig Sheaffer declared. “Many dealers visit us in 
Fort Madison during our sales training courses or just 
in passing through. We hope the new factory and 
offices will provide many others with a reason for com- 
ing in to say hello.” 





Stoyles Press Opens Office Supply Store 


Stoyles Press, Inc., 123 First S. E., Mason City, Iowa, 
has opened an office and school supply department 
at 107 E. State in the Brick & Tile Building. 


The new department will supply everything needed 


for the office, according to Mr. Stoyles, including forms, } 
records, inks, paper, looseleaf binders, stationery, filing § 


equipment and office furniture. 











Mr. & Mrs. Leo Miller of Harbor 


Reward for Sales ... 
Office Equipment Co., East Chicago, Ind., stand near the refrig- 
erator which they won along with other prizes in the Cosco sales 
contest conducted by the Hamilton Mfg. Corp. The plan was 
offered to all Cosco dealer organizations registering their sales 
men from a promotion divided into eight weekly prize periods. 
Merit points were awarded for the sale of any and all Cosco 


office chairs. The dealer-salesman received his prize check a 
the end of each week upon the receipt of the dealer’s sales record 
account. The company paved the way for easier selling by 
carrying an unprecedented amount of consumer national adver 
tising. 
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Here they are ... What a line up! 


NEW “Flexi” STORAGE CABINETS 


the cabinets with the double feature 
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7812 SD—38’W.x78“'H.x12"D. 
7818 SD—38’W.x78’’H.x18’’D. 
4212 SD—38’°W.x42"H.x12’’D. 
Never before — such flexible and practical storage cabinet units! Exclusive double feature . . . (1) adjustable, 
| sliding shelves that absolutely require no bolting . . . (2) sliding, gliding doors that can be removed in less 
( . than 3 seconds, without tools. These heavy gauge steel cabinets are in a class all by themselves! Each and 
every unit is a real sales booster and profit maker for you. Write or wire Joe Davis for more details. 
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Change Name of Tyler’s Office Supply, Inc. 


A change in the name of Tyler’s Office Supply, Inc., 
to Florida Office Supply was announced recently by 
the owners, George and Gene Tyler and Frank Heath 
of Winter Haven, Fla. 

The change was in name only with no disruption of 
ownership or employee personnel. The chain of office 
supply stores has now grown to five, located in Winter 
Haven, Haines City, Dade City, Lake Wales and Lake- 
land, Fla.—JL 





Latin Americans Visit Art Stee! Plant 

Latin American safety officials visited the Art Steel 
Company in New York to study safety methods under 
Point Four of the Marshall Plan on August 21, New 
York, New York. 

The individuals who attended are either govern- 
mental officials, or officials of the State Industrial 
Fund, or Workmen’s Compensation Agencies in their 
respective countries, or connected with large industrial 
enterprises. 

This visit was part of an intensive governmental 
program in which, under the implementing of Point 
Four, the government is playing a leading part in 
bringing to the study of officials of foreign countries, 
the “know-how” and American methods in accident 
prevention and workmen’s safety in various types of 
manufacturing enterprises. 

The Bureau of Labor Standards of the U. S. Depart- 
ment of Labor, is the immediate host of the visitors 
and their program projects wide and extensive visits 
to all of the many manufacturing plants in the United 
States, in order that they may have the fullest oppor- 
tunity to study accident prevention in fabricating 
plants. 

Thomas J. Barry, of the United States Bureau of 
Labor Standards, acted as project manager in taking 
the visitors around the plant of the Art Steel Company. 

Pasquale Cappola, connected with the Industrial 
Safety Service of the New York State Department of 
Labor, acted as one of the guides on the project. Mr. 
Cappola, who is an expert on safety devices, gave to 
the group the technical background of the various and 
many safety devices employed at Art Steel Company. 

The group is on a six months’ training program 
which will cover 13 industrial states from coast 
to coast, and it is expected that it will attend the Na- 
tional Safety Conference in Chicago on October 20, as 
a part of the study of American methods. 

Mr. Barry stated this was the practical demonstra- 
tion of Point Four in the sharing of American “know- 
how” in safety and accident prevention. 































Merchant Enters Electronics Field .. . Edgar B. Je 
president of Marchant Calculators, Inc., confers with the top me 
agement of the company’s new subsidiary, Marchant Researd 
Inc. Formerly Physical Research Laboratories of Pasadena, th 
subsidiary firm develops and makes electronic computors ang 
components. Mr. Jessup is chairman of the board of the neg 
company. Shown in the picture are, left to right: Donald Whig 
chief engineer and director of Marchant Research; George Greeng 
president and director, and with Mr. White co-founder of Physicg 
Research Laboratories; Harold T. Avery and Walter Kassenbohm 
vice-presidents and directors. Mr. Avery is chief engineer ¢ 
Marchant while Mr. Kassenbohm is in charge of manufacturing 
for the parent company. 













Wilson Jones Opens Toronto Facilities 


Wilson-Jones Company (Canada Ltd.) has estab 
lished manufacturing, sales, and showroom facilities 
at 107 Front St. E., Toronto, M. W. Borders, president, 
announces. 


In the United States, the principal manufacturing 
plants are in Chicago and Elizabeth, N. J., with branch 
manufacturing plants in New York City, Cambridge 
Mass., Kansas City, Mo., and San Francisco. The com- 
pany has the following subsidiaries: Cooke & Cobb 
New York; Standard Diary Co., Cambridge; Defiance 
Calendar Co., New York; Chicago Stapler Manufactur 
ing Company. 

J. J. Carter, who heads the sales division of thé 
Canada company, has represented Wilson-Jones if 
Canada for two years. He is a native of Ontario and 
was educated at the University of Toronto and served 
in the RCAF during the First World War. 

This is the first step in expanding the company i 
Canada.—GNS 















Study American Methods... In 
ing Levy of the Art Steel Co., demonstrate 
safety equipment to visiting Latin Amen 
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40” Wide x 29%" High x 18” Deep 
Choice of olive green or Cole gray 
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all 3 combined! 





DIAL LOCK VAULT 








STORAGE CABINET 
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The “MODERN” File 


No. 990 
Just right for the small office. A filing cabinet, a storage cabi- 
net and a concealed secret vault all in one. The latest design & 50 
in office cabinets. Contains four ball-bearing letter files plus 
three adjustable storage compartments under lock and key. 


Only YOU know the combination of the secret vault. Will pay 





for itself by preventing petty pilferage. 51%” high, 30/2” wide, No. 1090 LEGAL SIZE with 
legal size instead of letter 
17” deep. Olive green or Cole gray baked enamel finish. size drawers ........... $82.50 





The above cabinets are also available with plunger-type lock that 
avtomatically locks all drawers, $8.50 additional 


Grained Walnut, Mahogany or Knotty Pine Finish, $12.50 additional 






#1179 


COLE STEEL EQUIPMENT CO., INC., 285 MADISON AVE., NEW YORK 17, N.\ 


Prices slightly higher in Texas, Colorado and West of the Rockies. : 


CUTS OR PHOTOGRAPHS OF ALi COLE PRODUCTS 
AVAILABLE ON REQUEST. 


4 GZ A er GUARANTEE OF QUALITY 











PRONTO STORAGE FILES 


for less active records.. 


OTHER SIZES AND PRICES Letter Size $355 
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Width Height Length ro PRICE File PRICE Check Size $240 


’ Single Carton No. Single Carton 


E210 . . $3.55. . $3. I210L . . $4.45. . $4.35 STURDY CONSTRUCTION — Prontos are bull 
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aa * oan?? oop 275-lb. test corrugated fibre board and 
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forced with steel on the shell and the four ce 
of the drawers. 

SAVE FLOOR SPACE — Constructed so that 
interlock into solid units and stack as high 
the ceiling, saving valuable floor space. 


LOCATE YOUR RECORDS EASILY — No more 
of fussing and fuming. With Pronto files you 
get at all records just as easily as in your 
active files. 

BEAUTIFUL APPEARANCE — Pronto files aret 
tiful in appearance, finished in an attractive 

_— green. The steel drawer front matches your 

“These numbers have removable divider partitions. {Packed 6 to @ earton—all others 12 to a carton. lar active office files. 
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A DEPENDABLE SOURCE OF SUPPLY FOR YOU 


The National Lock Company manufactures a cabinets, wardrobes, lockers, cash boxes or 
complete line of quality hardware for use whatever you make in this line. Take ad- 
on most every kind of office appliance. Let vantage of getting everything from one 
us figure on your requirements for desks, file capable source of supply ...National Lock. 


Wardrote Handles Focker F fl Handle, 


Latches, locking and a> 
rehilelilel® Mulelilel tt) 
... ideal for use on 
steel lockers, cab- 
inets, wardrobes 
and utility boxes. 
la lolate| (Mam lola am ole] aay 
and escutcheon are 
made of pressure 
die cast zinc alloy. 
Choice of several 
popular finishes. 
Can be keyed alike 








or all different. 
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Locker Hinges | Locker Locks Comtination Socks 


A wide selection of sizes in single 
and double-leaf construction, cap 
able of withstanding rough usage 
Made from select stee! and reg- 
ularly provided in plain finish 





Distinelioe Hlardwae... WH) NATIONAL LOCK 
ALL FROM J] SOURCE Wie COMPANY 


abel Holders, Casters, Locker Hooks, Hinges, 
. Everything for Office Appliances. 
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the choice 3401 


over all other 
office 
chair cushions 


C-Foam, and C-Foam Moltex are 
the largest volume, fastest selling 
cushions in the world today. 

And for one good reason—they’re the best. Office workers 
find that in C-Foam they get the longer lasting comfort 
so important to peak efficiency. They like the wide 
range of style too. For C-Foam and C-Foam. Moltex are 
available in many different sizes with a choice of 

color and cover. 


Brown or green fabric; Brown, red, grey or green plastic or 
fibre ; Some with rernovable covers, some reversible. 
PROMPT DELIVERY ... You can be assured of immediate 
attention, and action on all your orders. 


Distinctive Chrome stand, stickers, cards and advertising mats 
for all dealers 


Honeycombed with millions of 
tiny air holes the C-Foam 
literally breathes fresh cooling 
air with every movement to 
provide long lasting, restful 
comfort. Made with pure, molded 
latex foam rubber. 


Sizes 16” x 18” and 14” x 15” 
1” thickness $595 


2” thickness $695 
special 17” x 19” x 2” $795 
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AMERICAN LATEX PRODUCTS CORP 
3341 W. El Segundo Bivd., Hawthorne, Calif. 


1 wont more information about C-Foam cushions. 
Nome____ 
aE 


Address_ 
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Atlanta Envelope Company Shows Off New Factory in Southern Sunshine 


Southern Firm Moves Into New Plant 


One of America’s most modern envelope plants 
opened its doors to the public in August when Atlanta 
Envelope Company moved into its new 75,000 square 
foot building at 177 Northside Dr., Atlanta, Ga. 

Located at the intersection of Atlanta’s new express- 
way and the highway leading to Chicago, the envelope 
company’s building is seen daily by thousands of 
northwest Atlanta residents and tourists traveling to 
and from Florida. 

Designed around a circular flow chart for mass 
envelope production, the new building has created 
some stir in architectural circles because of its many 
innovations. 

A rubber-tiled cantilevered ramp spirals up from 
entrance to reception room eliminating the need for 
both elevator and stairs. There is no “back door” for 
plant personnel. All employees enter through the same 
entrance. 

Glazed tile construction, inside and out, cuts mainte- 
nance costs to a minimum, virtually eliminating 
painting and plastering and large column spacing 
(30 feet by 50 feet), contributes maximum flexibility 
freedom of movement and handling of machinery and 
materials. A “split-system” air conditioning plant 
cools both dining rooms and offices. 

An electrically operated loading ramp, reported to 
be the first in the area, automatically accommodates 
itself to the height of the truck. 

Built around a sanitary “gum-room,” where glues 
for the envelopes are mixed and cooked, the production 
line permits materials to move in a continuous cir- 
cular flow—in one door, through the various manufac- 
turing processes, cutting, printing, folding attach- 
ments, packing, and finally, out of the same door. 

Waste paper trimmings are automatically removed 
by gravity from the cutting machines through chutes 
to storage bins on the floor below. Sunk below this 
lower floor is an “up-stroke” baler which ejects the 
bales of waste onto scales and loading platform for 
removal by truck. 

With production capacity of one and one-half million 
envelopes per day, Atlanta Envelope Company is the 
Southeast’s largest producer. Machines now under 
construction will soon boost output to two million per 
day. Envelopes made under the AECO label are dis- 
tributed throughout the nation, from Puerto Rico to 
Seattle, Washington. Specialty items such as duplicate 
payroll envelopes, boxes of 100 household envelopes, 
celanese plastic window envelopes and the many types 
of standard commercial envelopes are all manufac- 
tured by this southern company. 

Established in 1893 by the late Sigmund Guthman, 
Atlanta Envelope’s new home is dedicated to its 
founder. An oil portrait of Mr. Guthman hangs in 
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the reception room. Known throughout the southland 
as the father of the envelope industry in the South, 
Mr. Guthman’s firm has continued to hold a leading 
position in the envelope industry. The new building 
is the fourth it has occupied in its 59-year history. 

More than 100 employees are engaged by this 
Atlanta firm, many having served more than a quarter 
century. The firm is still operated by the founder’s 
family, under the direction of three managing part- 
ners, David Goldwasser, Charles H. Held, and Siegfried 
Guthman. 





Alexander Office Supply Firm Sold in Hawaii 


The oldest office supply firm in Honolulu, Hawaii, 
Alexander Brothers, Ltd., was sold August 19 to a cor- 
poration of three Honolulu businessmen. 

Sales price was not announced. Assets of the firm 
were estimated at approximately $100,000. 

It was also announced that the company would be 
moved from its present location at 512 Atkinson Dr. to 
1696 Kalakaua Ave., a site recently purchased by the 
new owners. 

The sale, which brings the first change of ownership 
to the company since its founding 28 years ago, was 
announced by Fred P. Alexander, president and foun- 
der, and Bill J. Eaves, president of the new corporation. 

Other purchasers were Joseph C. Fatt, who will serve 
as secretary-treasurer and James R. Parker, who will 
continue on as vice-president. 

Mr. Alexander, who now lives in San Mateo, Calif, 
will remain as a member of the board of directors, Mr. 
Eaves said. Besides the three purchasers, Val Strough 
of Oakland, Calif., will also serve as a director. 

Alexander Brothers was founded in Honolulu in 
1924 by Mr. Alexander and his brother, E. M. Alex- 
ander. In 1936 he bought the last of the company’s 
stock from the estate of his brother. 

For Mr. Alexander this sale represents very close to 
the “swan song,” he states, of nearly 44 years in the 
office machine business. 

For him this has been an interesting and profitable 
lifetime’s experience, starting as a cleaning boy in the 
service department of one of the typewriter companies, 
then into the bookkeeping department, later in the for- 
eign field and, for a short time, as store owner and 
agent in California before becoming, for nearly 30 
years, a merchant in Honolulu. 

Mr. Alexander says, “During this period of time, of 
course, there have been tremendous developments in 
our particular industry, all of which have brought the 
business world to a point of high-speed production of 
minute detail, required under our economic standards. 
It would be impossible for business to carry on had we 
not had the evolution in development of fine high- 
speed office machines during the last half century.” 
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BATES 
NUMBERING 
MACHINES 

The world’s standard 
for excellence. 
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- BATES BATES 

BATES — MERCURY STAPLERS PERPORATOR 

MODEL C STAPLER p Wide range of models for Easiest action, large waste 

BATES REFILL Makes its own staples. : every requirement. container. Compact, economical. 


5000 rustless Bross staples | One loading—5000 staples. 
each loading. 


BATES MUNKEE 

SILENT STAMP PADS 
‘Reversible, renewable filler 
for long life, 

clear impressions. 


BATES 

AUTOMATIC 

EVELETER 

SAMSON Feeds, inserts and 

PUNCH crimps eyelets 

Powerful, easy to use— in one automatic . LIST FINDERS 
pérforates up to action. Data desired is instantly 
%” of paper. before you. 


BATES 


BATES STAPLE 

REMOVER AND PUNCH 
Instantly removes any staple. 
Punches a hole up to 

a thickness of 

eight pieces of paper. 
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Inviting to Customers ... Two 
views of Story Wright store at Tyler, Tex. 
Top: section of office supply department 
Bottom: office furniture department. 


Story-Wright Opens New Tyler Home 
REPORTED BY ART CARROW 


When Story-Wright held open house at the new 
home, 213-215 North College, Tyler, Tex., on Saturday 
August 2, the public was conducted on a tour of the 
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most modern and attractive office supply, printing and 
furniture establishment in east Texas. 

On May 1, 1935, Earl Story founded the business and 
joined hands with Johnny Wright. The two progress- 
ive gentlemen built the business to its present status, 
under the name of Story-Wright ‘Printing and Office 
Supply Company. 

After Johnny Wright resigned from the firm in 
June, it was incorporated July 1 as Story-Wright, Inc., 
with Earl Story as president; T. L. Johnson, first vice- 
president; H. C. Alfred, second vice-president; Wiley 
Wood, secretary and treasurer; and Bill Burton, as- 
sistant secretary and treasurer. 

Wiley Wood, who started with the firm in 1936 as 
office supply clerk, is also manager of the office supply 
department. Other staff members are S. H. Stratman, 
superintendent of printing; Inez Holder, social sta- 
tionery buyer; Barre Monigold, office interior decorator; 


Art Carrow’s Camera Visits Story Wright 


1. The sales department: Charles Clifton, Curley Saunders, Harold 
Myers, H. C. Alfred, Wiley Wood, T. L. Johnson and Tommie 
Turman. 

Earl Story, president of Story Wright, Inc., Tyler, Tex 
Wiley Wood, secretary-treasurer and manager of office supply de- 
partment. 

4. Miss Sue Nelson, Swingline Bunny Girl, student at Tyler Junior 
College 
George Tarrant, The Carter’s Ink Co.; Mrs. Tarrant; Ernie Stewart, 
with O. D. Mann; Mrs. O. D. Mann; O. D. Mann, manufacturers’ 
representative, and J. B. Peatling, F. S. Webster Co. 

6. J. B. Peatling, F. S. Webster Co.; Wiley Wood, Story Wright, Inc.: 
Ernie Stewart, manufacturers’ representative 

7. Mrs. Wiley Wood and Mrs. Earl Story at reception desk 

3. Bill Trotter, Lufkin; Art Carrow, Speed Products C Tommie 
Massingill, Story Wright Office Supply Co., Lufkin, Tex 

9. Ralph W. Smith, Samuel Ward Mfg. Co ind Mrs. Inez Holder, 


social stationery buyer. 
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Oliver Hadlock, artist, in addition to a total working 
force of 45 employees. 

A glass front 71 feet wide, has two full-vision glass 
doors. The overall depth of the plant measures 125 
feet. The store is air-conditioned and has fluorescent 
lighting throughout. 

A large greeting card department occupies one part 
of the front of the store, an office supply department, 
with island displays and shelving of ivory finished 
wood, takes up a space of 35 feet by 100 feet, while 
a shipping and receiving room; emergency stock room, 
and a printing plant covering 3600 square feet are 
all on the first floor. 

Nearly one half of the second floor is given over 
to stock rooms and warehouse and the balance to a 
large display of furniture in individual suites, the 
office department and president’s office. 

Colors used through the store are Executive Furni- 
ture Guild recommended colors with the properly 
blended for harmony and good taste without any 
feeling of show or gaudiness. 

The choice of drapes and paints were under the 
direction of Barre Monigold. He used red and pink 
shadow, Erin green, primrose yellow, billiard green, 
geranium red and hickory brown to make the store 
arrangements pleasing to the eye. 

Speed products furnished its famous Swingline bun- 
ny uniforms for Sue Nelson and Beverly Bertel, stu- 
dents of Tyler Junior College, who with members 
of the celebrated Apache Belles, added color to the 
open house. 

Story-Wright has many exclusive dealerships and 
features many other lines. Some of the lines are Ditto, 
Inc.; Stowe & Davis Furniture Company; Shaw-Walker 
Company; Jasper Chair Company; F. S. Webster Com- 
pany; Speed Products Company; W. H. Gunlocke 
Chair Company; Diebold, Inc.; Smead Manufacturing 
Company; The Carter’s Ink Company; Imperial Desk 
Company; and Ennis Tag & Salesbook Company. 

Many visitors attended the open house during the 
three days and several dealers and travelers from 
other cities called to offer good wishes. Some of these 
were: Mr. and Mrs. Dave Reed, Cathey Furniture Com- 
pany of Dallas and Governor-elect of the Ninth Dist- 
rict; Mr. and Mrs. W. F. (Bill) Gigliotti of Houston; 
Mr. and Mrs. Ward H. Silliman of Dallas; Mr. and 
Mrs. W. A. (Wolt) Stempel of Dallas; Mr. and Mrs. 
O. D. Mann of Houston; Mr. and Mrs. George Tarrant 
of Dallas; Mr. and Mrs. W. C. Stempel of Dallas; J. 
B. Peatling of San Antonio; Ralph Smith of Dallas; 
Albert Fox of Shreveport, La.; Ernie Stewart of Dallas; 
Art Carrow of Houston; Hugh Stempel of Dallas; Bill 
Trotter and Tommie Massingill of Lufkin. 

Cocktails and light refreshments were served after 
the closing of the open house to the visiting guests. 





SoundScriber Appoints David W. Haynes 

R. W. Davidson, vice-president of SoundScriber Cor- 
poration, has announced the appointment of David 
W. Haynes as manager of his company’s sales agency 
in the Providence, R. I., area. 

Mr. Haynes is well known as one of the top salesmen 
in the Boston territory. He joined SoundScriber’s Bos- 
ton office in 1949 and has worked there actively until 
the present. The new distributing company will be 
known as SoundScriber of Rhode Island, Inc. Its ad- 
dress will be 149 Smith St., Providence. 





Larry Kraft Joins Paper-Mate 

Formerly creative director of Elwood J. Robinson & 
Company, Los Angeles advertising agency, Larry Kraft 
has now joined The Paper-Mate Pen Company, Inc., as 
vice-president in charge of advertising. Previously 
Mr. Kraft served as copy chief of the San Francisco 
office of the Biow Company and held a similar post 
with Erwin Wasey on the Pacific Coast. 
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To Make Five Brand Names Awards in 
this Industry; Stewart on Committee 


The search is on for the office equipment and sta- 
tionery store which has most effectively presented the 
story of the pride, value and responsibility back of 
manufacturers’ advertised brands in its advertising 
and promotion during 1952. 

This store will be honored as “Brand Name Retailer- 
of-the-Year” in the office equipment and stationery 
store field and will receive Brand Names Foundation’s 
coveted “Retailer-of-the-Year” plaque before 2,000 
leading business executives on Brand Names Day-1953, 
at the Waldorf-Astoria in the fifth annual award com- 
petition. 

The announcement was made by Foundation Presi- 
dent Henry E. Abt, who said that a “Brand Name 
Retailer-of-the-Year” plaque and four “Certificates of 
Distinction” will be presented to five top firms in the 
office equipment and stationery store field and in each 
of 21 other fields. 

Last year’s “Brand Name Retailer-of-the-Year” 
award in the office equipment and stationery store 
field brought national publicity to Stewart Office Sup- 
ply, Dallas, Tex.; and to “Certificate of Distinction” 
winners: The Howard Co., Midland, Tex.; Ivan Allen- 
Marshall Co., Atlanta, Ga.; the Diehl Office Equipment 
Co., Columbus, Ohio, and Belcher & Schacht, Long 
Beach, Calif. 

W. Neil Stewart, Sr. of the Stewart Office Supply 
Company will join representatives of the 19 other firms 
named “Brand Name Retailer-of-the-Year” for 1951 
in selecting this year’s winners. Each of these judges 
is a member of the executive committee of the Foun- 
dation’s Retail Advisory Council. 

Any firm in 22 classifications of retailing can file 
for an award. The only exceptions are firms which 
received “Brand Name Retailer-of-the-Year” plaques 
during the past three years. They are ineligible to 
compete in the three yearly competitions following 
their awards. Winners of “Certificates of Distinction” 
citations, the “runner-up” awards, may continue to 
compete for the top honor in their fields. 

Stores can be entered by an executive of a store or 
outlet, trade association, chamber of commerce or ad- 
vertising club; an executive of a manufacturer, whole- 
saler or jobber; or a representative of a newspaper, 
trade magazine, radio or television station. No entry 
or registration fee of any kind is required. Entry forms 
and an informational kit can be obtained from the 
Foundation’s offices at 37 West 57th St., New York 19, 
N. Y. 

Entries will be examined by a screening committee. 
A limited number of outstanding entries will be 
selected as finalists in each of the 22 fields. Finalists 
will be asked to submit a detailed presentation which 
will show to best advantage how they presented the 
brand story to their customers and employees during 
1952. 

Three major criteria, according to Mr. Abt, will guide 
the judges in making their decisions. They are: 1) the 
extent to which the store has explained the integrity 
and values back of manufacturers’ brands in its adver- 
tising, employee training, display and other promo- 
tional material; 2) the skill with which the store or 
dealer has combined institutional copy about brand 
names with straight product copy in its promotional 
material; 3) the effectiveness with which available 
local media have been used to establish the firm, in the 
public’s eye, as a top brand headquarters. 





New York Firm Chartered 


Better Business Office Equipment Corporation, office 
furniture, fixtures and so forth, has been incorporated 
in New York with a capital of 200 shares no par value. 
The directors are: William L. Rothenberg, Howard K. 
Rothenberg and Joseph G. Wiman, whose addresses 
are given as 545 Fifth Ave., New York City, N. Y—EEG 
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Why Thomas Furniture covered with Kalistron 
starts sales... keeps selling! 


Sales start on sight when you display Thomas Furnitur 
covered with Kalistron*—because your customers 

can SEE the difference at once. And when buyers find 
out that Kalistron’s luxurious beauty STAYS 


beautiful you get sure repeat business. 


No other covering like it .. . because Kalistron’s rich 
decorator colors are fused to underside of clear, extra 
rugged Vinylite. Nothing can touch this 
undersurface, so Kalistron’s distinctive beauty never 
shows wear! Kalistron-covered Thomas Furniture 


is ideal for offices, hotels, hospitals, sc hools, etc. 


Kalistron minimizes maintenance costs . . . easily 
cleaned with a damp cloth. Won't chip, peel or 

crack. SEE! TEST Kalistron. Send coupon for FREE 
Nail-File Test 


actual nail-file) and complete data. 


(sample of Kalistron plus 
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Sandalwood Kalistron 
covers Thomas 
Furniture in Redwood 
Room of the 

Van Cleve Hotel, 
Dayton, O. 










auon. 





Dun & Bradstreet Tome Has a Face-Lifting 


“Look it up in Dun & Bradstreet” is a familiar enough 
phrase in many businesses. Now, with a two-year task 
of face-lifting completed, “looking it up” in the 4,000- 
page, 93-year-old business tome should be faster and 
easier on the eyes. 

The changes affecting three million listings for the 
United States and Canada were necessitated by the 
expanding economy of the nation during and since 
World War II. Planning for these changes began over 
10 years ago, and after a period of analysis and ex- 
periment in which leading credit grantors of the 
country were consulted, the physical work of revision 
began in 1950. 

The reference book has been completely restyled 
typographically and is now being set in a type face 





The New Dun & Bradstreet Volume 


which provides a great legibility. Other new features 
include the replacement of the 30 previously used 
trade symbols with the United States standard indus- 
trial classifications which define, more precisely, busi- 
ness line and function; the addition of the letter “A” 
for businesses included in the reference book for 
the first time; the letter “C” preceding a listing where 
a rating change has taken place; the numeral preced- 
ing the rating to show the year a business started or 
came under present control, up to 10 years; and the 
“x” symbols which are an indication of estimated 
yearly sales. 

Of particular interest to the office machinery in- 
dustry is the Standard Industrial Classification Code, 
which now identifies all branches of the industry pre- 
cisely. Each of the old trade symbols, which have been 
replaced by the S.I.C. numbers, covered many lines. 

In the manufacturing of office and store machines 
and devices, code number 3571 refers to computing 
machines and cash register; 3572—typewriters; 3575 
vending, amusement, and other coin-operated ma- 
chines; 3576—scales and balances; 3579—office and 
store machines and devices, n.e.c. (not elsewhere class- 
ified) . 5082 is the code number assigned to wholesalers 
engaged primarily in the distribution of commercial 
machinery and office machines. Retail office, store and 
school supply and equipment dealers are coded 59GA. 

A typical listing is: C 3572 Smith & Son* Typtr 3 
B+ 1. 

This listing provides the following information, 
reading from left to right: 

The “C” indicates that the rating has been changed 
in the 60 days prior to publication of the Reference 
Book. 

The code number, 3572, points out that the concern 
manufactures typewriters and parts 


116 


“Smith & Son” is the style under which purchasing 
is usually done. 

The * is used when the organization is incorporated 
but the corporate name does not include “Corp.” or 
“Tne.” 

The abbreviation, “Typtr,” denotes line of business 
which is described more completely by the code 
number. 

The numeral “3” indicates that the business wag 
started, or came under present control, in 1943. 

The “B+” in the rating indicates estimated finan- 
cial strength of between $300,000 and $500,000. 

The credit rating “1” is high. 

The reference book is the largest regularly-published 
volume in the wofld. The information contained in its 
4,000 pages influences, directly or indirectly, the move- 
ment of the $500 billion worth of business transacted 
every year in America. 

The Mercantile Agency, better known as Dun & 
Bradstreet, Inc., was organized in 1841 and published 
its first book in 1859, listing 20,000 names. At that time 
it was an annual, but over the years, publication hag 
been stepped up to keep pace with the American 
businessman whose story it tells. Since 1932 a new 
edition has come off the press every two months. 

The 30 trade symbols previously used became out- 
moded due to the rapid development and specializa- 
tion of industry during recent decades. The standard 
industrial classification code numbers were substituted 
to meet the requirements brought about by the 
changes in manufacturing processes, materials used, 
and new methods of distribution introduced. 

The development of such items as plastics and var- 
ious textile and chemical synthetics has caused major 
changes in the business scene. Other new influences 
have affected the manner in which goods are pro- 
duced, packaged, and sold. The new listing system 
attempts to reflect these shifts in conditions, to pro- 
vide a precise method of recognition and selection. 

During the past 10 years, this problem was under 
constant study by Dun & Bradstreet. Agency subscrib- 
ers who use the book in the field of credits, as well as in 
the wider ranges of finance, sales, and management, 
were consulted before new features were introduced, 
and each innovation was thoroughly tested in local 
areas. 

The commercial growth of a nation is reflected in 
the Reference Book statistics, in which the 3,000,000 
concerns—primarily commercial and industrial busi- 
nesses—listed today serve thé needs of 156,000,000 
people in the United States and 14,000,000 in Canada 





Norwegian Newsmen Visit Dennison Plant 


Ten Norwegian journalists, members of Norway’s 
conservative, labor and independent press, visited the 
plant of the Dennison Manufacturing Company in 
Framingham, Mass., late in July. The plant tour was 
part of a program by which this group visited top 
industrial concerns all over the United States to ob- 
serve American productivity. The newsmen were es- 
pecially interested in the methods used to disseminate 
productivity information, and in the attitudes of Amer- 
ican labor, management, and governmental agencies 
toward programs for increased productivity. 

Arrangei by the Mutual Security Agency, the study- 
tour represented the Norwegian government’s latest 
effort to achieve further productivity increases that 
are essential if that country is to supplement her con- 
tribution to the western defense effort. 

To facilitate the study, conferences were held with 
publication executives, civic organizations, labor union 
leaders, municipal and federal government officials, 
and other sources whose points of view contributed 
to a full picture of this question. 

On its return to Norway, the group planned to pre- 
pare a report of its findings, with recommendations 
for such adaptation as seemed practical for Norway's 
private and governmental informational agencies. 
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Get more volume ..get more repeat orders 
.- GET MORE PROFITS! 






ENNIS GUEST CHECKS 
37 different styles, 









—_ < 
A complete line 


of popular, fast- 
moving items in pleia, single and 
a wide variety of duplicote styles. 
sizes, styles and 
quality. 











ENNIS SHIPPING TAGS 


Stock or printed-te- 
order all weights 












and colors. Single or 


J gangs, with er with- 
7 Q out fasteners at- 
Oo \ teched. 





TAG & SALESBOOK CO. 


Manufacturers of Paper Products 
FACTORIES AT ENNIS, TEXAS > CHATHAM, VA. 


Branches in Houston, Dallas, New Orleans, St. Louis, 
Los Angeles, Denver, Birmingham. 
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For TOP VALUES © 
in Aluminum Accessories 















No. 60-S 


Contemporary 


SMOKING STAND 



















Height 21” — Diameters: 

Base 10”. Stem 149”. No. 17-C 
“. Interliner 634" Mi J 

aluminum. Will not stain 

—no giass to break. Heav- 

ily welehted—apprent- COSTUMER 






— oa Durable 14” diameter 
base—heavily weight- 
ed—<satin finished ac- 
curately fitted spun 








aluminum cover 114” diameter upright of 

os " aluminum. 4 double hangers with smoothly 
finished protective knobs. Quickly and easily 
assembied. 


3 way Mogu! socket. 14” diameter shade 
6S” high—114”" diameter upright. 14” 
diameter base—heavily weighted. 


No. 56-S 


No. 75-S egal 
Moduran a URN 
SAND URN Sa)” dane 


deep. Removable to 
permit storage ef ex- 
tra sand in bottom of 
urn. Heavily weighted 
base—12” in diameter. 


Meight 20”-—Diameter 10” 
atin aluminum sand pan 
Aluminum bottom Availabie 
in Gray, Black, Dark Green 
and Maroon Packed individu 
ally. 





Visit Bob Gartner in his 
Conrad Hilton Suite 
NSOEA Convention—Chicago 


Write or Wire for Complete Details 


TN te) COMPANY 





1311 Ann Ave., ¢ St. Louis 4, Mo 
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in Other Lands 


Continued from page 76) 


H. P. Williamson, director of Messrs. W. Harold Spink, 
Ltd., has just completed 25 years’ service with the com- 
pany. He has been presented with a wrist-watch. 


* . * 


Managing director of Olympia Office Machine (Sales) 
Ltd., Eric Bales, has been elected to the Court of Com- 
mon Council for the Ward of Farringdon Without in 
the City of London, a Council which is older than the 
Houses of Parliament. 

7 o * 

Messrs. Fisher (Typewriter Services) Ltd., of Hythe 
St., Dartford, Kent, had a stand at the recent exhibi- 
tion and trade fair held in Dartford. 


On the stand the firm had many new typewriters, 
including the “Byron” direct from its first public show- 
ing at the B. I. F. Many visitors were drawn to the 
stand and showed keen interest in this new British 
model. Other f avorites with the public were the light- 
weight “Aristocrat” portable typewriter and the Olym- 
pia portable. The duplicating section was represented 
by demonstrations on the new Gestetner Model 160. 
Fishertype” brand ribbon and carbon papers had a 
special corne! 

An exampl 
to advantage by 


how a local trade fair may be used 
enterprising distributors. 
* > * 


Next year—Coronation Year—I understand the type- 
writing and office equipment industry generally is to 
make an exceptionally big drive for business. With 
the impetus of the coronation there is little doubt that 
the industry has a first-rate stimulus. We are likely to 
see, I hear, some novelties in stationery and notepaper. 
Then again, overseas visitors are expected to be many 
and already, bookings are practically full from Austra- 
lia I believe, on liners due to arrive shortly before the 
coronation. With such a large influx of visitors it is 
not surprising that many industries, such as tHe textile 
and office equipment industries, will go “all out” for 
business on the home trade front next year. 

It is interesting to note that British royalty has al- 
ways shown keen interest in office machinery. In 
1926, considerable publicity was given to the British 
typewriter industry when the late King George V vis- 
ited the B. I. F. together with H. M. Queen Mary and 
so great was the interest shown by the late king that 
the British typewriter industry may be said to have 
started from t auspicious date. 

In 1948, H. M. Queen Elizabeth (she was then, of 


course, Princess Elizabeth) was presented with a port- 
able typewrit« n the occasion of her visit to Olympia. 
. . > 


The past month has not been such a good one for 
the trade in Britain for—as was expected to happen— 
sooner or later the world trade recession was bound to 
catch up” with office equipment industry. There has 
been a falling off of orders in recent weeks, both home 
trade and ex] and one large factory in Scotland 
has been forced to stand off labor and others, too, it 


is believed, have been forced to reduce staff to some 
extent 
This is not an altogether unexpected state of affairs. 


fter all, the office equipment industry must follow 
world trends and if trade in the world is bad, then 
it follows that the office industry can be no exception 
to the rule 

World trade is not “bad” as compared with the 
slump days of the thirties, but there can be no gain- 
Saying that today conditions are by no means as good 
as they were 12 or 18 months ago. The position is one 
which many in the industry are considering with no 
little concern for the future. It is true, of course, that 
figures are still high both for home trade and export, 
but it is believed that the “writing is on the wall” and 
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J MUdI-ottd 


at the 


WS-0°E-A CONVENTION 


H-H:-M 


SAFE 
RECORD FILE 







A sensational sellout success, 
from the time it was intro- 
duced early this year. Three- 
drawer and four- 
drawer files — legal 
and letter sizes — 
each drawer an in- 
dividual safe with 
the Underwriters’ 
Laboratories one- 
hour fire-resistive 
label. 








STEEL STORAGE FILES 











The modern substi- 
tute for old-time paper 
boxes, wood and other con- 
tainers. Files stack securely and lock together 
without tools, bolts or locking keys. Made in 
16 popular sizes. 


BRAND NEW! 2% oor 


combines complete burglar and 
fire protection. 


= Safe Co. 


HAMILTON, OHIO 
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Now you can effectively 
illustrate sales letters, 
bulletins, papers and 
catalog pages, etc., 
quickly and inexpensively 
— and at a fraction of 
the time required for 
regular printing. De- 
signed for use with the 
world-famous Roneo—the 
precision-made duplica- 
tor that has everything. 





MODEL 500 — 
SEE the remarkable Full Ream Feed 
RONEO.~ TRONIC PROCESS... $ 00 
BUSINESS SHOW, MAIN FLOOR, Only 690 
SECTION Lt, GRAND CENTRAL See it at the Show. 


PALACE, N. Y. C., October 20 
thru 25th. 


SEE how this unique electronic 
device prepares stencils for 
printing beautiful, gravure-like 
reproductions. 





DEALERS NOTE: A few choice franchises still open 


145 W. 57th ST., NEW YORK, 19, WY. 
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that, for the immediate future at any rate, no more 
large-scale increases may be anticipated. 
7 . . 

The 226,000th “exhibit” was recently added to one 
of the world’s most remarkable libraries which is kept 
by the Birmingham firm of Kalamazoo, Ltd., manu- 
facturers of office accounting and recording equipment. 

Forty years ago the firm began a library showing 
specimens of accounting and recording ledger equip- 
ment in general use. In it today can be seen the 
systems that have been used by almost every trade 
and profession throughout these years. 

And a proud boast of the Kalamazoo librarians. ls 
that any one specified exhibit out of the 226,000 can 
be produced within seconds by the use of the very 
latest recording system of all—the firm’s own! 

. . . 

I have heard from Percy Jones (Twinlock) Ltd, 
Beckenham, apropos of the recent stationer’s confer- 
ence at Blackpool, and to which reference has been 
made in OFrFIcE APPLIANCES. Regarding the debatable 
question as to which is the better method—devotion 
of a whole window to one single item, or the display 
of a multiplicity of items, as is more customary in the 
stationery trade—a question which is still debatable 
to say the least—the firm told me: 

“We of course, have always been interested in 
stationers’ window displays. We say, ‘of course,’ as of 
course we have an axe to grind! 

“It always hurts us very much to see windows cram- 
med with a bit of almost everything in stationery one 
can think of, with a beautiful showcard on one side, 
and another at the other side for no other purpose 
than to make it look symmetrical, and each sur- 
rounded by items of stationery which had no possible 
relationship to the showcards. 

“This seems to be a very common practice and makes 
a window, we think, quite meaningless, and even con- 
fusing. And we must confess that throughout the years 
we have often enough accepted a stationer’s invita- 
tion to have a go, and have dressed portions of windows 
with our goods, never with complete satisfaction to 
ourselves.” 

One window in Manchester, incidentally, is well 
worth mentioning. It is dressed with looseleaf books 
and equipment and is one of five windows which the 
firm has. The various items are changed round period- 
ically and is brought up-to-date with prominence 
given to analysis books. } 

I am told that this attracts and keeps on attracting 
executives, bookkeepers, and all office people who 
alway seem to see something in it to interest them. 
Looseleaf accounting equipment certainly lends itself 
to display and embracing the whole subject of business 
administration, appears to fascinate office people. 

Personally, I would not have thought there was 
quite so much interest shown by the public in Britain 
in windows devoted to looseleaf systems but I am 
assured by the firm I have mentioned that it is so. 
Not content with this, I have checked with retailers 
in different parts of the country and displaying vary- 
ing systems of looseleaf devices and it would seem that 
this is a type of window which attracts as much 
interest as any. Why? I am afraid that I cannot 
find out one real answer! 

> 7 * 

Remington Rand, Ltd., inform me that the complete 
range of Remington Rand business products and their 
applications has been dealt with in a new illustrated 
publication called “The Easier Way to Office Efficiency.” 

“The economy of every firm is affected for better 
or worse by its standard of administration,” state 
Remington Rand. How true this is and what a chal- 
lenge it is to business generally. 

The firm goes on:—‘“The need to simplify adminis- 
trative work has never been more important than at 
present.” 

I understand the publication in question has been 
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Cushioned with 


~ Your sales volume will be greater when you 
feature Cosco Office Chairs because, in Cosco, 
your customers get far greater VALUE. Check 
Cosco Chairs in every detail and see if this 


isn t so 

Note their sturdier, all-steel construction... 
handy comfort adjustments—all made without 
tools and including some found on no other 
chairs .. . their large, foam rubber-cushioned, 
saddle seats the Du Pont ‘Fabrilite”’ 


HAMILTON MANUFACTURING CORPORATION oe 


$W5C 
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Firestone 
Foamex ® 


today’s best value 
in Office Chairs 





or foam rubber latex 


upholstery in all popular office colors . . . their 
long-wearing, Bonderized baked-on enamel fin- 
ish in harmonizing colors. 

Then note the price tags and see how much 
less Cosco Chairs cost than anything compa- 
rable on the market. 

Give your customers the benefits of these 
greater Cosco values by featuring the complete 
Cosco line . . . there’s a model for every office 
seating need. 


COLUMBUS, INDIANA 


OFFICE CHAIRS 


Nationally advertised — custom-built comfort at mass-preduction price: 


*Zone 2—Texas, Florida and 11 Western states 
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Here's Your Invitation 
Be Sure to... 

















HASKELL REPRESENTATIVES 
WILL BE THERE TO GREET YOU 





Victor C. Corkran_.....__._...New England Area 
Henry Deutsch... Southwest 
SS eae Chicago Area 
Frank King... West Coast Area 
David Kohansky.______. New York and Export 
Sid Lichtenstein... Middle-Atlantic Area 
Bill Th West Virginia and Ohio Area 





—.—./Ainnesota Area 
———_—._._s0uthern Area 
.«edAissouri Area 


Howard Marks... 
Frank Neville... 
9 4 ee 
Bud Haskell 


Ed Haskell vv, tome Office 





© | PIRTSBURGH 19, PA. 
FO 
HASKELL, INC. 
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STEEL TABLES 














well received and is resulting in much business. Th 
all goes to show that new ideas can come along 
whole time. A booklet which aims to tell the user op 
potential user of a firm’s products how he can impro 
his efficiency, reduce his overhead and improve 
income, and make such a publication an interestin 
story and not just a reiteration of prices, quotation 
and, in fact, not a “glorified catalog,” can be assured 
of a wide readership. 
7 . . 

Mention of Remington Rand reminds me that the 
firm’s new Simplex system is being widely received, 
The photograph on page 78 shows a stand of the firm 
at the recent Preston Guild Exhibition, which opened 
at Preston on September 1. 

Incidentally, at the risk of reiterating what is prob- 
ably known in the U.S.A. and just breaking off office 
equipment for a moment, the Preston Guild dates 
back to the year 1100. (Preston is an industrial town 
in Lancashire). 

Since the 1102 Guild, the functions have been held 
every 20 years but in 1942 there was a break because 
of the Hitler war, bombing and so on. 

. +. ~ 

The last Guild was held in 1922 so the one which 
started on September 1 was the first for 30 years. Asa 
link between the U.S.A. and Preston, a scroll was 
sent to the United States and Canada. It was carried 
there, in fact by a Prestonian. Former Prestonians 
now living in the States were asked to sign the scroll 
which was brought back to Preston for the opening 
of the Preston Guild Merchant as it is called, the 
only surviving medieval Guild celebrations in Britain. 

The celebrations were accompanied by an Industrial 
Exhibition and the Remington Rand stand is illus- 
trated. A point to notice at this stand (where an 
official is demonstrating the “Simplex” system of the 
company) is the “plain,” yet graphic, reference on the 
backcloth. A plain reference of this nature is often 
very effective in attracting the eye. 

” * - 

Remington Rand is having success in Britain with 
its system of advertising—showing a man complete 
with trilby and brief case, and throughout the colored 
portion of the solid body may be see a bird’s eye view 
of an office interior, with typical duplicating machines 
on view. The slogan, which has now “caught on,” is 
‘Send for the Man from Remington Rand.’ 

* * * 

Ellams Duplicator Company, Ltd., Watford, Herts, in- 
forms me that Miss Barbro Lofstedt, Stockholm, (an 
employee of the firm in that country) was successful in 
the “Miss Ellams” Contest for 1952. Runners-up came 
from South Africa, Australia, Canada, Spain and 
Great Britian. 

Incidentally, I hear that some firms are talking 
of “plastic” carbon papers. I am informed by Ellams 
that to be strictly correct, by a dictionary definition 
plastics are as “old as the hills,” and include the 
waxy materials which have been long used in the 
manufacture of carbon paper 

“Modern plastics, of course, include a large and 
rapidly growing number of chemically produced ma- 
terials with very diverse properties, and many of our 
products are dependent on them at some stage of 
their manufacture or packing,” an official of the 
company told me. 

* > > 

The point about packing is an important one. 
More and more firms in Britain are concentrating on 
this aspect of sales’ promotion and in this they have, 
it would appear, taken a leaf out of the book of U.S.A 
manufacturers who have long realized the value of 
good, attractive packing. I am hopeful of obtaining 4 
number of representative packs, so that in a future 
article it may be possible to show how our manufac- 
turers are tackling the problem. 
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AUTOMATIC t SIGNAL 


There's no doubt about your ma- 
chine being cleared. The clear sig- 
nal tells you automatically. 


FEATHER-LIGHT KEYBOARD 


Fingers fly faster with less effort 
and fatigue—and time is saved! 


@ WRITE TODAY FOR COMPLETE INFORMATION. 


VISIBLE DIALS 


You know totals every instant 
with eye-level dials that give 
you full visibility. 


RED SUBTRACTIONS 


Subtracted items print in red 
and stand out prominently, mak- 
ing the checking of finished 
work simple and fast. 


NEW as tomorrow! 








with amazing 
MODERN AUTO-TOTALER! 


More Automatic Features — More Visibility 


AUTOMATIC CIPHERS 


Saves approximately one third 
of all key depressions because 
all ciphers print automatically. 


SPACE-UP TOTAL 


Tape is spaced to correct tear 
off position when printing totals. 
Saves paper — speeds up work. 


R.C.Allen Business Machines, Inc. 


Here is a superior new machine 
that should make adding ma- 
chine history. R. C. ALLEN 
unveils the VisOmatic electric 
adding machine incorporating 
seven improved time-saving, 
money-saving features for easier 
operation PLUS the NEW 
AUTO-TOTALER. 


f 


AUTOMATIC TOTALS 
AND SUB-TOTALS 


SAVES thousands of manval 
operations 

SPEEDS up figure work 
PREVENTS errors 

CUTS operating costs 


“ADD SPEED’’ KEYBOARD 


Entire amounts can be entered in 
one operation — Saves many key 
depressions every time machine is 
used. 


* 4tae ‘e IS, 20, 35 


30 
oe 0S, 40, 44,59 





MODEL 611 


(Six carriage 
widths available) 


H.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W. Grand Rapids, Michigan 




















Woman Director to Visit States 


For All Office Supplies” is the simple and direct 
slogan of J. J. Newland, Ltd., of 26 East Parade, Leeds, 
England, whose only woman director is visiting Ameri- 
ean and Canadian cities during September and Octo- 
ber 

She is Mrs. Florence Stammers, daughter of the 
late founder of the concern, J. J. Newland, who spent 
a long life in selling office equipment and, even more 
important, in evolving his own particular approach to 
customers 

Mr. Newland, a lovable, quiet-voiced, almost fragile- 
looking man, died suddenly a couple of years ago 
when just over 70, having seen his own firm—which 
he founded only in 1940—achieve striking success. 

To-day, it carried on with the same founding 
principles by his son, George Newland, as managing 





J. J. Newland 


Mrs. F.Stammers G. Newland 


director, Mrs. Florence Stammers, and another son, 
L. Newland, who has a “sleeping interest” only. 

In spite of difficult conditions in Britain for a long 
time, consequent changing prices, and the vagaries of 


purchase tax, huge stocks have always been main- 
tained in the firm’s premises, which has no shop 
frontage, but large show-and stock-rooms to which 
considerable space has been recently added. 
Contrary to the experience of a number of others 


in the same trade, this firm finds that “huge stocks 
pay,” resulting in many big orders. A recent instance 
was when an important clothing manufacturing con- 
cern suddenly decided at 10 a.m. to send out circulars 
and placed an order for 125,000 envelopes of large size 

J. J. Newland, Ltd., made the delivery promptly at 
ll AM 

Two million en 
so are orders of 


velopes in stock is quite normal, and 
30,000 from a factory or other busi- 


ness concern, and even 75,000, during a morning's 
calls by one of the Newland travelers. Deliveries are 
always made in the course of an hour or two, so the 
frequent policy among stationers to keep. stocks as 


vould not do here. 

“High speed delivery’—one of the late Mr. New- 
land’s founding principles—promoted an _ unusual 
stroke of good business a few weeks ago. A large ship 
was waiting at the big port of Hull to go on a trading 
yoyage. It was found that a quantity of special cargo 
forms were necessary. A Newland traveler got the 
order on a Friday. The forms were cut, printed and 
ruled, and delivered from Leeds on board ship first 
thing on the Monday morning! The slightest delay 
would have resulted in thousands of pounds loss each 
day to the ship owners. 

Among other important customers for all types of 
office supplies are Leeds University, big engineering 
and automobile works, and the Yorkshire branch of 
the Institute of Journalists. 

Historic York, with its world famous ancient Minster 
or Cathedral Church of St. Peter, Wakefield, a center 
of the cloth trade from the 16th century, Halifax, 
Barnsley, and of course Leeds, are among main towns 
in the huge industrial West Riding area served regu- 
larly by the Newland travelers. Customer approach 
is always timed carefully in each individual case. The 
guiet manner of the founder, and his diplomacy, often 
brought off orders where more aggressive approach 
Would have fail So this principle is maintained by 


low as possible 
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IT’S HERE! 


$79.50 ITEM THAT SELLS ITSELF 


VOCATRON 


The Portable Wire.less 
for Offices, Homes, Hotels, Farms, Institutions 


Talicladeles 





ONE OF THE GREATEST NEW SOURCES OF 
DEALER PROFITS SINCE TELEVISION! 


VOCATRON's unique advantages give it a sales appeal and market for 
beyond most inter-communication systems—refiected by literally thousands 
of inquiries and actual sales from such diverse groups as home owners, 
business offices, industrial plants, doctors, dentists, schools, hospitals, ware- 
houses, farmers, garages, restaurants, governmental departments, and 
many, many others. 

These customers and prospects find in VOCATRON a versatile, economical, 
and Convenient inter-com system...one that requires no special wiring, no 
installation, and which may be used for a wide variety of practical pur- 
poses. That's why it's a natural, virtually avtomgtic seller—why you, too, 
should “plug in VOCATRON” for increased sales in the year ahead. 


BACKED BY HEAVY AD AND 
MERCHANDISING CAMPAIGN 


Backed by the enthusiastic response of both consumers and dealers, Vocaline 
Company has launched a national advertising, publicity and merchandising 
campaign to create further interest in VOCATRON and help dealers on 
the local level: Lead-getting ads in BUSINESS WEEK, NATION'S BUSINESS, 
MANAGEMENT METHODS, FORTUNE, NEWSWEEK; WINDOW DISPLAYS 
... COUNTER CARDS...MAILING STUFFERS...SPECIAL BROCHURES... 
DEALER CATALOG: 

Get all the facts about VOCATRON. Return the coupon below for com- 
plete information. Do it... today! 


Standard Model CC-2 talk-listen units 
retail at $79.50 a Pair—extra units 
$39.75 each. Extra durable gray 
plastic. Both Models slightly higher in 
the Far West. 





Special Model CC-25 talk-listen units 
(for longer-range operation, greater 
sensitivity) retail at $97.50 a Pair— 
extra units $48.75 each. Extra durable 
mahogany plastic with handle and 
De Luxe knobs. 





Liberal dealer discounts, based on quantities purchased. Ask your 
wholesaler for facts about VOCATRON, or send coupon below. 


Vocaline Company of America, Inc. 


56 Vocaline Building, Old Saybrook, Conn. 
Please send, without obligation, additional information about VOCATRON, 
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it takes work 
out of figure-work 


The Thinking Machine 


of American Business 


The complex calculations which underlie Amer- 
ica’s surging factory output are worked by the 
Friden fully-automatic Calculator in the simplest, 
quickest way. 

For in computations involving stress analysis, 
mathematical formulas, quality control, sched- 
uling, engineering costs—as in the processing of 
payrolls, invoices, inventory, percentage, interest 
—the Friden performs more steps in figure-work 
without operator decisions than any other caleu- 
lating machine ever developed! 

There is literally no limit to the usefulness of 
the Friden Calculator in any office, factory or 
store. It does all kinds of figure-work so automat- 
ically no special operator training is required. 
Pays back its cost in time-savings’ 


e Fi ory a Fridewy Call in the Friden Man 
near you and learn Friden applications to your 
business. Friden sales, instruction and service 
available throughout the U.S. and the world. 

FRIDEN CALCULATING MACHINE CO., INC., San Leandro, Calif. 

© Friden Calculating Machine Co., Ine 
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George Newland and his head traveler, Harry John. 
son. 

Another founding principle was that while of courge 
big orders are welcome, the very small customer, the 
man or woman running a tiny business single-handed 
receives the same individual attention and high speeg 
delivery. An order in the afternoon for a couple of 
typewriter ribbons is delivered by early morning maj 
if the delivery automobiles are not operating in that 
locality that day. 

The small customer equally has the regular ca] 
from Mr. George—(as all his friends call him) —ip 
his personal car, very much like a doctor going his 
rounds, and with much the same friendly, helpfy 
atmosphere. 

He told me that as soon as the shortage of build- 
ings lessens, it is intended to take over much larger 
and entirely new premises in Leeds. 

An outstanding member of the staff is young Maurice 
Chew who knows every item in the huge stocks, gives 
immediate details to any telephone enquirer, and 
—perhaps even more striking—always recognizes 4 
customer’s voice even if many months have elapsed 
His prompt greeting of “Good morning Mr. Brown” oF 
“Miss Smith” has done much to consolidate customer 
good will. Once he recognized a customer’s voice after 
18 months of silence. 

J. J. Newlands, Ltd., fully appreciates that Amer- 
ica produces most of the finest office appliances in 
the world. They have been foremost in introducing 
much of it to the area from the day Mr. Newland 
founded the business. During her visit to American 
and Canadian cities, his daughter, Mrs. Stammers, 
hopes to see many new ideas likely to help the Neyw- 
land customers and promote friendly trade between 
the two countries. New York and Washington are 
two of the cities on her schedule of an automobile 
tour which at the moment of writing is flexible. 

Apart from business, the visit is also a celebration. 
With her will be her husband, John Stammers (@ 
post office official). The visit coincides with their 
25th wedding anniversary in September.—EFM 





Twinlock Director to Visit Convention 


An overseas visitor to the NSOEA convention in 
October will be R. C. Hurnell, a director of Percy 
Jones (Twinlock) Ltd., of London, England. 

Mr. Hurnell will take this opportunity to secure 


R. C. Hurnell 





several agents for the firm’s line of Twinlock loose 
leaf books and systems. 

Leaving London by air on September 14, Mr. Hur- 
nell’s itinerary will include visits to Montreal from 
September 15 to 18; Ottawa, September 19 to 20; To- 
ronto, September 21-27; Detroit, September 28 to Oc- 
tober 2; Chicago, October 3 to 12, and New York, Octo- 
ber 13 to 28. In New York he plans to attend the 
National Business Show. 





Jones Brothers Buy Odom Office Supply 


Weldon L. “Bus” Jones and his brother, A. G. Jones, 
have purchased the Odom Office Supply Company, 118 
W. Fourth, Clovis, N.M., and have named the new firm 
the Clovis Supply Company. 

The new firm is agent for Remington-Rand business 
machines and handles retail business only. 
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NATIONAL DEALERS: 
These New “Books of the Month” 


you Prati al year! 







iol wits Bits 2 ct 
aie: FOR YOUR = 
CUSTOMERS 


FOR YOU 
AND YOUR SALESMEN 


NEW RECORDS 
CATALOG... 


Includes not only information on all 
NATIONAL forms but also binders, in- 
dexes, fillers, pads, bound books and other 
commercial items. It’s a 24 hour per day 
salesman that works for you in your cus- 


tomers’ offices. 4 colors, over 100 pages — 


NEW NATIONAL 
CATALOG... NATIONAL dealers. Note the new cover 


with your name, address and phone number 


available on a cooperative basis to 


Containing all the details you need to sell and . ' 
: prominently displayed. 
service your customers and to order accu- ; 
rately. 170 pages — and every page a busi- e@ See your National Representative or write 


ness-builder. direct for full details on both catalogs. 


NATIONAL BLANK BOOK COMPANY Bean 
NATIONAL 


HOLYOKE, MASSACHUSFTTS *e 
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On the Canadian News Front 


Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 


More than 500 business executives attended the 
fficial opening of a two-day preview of business 
equipment, sponsored jointly by the National Office 
Management Association and the Canadian Business 
Equipment Manufacturers Association. Scene was the 
business equipment building at the Canadian National 
Exhibition, Toronto, Aug. 20-21. All exhibits were left 
mn view for the general public for the duration of the 
exhibition 

J. A. Northey, CNE president, officiated at the pre- 
view ceremonies, cutting the ribbon stretched across 
the main entrance to the building which housed more 
than 20,000 square feet of exhibits featuring the latest 
developments and newest models of office equipment 
shown by some 30 manufacturers and suppliers. 

Guest speaker at the opening-day luncheon was 
Frank L. Rowland, New York City, managing director 
yf the Life Office Management Association. His subject: 
Art. vs. Science in Office Management.” He termed 
education today as “almost exclusively concerned with 
science, the imparting of knowledge, with pitifully 
little attention given to the development of skills, the 
art of accomplishment.” 

He said our highly mechanized civilization had di- 
verted attention from the development of special skills. 
One of the major problems of business and the ambi- 
tious individual is to develop the capacity or skill “to 
translate knowledge into superior performance. It 
involves learning the arts, an infinitely more difficult 
task then absorbing knowledge,” he said. 

During the two exhibition weeks it was evident to all 
viewers that modern equipment firms have today 
adopted the technique of audience participation—the 
exhibitors going all-out with shows and displays which 
permitted the visitors of all ages to try out the prod- 
ucts themselves. Thousands of children lined up, for 
instance, to get a crack at typewriters, using everything 
from pieces of popcorn bags to margins of newspapers 
as stationery 

Little boys dictated solemnly into machines; their 
sisters painstakingly transcribing the results. Other 
swarms of youngsters besieged an island of complicated 
adding machines, and so forth, doing arithmetic prob- 
lems beyond their normal capacity, beaming with 
amazement at the rapid calculations so easily attained 
without mental effort. Property damage was reported 


amazingly lig} Commented more than one exhibitor: 

The kids are finding out what makes the modern 

business world tick. We’re reaching the purchasing 

power of the future; a few years from now they'll be 

loing the buyi1 and we'll still be doing the selling.” 
> > 7. 


Sale of a controlling interest in the common shares 
f Willson Stationery, Ltd., Winnipeg, to Hon. Ray 
Lawson and Associates, of London, Ont., has been an- 
nounced. Mr. Lawson, former lieutenant-governor of 
Ontario, is chairman of the board of directors of Law- 
son and Jones, Ltd., printers and lithographers. No 
purchase price was revealed. Willson Stationery oper- 
ates 13 retail stores in western Canada, four envelope 
factories, three printing plants and one engraving 
plant 

J. Howard Crossan has been appointed sales man- 
ager, accounting machine division for Canada, for 
Underwood Ltd., Toronto, it was announced this month 
by Joseph L. Seitz, president. 

> o . 

At a special meeting of the board of directors of 
Eberhard Faber Pencil Company, Canada, Ltd., held 
August 29 in Montreal, Louis M. Brown, formerly vice- 
president in charge of sales, was elected president 
Duncan C. Taylor was elected secretary at the same 
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B] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


SB — 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth at Locust Street Philadelphia 3, Pa. 











B192 HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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VISIT BOOTH NO. 54 
MAIN EXHIBIT HALL 
N.S. 0. E. A. CONVENTION 


100 Pack Envelopes 





TO RETAIL FOR 39c 


Extraordinary Sales Appeal 
Visible Packaging - Popularly Priced 


This handy package is attractive in 
Royal Blue with a cellophane window 
displaying the contents of 100 Size 


634 Envelopes. 


Put up in cartons of 50 packages. 
Tests show they sell on sight. 


Order a supply today—Put 25 ona 
rack in a prominent aisle with a 39c 
price on them and you should move a 
carton a week—Self Service Style. 


An order of 5 cartons will 


make a minimum freight ship- 






; ASSOCIATION =S/ 





menf, 


he SA ustrite Line 


Northern States 


ENVELOPE COMPANY 


Chicago Saint Paul 
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meeting. Other officers remain the same: Eric Q. Boh- 
lin, vice-president in charge of manufacturing; Frank 
L. Willis, treasurer; Ralph C. Tees, of Montreal, as 
assistant secretary and treasurer. 

In Toronto, Eberhard Faber Company announced 
that Milton J. Shaw, sales manager, had succeeded 
Jock McLaren, who recently resigned to enter another 
business in the United States. Mr. Shaw formerly rep- 
resented the company in Quebec Province and the 
Maritime Provinces. He will now make his headquarters 
in the Toronto office. Lewis W. Davies, of several years 
experience in the stationery business, takes over Mr. 
Shaw’s former territory. Other appointments an- 
nounced: A. W. Cane to cover the city of Toronto area; 
John A, Nicholls to cover outer Ontario. 


* - * 


Stewart-Warner-Alemite Corporation of Canada, 
Ltd., Belleville, Ont., manufacturers of Bassick casters, 
cushions and glides, recently announced the firm name 
will now be known as the Stewart-Warner Corporation 
of Canada, Ltd. 

- 2 . 

The products of the oldest German manufacturer of 
engineering supplies are on the Canadian market 
again. The house of A. W. Faber, Nuremberg, known 
for its line of slide rules for students, engineers, 
mechanics, and accountants, has been in business for 
nearly 200 years. The newly appointed Canadian dis- 
tributor is the firm of W. Carsen & Company, Toronto. 


* * . 


Romeo J. L. Bedard has been appointed to the sales 
staff of John C. Preston, Ltd., Montreal. Mr. Bedard 
served in the RCAF during the war and has been con- 
nected with the sales staff of several prominent Can- 
adian business organizations. 

. x - 

Thanksgiving Day holiday in Canada this year will 
be celebrated on Monday, Oct. 13, by proclamation of 
the Government of Canada. 


* * * 


A. R. Davey Company, Toronto, after 17 years in one 
location, has now moved to new quarters at 175 Bedford 
Rd., Toronto. New premises offer 1,000 feet of space on 
one floor, an advantage which dictated the move, ac- 
cording to firm president, A. R. Davey, Sr. 

* * * 

George Basil now represents The Carter’s Ink Com- 
pany of Canada, Ltd., in Toronto territory. Mr. Basil 
has long been connected with the firm’s Montreal 
headquarters. 

* * * 

D. B. Collett, vice-president and general manager, 
Dunlop Tire & Rubber Goods Company, Ltd., Canada, 
of Toronto, has been appointed an executive director 
of the Dunlop Rubber Company, Ltd., England, and 
will leave for the United Kingdom the latter part of 
this year. He will, however, continue as a member of 
the board of directors of the Canadian company. 


+ * * 


Major J. Parker Hibben, one of the Canadian trade’s 
most colorful West Coast personalities, died at Victoria, 
B. C., August 16, in his 89th year. Partner in Diggon- 
Hibben Ltd., which succeeded the old stationery com- 
pany of Hibben-Bone Ltd., Victoria, he had worked for 
70 years in the stationery store his father founded in 
that city in 1858. 

An unconventional man with a huge zest for living, 
he was a well-known athlete and excelled at many 
sports. He was known to have strong, unshakeable 
opinions, one of which was that goods made in any 
other country but Britain were not worth much. At 
70, he once moved a huge office safe down one floor to 
the street, and along a half-block to a new location— 
singlehanded, informing startled onlookers: “It’s sim- 
ply a matter of leverage.” He is survived by a sister in 
California, a niece and a nephew. 
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THE Cupreme PLATFORM 


ENDORSED BY ALL PARTIES 








PLANK #1 + is headquarters for a complete line ot popular price steel 


cabinets... steel lockers... steel shelving and steel parts bin units. 


assures superb quality and finish plus unexcelled long- 


life construction. 


You'll appreciate SUPREME’S design features: assembly without 





visible bolt heads on fronts, sides and tops of cabinets—plus many 


others. 





saves you transportation and warehousing casts because 
we make knock down shipments...properly packed in safety-guarded 


cartons. Easy to assemble! 


PLANK #5 (f provides prompt delivery—made possible by our large 


inventory backed by the facilities of our vast, modern manufacturing 
plant. You'll appreciate SUPREME dependability! .« 


(uprene of Maspeth 


THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT—QUALITY, UTILITY ANDO ECONOMY 


FREE! New price list and catalogue of complete SUPREME line. 





Write today 


SUPREME STEEL PRODUCTS, INC. 


52-85 74th Street, Maspeth 78, Long Island, N. Y. Site 
me 





AVAILABLE IN STANDARD 
GREEN OR GRAY FINISH 


SUPREMACY IN STEEL prRopUCTS 
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Master-Craft Franchise |" 
Earns Greater Profits : 


Master-craft established dealers earn greater than average loose leaf 
profits because of fron 


— Highest quality staple merchandise . . . better made . . . better} TI 
styled . . . better packaged and competitively priced. that 


— Fast selling specialties, time engineered for greater office eff. | # £ 
ciency . . . obtainable through no other dealer. 


— 100% protection on repeat business, insuring tomorrow's profits men 


ager 
Buil 
Mail the coupon today. over 
expe 
ne Gc ee ee ee ae ee ee ee ee ee ee 3} man 
amp 
indi\ 


Master-Craft’s extra profit franchise may be available in your city, 


Master-Craft Corporation, Kalamazoo, Michigan 


Please send me immediately full information about the many profit-making advantages 
of the Master-Craft exclusive franchise. 
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Sold Only By 


Exclusive 
Master-Craft 
Dealers 


REPEAT Business is assured when 
you sell Sight Saver columnar and 
accounting pads. Customers con 
tinually reorder because (1) Paper 
has a superior writing surface 
(2) Sight Saver color harmony 
reduces eyestrain and fatigue; 
(3) Master-Craft's line is so broad 
you can readily fill every need 


t+ ee etree 


thorerberesr 
5 
o 


teette +o? +4 $$444 +424 ¢¢4@5 
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MASTER-CRAFT CORPORATIO 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGA 
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News Notes from Australia 
w. BEECHAM, CORRESPONDENT 
s0X £265, G.P.O., PERTH, W.A 
The Tasman! Government Statistician reports 


during ths incial year July 1, 1950 to June 30, 
1951, imports it it state included stationery valued 
t £426,717 f which £18,420 worth came direct from 
verses und ulued at £9,896 (£771 worth direct 
> - 
The South A lian Government Statist reports 
ring thi ionths to June 30, 1951, imports 
1 ersea tionery, and so forth, were valued 
£551 902 with the £437,418 of the previous 
uring Augu istralian Institute of Manage- 
Melbour1 ion, again held an Office Man- 
gement Conf und Exhibition at the Exhibition 
( s, Mell Conference sessions were held 
vel period four days and at these prominent 
perts lecture every important phase of office 
nagement. Delegates to the conference were given 
ple opportun ask questions and discuss their 
lividual prot 
Exhibits in tl in hall provided visitors with the 
ost spectacula ymprehensive display of modern 
fice equipme! ystems ever assembled in the 
ty and the ex 1 was open to the general public 
m aM. 1 M. daily 
Special films reened at afternoon and evening 
ion Throu it the conference and exhibition 
ress was plac ways and means of achieving 
m office fficiency and of improving overall 
y 1 etter office management 
An he recently registered were: C. J 
Gree Hol Ltd., capital £20,000; manufac- 
ture f offi ment and furniture; offices c/o 
Smith and Phil 113 Pitt St., Sydney. . . . Gorbert 
Binding Comp Pt Ltd., capital £10,000; manufac- 
ture! statio1 »., Offices c/o McLachlan, Hoare 
& Compa! 6V rd St., Sydney. W. A. Sheaffer 
Pen Company (Australia) Pty., Ltd., manufacturers of 
writing fluid nd pencils, factory 249 Johnston 
St.. Abbotsf b South Wales 
> * > 
Stott and 1 vood Pty., Ltd., dealers in office 
equipment, et Perth, have increased their capital 
to £150,000 divide 150,000 shares of £1 each 
The consolidat et profit of Pendene, Ltd., Mel- 
bourne, and subsidiaries, manufacturers of office sta- 


wonery, rost 


£85,222 plus £62¢ 
> 


394 plus £1,049 capital profit to 
il profit in the 12 months ended 


June 30, 1952. P was reached after allowing £140,- 
45 for taxati uding £16,345 for earlier years) 
against the £2 f the previous year. Ordinary 
dividend is rai n 1244% to 1742%, while prefer- 


ence dividend ly at 5% 

> > 
lit witl ently imposed import cuts, Pro- 
fessor Sir Di Copland, Vice-Chancellor of the 
y i Canberra, says: “Import restric- 
cious and insidious controls any 
Australia has fallen down on 
and as her economy is bound 
‘ountries, more work is required 


® obtain mors iction.”’ 

A leading in ist adds: “Now that the flow of 
Mports is red t is vital that credit be loosened 
agai Up to the time of the recent import controls 
& might have ise to limit credit as part of the 
itive against i But lack of flexibility on this 
subject on t f the government could prove 

Australia, al th other democracies, has devel- 


ving largely on the basis of the 
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SWIFT 


ADDING 
MACHINE 


SWIFT BUSINESS MACHINES CORP. 
Great Barrington, Mass. 


Send information about the Swift Adding Mochine: 


Dept. OA-10 


NAME_ 
COMPANY 


ADDRESS 





GRAND CENTRAL PALACE, WN. Y. 








Liquid Process Duplicator 


AF51 is the answer to your customers’ demand 
for a LOW-COST duplicator that really does a BIG 
JOB ... and here is why! 


NO SERVICE CALLS NEEDED 


Yes the AF51 does not require service calls. That 

means more dollar profits for you . . . that means 
more satisfied customers for you. And that’s only 
one of the many big advantages of the AF51 liquid 
process duplicator. 
The AF51 has features found only in machines sell- 
ing for many dollars more . . . all ball bearing con- 
struction for permanent ease of operation . . . 
prints up to 150 copies per minute with Hecto- 
graphia’s fool-proof automatic feed . . . Hecto- 
graphia STREAK-FREE roller moistening guarantees 
sharp, bright, even copy. MICROMETRIC pressure 
control insures clean, quick, economical reproduction 
of anything typed, written, drawn or printed on 
the master. . . . As many as five different colors 
WITH JUST ONE TURN OF THE HANDLE. 


CONSUMER TESTED ENGINEERING 
MEANS ABSOLUTE FOOLPROOF 
OPERATION 

To find out more about the marvelous 
Hectographia AF51 liquid process dupli- 
cator SEE US AT: 


BOOTH 260 | 


NATIONAL BUSINESS SHOW 








AFS51 the answer to your 
cust sd for a 
LOW COST duplicator. 





Hectographia Corporation 


110 West 17th Street New York 11, N.Y 
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| sketch about a “Fast Man With a Lathe”—wW. C. Dingg 
| of Emeco Corporation. It tells of his start in busineg 










WA 9-8944 


credit system. It is one of the responsibilities of man. 
agement to see that ‘the powers that be’ are 

fully aware of these things. For the more managemen 
of industry wisely advises government the more goy. 


more it will seek it.” 
* . 

New Zealand manufacturers want the introductig, 
of legislation requiring all goods to be branded with 
the maker’s name or trade mark and the country ¢ 
origin. For several years past representations hay 
been made to this end to the government, but no 
the Manufacturers’ Federation is preparing a suggestej 
draft of the desired legislation. 


* - + 


Although Australian wages continue to rise, the Neg 
Zealand Arbitration Court recently refused an applica. 
tion for a wage increase of £2 lls. 4d. a week, which 
would have added £71 million to the country’s annug 
wages bill, and fixed rates of pay as follows: skille 
workers, 5s. an hour; semi-skilled workers, 4s. 5d. ty 
4s. 8d. an hour; unskilled workers, 4s. 342d. an houw 





Fortune Magazine Tells of Emeco Success 
The August issue of Fortune Magazine carries 4 


and about the success of the firm in making aluminup 
chairs and lounges. 

Following is the Fortune Magazine story: “Wiito 
Carlyle Dinges set up his Electric Machine & Equip 
ment Company (now the Emeco Corporation), Ham 
over, Pa., with $300 capital in 1944. Currently hi 
capital account stands at $325,000—$175,000 of it ® 
earned surplus. Of the $150,000 in stock, Dinges own 
$135,000 worth, his employees own the rest. In a period 
noted for almost confiscatory tax rates this is quit 
a record. 

“Dinges, 36, was a civilian toolmaker during th 
war. In 1944 he got, through competitive bidding,s 
few small government subcontracts, totaling $70,008 
to make experimental Signal Corps antennas and je 
engine parts. Then he saw a bench lathe he cow 
buy for $100. So he sold his 1941 Chevrolet for $%@ 
bought the lathe, rented a loft in Baltimore for @ 
a month, and walked to work. 

“No one would lend him ,any money but he gt 
some progress payments to meet his payroll of 35 ma 
and the prime contractors advanced him material 
At war’s end he had 10,000 pounds of scrap aluminum 
tubing in his plant which he bought at the bargait 
rate of 344 cents a pound. It was, however, no bargall 
until he could convert it and he found that a smal 
market existed for the tubing in making legs fa 
dinette tables, a field of manufacturing complete 
new to him. When he moved into a rented plant i 
Hanover in 1946, he began making aluminum chal 
frames in addition to the table legs. Dinges soon fount 
that making furniture parts for manufacturers was 
pretty slow business, so he decided to make the whol 
dinette set and market it himself. He sold it asi 
novelty by direct mail in towns of less than 50,0 
population. He surmounted his first crisis by getting 
a bank loan when he was stuck with 7,000 chair frameé 
worth $24,000 (the company they were made for weil 
broke). Many times Dinges wished he was back ® 
business with just one lathe and just himself on t& 
payroll. 

“In 1948 he decided the dinette-set business woull 
never make him any money and he looked into 
market for aluminum office chairs and lounges—om 
of the few products that could be made in his some 
what specialized factory. He used his old direct-mal 
technique with these, kept his salesmen concentrating 
on institutional and dealer business. But his smartes 
move was to keep his eyes open for chances to bid @ 
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SERVICE TO AMERICAN BUSINESS 








fj i 4 " 





, Built Like a 
Skyscraper” 


SHAW-WALKER 


Home Office... Muskegon, Mich. 
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DEALERS HAVING THE SHAW-WALKER FRANCHISE 


can supply fire protection for business records of 
every size. Today, there are twenty-six Shaw-Walker 
Fire-File items which provide 24-hour protection for 
records, in convenient, compact, point-of-use models. 


Fire-Files are sold only to and by exclusive Shaw- 
Walker dealers.... Fire-Files represent only a few 
of the many time-savers and space-savers available 
from no one other than the Dealer having the enor- 
mous Shaw-Walker franchise. 


The Shaw-Walker 4,000-item franchise is the 
trade’s most valuable asset. /t’s worth asking for. 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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“Mutual confidence is the cornerstone of successful partnership’ 








“That's what we of Miami Systems Corporation believe and 
practice. Naturally, we pride ourselves on our quality 
product, and the universal acceptance of the service we 
render. But we know that we must have enthusiastic, de- 
pendable merchandisers to promote our products zealously. 
We know, too, that to obtain trusted dealers we must be 
able to offer inducements and incentives. 

“Assurance of liberal discounts is not enough. There must 
be assurance of continued confidence. Miami Systems 
Corporation makes this possible by observing a ‘hands-off’ 
selling policy. 

“Our business partners—loyal office supply and equip- 
ment dealers and representatives—are given an unquali- 
fied guarantee that they will not, under any circumstances, 
have to compete with their own source of supply—Miami 
Systems Corporation. 


MIAMI! SYSTEMS CORPORATION_/=3 


Ly 
CINCINNATI ®. ONO ie 
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“Men can attain real and lasting success only when they work 


together with complete cooperation and unquestioning faith.” 





“Assurance of this kind is given in the form of a Bonded 
Agreement, which is offered to selected dealers. This 
agreement guarantees that we will accept orders only 
through Bonded Dealers! 

“It is our conviction that dealers to whom such assurance 
is given, will in turn, give us a full measure of effort and 
cooperation. We believe that only those who are trusted 
will be true .. . and that 


‘Mutual Confidence is the Cornerstone of Successful 
Partnership.” 


“Does this way of doing business appeal to you? If so, write us for 
full details, or see us at Booth 79, N.S.O.E.A. Convention. 


cient Uppadosk 


Vice President 





—— 


FANS 


Lad 
sleues REGISTER FORMS @ 
~ CONTINUOUS PRINTED FORMS 


AUTOGRAPHIC REGISTERS 
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“= sovernment contracts. His close figuring on bids gave 


the larger office furniture manufacturers plenty of 

trouble. 

“Last year Dinges paid his 300 employees bonuses 

that totaled $216,000, made 105,000 aluminum chairs eee 


|} and lounges, grossed $3,400,000, and netted $84,000 


after taxes. If current sales are any indication he'll 
triple last year’s gross. Over 40% of his business goes - 
t9 government agencies and it adds up to so much 


that Dinges, who has done as much as anyone else to 


make the bureaucrats chair-borne, seldom has time FOR OUR OFFICE! 
to sit down 
¥ om 


SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


After giving the plan a trial during the school year 
f 1951-1952, the Stenotype Company of California is 
introducing the Stenotype training system in a large 
number of public schools in the Los Angeles area dur- 
ing the present school year. Several colleges are also 
|} included in the plan, according to Herman F., Miller. 
The system involves the training of faculty members 

conduct the classes. There is such a dearth of 
stenographers and stenotype machine operators that 
the opportunities for positions for those who can suc- 
essfully operate the machines are exceptionally good 
right now, Mr. Miller states. Obviously the opportuni- 
ties for sales by the company will be greatly increased 
ulso, he believe 











. ° . 


The new automatic square root calculating machine 
recently introduced by the Friden Calculating Machine 
Company has met with immediate acceptance in 
Southern California, according to Otto Christensen, 
sales manager in the Los Angeles office. Engineering 
firms, and perhaps most particularly the engineering 









: " and designing departments of aircraft plants, are find- 
ing the new machine a great time saver, Mr. Chris- * 
lp tensen states SERVEL {TIC 
> > o 


Kurt Vasen, western regional manager of the Victor 





Adding Machine Company, and A. W. Dahlstrom, PORTABLE, SILENT REFRIGERETTE STYLED AS SMART FURNITURE 
branch manager, each returned immediately after 
Labor Day from a two weeks’ vacation. 
. Le, Now you can keep cold drinks and snacks right by 
David Tr. Ligon, proprietor of the Glendale Type- the desk —in a sleek cabinet that’s smart in any office! 
writer Exchange, recently spent a three-weeks’ vaca- 
ded | tion at Apple Valley, Calif. Mrs. Ligon joined him for Think of the time and trouble your top executives 
Ths | “Oo final week will save! Business hospitality becomes as easy as 
he Jernization iob ; 2 ¢ anv’s ‘ a . 
onl The modernization ob at the company’s headquar opening a desk drawer! And what a wonderful 
’ which has been in progress for some time, is going ; t , 
head nicely. School business is very brisk this fall, way to impress customers! 
ince | according to re presentatives of the company. The firm Silent freezing system has 
IN Gian to the offices and in te Dutta Wasnuien S-year warranty, jut gets 
th in the offices anc siness ‘ rie: 
MEE detertmente it in — AC or DC, 32 to 230 
* * * volts. Mahogany, blond or 
A new salesman added to the force at the Southern white finish. Legs or casters 
California Adding Machine Company, 943 S. Broadway, optional. See it wherever 
Los Angeles, is Dick Hyland. He comes from the Ship- . 
for . alte ne appliances are sold. \ 
‘/™ | man-Ward Corporation in Chicago. Mr. Hyland first fine app af pe 
took training as a floor salesman to familiarize himself 


with the company and with the general business set-up 


before going on the territory as an outside salesman. » 
Jack Urquhart, mechanic in the shops of the South- 
ern California Adding Machine.Company, has returned 
den } to work after being out three weeks as the result of a 


tonsil operatior 
operati The name to watch for great advances in 


> > . 


Paul King, formerly one of the proprietors of the REFRIGERATION and AIR CONDITIONING 
Southern California Adding Machine Company, now GAS + ELECTRIC 

Proprietor of a sporting goods store known as Sports Some ton: cena had 

King, 8902 S. Western Ave., Los Angeles, recently made in Canada, Servel (Conede! lid., 548 King Street W., Toronto, Ontario 
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HIGHEST 
QUALITY 


Prompt 
Efficient 
Service 


Specializing 
in 
packaging 
under dealer's 


private imprint 


“The Complete 
Line” 
Stands the test 


of time 








DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


HERE IS YOUR CHECK 
LIST... 


CARBON PAPER 


Typewriter 

Pencil 

Billing 

Saddleback or Reverse 
Speed-o-form 
Hectograph 
Stencil 

Binder 

Jacket 

Book 

One Time 

Special Strip 

For Orzalid process 


INKED RIBBONS 


for 


Typewriters 
Adding Machines 
Billing machines 
Bookkeeping machines 
Addressograph 
Dupligraph 
Speedaumat 
Multigraph 
Multilith 

Daters 

Time clocks 

Flat bed presses 
Special purposes 


CARBONIZED ROLLS 


for 


Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 
Tailor marking 

Neon (asbestos) marking 
Teletype 

Elliott Addressing 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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quite a fisherman’s record by catching an enormoy 
albocore in the channel between the mainland 
Santa Catalina Island. Mr. King pronounces himsej 
very happy in his present line of work. 

7 . 7 

Vroman Office Furniture & Fixtures, 1271 E. Col. 
rado St., Pasadena, has sold the business property 
this address, and at this writing is slated to move & 
137 S. Lake Ave., according to Richard (“Dick”) St 
manager. The new location will be occupied until th 
new home for the company at 695 E. Colorado St, § 
completed. This last-named site was recently py. 
chased and the old building now on the property, , 
building previously occupied by Vroman, will be tom 
down and a fine two-story modern structure will fp 
built. 

It is expected, Mr. Strait says, that it will be neces. 
sary to wait about 18 months before moving into th 
permanent home. The location on S. Lake Ave. is vey 
central and offers plenty of room, since it is a building 
formerly occupied by a department store. 

Vroman Office Furniture & Fixtures was establishe 
in 1931 at 695 E. Colorado St. and moved to 12718 
Colorado St. in 1943. Growth has been both steady ang 
rapid, Mr. Strait says. 

A. C. Vroman, Inc., books and stationery, is locateg 
at 469 E. Colorado St. , , , 


Business opportunities are good if you are willing t 
work and go out after the business that is definitely 
available, says B. H. Parker, proprietor of the Alhambr 
Typewriter Exchange, 39 S. Garfield St., Alhambr 
Underwood representative for this area. 

With the rapid growth in population in Southem 
California and the multiplication of business estab. 
lishments, there is plenty of business just outside th 
door, Mr. Parker asserts, and the man who finds it sloy 
is the man who does not Keep busy. At any rate the 
Alhambra Typewriter Exchange is doing all right, h 
adds. Mr. Parker bought out his partner some month 
ago and became individual owner of the company. 

* * + 

A new salesman added to the force of the Marchant 
Calculating Machine Company branch at 804 S. Spring 
St., Los Angeles, is David La Field. Mr. La Field is a 
experienced salesman. 

A very encouraging feature of business right now 
says Harold B. Black, agency manager, is that sucha 
large percentage of the sales are individual order 
This means that business is good in a general way ani 
that all the salesmen are participating in the benefits 

When volume of sales is represented largely in mas 
orders from large companies that does not necessarily 
mean that business in general is good, Mr. Black states 
and it also can mean that certain salesmen are striking 
it lucky while others are suffering disappointments. 
The condition right now is much more encouraging 
the men and much more meaningful from a busines 
angle, he believes. ro 


George H. Griffith, 75, one of the most widely-known 
men in the office supply industry in Southern Cal- 
fornia as well as in many other parts of the country, 
a man who spent a large portion of his business life a 
a representative of the Koh-I-Noor Pencil Company, 
died at his home at 8257 Fountain Ave., West Holly- 
wood, on Monday, August 11. 

Mr. Griffith, who was born in England and educated 
there, had what may be called a very unusual careét. 
When World War I began he was in business in Ger 
many although a citizen of Great Britain. He wa 
made a prisoner by the Kaiser’s government and al 
of his property confiscated. He was placed in a cell 
where he could not stand erect and lived for sevé@ 
months on a small portion of black bread and a smal 
pan of water passed in daily through a tiny window 
He was then taken out and placed in a prison camp 
All told, he was a war prisoner for more than fo 
years. 

Coming to the United States after World War 1M 
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Everybody knows where the 
““Golden Gate” 
can be found... but 






















does everybody in your community know 
what products and services you sell . .. where 
you are located? Make sure new customers 
do by listing your name and the merchandise 
you feature in the ‘yellow pages’ of the tele- 


phone directory. 


The ‘yellow pages’ are at hand in homes and 


business organizations all over your town. Aue wn 


And when your name and featured products 
appear in the ‘yellow pages’ you help new 


prospects find you quickly and easily . . . and 














constantly remind your old customers of your 
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business. ay 

















Yellow pages’ advertising is a 














proved selling service being used 


by many retail stores in your 





own community. Why not let it 
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start helping you sell? 
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FOR FURTHER INFORMATION CALL YOUR LOCAL TELEPHONE BUSINESS OFFICE. 
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E’know- 
a world of ////7TRIALE 


Really scientific achievement is considered 
accomplished only after timeless research . . 
and indefatigable testing. ROSE Products 
are produced that way! Laboratory tested 

proven ... dependable. Rose Products 
are dependable because they rank highest in 


performance and satisfaction. 





Specialists in the manufacture of: 


MASTER UNITS (Plain and Printed) | 
SPIRIT CARBONS 

HECTOGRAPH CARBONS 
Hektowriter Rolls 


Also Duplicating Fluid and Hand 
Cream | 


wor 


“SE 


RIBBON AND CARBON 
MANUFACTURING C8., INC. 


General Offices and Factory...HWarrison, N. J. 
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Griffith went with the Koh-I-Noor Pencil Company 
and during the quarter of a century that he was with 
the firm covered every city above 50,000 people in the 
United States, Canada, Mexico, and the West Indies. 
He had been retired about seven years. 

In addition to his widow Mr. Griffith is survived by 
one daughter, Mrs. Marjorie Buchanan of Colorado 
Springs, Colo 

7 - 7 

The Dictating & Recording Company, Inc., 621 S. 
La Brea Ave., Los Angeles, has recently taken over, 
and completely modernized, an adjacent business room 
frontage of 25 feet. This addition increases the com- 
pany’s floor space by about 3314%. 

The new store has been added to give storage and 
selling room as well as window display space for added 
lines of merchandise. The company now, in addition 
to representing the Olivetti line and the SoundScriber 
line in Southern California, represents various makes 
of typewriters and adding machines, among these Bur- 
roughs, Remington Rand, Clary, and Smith-Corona. 

The new manager of the greatly enlarged adding 
machine and typewriter set-up is C. C. Clifford, a man 
widely known in Southern California because of his 
previous connections with three or four major office 
machine companies. 

Two new men are now in training for sales work. 
They are Peter Duchow and Reed Lawton. 

Dictating and Recording Company, Inc., has been 
distributor for the Olivetti Printing Calculator, an 
import from Italy, for the last year, covering the City 
of Los Angeles. All of Southern California has been 
covered for SoundScriber. Business in all lines is very 
satisfactory, according to Richard E. Stewart, vice- 
president and sales manager. The president of the 
company is Norman A. Kramer. 


« + = 


K. A. Adams (‘‘Ken” Adams), central regional man- 
ager for the Clary Multiplier Corporation, is being 
called to the home office in San Gabriel, Calif., to head 
up an expanded dealer program that the company is 
now fostering. The plan involves the re-zoning of re- 
gions throughout the country. Heads of the company 
feel that Mr. Adams has done a good job in the Mid- 
West 

The decision for changing the former set-up, the 
management points out, has been hastened by a new 
trend in the adding machine industry toward multiple 
selling through non-exclusive dealers. The territory 
of Clary franchise dealers not only will be protected by 
the company, but these dealers will be offered addi- 
tional distributorship advantages to meet competition. 





Newspaper Features Evansville, Ind., Leaders 


A recent special edition of the Sunday Courier and 
Press, Evansville, Ind., features a number of the res- 
idents well known through their connections with this 
industry. Occasion for the special edition was the 
highlighting of a “Forward Evansville” pledge. 

Quoted from the edition is this mention: 

“Gilbert Bosse, of Imperial Desk Company, says his 
plant has constantly been oversold for the past three 
years with the plant running at or near capacity. 
Other manufacturers tell of a plentiful supply of orders 
and crowded production schedules. 

“To help push the new line (the metro-executive 
group) Imperial is in the process of modernizing its 
entire plant with new machinery. The company will 
move into a new 26,600 square-foot building in Septem- 
ber. It will be used for new equipment and expansion 
of manufacturing facilities.” 

Pictured with the Evansville “Committee of 100” for 
civic progress are Mr. Bosse of Imperial Desk, Sidney 
Butterfield of Smith & Butterfield, newly-elected 
NSOEA governor; William H. Noelting, president and 
general manager of the Faultless Caster Corporation; 
and Leo H. Wittgen of Smith & Butterfield. 
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Look what you're getting 


trom Osterlbrook 


this Christmas 












The Biggest 
Advertising 
Campaign in 
Esterbrook 
History 
Powerful 
sales-making 


ads in all 
these magazines 


* 

Check Your 
Stock Now. 
Order Today! 


THE ESTERBROOK PEN COMPANY 


CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Compeny of Caneda, Lid., 92 Fleet Street, East; Toronte, Ontario 
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Another “Natural” that you can sell to... 


AISE THE OFFICE 
STANDARD OF LIVING 





Sanhord's xit 
New Instant INK ERASER.. 


No metal to cut 
office workers’ fingers! 
It’s so easy to apply Sanford’s Ink Eraser . . . just 
a matter of removing handy glass rod applicator 


from top of can. No sharp-edged tin exposed to 
cut fingers or hands. 


Stands secure— 
in non-rolling 
metal box 


The Sanford Ink Eraser metal 

container is square and stands 

ready for use... . no roly-poly 

bottle to roll off desks. Always Stands up on decks ... the 

handy for immediate use. metal container protects solu- 
tion from light. 


FASTEST SINGLE SOLUTION INK ERASER 
ON THE MARKET! 





Sanford’s New Instant Ink 
Eraser eliminates four time- 
consuming steps in eradica- 
tion. You don’t have to take 
off and put back the cover of 
the can or remove and re- 


place the bottle. Apply with 
the accessible glass rod... 





and one, two, three, you're 
off to a clean start! 
FITS RIGHT IN ~~ = 
DESK DRAWER. >, 
rant wee 
Desk workers can write 100,000 words 
from these desk-size bottles—all the 


ink an average person can keep fresh! 
Each % oz. Sanford PENit Ink Bottle 
is a fresh clean inkwell—and fits the 
center drawer! 


Ga TOUS. 


SANFORD INK COMPANY « BELLWOOD, ILLINOIS 
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News Notes from NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
P. O. BOX 2835, GREENSBORO, N. C. 

If I were a singer I would start this epistle off by 
singing “Oh How I Wonder Where Eddy and George 


are’—meaning my two self-appointed so-called ep. f 


workers in the field of journalistic enterprise. Or, jp 
non-Adeliac terms, the two guys that were to seng 
me the news items from Florida, Georgia, Alabama 
and Tennessee, namely; Eddie Boulos and Geo. Drange. 
Tommy Tompkins comes through each month with 
something but not this pair. Eddie must be too busy 
raising chillun but George I’m just not sure. All [ 
hear from those four states is from somebody else. 
* aa - 

Walter Coleman, firm of the same name in Florence. 
S. C., went to the hospital on August 27 for a hernia 
operation and from a report I received later everything 
was fine and Walter was resting well. Hope by this 
time it is nothing but a fond memory. 

“ 7 * 

It is something unusual for a town of the size of 
Conway, S. C., to have two really nice office supply 
stores but such is the case there. Holbert’s has been 
there for several years but on April 1 Mr. Bourne 
opened “Bourne’s at 1108—4th Ave. He has a very 
attractive store, modern in every respect, and is stock- 
ing some furniture and equipment. Mr. Bourne has 
been selling office supplies for a number of years but 
has never had a street level store. This is a nice ex- 
pansion and we all wish him well. 

* - * 

If you ever go through Roanoke Rapids, N. C., and 
get “hooked” for a traffic violation, you might be tried 
by hizzoner “Mayor Pruden,” owner of Pruden’s, pur- 
veyor of things office supplyish. On my last visit he 
was “holding court” and so was not available for the 
“Bainbridge hug.” 

Mr. Lingle, for many years the buyer at Rowan 
Office Supply Company, Salisbury, N. C., is moving 
to Carolina Beach, N. C., on September 1 and expects 
to open a swanky tourist court next spring. Sam 
Plexico is taking over the “hot seat” vacated by Mr. 
Lingle. 

* . * 

If you haven’t seen that new home of Storr’s in 
Raleigh you have a real “office supply treat’ coming 
to you. The firm has moved out of the up-town dis- 
trict to 1732 Louisburg Road, that is U.S. No. 1 going 
north, next door to the Alamo Plaza tourist court. 

The new store is a all-on-one-floor job with the 
retail store in front, then the stock and shipping 
room, then the warehouse. The arrangement is one 
of the best I’ve ever seen and, needless to say, Mr 
Storr and the “hired help” are tickled to death with 
it. We are proud for you boys—congratulations 

” - 


When I drove up to Storr’s new home there was one 
of those “Florida” (meaning yellow) Cadillacs out 
front all shiny and matching the new store in splendor 
“Ruby” Green’s it was. 

* = © 

The boys at Raleigh Office Supply Company, town 
of the same name, are threatening to change the 
water jug, or something. All of ’em are breaking out 
with “kid-itis.” Geo. Howard is “expecting.” “Cat” is 
expecting. Alex Brock just brought in a new son as 
did “Curley” Dawkins. Jimmy already has a “bumper 
crop” and has hung out the sign. A “full house’ 
in that neighborhood ain’t no card game affair 

« a. . 

Here is one that should interest those of you who 
are “economy minded.” Elmer Duke, Jr., Joe Shank’s 
associate, tells me that should any of you have trouble 
getting a room in Miami try the Lindsay-Hopkins 
Hotel. It is up on 3rd or 4th St. a few blocks and 
is operated by the L-H Vocational School. The top 
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Back in 1827, Joseph Dixon Crucible 
Company had its beginning. We ve 
made many good and lasting friendships 
since then...and the best place we know 
of to make new friends and see old 
is at the National Stationers 


Annual Convention—where we plan to 


friends 


do some cele brating. 
With a great consumer contest 


recently completed, together with 


JOSEPH DIXON CRUCIBLE CO., Pencil Products Div.98-J10, Jersey City 3, N. J. 
\ hoki 041 A The Nations Fiat: Poneil' 
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follow-up 4-color ads in national publi- 
cations, Dixon is making 1952 the big 
year for close sales cooperation and 
advertising support to stationers—the 
most complete program of any pencil 


manufacturer! 


Our booth is *89. We'll 
be there to greet you! 
















IF YOU WANT TO SELL MORE CHAIRS 
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Comfort, style and durability 
_ 


Chairs outstanding values Se 5A 


Ss a 


combine to make BOLING 





which are quickly recog- 


nized by buyers everywhere! 


This solid worth has created 
a forty-five year old founda- 
No. 7110 
tion of customer-satisfaction 
that today makes BOLING 
America’s fastest selling t No. 7111 
chairs...and places you in a 


preferred market position for 


fast turnover, higher profits. %; 


HIGH POINT BENDING & CHAIR CO. $ pHAmenricas “fastest 


SILER CITY, NORTH CAROLINA 


DMR ioe 3 Selling Chairs 
( habe 


High Point Bending & Chair Company of Siler City, N.C 
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four floors are used as a hotel and the equipment, 
service and food in the coffee shop is of the best. All 
of the help are people learning hotel work and are 
naturally bending over backwards trying to please. 
Sounds like a very good deal to me. The prices are 
decidedly low for the entire year. 
~ * “ 

For a slow “wind-up” and a fast “follow-through” 
I nominate the boys at C. Woodard Company, 105 
N. Douglas St., Wilson, N. C. They started in just a 
few years ago and now have three floors of as modern 
and well-appointed store space as can be found any- 


where. They have a complete line of office supplies | 


and equipment but are “specialist” in safes, both new 
and used, and display cases. H. H. Alexander is man- 
ager with H. P. Benton and R. Q. Ward other partners. 
Don’t make the mistake of passing these boys up. They 
are going places 

* * om 

There have been a couple of “fast turn-overs” re- 
cently. Johnny Floyd left S. P. Richards and opened 
a store in Decatur, Ga., then left that and went back 
with Richards. Howard Peacock then left Richards 
and is running the store. Then along comes George 
Florence. He leaves National Blank Book and goes with 
the College Store in Gainesville, Fla. Now, he is back 
with National. Both these boys have their same old 
territory 

+ 7 * 

I hear that Glen Moak (Carter’s Ink) has been in 
the hospital for an operation. None of the details are 
available but I understand he is expected back on the 
road about September 2. 

+ - ™ 

While in Atlanta on my vacation I checked on Roy 
Martin, Carithers-Wallace-Courtney Company, and 
learned that he is still out at Lawson General Hospital 
and, although he is progressing nicely, he expects to 
be there about nine more months. Ed. Fisher, of the 


same firm, was out there too for a hernia operation 
and bringing Roy up-to-date on the C-W-C doings. 
- * * 


Tommy Tompkins, bless ’im, tells me that Woods 
White, The Office Equipment Company, Chattanooga, 
Tenn., now has his son, Woods White, Jr., associated 
with him and is moving into newer and larger quar- 
ters right next door. Woods already has the most 
beautiful “sister” team in -the stationery industry 
working for him in the Silvey girls—Kay, Barbara 
and Dot—so with the new store he really should have 
a show place 


> 7 * 


“Huncan Dines Again” 
Although Florence, S. C., is not generally used as a 
stopping-over town quite a few of the boys do 
pause. Good eating places are not too plentiful there, 


so I am going to give you one that is about as good 
as anywhere else. If you should stop at the Florence 
Hotel you need go no further because it is their dining 


room which holds the No. 1 spot in my book. 

The service is of the best, prompt and courteous. 
The atmosphere leaves nothing to be desired and the 
food, although they claim no blue ribbons or recom- 
mendations of kings, is well-cooked and well-seasoned. 
Iam sure you will enjoy your meal there every bit as 
much as I have. The dining room is well patronized 
by the traveling gender, as evidenced by the pre- 
iominatel customers, so that alone should be 
recommendat enough. 





New York Company Incorporated 
Accounting Machine Clearing House, Inc., which will 
manufacture, repair and rebuild calculating machines 
and other | ess machines, has been incorporated 
n New York. Capital stock was listed at 200 shares, 
par value. The directors are Flora Marion, Dinah 
nan Marion, whose addresses are listed 
Ave., Brooklyn, N. Y.—EEG 
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» No More Torn, 
—»., Pulled Out 
ose Leaf Sheets 


Y NEW OFFICE MACHINE 





HAND 


> Reinforces and Punches 


SIN ONE STROKE! 








I the big new hit of the office appliance 
field! And no wonder! This amazing new 
machine is just what every office needs. It re- 
inforces loose leaf sheets automatically — 
applies tough acetate tape reinforcement as 
it punches holes, all in one stroke. Or it ap- 
plies tape to holes already punched. Just 
press lever and the tape is on, firmly affixed, 
protecting holes from tearing, preventing 
sheets from pulling out. Loose leaf books and 
ledgers are kept neat and tidy; valuable 
records are safeguarded against loss. 
Business firms large and small are equipping 
their offices with this indispensable new 
TARGET PUNCH-REINFORCER. Inquiries 
by hundreds are being converted into sales 
and profits for stationers everywhere. Stock 
the Target Punch-Reinforcer and watch it 
sell on sight! Information and liberal trade 
discounts on request. 


Visit Room 501 
Conrad Hilton Hotel, Chicago 
NSOEA 


Visit Booth 356 
Grand Central Palace, WN. Y. 
National Business Show 


MODEL PR3 DELUXE 


3 Hole Model for 3 Ring 
“ad Binders 
_ 8!/,” outside centers 











- 


“TARGET REINFORCING TAPE 


Made of extra strong, adhesive-backed 
cellophane, pressure sensitive. Comes 
in easy-to-insert rolls, 6 rolls in airtight 
container — a steady repeat item for 
stationers. 


Stationers Supply Corporation, W.Y., U.S.A. 


National Distributors : 
- 
Aigner Index Company 
97 Reade Street, New York 13, N. Y. 


Canadian Representative: Brown Bros. Ltd. 
25 Waterman Avenue, Toronto, Ont. 
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BASSICK DIAMOND- 
ARROW CASTERS 


.. the most efficient. Smooth- 
rolling, easy-swiveling. Types 
for all wood and metal chairs, 
typewriter stands, etc. 


2M in 


BASSICK RUBBER- 


CUSHION GLIDES 


.. broad, flat, polished, hardened stee! 
base. Inexpensive. Easy to attach. 


3 Sage Cop dh fom 


dames CUPS 
AND SHOES 


.. Bassick-made, glove fit- 

. ting, square rubber shoes or 

round and square com posi- 
tion cups. 




















Three profitable answers to 
three typical office problems! 


As you can see, there’s a common denominator 
to all three. It’s Bassick. You always have the an- 
swer to any caster or floor protection problem when 
you carry the world’s largest line. Nationally adver- 
tised. THE BASSICK COMPANY, Bridgeport 2, 
Conn. Jn Canada: Belleville, Ont. 


i bei 
Ti, 
5% 








Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS. MAKING CASTERS DO MORE 
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Penn-Mar-Va Travelers News Notes 


JOE WARDMAN, CORRESPONDENT 
5713—25TH AVE., S.E., WASHINGTON 20, D. C. 

Somewhere along the line it has been said that alj 
roads and modes of transportation lead to the Conrad 
Hilton Hotel, Chicago, Ill., October 4-8, for the 46th 
annual convention and exhibit of the National Sta- 
tionery & Office Equipment Association. 

Judging from pre-convention literature one would 
be quite safe in saying this will be the biggest and 
bestest. It certainly will be quite a feather in the 
club’s cap to have a large turn-out of membership, 
A terrific panel of speakers, with a powerful message 
for both dealer and traveler. And for the ladies, a 
full schedule of well-planned activities. 

As promised in a previous column the club is quite 
proud to present in full the plans for the annual 
breakfast during the convention. As usual Ben Wachtel] 
has done a swell job in drawing up the final plans. 
Members will assemble fairly early on the morning 
of October 6 in the West Ballroom of the Conrad Hilton 
Hotel. During the breakfast the club will present to 
the incoming president a gavel, suitably engraved, as 
a mark of respect and a token of friendship. Invita- 
tions have also been extended to Paul Burbank, 
General Manager, NSOEA, and Samuel Rosendorf, 
Governor of Region 3. 

It would help a great deal in the planning of the 
breakfast if all members who expect to attend would 
drop Ben Wachtel a card. Let’s not forget! We would 
like a 100% turnout of all those attending the NSOEA 
convention. 

* ” - 

Walter Mallorey of Mallorey Office Supply Company, 
Inc., Washington, D. C., expects to become a granddad 
sometime in September. 

” - a 

We regret to announce the passing of Joseph Young, 
traveler and a member of the Penn-Mar-Va Travelers 
Club, during the last week of July. Funeral services 
were July 28 and several club members were in at- 
tendance. We extend our sincerest sympathy to the 
family. 

* - *« 

Sally Oberdick, formerly of York Office Supply Com- 
pany, York, Pa., is now on the retired list. Miss Ober- 
dick is at home recuperating from a serious operation. 
We wish her a speedy recovery. 

* . * . 

The Baltimore Stationers Association recently elected 
the following officers for the fiscal year 1952-1953: 

James Miller—President, Modern Stationery Printing 
Company. 

Calvert K. Johnson—Vice-President, Julius M. Stark 
Company. 

Jesse Kaufman—tTreasurer, Lucas Brothers. 

John Busch—Secretary, Baltimore Stationery Com- 
pany. 

A wonderful group of fellows to represent a grand 
membership of stationers. Here’s to a very successful 
year. 

Spencer Hayes, Sr., of Hayes Office Equipment Com- 
pany, Norfolk, Va., is still on the ailing list, but is be- 
ginning to look like his old self. Joe Kempton, Jr., 
son of Joe Kempton, Richmond Office Supply Com- 
pany, Richmond, Va., is now on the road to recovery 
after an appendectomy at the University Hospital, 
Charlottesville, Va 

When driving up from the Deep South don’t forget 
Colonial Press, in Fredericksburg, Va., the halfway 
point between Richmond and Washington. Inciden- 
tally it has been newly air-conditioned; a great place 
to cool off during these summer heat sieges 


* * * 


Service Printing Company, Harrisonburg, Va., is now 
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The franchise that 





Show customers folders that give top service. 
*Y and E” folders are tested for stock, strength, 


uniformity. color. thickness and finish. 


Show customers how the right folder can make 
work easier.“"Y and E” tailors the folder to the 
job! “Y and E” folders come in all cuts, blank or 


printed tabs. In Bill, Letter and Cap sizes. To 


fit “Y and Ek” 


type of tab, plain or celluloid, flat or angular 


or other installations. With any 


metal. Direct Vision, or celluloid insertable .. In 
a range of colors. Reinforced or single top tabs. 


1. 





With or without binders. In Kraft, Empire Ma- 
nila, heavy Durafile, Yawmanotk (red rope), or 
Pressboard .. In popular weights. 


Give prompt delivery! Customers like getting the 
folder they need —when they want it. Stock the 
complete “Y and E” line—deliver immediately. 
Make reordering easy—for your customer—and 
for you. Reorder number is printed inside every 
*Y and E” Kraft, Manila, Durafile, and Yaw- 


manotkE folder. 


Order your “‘Y and E” stock now so you'll be ready at transfer time. 





REMEMBER 


cONVE 
Booth 92 








means quality merchandise 
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Also Makers of Quality Steel Office Equipment 





1015 JAY STREET « 
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ROCHESTER 3,N. Y., U.S. A. 








aluminum 
chairs 


QUALITY IS NOT ENOUGH 


To just provide the dealer with a good product is not enough. 
The manufacturer must also have a favorable dealer policy and a 
program for helping the dealer to sell his goods 

FINE-REST has the quality and a policy of protecting the dealer. 
Furthermore, FINE-REST is now embarking on an extensive program 
of startling dealer's aids 

Why not feature the best—why not feature FINE-REST? 

Write for information on available FINE-REST franchises 








Visit the Fine-Rest Display 
NSOEA CONVENTION e« CHICAGO 
ROOM 534-A 








ALUMINUM SEATING 


17 $. CHERRY STREET * AKRON 6,OHIO 


Dishribuler AETNA SAFE CO., 46-50 W. 2 









Sth St., N. Y. 
METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 


SAFE & EQUIPMENT WHOLESALERS, 260 S&S. FIFTH ST., PHILADELPHIA 6, PA. 
EASTERN PA. DISTRIBUTOR 
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in the process of enlarging its quarters. A new fully 
equipped retail stationery store will be incorporate 
in the expansion. 

Dick Bagley has opened his new store in Newport 
News, Va. The company is to be known as Bagley 
Office Equipment Company. An old hand in the ine 
dustry will be associated with the firm—Pete Carter, 
formerly of the Office Supply Company, Huntington 
Ave. He will be glad to welcome his old friends to q 
new enterprise. 

Jack Royster, formerly of General Fireproefing Com- 
pany, traveling Virginia, North Carolina and South 
Carolina, is now associated with Cole, Harding & 
James, Inc., Richmond, Va., in the capacity of sales 
manager. Here’s to a great guy, hit them hard Jack. 


* * ” 


Congratulations are in order for Mr. and Mrs. Clyde 
Wilkinson, Clyde being that good-looking chap who 
may be seen at Cole, Harding & James Inc., Richmond, 
Va. They have just welcomed a new little bundle into 
the family. Mother, daddy and baby are all doing fine. 

” 7 * 

Sure detest repetition but just a short note with a 
news item would make a great big impression with 
your correspondent. 





New England Travelers Club Notes 


Travelers in the New England area are looking for- 
ward to a program of Boston Stationers Association 
meetings scheduled for the 1952-53 season. The ses- 
sions arranged are as follows: 

October 20—Hotel Shelton. Speaker, Dr. Ralph D, 
Cies of NSOEA. Members of the NET Club convene at 
4:30 p.m. prior to the evening meeting. 

November 17—Hotel Shelton. Speaker, R. A. (Andy) 
Maish, vice-president of Dennison Manufacturing 
Company. 

January 12—Hotel Shelton. Speaker, Carl W. Prie- 
sing, vice-president of American Pencil Company. 

February 14—Hotel Statler. Annual banquet and 
Valentine party. 

March and April dates to be announced. 


* * * 


Smith Office Equipment Company, Inc., New Bedford, 
Mass., operated by Russell Smith and Joe Schofield, 
has moved into larger quarters at 230 Union St. 

Another new store is that of Kilborn Brothers, oc- 
cupying an improved lay-out at 111 Court St., New 
Haven, Conn. 

The J. S. Mathews Company, Bridgeport, Conn, 
observed the 25th anniversary of its founding recently. 
Jasper S. Mathews, Sr., president of the firm, started 
the business in 1927 under the name of Mathews 
Brothers, Inc. 

These items are taken from the September issue of 
the New England Travelers Club News edited by John 
F. Nackley, 63 Franklin St., Boston 10, Mass 


















Stationer Golfers Winding Up Play 


Tournaments at Preakness Hills September 16 and a& 
Hackensack September 30 marked the close of thé 
month’s competition in the Stationers Golf Association 
of New York. 

Going into these final tournaments the leaders fo 
the season’s cups were J. Schlanger in Class A and & 
Yager in Class B. 

With 14 handicap off his sparkling 79 gross, W. Ben 
nett turned in a low 65 score for the Echo Lake tourna 
ment in Class A and R. Soulby had 70 net to lead 
Class B 
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LOOSE~- LEAF COVERS 
Give Your Customers what 






"BUILT-IN FASTENERS. 


@ Made to surpass the finest 
on the market. 


® Styled to capture the ad- — 
miration of all. 


® Acclaimed the most popu- 
lar item of its kind. 


© A proved sales builder! 















With DUO-TANG, you provide a 
wide range of fresh-looking colors, 
a selection of beautiful materials for 
your customers’ choice, quality that 
is tops, and prices that are right. 


Give your customers the loose- 
leaf binder they want.. OUO- 
TANG. You'll do better to stock 
America's Most Beautiful inexpen- 
sive ioose-leaf cover. Don't delay! 
Get your share of this business. 


Write today for details and catalog 
of complete line. 

























NOW/ STILL ANOTHER 


ADVANTAGE TO BEING A 


Guild staTIONER! 


PACKAGING FOR THE 
Guild CARBON AND 
RIBBON LINE. 


STATIONERS’ GUILD again leads the way in 
stationery merchandising!—a complete line of 
carbon papers and ribbons, all distinctively pack- 
aged in newly designed “brand family” boxes. 
With space for your store identification and. . . . 


Oobles-Codedd FOR GREATER CONVENIENCE ! 


Each of the different grades of GUILD Carbon 
Papers and Ribbons is packaged in a color-banded 
box .. . a different color for each grade. This is an 
outstanding aid for you in identifying stock on 
your shelves—in quick selection of the right type 
carbon to fill your customers orders. It's new... 
it’s different . . . it’s distinctively GUILD! 


IT PAYS TO BE A EpUil?d sTATIONER 


@ A full line of top-qual- 6 Free advertising aids, 
ity stationery products, all including the privilege 
attractively labeled and Of using GUILD STA- 
identified as GUILD. The TIONER identification in 
GUILD line is a full line your advertising and busi- 


: ; ness correspondence. 
... a profitable line! 


® Sales Manuals, Win- 
@ Regular Bulletins ap- 4. Displays, Counter 
praising you of what is Cards designed to help 
new and news in station- you increase your Guild 
ery seiling. sales. 
Send for FREE GUILD Booklet with complete intor- 
mation on how you can become a GUILD Stationer. 
Write on your letterhead, or use the coupon below. 
Visit us at Booth 81 


= CLIP and MAIL TODAY 


STATIONERS’ GUILD OF AMERICA 


1305 Morris BLDa. 
PHILADELPHIA 2, PENNA. 


I'd like to know more about the Stationer’s Guild. 
Please send me your booklet and complete information. 


NAME 


ADDRESS 
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OF THE NATION" 


News Notes from District No. 5 


FLOYD E. ZINKHON, CORRESPONDENT 
6740 ELWYNNE DR., CINCINNATI 36, OHIO 


The Poundsford Staticnery Company of Cincinnati 
held its annual employees’ picnic Sunday, September 
7, at Mt. Airy Forest in Cincinnati. There were 120 
employees and their friends attending and a good time 
was had by all. Bruce McCaleb really outdid himself 
on the eats—plenty of turtle soup, corn on the cob, 
hamburgers and the foamy stuff. The prizes donated 
by the various travelers were well distributed. 

~ ” ” 

Welcome to Walter Trites, the new manager of Globe 
Office Equipment Company in Cincinnati. Most of you 
fellows know Walt and he wants all his friends to stop 
in and say hello. (Do we get an order, Walt?) 

- + - 

Cal Long, that old picture taker, is sporting both a 

new car and a new home. What’s the secret, Cal? 
x * . 

We were sorry to hear that Ed Smith of the Cleve- 
land News has been laid up. Hope you are back on the 
job soon, Ed. 

a - ~ 

S. L. Channon of F. W. Roberts Company opened a 
new store in Chargin Falls September 6 and they tell 
me it was a huge success. Good luck to all. 

* * ” 

Morry Wasserman, formerly of Service Office Supply, 
opened a new business in Detroit, the Home Office 
Supply, 87 W. Palmer St. 

* ~ x 

Albion, Mich., has a new business, the Wilking Office 

Supply Company. Herb Wilking is the proud owner. 
* - x 

Our sincere sympathy to the family of the late Lynn 
B. Emery, who died August 19 in Detroit. Mr. Emery 
was one of the real old timers of the industry and 
was honored at the recent Detreit golf party. 


* * * 


The sudden passing of our friend Harry Short of 
Chicago was a blow none of us will get over soon. Harry 
was one of the finest men to travel on the road and to 
my knowledge none could ever say anything but the 
best about him. He was the most honest man you 
would want to know, a real friend to all. 

Harry has left his son, Neil, to carry on. To say Neil 
is a chip of the old block would put it mildly. He will 
carry on in the Harry Short tradition, truth to all and 
fairness to everyone. 

In speaking for the fellows of the Fifth District we 
extend our deepest sympathy to the family 





Announce First Annual Toledo Business Show 


Participation of the industry has been invited for 
the first annual Toledo Business Show. 

Dates for the show are Tuesday, October 14, through 
Friday, October 17. The place is the ballroom of the 
Secor Hotel. 

This promises to be an outstanding display of busi- 
ness machines and office equipment by leading com- 
panies. The populace of the Toledo, Ohio, area will be 
brought face-to-face with the things these manufac- 
turers have to sell. 

Direction of the show is by the Universal Exhibitors 
301-4 Terminal Building, Toledo 4, Ohio. Jack Senn 
is general manager. 
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Any time and 
every time... 


the 


YELLOW BOX LINE 


is best! 


Time-tried... quality-proved...consumer-preferred! 








Oakville’s complete Yellow Box Line of 
paper fastening devices simplifies your 
buying, streamlines your inventory, cuts 


your handling costs, saves you money! 


From one source—with one order—on one 
invoice you get the merchandise your 
customers want. One-stop buying-the 


Yellow Box way-builds sales and profits! 








100% and 150% 


\" VER | 





Fa the line that’s best for you! | ozxvineS@P sco | 








CAKVILLE COMPANY DIVISION 
Scovill Manufacturing Company « Waterbury 20, Connecticut 


1418 N. Broad Street 441 Stuart St. 4105 W. Chicago Ave. Charles R. Barry Co., 430 Brannan St. 
PHILADELPHIA 22, PENN. BOSTON 16, MASS. CHICAGO 51, ILL. SAN FRANCISCO 7, CALIF. 
THE BROWN BROTHERS, LTD.; TORONTO 1 





— # 


42nd St., Lexington Ave. 
NEW YORK 17, N.Y 
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T. M. REG, 


SANITARY - SPACE SAVING - DURABLE 
The last word in Wardrobe Equipment for business. 





Answering all locker room and cloakroom problems, 
the VOGEL-PETERSON Office Valet Racks are 
standard equipment in leading offices, plants and 
institutions ... Smartly designed in keeping with the 
appointments of the finest offices and institutions, 
these permanently beautiful racks are light, strong, 
rigid and above all efficient. Made of seamless square 
tubular furniture steel, with self-ventilating embossed 
and slotted shelving, they can be permanently in- 
stalled to fit any space 1 ft. x 4'3” or larger, and will 
accommodate 3 persons per sq. ft. Portable models, 
on large rubber tired casters, for committee meetings, 
dinner parties, etc., are being widely used in hotels, 
clubs and churches. 


NOTE THESE UNIQUE FEATURES: 








1. Complete accommoda- to air and light. Damp 
tions 1~ 3 persons per Gething hg not sour, 
square foot. ries quickly. 
2. Individual Umbrella racks 8. Visible—discourages em- 
with removable drip pan. ployee theft. 
3. Overshoe and Rubber 9. Goes anywhere—any 
Shelf. length in even feet. 
~ 10. Reclaims valuable space. 
4. Individual Hat Spaces. : - 
. 11. Smart and modern in ap- _2% 
5. Full-form hardwood Coat pearance—finished in per- ~~ No. 2-U ASSEMBLY 
Hangers. manently beautiful baked- e. 
6. Sanitary—ends storing of on enamel. illustrating back-to-back 
food, old clothing, etc.,in 12. Lifetime construction— arrangement. 
lockers. light, rigid welded steel ao 
7. Ventilated—all parts open tubing. 2-ft. x 4'3" accommo- 
dates 24 coats and hats, 
24 pair of rubbers and 
16 umbrellas. 













as KK These es Firms aoe 


are using Office Valet Racks: 









Abbott Laboratories Here is a new 
Beatrice Creamery Co d 5 lward 
| No. 3-U RACK Butler Brothers modern steel ward- 
| arnation Company > 
| 4ft. Length Accommodates Continental-lilinois National Bank sie that = 
H P Continental Casualty Co the outmoded an 
12 Coats, 12 Hats, 12 Pair E. |. duPont de Nemours Co ally sohely - 
Rubbers and 8 Umbrellas. Fisher Body Co. USESRyY VAS gaty 
General Electric Co crammed cos- No. $-6 COSTUMER 
Genera! Motors Co = 
Ilinois Bell Telephone Co. tumers or stuffy 
International Business Machi , ; 
, < spalaaiatl teams lockers. The Office Valet is a neat, com- 
dag eg International Harvester Co pact and sanitary fixture of exceptional 
No. 2081763 Minneapolis-Honeywell Regulator - 7 ir *P 
No. 2107640 Co. ‘ convenience for 6 people. Rigid steel 
Minnesota Mining and Mfg. Co. ° o29 4.2 ° . 
N.J. Bell Telephone Co. . construction, 6'4” high with a triangular 
N.W. Bell Telephone Co. base 2'6” wide. Unit consists of 3 venti- 
Owens-lilinois Glass Co. z in? 2 
Pode Teaghens & Telegraph Co lated shelves, individually divided for 6 
- " liman Company : 
= ith Pideteeiendions hats, hanger bar underneath shelves with 
\ - Standard Brands, Inc. . ‘ . 
—— ee Once 6 spaced hangers, and umbrella rack. 
-. State Farm Mutua! Insurance Co 
. = S.W. Bell Telephone Co. Racks set on vacuum cup rubber shoes. 
HEIGHT: 6'4 +9" ee ay ene a They are beautifully finished in a choice 
: 1'4”"; at t shag 7 : 
DEPTH: at base Dinciipecd United Air Lines of three colors . .. Walnut Brown—Gray 
LENGTH: 43” (Standard Unit) Westinghouse Electric Co. : 
and Olive Green baked-on Enamel. 


Wisconsin Telephone Co 


> VOGEL-PETERSON COMPANY 
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Color — Opal Gray 
Width —16%" 
Height — 5'8'%4" 
Length — 44” 














T M. REG. 


The Checkerette will handle 
almost any “wraps” situation, 
for it goes anywhere. It can be set up in 
less than a minute without nuts, bolts or 
tools, yet it is completely interlocking 
and cannot collapse when in use. When 
not in use, the Checkerette can be stored 
in any closet. 


Though light and portable, the Checker- 
ette is so engineered and constructed 
that it has sufficient strength and rigidity 
to stand up under continuous use as a 
permanent installation in offices, churches, 
schools, stores, restaurants, or institutions. 
Another unique design feature permits 
the Checkerette to be assembled with 
hanger bar and hat shelves either at 
standard (adult) height or in a lower 
position for small children. 


7. The CHECKERETTE can be assembled 


He 
bat 


~\ 


. Light tubular steel construction gives 


strength and rigidity with light weight. 


. Base bar locks into upright ends. 
. Hinged end braces swing into keyed 


seats on Base Bar. 


. Shelf ends are self-locking dovetails 


that slip into cross bar between upright 
pulling against braces, which hold en- 
tire assembly under tension and rigid. 
Cannot collapse in use. 


. Shelves are ventilated—are built up 


on boxed U-forms. No sharp edges. 


. Lower shelf carries full length hanger 


bar for hooks or coat hangers. 


with shelves in high (for adults) or low 
(for small children) positions. 


. Will provide for minimum of 12 coats 


with space to spore—hanger rail is 
4 ft. long. Or, can be converted to 
hook type rack accommodating 32. 
(Sixteen, 2-sided snap-over hooks can 
be furnished as an extra.) 


. Built-in glides on base prevent marring 


of floors or snagging of carpets. 


. Quickly disassembled, the CHECKER- 


ETTE can be easily stored or moved. 


Goes Anywhere . . 

Sets up in a minute! 
WITHOUT NUTS, 
BOLTS OR TOOLS 


Lt 


a7 bottom cross = 
into notched openings in 
center of upright bases. 


a 


Lower hinged diagonal 
braces, setting them inside of 
raised stops. 

Engage lower shelf (with 
hanger bar) into keyed 
notches on one end frame— 
then draw opposite end frame 
in, to engage other end of 
shelf. (Note: Second position 
from top for Adults—Third 
position from top for small 
children.) 


Oo 


Repeat operation No. 3 
engage top shelf. 

Rack automatically under 
stress locks connected mem- 
bers. 














GENERAL 
624 so. 
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How different from old fashioned lockers, 
where in bad weather damp clothing hangs 
crumpled with wet umbrellas, while lunches 
grow soggy under wet hats and mittens; 
where tools rust, hand bags mildew, dirt 
and trash accumulate and germs thrive in 
humid darkness. 


OFFICES 
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No. 9-18—Copacity: 18 persons 
Size: 9’0” x 15" deep x 6'6” high 


at ALE 


oc herette 
FEATURES: 


1. Durable steel construction, with 
beautiful baked-on enamel finish. 
Olive Green— Walnut Brown— 
Gray. 

2. Eighteen individual hat spaces, sepa- 
rated garment hangers, 12” x 12 
x 15” (deep) Lock Boxes. (12 each 
in 6 ft. unit). 

3. Doors equipped with “stay shut” 
hasp for Lock. Built-in flat master 
Keyed Locks on extra. 

4. Off-the-floor rack for boots and 
shoes. 

5. Leg adjustment to absorb floor pitch, 
if any. 

6. Does double duty—saves space— 
provides space. 

7. Sanitary—Keeps wraps open to air 
and light. Keeps wraps dry and in 
press. 

8. Portable—Place at point of work. 

9. Builds morale, pride and neatness. 

10. Used in leading offices, stores, shops, 
schools, bowling alleys, hospitals, etc. 


and DISPLAY ROOM 
MICHIGAN (Just across the corner from the Conrad Hilton Hotel) 


Keep 
to light, 
Provide employee with a coat 
hanger;individualized hat shelf; 
12” x 12” x 15" (deep) lock 


a 
ADL ALL LR 





No. 6-12 
Capacity: 12 persons 
Size: 60" x 15” x 66" high 


clothing aired, exposed 
dry and “in press.” 


boxes and off-the-floor over- 
shoes shelves. 
CHICAGO 5. ILL. 
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Dopp-kit A 
Your guarantee 
of the finest 


in Leather Goods 


Add locomotion to your sales 

with DOPP-BILT . . . the 

fastest-moving line in fine 

leather! DOPP-BILT cases are 

streamlined for rapid turnover... 

powered with sales appeal! Don’t il a 
) 


: 


travel with slow freight .. . let the “wr 
DOPP-BILT line speed you to 
bigger and better profits! 


Free Mat Service to Dealers 
NATIONALLY ADVERTISED 


Charles Doppelt 


& Co., Inc. 


2024-26 S. WABASH AVE., CHICAGO 16 


« 
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Cash vs. Delayed Payment 
in the Stationery Business 


By W. F. Schaphorst 


gw MANY OPERATORS in the stationery business are 
not aware of the fact that delayed payment is equiy- 
alent to cutting prices. We are all more or less aware 
of the high cost of cutting prices, but it is not so welj 
known that permitting delayed payments puts one on 
a par with those who indulge in expensive price cut- 
ting. 

As an example let us say that a well meaning cus- 
tomer holds up payment for an entire year. Let us say 
that he owes you $100 and that money is worth six per 
cent to you. Obviously, had he paid you cash you could 


have made $6 on that $100 during the year and yoy | 
would then have $106 instead of the $100 finally re- | 


ceived. In addition you probably paid a bookkeeper to 
keep books and send occasional statements—a further 
expense that we will not consider here. We will dis- 
cuss only the “money value” of money. 


Same as a Price Cut 


Receiving $100 from your customer at the end ofa 
year instead of $106 is the equivalent of a price cut of 
nearly six per cent, and a price cut of six per cent can 
prove to be surprisingly expensive. Thus, for example, 
this writer has shown that a price cut of only five per 
cent means that you will have to increase your volume 
25 per cent on the basis of a 3344 per cent profit above 
your cost of operation. You will have to do this in order 
to make as much money as would be made without any 
price cuts whatever. 

Again, if it is your practice to permit charge ac- 
counts, the chances are that a number of the accounts 
will prove to be uncollectable. You will never get your 
money. And in that event results may be even worse 
than a loss of five or six per cent. If it is a “bad year” 
the loss may be as high as 10 per cent. Ten per cent, 
by the way, means that you will have to increase your 
volume 67 per cent if you hope to make the usual nor- 
mal profit during the year of 3314 per cent above oper- 
ating cost. 

If you cut your cost 12% per cent you will have to 
increase your volume 100 per cent. If you cut your 
price 15 per cent you will have to increase your volume 
150 per cent. True, those figures are in the higher 
brackets, but even in the lower brackets the losses are 
bad enough. Let us say that the cost of running a de- 
layed payment business amounts in the end to a cut 
of only one per cent. In that event you will find that 
the one per cent cut will require an increase in volume 
of more than four per cent. 

A two per cent cut, or two per cent money loss, will 
require an increase in volume of more than nine per 
cent. 

A three per cent money loss due to time payment 
will require an increase in volume of more than 14 
per cent. 


A four per cent money loss due to time payment will 


require an increase in volume of more than 19 per cent 


And, as already stated, a five per cent money loss due 
to delayed payment will require an increase in volume 
of 25 per cent. 

All of which assists in explaining why cash businesses 
are more likely to succeed than are those businesses 
that permit delayed payments. 

Maybe you would like to know how to figure this out 
for yourself, using your own profits and other figures 
It is easily done by following the step-by-step method 
outlined below. To make the method perfectly clear 4 
problem is worked out in which your present or normal 
profit is assumed to be 3314 per cent, as above, and we 
will assume that you figure your average money loss 


OFFICE APPLIANCES, October, 1952 











of a 

t of 

can | 
ple 
per 
ume 
Ove 
rder 
any 


ac- 
unts 
your 
orse 
ear 
ent 
your 
nor- 


per- 


your 
ume 
oher 
} are 

de- 

cut 
that 
um 


will 
per 


nent 
n 14 


will 
cent 
; due 
lume 


esses 


eC SSCs 


5 oul 


ures 


thod | 


ar a 
rmal 
a we 
’ loss 


1952 
























Coronation Suite In 


Fine American Wall The secret of where to look 
when buying office furniture 


‘(me Dealer. Ask 


First . . . go to your nearest 





PER 


him to prove that when it comes to construction, 


appearance, styling, and durability you get more 





of dependable furniture manufacturing. 


Cosmopolitan Suite Available For further information and literature, write to 
In American Walnut and Oak Department A-10, Jasper Desk Co., Jasper, Ind. 


~ _ 
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Why successful buyers 
prefer Jasper Desks 


Worthy of the finest exec- 
utive office. A beautiful 
George III reproduction in 


matched American Walnut. 


CORONATION 





Created by master crafts- 
men for executives who de- 
mand the best. A fine chip- 


pendale Reproduction. 





Designed for modern in- 
teriors and functional effi- 
ciency. Available in Walnut 


or Softone Oak. 


COSMOPOLITAN 


An early American style in 
genuine Walnut. A popu- 


lar choice for professional 


COLONIAL 


and general office use. 





For further information and liter- 
ature, write to Department A-10, 
Jasper Desk Co., Jasper, Indiana. 





\ 


THE JASPER DESK CO., JASPER, IND, 
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No. 1950-P 





No. 1801 
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to bring the comfort 
he’s looking for! 


When your customer is looking for an executive 
chair, the most important thing he’s interested in 
is his personal comfort. — 


if you can suggest the kind of a chair that will 
bring him that “sitting on a cloud” feeling . . . well, 
you've made yourself a lifetime customer. 


And you'll have one of the happiest customers if 
you see that he gets a JOHNSON QUALITY BUILT 
CHAIR. For more than 83 years JOHNSON has 
been manufacturing business chairs of the finest 
materials, with traditionally skilled craftsmanship, 
patterned in pleasing styles . . . and designed for 
perfect comfort for the busy executive. 


JOHNSON CHAIRS have all the “extras” that make 
easy selling . . . and satisfied customers. It'll pay 
you to get the complete story. Write or wire today. 


And for “all-out” tops in comfort, you just can’t beat 
the No. 1950-P with its luxurious deep spring cushion 
on a resilient spring platform and its comfortable 
spring filled back and pillow rest, and its companion 
piece, the No. 1801 Guest Chair. It's an ideal match- 
ing group for the executive who spends most of his 


time with desk work. 


JOHNSON CHAIR COMPANY 


4401 West North Avenue 


October, 


1952 


Chicago 39, Illinois 
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Chicago Welcomes NSOEA 


@ THE 46TH ANNUAL convention of the National Stationery & Office Equipment Asso. 
ciation is sure of one distinction even before it opens its doors on October 4. Here wij 
be shown the largest exhibit of stationery and office equipment in the world’s history— 
2% acres of floor space devoted to the latest devices for the office. Dates of the 
convention are October 4-8 and once again are utilized the full facilities of the 
Conrad Hilton (formerly The Stevens) Hotel. In this world’s largest hostelry, ¢ 
city within itself, will be housed the record number of exhibits, the business 
sessions and the entertainment features as well as a large number of the con. 
vention visitors. Others will have rooms at the Palmer House and the 
Congress Hotel. At the convention will be developed three phases of activity: 
1. Outstanding speakers at business sessions; 2. An exhibit mirroring 
what is new in the industry; 3. Entertainment for both the convention 
men and women. NSOEA conventions in the past have each year found 
exceeding magnitude. This one promises to be no exception from 
every standpoint. It will mark the culmination of an outstanding 
year under the leadership of President W. Grant Howard, gq 
period in which the attendance at the regional meetings 
reached new heights. Exhibits by some 321 manufacturers 

will open, as last year, on a Saturday afternoon. Two 

days will be available for exhibit viewing before the 
business sessions actually get underway. A _ program 

A has been planned by General Manager Paul E. Burbank 
read which will provide an opportunity for inspiration as 

ak sh. well as information which will help the attendants 
to keep abreast of the moving events which are 
4:4 LAl| shaping the business plans of the office equip- 


































ment and office supply industry. As usual, the 
cre if three divisions of NSOEA—manufacturers, re- 
Sa UO ET ae tailers and field members—all will have an 


. ' opportunity to meet separately during the 

convention for discussion of mutual prob- 

lems. The dealers will welcome a ques 
tion box period with their general man. 
ager and association attorney. 









A View of Ch cagos 


Magnificent Mile 
Along N. Michigan 
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Ceant cover Michigan 


4\ convention October 4-8 


@ WHAT IS CHICAGO, sprawlizrg giant of the Mid-West plains? It's the world’s 

fourth largest city. If you arrive by air, you find the city stupendously vast, radiating 

fan-wise from a blue inland ocean into the mists of far horizons with never a 

break in the “built-up” pattern. If you come by train or auto, you'll find a city 

reaching into the adjacent states of Indiana and Wisconsin, encompassirg 15 

counties and 285 villages, towns and smaller cities. This is Chicago which 

gave the world its first steel frame skyscraper, its first department store, 

its first grain reaper, its first atomic chain reaction. Abraham Lincoln 

was nominated for the presidency here, as also were Dwight D. Eisenhower 

and Adlai E. Stevenson. It is the world’s leading railroad center, meat 

packing center, printing center, and grain trading center. It produces 

approximately 47% of the nation’s candy; 43% of its radio and 

radar equipment; 17% of its steel and packing house products; 

11% of its printing. It is in Chicago's Loop where you first learn 

the real meaning of crowds. Within this compact area, roughly 

five blocks by seven, bounded by the elevator structure, more 

than one million people “jam pack” daily. State and Mad- 

ison Sts., in the heart of the loop, is said to be the busiest 

intersection in the world. Chicago is home of the All-Star 

football game, the Golden Gloves tournament, the Inter- 

national Livestock Exposition and the All-American Golf 

Tournament. Do you like stardust in your entertain- 

ment? Then try the Pump Room, Boulevard Room, 

Cameo Room, Empire Room, Mayfair Room, or 

the Camellia House. Do you like girls and glit- 

ter? The Chez Paree, Edgewater Beach Walk 

and Rio Cabana are famous for these. Shop- 

ping in the mammoth department stores 

can be a thrill. Chicago's museums, its Art 

Institute, the Planetarium, Aquarium, opera, 

and the Zoos each have a special appeal. 

The Buckirgham Memorial Fountain in 

Grant Park never fails to thrill its audi- 

ence. From this park in the city’s front 

yard you see the swift flow of city 

life as it surges down Michigan Ave. 

The skyline is one of the world’s 

most impressive. Yes, there's 

x much to see for the NSOEA 
visitor in Chicago. 


sm 
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Beautiful Buckingham Fountain 
in Grant Park, Chicago 


pas 


ne and Grant Park 
Hilton Hotel at Left 
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Folger Fellowes 


Convention 
General Chairman 


Glenn Chambers 


Dan MacDougall Arthur Van Horn 


Names of chairmen and co-chairmen who are pic- 
tured are not listed in the columns, which name 
only the members assisting en the committees. 


Banquet 

Paul Cheney, Southworth Co.; 
Ed Manning, National Brief Case 
Co.; Charles Hucke, manufactur- 
ers’ representative. 


Prizes 

Herb Walsh, Ace Fastener 
Corp.; Cortland Horr, Associated 
Stationers Supply Co.; John 
Smythe, Geyer’s Publications; 
Ray Eichenlaub, Service Steel 
Products Co.; Ralph Maish, Den- 
nison Mfg. Co.; J. L. Mann, Stur- 
gis Posture Chair Co. 


Reception 

Governors and governors-elect 
of 14 districts and presidents of 
travelers clubs. 


46th NSOEA 


Ladies Entertainment 

M. Humphrey Grigg, Grigg, 
Inc.; Robert Stampp, Fulton Co.; 
Edgar Hooper, Stuart-Hooper Co., 
Chicago; Larry Stockstill, Na- 
tional Office Supply Co.; Jack 
Asthalter, W. A. Sheaffer Pen 
Co.; Norman Bickel, Sanford Ink 
Co.; William F. Boyd, manufac- 
turers’ representative; Ned Ro- 
sin, Amberg File & Index Co.; 
Neilan Short, Columbian Art 
Works Co.; Richard P. Steding, 
Wallace Pencil Co.; Brewster 
Towne, National Blank Book Co.; 
Robert Warner, Rockwell-Barnes 
Co.; A. S. Replogle, Replogle 
Globe Co.; Kemp Huber, Weber 
Costello Co. 





This Scene will be Repeated at the GLTC Pre-Convention Luncheon at Noon, October 3 
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H. L. Fellowes 


Al Skibbe 


Ladies Hospitality 

Mrs. Grant Howard, chairman, 
and Mrs. Paul Burbank, co-chair- 
man, Mrs. Robert Heck, Mrs, 
Norbert Burgess, Mrs. Folger Fel- 
lowes, wives of national officers, 
governors, newly-elected gover- 
nors and members of the execu- 
tive committee. 


Hotel 


Harry Balch, Quality Park En- 
velope Co.; Donald Sharpe, Rey- 
burn Mfg. Co.; Benny Allen, 


American Pencil Co.; Gordon 
Kickels, C. L. Barkley & Co. 
Entertainment 


Glen Davidson, W. A. Sheaffer 
Pen Co.; Herbert Johnston, Ace 


October, 1952 
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Chet Williams 
«Chairman Chatcmen 
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Robert Heck 
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convention commuttees 


Fastener Corp.; Eldon Just, Just 
& Son Co.; Bert Hallin, B. H. 
Hallin & Associates; Stewart 
MacDonald, Commercial Station- 
ery Co.; G. O. Stevens, Stevens, 
Maloney & Co. 


Exhibit Hall 

Parle Cooley, Bates Mfg. Co.; 
Al Aigner, G. J. Aigner Co.; 
James Bradley, Higgins Ink Co.; 
Frank Cognato, C. Howard Hunt 
Pen Co.; Al Cote, Reburn Mfg. 
Co.; Harold Hayward, Speed 
Products Co.; Wesley Wilson, 
Industrial Tape Co.; Edward 
Kraft, National Blank Book Co.; 
Frank J. Lazowski, Automatic 
Pencil Sharpener Co.; Wayne 
Mitchell, Hodgman Rubber Co.; 
Earl Hanson, manufacturers’ rep- 
resentative; Al Spafford, Associ- 
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ated Stationers Supply Co.; Ed 
Williamson, Elmer Krumwiede & 
Associates; W. A. McNichols, 
Amberg File & Index Co.; Robert 
Mfg. Co.; Richard Hill, Eberhard 
Faber Pencil Co.; William Rous- 
sey, Esterbrook Pen Co.; H. M. 
Donisthorpe, Ace Fastener Corp.; 
Merrill Hasty, manufacturers’ 
representative; Harry Shoop, San- 
ford Ink Co.; Paul Sarno, Wil- 
son Jones Co.; Stuart Winslow, 
Whiting Paper Co.; Roy Melind, 
Louis Melind Co.; Roy Hanson, 
The Globe-Wernicke Co.; George 
Huber, Boorum & Pease Co.; 
Roscoe Benge, Codo Mfg. Co.; 
Thor Gardner, W. A. Sheaffer 
Pen Co.; Sam Armstrong, Colum- 
bia Ribbon & Carbon Co.; O. C. 
Meloan, American Pad & Paper 
Co. 
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Norbert Burgess H. H. Dobey 
Co-Chairman Chairman 
Lodies Program Hotel 





Robert Kane 


Co-Chairman 
Hote/ 





Kenneth Reister 


Chairman 
Enterta 





Ben Powell 
nment 


Co-Chairman 
Exhibit Hall 





Robert Reynell 
2 Co-Choirmon 
LCAairmon Erntert 
Publicity 





W. S. Lennartson Kenneth Henderson 
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“TIP-TOP” 
WOOD TRAY 


“CHALLENGE” DANDY AGATE 
CLIP BOARD CARD TRAY 








SH. 


CLIP HEAD 








SALES REPRESENTATIVES 
S. C. McKee, Louisburg, Kansas 
Kelly Carlson, Chicago, Illinois 
Joe Shanks, Knoxville, Tenn. 
Morgan Parish, Aurora, Iii. 


Charlies Byram, San Francisco, 





Calif. 
POP’LAR OAK TICKLER Wayne Journigan, Los Angeles, 
Calif 
LE es oo” 
“BIG BEN” THE “DANDY” 
BOX FILE BOX FILE 


OER Arg —— 
i 


HEDGES 
TRANSFER FILE 





HEDGES MANUFACTURING COMPANY 


Makers of Files and Filing Equipment 
2931 WEN Pee eee AVENUES .. CHICAGO, ILLINOIS 
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A FAMOUS SKYLINE 
WELCOMES 


THE N.S.0.E.A. 
CONVENTION 











To the Officers and Members of NSOEA 


Once again, it is our pleasure to cordially welcome you 
to Chicago and extend greetings to everyone attending 
the 46th Convention of the National Stationers’ and Office 


Equipment Association. 


lt would be hard to imagine a commercial enterprise without daily 


need for pins, paper clips, paper fasteners, staples and thumb tacks. 


The popularity of MONARCH BRAND Fastening Devices is predi- 
cated on many years of successful performance in this world of 
business. In keeping pace with the accelerated demand for MON- 
ARCH BRAND, the facilities of the Vail plant have been doubled 
and tripled in the last few years. In stressing “quantity,” however, 
we never lose sight of “quality.” For a profit making—paper fast- 


ening department, you can always depend on VAIL. 


The Most Complete Line of High Quality Desk and Industrial Staples on Earth 


VAIL MANUFACTURING COMPANY 


900 EAST 95TH STREET ° 
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CHICAGO 19, ILLINOIS 





























MAKE MORE PROFIT 


LES ) SATISFY MORE CUSTOMERS 











RECORD STORAGE BOXES 













W 


I 
PREFAB WOOD SHELVING 


Tie in with our 
national advertising 
by using these dynamic 


nee TWO-COLOR CIRCULARS 


with your own imprint for counter pick-ups or mailing. Remember 
. an envelope enclosure rides free. You can insert them 
with every letter, every bill you mail 


nee ELECTROS AND SPECIALLY PREPARED ADS 


for your catalogs or direct mail pieces 


Gre NEWSPAPER MATS 
Gree FIELD SERVICE 


Our experienced men w conduct instructive meetings with 


| 


your sales peop 


Gre CONSUMER BOOKLET 


“Manual of Record Storage Practice.'’ Tells how long to keep 


e 


specific records and the best method of storing them. Booklet 


is available in limited quantities for dealers to send to customers 


The LIBERTY Line is handled by leading stationers everywhere. 
Now over 90,000 users. Get an the band wagon for volume sales. 


RECORD STORAGE PRODUCTS 


OTHER 


- 


AND OFFICE NEEDS 


REG. U.S. PAT. OFF 
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CONSISTENT NATIONAL ADVERTISING 


... helps you sell LIBERTY PRODUCTS. 

Every month over 1,000,000 key business 
executives see LIBERTY ads in such magazines 
as U.S. News and World Report, Business Week, 
Dun’s Review, The Office, Rotarian, Office 
Executive, Burroughs Clearing House, Banking, 
and American Business. This pre-selling of 
LIBERTY PRODUCTS every month of the year 
aids your sales to customers and prospects. 
Capitalize on our promotion . . . 

increase your sales volume! 






STAXON STEEL 
DRAWER FILES 


4 


Write for 


eur catalog, prices 
and discounts. We 





will also send you / 
samples of our pro- CZ / 
. . ne 
motional materia! oon > 
and the complete HOLDERS 
story of the LIBERTY “. 
LINE. on ¥ 
= Qo & 
iar 
’ * 
STRING | 
BINDERS 


BANKERS BOX COMPANY 


ecord Retention — Our Business Since 1918 


720 SOUTH DEARBORN ST. 


CHICAGO 5, ILLINOIS 
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a a — in Now WILSON JONES CO. offers you a better-than- 

Wibon fewes fn. ° VAI, UPC I ever service from our new shipping and stocking 

: location especially designed with you in mind. Here, 

our ultra modern—streamlined facilities with the 

latest equipment for material handling mean faster 

s . shipping service and delivery to you—supplies move 

mew s h Lp pt ng uninterrupted on conveyor belts from packing to 

shipping areas. Our new location provides greater 

convenience, too, since it is centrally located—mere 

+ minutes from all rail facilities and downtown hotels. 

an d Ss foc k U ng All this is part of an expansion program to meet 

service requirements due to a rapid growth in busi- 

ness. It is an example of the Wilson Jones Co.'s 

fa ctlitie Ss policy of giving you the best in service. At a later 

‘ a " date, our new location will be headquarters for 
executive and sales offices. 


209 SOUTH JEFFERSON STREET - CHICAGO, ILLINOIS 





He invite you to visit our new location and inspect our modern facilities. 











The greatest convenience er is offered you in our Traffic and a Department 
Here we ¢ e fastest, most economical routing and delivery to carriers 
ithout loss of time this means speed in shipments 


H h Wilson Jones products are kept on hand for immediate delivery f 
Stocks are arranged lor rapid and accurate filling of your orders. 


WILSON JONES Co. recorp KEEPING ESSENTIALS 


NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO SAN FRANCISCO 
122 East 23rd Street 26 Blackstone Street 3300 Franklin Bivd 1520 Cherry Street 246 First Street 


OFFICE APPLIANCES, October, 1952 165 























You are cordially invited to visit with 
us at the National Stationers’ and Office 
Equipment Association Convention, 
October 4-8, in Bapths 34A and 35, 
Conrad Hilton Hotel, Chicago. 









Model L-45-2...... $214. 


to $424.50~—all plus tax, F.O.B. Chica 


Here’s the Duplicat 
| : ‘ 

that’s setting a new 
Everybody in the industry is talking about ‘“‘Copy-rite” 
Liquid Duplicators. Here’s why: ‘“‘Copy-rite’”’ duplicat- 
ing equipment is easier to sell and more profitable to 
you because of its overwhelming acceptance everywhere 
—and because “Copy-rite’’ Duplicators are dependable, 
simple to operate and built to last, with no serrice prob- 


lems. ‘‘Rite-Copy”’ supplies are popular, heavy selling 


° 
items, too, since they insure the finest duplicating work. | q 5 a & S a p p 3 qd | | 
. 


ite-Copy”’ Supplies and ‘“‘Copy-rite’’ Duplicators 
“Rite-Copy”’ Suppl 1 “Copy-rite’’ Duplicat 


including electric models with the UL Seal of Approval 





—have the “‘sales-appeal’”’ you need in today’s market. 


Write for complete details today! 


WOLBER DUPLICATOR & SUPPLY CO. 


1203 Cortland Street, Dept. OA, Chicago 14, Illinois 
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Other units including electric models with 
Underwriters’ Approval—from $167.25 
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ACE PILOT 


You Sell The Finest When You Hand Them An ACE! 


Woe can sell ACE Stapling Equipment with confidence. It doesn’t matter which model you recom- 








mend. Even the least costly one will give many extra years of service and satisfaction. Tell your 

customers that for more than a quarter century ACE Staplers have been made with all the care and 
precision of a fine watch. Only materials of the highest quality are used. That's why an ACE always 
works .. why it never wears out! * The stapler dollar simply can not buy bigger value. So. . feature and 
push the complete line. An ACE Stapler never comes back, but your ACE customers will! They'll come 
back for more ACE Machines, ACE Staples, ACE Staple Removers and more of a// the good things you 
sell. If you can make use of some hard-hitting display material be sure to let us know. 


Ss Ol D THR OU GH DEALERS CAGE SB 2 tS ee 





WHY ACE STAPLES <G > FIG. 1 shows a cross-sec- FIG. 2 shows the all-round 


if: - : gE eee steel wire after being 
5 HAVE GREATER : : — of an ALL-ROUND attra treated by the ACE 
* steel wire. ACE uses only piers PROCESS. Thi : 
0 PENETRATING ee y premium, precision- Seer irae “ESS. is gives 


maximum strength on 
made, accurately drawn- 8 


STRENGTH! . to-size steel wire. the outer edge where it 
Fig. 1 ° is needed most. 











3 Ace. STAPLE REMOVER 
and STAPLES 





ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 13 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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H. W. Gunlocke L. R. Addington Adrian Pembroke Walter Miller Chet Williams 
Grant Howard Vice-P Benstelont Vive Cliditen P, 
e-Pre , y hairma y e-Preside e or V € € é 
President Tos Se M hoctiuver tributor Distributor Fie 








NSOEA officers 
direct the 46th om 


annual sesston 























Charles Sinisgalli 
Past Presidents of NSOEA 7 
Fletcher B. Gibbs 1904-1905 Charlies M. Marshall 1928-1929 ” 
John A. Schlener 1905-1906 A. Jj. Walker 1929-1930 oF 
Charles H. Mann 1906-1907 £ ©€ Wilson 1930-1931 
William J. Kennedy 1907-1908 Wm. E. Ward 1931-1932 
Seeenre S'S, Gevy 19CS-1909 = cnastes A. Stott 1932-1933 j Jecaph C. Renadll DI 
Frank W. Bailey 1909-1910 Boil te ot 
Harry A. Morgan 1933-1934 *sresitseastiel 

Charles E. Faiconer 1910-1911 . : 
Millington Lockwood 1911-1912 en wai 
Robert D. Patterson mies =o we “ 
George M. Courts 1913-1914“ & Cless attained 
Charles A. Lent 1914-1915 Harold J. Hampton 1937-1938 
Charles N. Bellman 1915-1916 ereld J. Hampton 1938-1939 
Charles N. Bellman 1916-1917. Owen G. Bayless 1939-1940 “ 
Wm. Henry Brooks 1917-1918 Owen G. Bayless 1940-1941 
Wm. Henry Brooks 1918-1919 © 8. Healy 1941-1942 Paul rye a 
Ralph S. Bauer 1919-1920 © 8. Healy 3963-0968 or 
Ralph S. Bauer 1920-1923 *- 9. Latsch 1943-1944 i‘ 
J. Ogden Pierson 1921-1922 *®- 0. Latsch 1944-1945 os 
Charles L. Mitchel! 1922-1923 *- 0. Latsch BPSS-0986 - 
Ivan Allen 1923-1924 & 5 Crow! 1946-1967 
Charles L. Mitchell 1924-1925 Fred Downs 1947-1948 » @ ‘ 
Edwin H. Sell 1925-1926 L. R. Kendrick 1948-1949 
W. Neill Stewart 1926-1927 Earl Kochheiser 1949-1950 ne DI 
Woodson P. Waddy 1927-1928 Zac Smith 1950-1951 
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SP: 





a® 


C. P. Anderson 





> a | 


Vernon R. Evans Allen Cammack, Sr. 


S. Rosendorf, Jr. 
Rost Mas y, N Richmond, Va Burlington, N. ¢ 


Vo. 3 / trict No. 4 


14 governors 
complete 51-52 


term of office 


Regional District Territories 


DISTRICT 1 Maine, New Hampshire, Vermont, Massachusetts, Rhode Island, Con- 


necticut 


DISTRICT 2: New York State; the counties of Erie, Crawford, Warren, McKean, 
Potter and Tioga, in Pennsylvania. 


DISTRICT 3: Pennsy!lvanio—with the exception of the counties included in District 2; 
New Jersey—with the exception of Jersey City; Delaware, Maryland, Virginia, 
District of Columbia, and the counties of Berkley, Jefferson, Morgan, Pendleton, 
Grant, Hardy, Hampshire and Mineral in West Virginia. 


DISTRICT 4: North Carolina, South Carolina, Tennessee, Georgia, Alabama, Florida. 


DISTRICT 5: West Virginio—with the exception of the counties included in District 3; 
Ohic, Indianeo—with the exceptions of Lake and Porter Counties; Kentucky; and 
Michigan—with the exception of the Northern Peninsula. 


DISTRICT 6: Eastern Wisconsin Counties: Rock, Walworth, Kenosha, Racine, Mil- 
waukee, Waukesha, Jefferson, Dodge, Washington, Ozaukee, Sheboygan, Fond- 
du-lac, Winnebago, Calumet, Manitowoc, Outagamie, Brown, Kewaunee, Door, 
Marinette, Oconto, Shawano. 

Northwest Indiana—Lake County, Porter County. 
Ilinois——Except East St. Louis and Belleville. 


DISTRICT 7 Upper Michigan peninsula; Wisconsin—with the exception of the 
counties in Southeastern section, as listed in District 6 territory; Minnesota, 
lowa, North Dakota and South Dokota 


DISTRICT 8 Missouri, Kansas, Arkansas, Nebraska, Oklahoma and the cities of 
East St. Louis and Belleville, iMlinois 


DISTRICT 9: Texas, Mississippi, Louisiana. 
DISTRICT 10: Wyoming, Colorado, New Mexico, Utah 
DISTRICT 11: Montana, Idaho, Washington, Oregon. 


DISTRICT 12: Northern California to the boundary set by the counties of San 
Bernardino, Kern and San Luis Obispo; Nevada with the exception of Clark 
County 


DISTRICT 13: New York City including Metropolitan District of New York, Long 
Island, Westchester and Rockland Counties and Jersey City, New Jersey eo 


DISTRICT 14: Southern California—South of the boundary set by the counties of 
Sen Bernardino, Kern and San Luis Obispo; Clark County, Nevade and including 
Arizona 
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L. G. O'Connor 
Louisville, Ky 


District No. § 





J. H. Peterson 
Yokima, Wash. 
District No, 11 





Tom McWhorter 
San Jose, Calif. 
Districi No. 12 





R. E. Wahrman 
New York, N. Y. 
District No. 13 





Russell Davis 
Alhambra, Calif 


District No. 14 








E. A. Napp 
Manitowoc, Wis. 
D strict No. 6 





Jay M. Parrot 
Waterloo, lowa 
District No. 7 





Fred Pfaff 
maha, Nebr. 
District No. 8 





Gus Trahan 
Lofoyette, Lo. 
District No. 9 





Frank B. Creer 
Salt Lake City, Utah 
District No. 10 



































Wolds Finest Duplicator 
LIBERATOR MODEL 200 
$4 64.5 O vies ive 108 


FRONT PAPER STOPS 


Guarantees Hairline Registration 


AUTOMATIC ROLLER RELEASE 


Prevents Inking of Impression Roller 


OPEN CYLINDER AUTOMATIC DUAL 
BRUSH INKING 


Assures Even Distribution of Ink 


EASY TO OPERATE 


Minimum Number of Adjustments 


The ideal duplicator for system forms etc., as 
reproductions are always in the same position on 
every copy. Half ream feed table capacity. Ac- 
s dust and vermin proof. Two 12 inch pull out leaves to Y d PY k f 3 5 9 er Y hy 
accommodate machine and paper. Adequate storage space commoaates stoc rom x to x ee es. 
for stencils, inks and other duplicating and office supplies. Modern Design, Sturdy, Precision Construction. 
Available in Futuramic Grey or Ebony Black finishes. Quickly reproduces anything that can be typed, 
drawn, traced or photographed on a stencil. 


SPEED-O-PRINT CABINET $57.50 


Ideal base for your duplicator of heavy gauge steel that 


Available in Futuramic Grey or Ebony Black 
finish with trim in Chrome. 


A WIDE RANGE OF DUPLICATORS 


TO MEET ALL REQUIREMENTS CLOSED CYLINDER AUTOMATIC DUAL BRUSH 
INKING at $20 Extra. 





Orker SPEED-O-PRINT Dagtccators 


LIBERATOR *Wledel 50 $2950 
‘* Yodel L-P $5950 
** WUodel we. oe $6950 
LIBERATOR "* : 100 $19Q@95° 


(Plus Excise 


SPE ws, O-PRINT 
[Corporation 


1801 W. LARCHMONT AVE. * CHICAGO 13, ILL 






*POSTCARD TO 6 x 91% SIZE **POSTCARD TO LEGAL SIZE 
Weite FOR OUR DEALERS CATALOG 
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/FOUWO VOT WAYS 70 MAKE MORE 
MONEY 1M THIS CATALOG OF 


el 















aN 
@ FAST-MOVING 
SURE-FIRE 


REPEATING 
Culopotnt 


PRODUCTS! 


K 


a I of 


. 
ont 
* 





, “ 


————— . 








7.) Get Your FREE COPY Now! 








o 4 In this “Autopoint”’ Catalog, you will find the key to 
ee fa PROFITABLE SELLING .. . because myn ies 
te int? : + pages, you literally will find 101 fast-moving, tried an 

New Autopoint Companion proved “Autopoint”’ products that repeat ... “in demand” 
| Matching Ball Point Pen and Pencil Set products that pay off for you across the counter. 


For many, many years, the “Autopoint” Catalog has 
been the “buying source’ of thousands of dealers. They 
refer to it, and buy from it, with confidence and enthusi- 
asm. Because they know durable, reliable and attractive 
“Autopoint”’ products offer maximum profit to them, and 
maximum satisfaction to users. 

So we urge you to send for this catalog. It shows many 
new items that will add to your volume and help you beat 
last year’s figures... plus the favorite “Autopoint” stand- 
bys you and every dealer knows are as good as “money in 
the bank’’. Mail coupon for your free copy. 








New “Autopoint’’ 
‘“VINYLITE’’ PLASTIC BILLFOLDS 





TRACE 


BETTER © PENCILS 
“Avutopoint” is a trademark of Avtopoint Company, Chicege 







9 p--------—-— 4 
Z 5 AUTOPOINT COMPANY, Dept OA-10, 
; | 1801 Foster Ave., Chicage 40, tii. 
a fewe 
% bide | Please send me free, your Catalog of PROFITABLE ! 
re | | SELLING “Autopoint” Products. If additional copies | 

Simulated ; | desired indicate number here___. | 
Pin Seal, Le | O Check here to have representative call. ; 

. iy Name___ — . sated 
Lizard and ua Y | 
i iy | Company ‘ sdiensttitaeae ee 
’ Alligator | md | 
°. 6 No. 8 " Position___ - ——- 
Pencil Pencil ans | Street Address | 
1 City Zone State_ ae a 
es Se emcees ee ee ee ee ae — 
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“ ONE INSULATOR... |} 


From design to Production to use, ; ins €quires the Prepara. 
10n of 5.976% Paper forms Analysts Say the € company “Including 
YOurS—spends 37 Per Cent of its time ~" Paperwork... » Seat opportunity 
for costly €rror, lost time. y asted payrol] he vast underlying Structure of 
Paperwork Offers today’s Breatest and most immediate Ways to make Plant 
and payroll More effective 


~-iENT 


Paperwork can be a brak. and an ©xpense, or with DITTO One-W riting 
Systems it Can be a Production (0ol which makes al] other Production units 





more Productive DITTO mechanizes Paperwork, tells everyone alj he 
Should know when he Should know ir DITTO releases nOn-pro 

ductive Clerical] employees fo, Productive work, DITTO stops 

errors. Cuts our delay COOrdinates action shortens routines — 

£ets it righe. from raw Material to receipted bill. 


AMERICAN INDUSTRY YEPEND 


DITTO 


ONE-WRITING SYSTEMS 


In these days of defense Pressure and heavy 
Paperwork. large compani Sand small de, lare 
that thei, DITTO Systems, max hines and sup 


Plies are more than ever esse, for thei; 





Peak efficienc, Today's Breatest economies 
and betterments are to be ‘ound in paperwork 
Ask for Specific data Showing how the DITTO 
Pur, hasing, Production. Payroll] Order-Bi|| 
‘Ng and other s, St€MS Streamling your paper. 
work and bring be nefits all down the 

line. No Obligation. JUSt write 

DITTO Incorporated. 2291 

W Harrison me. Chicago 2, 

Illinois In ¢ anada: Ditto of 

Canada. Ltd... Toronto. Ontario 


mated DT Reg. U.S Pat. Of 





October, 1952 
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FREE Coffee and Delicious Doughnuts 


In Cups Floaters 
Glasses Sinkers 
Cans Dunkers 





Er a aie =~ —~o 


: = -S—— Served Daily_at Ye OLDE. 
‘| -N. S:00E. A—CONVENTION= 

















\ — % enna 
\ > ROOM 0h 
- 
—— ae 
\ ~ 
( 
From East To West, North To South ORDERS TO TAKE OUT! 
INDEX TABS, AICO-GRIP, AICO SHIELD; Attachable, In- 
OUR STAFF iS READY TO SERVE youl sertable; Clear or Assorted Colors 
INDEX SHEETS, With Or Without Extended Tabs Attached, 
er = "+ —— For All Standard Size Binders. 
. Aigner, ‘‘The ief’’ 
C. W. Clemen, ‘’Clem” @ A. C. Aigner, “Al” SPECIAL INDEXES, For Catologs, Manuals, Presentations, 


Custom Tailored For The Job! 


FRESH FROM THE WEST COAST: SHEET PROTECTORS, All Standard Sizes, Speciel On Order 
Joe M. Davis @ Henry Palmer @ Don Maas 


MELTED FROM SOUTH EAST & SOUTH WEST AIDS TO HELP YOU SELL! 


Ward H. Silliman e Jimmy Wilson For your help and tnforvantion. at the Show, pioneer wil & 
. play their complete line of selling aids especially designed for 
Bernard Waltman ° Mike Holberg Declers. Be sure and see these sure fire sales cids to help 


you increase those natural tie-in sales of binders and AICO’S 
Indexing Aids. Helps educate your salesmen, too 


BAKED FROM THE MIDDLE WEST 





Elmer Krumweide ° Ed Williamson 
Al Mehl @ Max Keating @ Joe Weiskopf COMPLETE NEW CATALOG SOON AVAILABLE! 
The new 1952-53 catalog of Aigner’s complete line of products 
SUGARED FROM THE EAST & NEW ENGLAND will soon be rolling off the press. Dealers will find this new 
. ° catalog a really efficient selling tool to use with customers to 
Aigner Index Co. e J. George Aigner supply all their indexing needs and other AICO products 


lf You Don’t See What You Want Ask For It! 


97 READE ST YEW YORK 1939 
426 5$ CLINTON T CHICAGO y 
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Conrad Hilton Hotel Houses Industry's Latest 


Exhibitor Location 
A 
Acco Products, Inc. 128 
Ace Fastener Corporation 99 
Acme Visible Records, Inc. 38 & 39 
Aetna Products Company c-11 
Aigner, G. J., Company 501 
All Purpose Metal Equipment Corp 305 
All Steel Equipment Co. 512A & SI3A 
Allied Carbon & Ribbon Mfg. Co. 132 


All Rite Pen, Inc. 


328 
Alma Desk Company 504A, 505A & SO7A 


Aluminum Seating Corporation 534A 
Amberg File & Index Company 138 
American Carbon Paper Mfg. Co. 237 
American Crayon Company, The 106 
American Latex Products Corporation 203 
American Map Company, Inc. 218 
American Pad & Paper Company 124 
American Pencil Company 121 
American Safety Razor Corporation 214 
American Stencil Mfg. Company 74 
Arnot & Company, inc. 301 & 302 
Arrow Fastener Company, Inc. 50 
Art Metal Construction Co. 153 & 154 
Art Specialty Company 113 
Art Steel Sales Corporation 512 & 513 
Artility Metal Products. Inc. 370 & 371 
Artistic Desk Pad & Novelty Co. 536 
Atlas Stencil Files Company C-3 & C-4 
Autocopy, Inc. 312 
Automatic Pencil Sharpener Co. 97 
Autopoint Company 10 
Avery Adhesive Label Corporation 43 
B 
Bainbridge, Kimpton & Haupt, Inc. 114 
Bankers Box Company 112 
Bankers & Merchants, Inc. 236 
Barnes & Noble, Inc. C-7 
Bates Manufacturing Company 88 
Bausch & Lomb Optical Company 216 
Beckley-Cardy Company 47 
Berger Mfg. Division of Republic Stee! 545 
Best, Richard, Pencil Company 111 
Bickett, L. M., Company 347 
Binney & Smith Company 126 
Blackbourn Systems, Inc., The C-17 
Blair Aluminum Furniture Company S67A 
Boorum & Pease Company 135 
Bostitch, Inc. 540 
Bradley, Milton. Company 226 
Browne-Morse Company 522A 
Brushmaker’s, Inc. 211 
Burroughs Adding Machine Co. c-13 
Business Efficiency Aids 115 
a 
C-Thru Ruler Company 59 
Cardinell Corporation 68 
Carter’s Ink Company 158 & 159 
Central Can Company, Inc. 509 


174 


Stationery, 


Exhibitor Location 
Force, Wm. A., & Company, Inc. 222 
Frankel Carbon & Ribbon Company 42 
Franklin Metal Products 315 
Frawley Corporation 363 
G 
GR Products, Inc. 300 
General Binding Corporation 134A 
General Lamps Mfg. Corporation 233 
Geyer Publications 362 
Gibson Art Company, The 40 
Gift Craft Leather Company 225 
Globe-Wernicke Company 18, 19 & €22 
y nae a agg Metal Products Company 387 
: oodrich, B. F., Company, The 49 
Exhibitor Location Graff, George B., Company 129 
Changepoint, Inc. 48 Great Lakes Furniture Company 339-340 
Chicago Desk Pad Company, Inc. 504 Gregson Manufacturing Company 530A 
Clarin Manufacturing Company 360 Guardsman Safe Company 520A 
Clemco Desk Manufacturing Co. 523 Guide System & Supply Co., Inc 201 
Codo Manufacturing Corporation 116 Gunlocke, W. H., Chair Company SI9A 
Cole Steel Equipment Company, Inc. 353 
Columbia Rib. & Cbn. Mfg. Co., Inc. 77 4 
Columbia Steel Equipment Compan 
Columbion an Warkes, ine. — - Hall Safe & Equipment Company S21A 
Comfort Cushion Company, Inc. 210 Hall’s Sate Company, Inc., The 335 
Convoy, Inc. 219 Hamiiton Mfg. Corporation 352 
Cooke & Cobb Company, The 133 Hano, Philip, Company 65 
Cook’s—tne. 140 Hart Mfg. Company, The c-10 
Corry-Jamestown Mfg. Company 521 Harter Corporation 605A & 607A 
Cram, George F., Company, Inc., The 220 Haskell Mfg. Company, Inc 359 
Cramer Posture Chair Co., Inc. 147 & 148 Hectograohia Corporation ag 
Cross, A. T., Pencil Company 228 oa asaien _ Company é Ye 
: e 
Cushman & Denison Mfg. Company 125 Higgins Ink Company 27 
D Hich Point Bending & Chair 
Company 504A, SOSA & SOTA 
Defiance Sales Corporation 96 Hiliside Metal Products, Inc. 330 
Dennison Mfg. Company 3&4 Hodgman Rubber Company c-9 
Dependable Manufacturing Company 91 Home-O-Nize Company 345 
Dick, A. B., Company RO Hoosier Desk Company S37A 
agg 4 Inc. 105 Hotchkiss, E. H., Company, The 83 
itto, Inc. 141 Hunt, C. Howard, Pen Company 7 
Dixon, Joseph, Crucible Company 89 
ee Chair Company, inc. 557 1 
oppelt, Charles, & Compan 
Galena: Company, 5 5g y i. Ideal System Company, The 137 
Dorset Steel Equipment Co. 316 & 317 Imperial Desk Company 516 
: indiana Chair Company 526A 
Dorson Corporation, The 372 : 
Downey, C. L., Company, The 13 & 14 a Desk Company 524A 
Dresner, $., & Son, Inc. 553A ndustrial Tape Company 76 
Duplicepy Company ey ee 
urniture Company 
E 
J 
Eagle Pencil Company 86 : 
Eaton Paper Corporation 526 Jasper Chair Company 505 
Ellingsworth Mfg. Company 22 Jasper Desk Company 546 
; Jasper Office Furniture Company SISA 
Emeco Corporation 303 & 304 J Seati c 539 
Ennis Taq & Salesbook Company 23 or oes Mee seme 
Esterbrook Pen Company, The 1&2 Johnson Chair Company SOuA 
Eureka Specialty Printing Co. 30 & 31 
Ever Ready Calendar Mfg. Company 102 K 
Eversharp, Inc. 1586 & 157 Kahn, David, Inc 110 
Executive Furniture, Inc. 542A Kay-Dee Company, The 306 
Ezyindex Products Company 313 Kenwood Corporation, The 307 & 308 
Keystone Stee! Equipment Co., Inc 537 
F King Posture Chair Company c-5 
, Kingsley Stampina Machine Co ng 
Faber-Castell, A. W., Pencil Co., Inc. 82 
Faber, Eberhard, Pencil Company 95 ae a Company ie 
Farber, Louis H., Company 131 rayer anufacturing Company 
Faries Div.—Gen. Lamps Mfg. Corp. 52 
Fastener Corporation 215 L 
Faultiess Caster Corporation 230 LaSalle Products Company 142 
Ferris Business Equipment, Inc. 319 Lawson, F. H., Company, The 368 
Fibre Forming Corporation, The 66 Lennox Metal Mfa. Company, Inc 248 
Fisher Pen Company 204 Linton Pencil Company 231 
Flexi-Mat Corporation c-6 Little, A. P., Inc. 722 
Flo-Ball Pen Corporation Cc-2 Lordell Corporation ZITA 
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office devices on parade 


Exhibitor Location 
M 

Maple Leaf Mfg. Company, Inc. 333 
Marble, B. L., Chair 

Company, The SI7A & 528A 
Markwell Mfg. Company, Inc. 107 
Marr Duplicator Company, Inc. 28 
Marsh Stencil Machine Company 64 
Maso Steel Products 502 
Master Addresser Company c-15 & C16 
Master Products Mfg. Company 337 & 338 
May, J. L., Company, The 120 
McDonald Products Corporation 22 & 23 
Meier, Joshua, Inc 62 
Meilink Steel Safe Company 61 & S61A 
Melind, Louis, Company 123 
Merchants Box Company 373 
Merriam, G. & C., Company 94 
Metalcraft, Inc 346 
Metaistand Company 336 
Metropolitan Cutlery Company 24 
Miami Systems Corporation 79 
Milwaukee Chair Company 536A 
Milwaukee Metal Furniture Co. 535A 
Minnesota Mining & Mfg. Co 104 
Mittag & Volger, Inc 145 & 146 
Mohawk Tablet Company 217 
Moore Business Forms, Inc 207 
Moore Push-Pin Company 8 
Morris, Bert M., Company 117 
Mosier Safe Company, The 134 


Murphy Chair Company 
Murphy Miller, Inc 


533A 
374 & 375 


Murray Engraving Company 55 
Mutual Stationers Supply Corp 84 
Myrtle Desk Co 504A, 505A & SO7A 
Mystik Adhesive Products 213 
N 
National Blank Book Company A 
National Brief Case Company 553A 
National Cash Register Co 324 & 325 
National Fiberstok Envelope Co 
National Vulcanized Fibre Company 56 
Niagara Duplicator Company c-12 
Niemann, Inc SSOA 
Nobema Products Corporation 139 
Noesting Pin Ticket Company 70 
Norma Pencil Corporation 118 
Northern States Envelope Company 54 
Nucroft Furniture Company 533 
Nu-Craft Products Company 321 & 322 
0 
Oakville Company, Ths 58 
Office Accessories Corp C-2A 
Ohio Chair Company, inc 351 
Old Town Corporation 136 
Orna Metal Products Company 361 
Oxford Filing Supply Co., Inc 11 & 12 
Pp 


Porker Pen Company 

Pelouze Manufacturing Company 
Pemberton, Lewis N., Printina Co. 
Perfect Rubber Seat Cushion Co. 
Pickett & Eckel, Inc 

Pittsburgh Cut Wire Company 
Polar Manufacturing Company 
Print-O-Matic Company, Inc., The 
Protectall Safe Company, The 


Q 


Quality Park Envelope Company 
Queen Ribbon & Carbon Co., Inc 
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149 & 150 
SO9A 

c-1 

227 

329 

369 

143 

69 

45 
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Exhibitor Location 
R 

Rand McNally & Company 75 
Random House, Inc. 32 
Recordplate Company, The 310 
Regency Thermographers 331 & 332 
Reliance Pencil Corporation 71 
Remington Rand inc. 500A 
Replogle Globes, Inc. 53 
Rest-A-Phone Company 311 
Rest-A-While Couch Company, The 309 
Reyburn Mfg. Company, inc., The 93 
Rico Leather Speciality, Inc. 327 
Riteform Chair Company, 

Inc. C-19, C-20 & C-2 
Roberts Numbering Machine Co. c-8 
Roberts, Weldon, Rubber Company ye 
Rockwell Barnes Company 20 & 21 
Rowles, E. W. A., Company 144 
Royal Imprints, Inc. 223 
Royal Metal Mfg. Company 546A & 548A 

Ss 

Sainberg & Company, inc. 98 
Sanford Ink Company 78 
Scripto, Inc. 122 
Security Steel Equipment 25 & 26 
Sengbusch Self-Closing Inkstand Co. 

Sheaffer, W. A., Pen Company 109 
Shepherd, N. T., Chair Company 547 
Smith, Charles C., Company c-14 
Smith Metal Arts Company, Inc. 522 
Southworth Company 72 
Speed Products Company 67 
Speed-O-Print Corporation 108 
Spencer Rubber Products Company 60 
Stacor Equipment Corporation 234 
Standard Diary Company S39A 
Stanley Manufacturing Company 544A 
Star Office Accessories Company 366 
Stationers Guild of America 81 
Steel-Parts Manufacturing Company 208 
Stein Bros. Mfg. Company 556 


Stratford Pen Corporation 


63 
Sturgis Posture Chair Co. 556A & SS7A 


7 
Taylor Chair Company, The SSIA 
Thomas Furniture Company 549 
Tiffany Stand Company, Inc. 200 
Top-Flight Products Company 326 
Triner Scale & Mfg. Company 51 
U 
Underwood Corporation 130 
United Cutlery & Hardware 224 
Vv 
Vv. & E. Manufacturing Company 329 
Valentine Safe & Lock Cl., Inc. 520A 
Vanpe, Inc. 323 
Vernon, S. E. & M., Inc. 534 
Victor Adding Machine Company 367 
Victor Safe Equip. Co., The 18 & 16 
Volger, B. G., Mfg. Company C-1A 
Ww 
Wabash Filing Supplies inc. 155 
Wallace Pencil Company 29 
Waterman, L. E., Company 100 
Watson Manufacturing Company 561 
Weber Addressing Machine Company 202 
Weber Bros. Metal Works 209 
Weber Costello Company 44 


1952 







Exhibitor Location 
Weber, F., Company 

ae 

Webster, F. S., Company 877 


Weis Manufacturing Company 

Welham Metal Products, Inc. 
Wells Chair Corporation 

Western Manufacturing Company 507 

Wheeidex wy Company, inc. 212 

M. G., 341 & 7 

4 


87 
349 & 350 
127 


Wheeler, Company, inc. 
Wilson-Jones Company 
Woiber Duplicator & Supply 


* Company 34A & 35A 


Y 


Yawmean and Erbe Mfg. Company 
York Safe and Lock Co. 


Zz 
Zephyr American Corp. 


92 
364 & 365 


101 & S60A 


Exhibit Hours: 


Saturday, October 4 

1:00 P.M. to 9:00 P.M. 
Sunday, October 5 

1:00 P.M. to 9:00 P.M. 
Monday, October 6 

2:00 P.M. to 9:00 P.M. 
Tuesday, October 7 

5:00 P.M. to 9:00 P.M. 
Wednesday, October 8 

12 Noon to 6:00 P.M. 


Exhibit Areas: 


Exhibit hall 

Exhibit lobby 

Third floor ballrooms, corridors 
Entire fifth floor 
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steel transfer cases 1400 


LETTER AND LEGAL SIZES - SERIES 













to match the si3] Glee Cea oe 





























Without a doubt this is one of the finest 
deals in the country for the office equipment 
dealer You and your customer effect un- 




























heard of savings by buying “Top Flight” steel e 
transfer cases in the “Double Drawer” style as A 
well as the single drawer Both the single e 
and double drawer styles interlock horizontally SERIES ’ 
and vertically . Same “Top Flight’ heavy bd 
steel construction © 
. 
* 
AT REAL SAVINGS FOR YOU AND YOUR CUSTOMER... [ 
~ 
* 
a 
* 
oe 
” 
= 
s 
e 
/ 3 1200 
j e 





ON DISPLAY! 
at Booth 326 





@ Beautiful brass hardware including 

label holder drawer pull guide 

rod knob . NSOEA CONVENTION 
@ Constructed of 22 and 24 gauge steel Oct 4.8 


with 11 gauge ('%* thick) continuous 





band iron rim front 











@ Each drawer has 4 roller bearings mak SHIPPING 
ing this the easiest rolling transfer case NO DESCRIPTION O. D. SIZE WEIGHT 
drawer in use today 25R Letter size case 1 1'/2"'x1234"'x24 8 ibs 

@ Drawers reinforced with channel formed 26R Legal size case 11 '/''x1534''x24 20 Ibs 
ribs for lifetime rigidity 25R-2 | Double drawer letter size case | 23''x1234''x24% 34 Ib 

@ Beautiful smooth hammertone grey or 26R-2 | Double drawer legal size case | 23°''xI534''x24'/; 38 Ibs 
office green baked on enamel 358 Letter size base for single or 

double drawer | 3 x 1254''x22% 5 Ib 
@ Same base interlocks in any arrangement , . 2 a : 
f sin Jouble d installc 36B Legal size base for single or a 
oF si gle or double rawer instatiations double drawer 31/_'"x 1534 ''x22% 4 
46FB Follower Letter or leaal size 1 Ib 








FLIGHT PRODUCTS 


COMPANY, INC. 


6224 SO. OAKLEY AVENUE 


CHICAGO 36, ILLINOIS 
WAlbrook 5-7100 
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The NEW 


MOHAWK CATALOG 
NOW ready for mailing 


The new Mohawk Catalog is attractive— 
sy to use—a practical sales aid 

find complete information on 

in the Mohawk paper line 

gladly furnished your outside 

1. Write * Wire * Telephone 





MOHAWK, 


ACT TODAY 
SEND FOR 
YOUR 

COPY 








‘ 


<- 





UAL 
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Visit the 
MOHAWK BOOTH 217 


at the nsoea CONVENTION 


The ‘MOHAWK PRINCESS” 
will make you a member 
of the MOHAWK tribe! 


WRITE if you're not coming to The NSOEA Convention. 
You can still join the Mohawk Tribe. Find out HOW! 


W 


TABLET COMPANY ,c> 











) 
/ 
N, 
’ i 


1703-19 EAST END AVENUE yw 


CHICAGO HEIGHTS, ILLINOIS 
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To clear your classroom 
simply stack the desks 
and the chairs and move 
them into a corner. 





Stack them as high as 
you wish. Store all the 
desks and 
chairs in a very small 


classrooms 


area. 





I) 


You simply stack’em..... 3 and store ‘em! 
Within minutes, you can clear your classroom 
of all the desks and chairs .... ¢ and have hun- 
dreds of square feet of unobstructed space ready 
for whatever activity you might select. 

The SPACE-MASTER Desk and Chair Unit is a 
brand new idea in classroom seating. It combines 
all the fine features of good classroom seating 
with a revolutionary modular design that enables 








A sensational new idea 
in stackable classroom 
seating 













Modern 


more usable space. 


design gives 


Unobstructed floor area, 
gives added classroom 
comfort and makes 


cleaning easier. 


—— 


> _ = 


jy y 
At 





Desks conveniently nest 
within each other saving 
loads of space. Store 3 
desks in the place of 


two 


you to stack both the desks and the chairs ina 
corner or against the wall. 

Chis new stacking feature helps your classrooms 
take on new importance. It provides the practical 
way to store desks and chairs so that the room 
may be used for other purposes. 

You really owe it to yourself to learn more about 
the wonderful possibilities of the new ‘““SPACE- 


MASTER.” 


| ROWLES 


SCHOOL EQUIPMENT & SUPPLY DEALERS 


There's a tremendous opportunity waiting for you 
with this new classroom seating idea. Learn how 
you can qualify to become a Rowles School Equip- 
ment Dealer. Write for the complete details, today. 
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~ School Equipment 


E. W. A. ROWLES COMPANY, ARLINGTON HEIGHTS, ILL 





October, 1952 


OFFICE APPLIANCES, 











{mo main jo i 


Let 
pes 
eae at 
ep 
4 
. 
ce 


a 


METAL-LUX LINE 






America’s de luxe metal chair line now gives you 
more to sell with these outstanding new numbers. 
They live up to MILWAUKEE'S reputation for creating 
that “selling look,” and, of course, they embody 








: 
' 





; : 

— | all of MILWAUKEE'S superior comfort and construction 
features. Your metal chair sales will show a 
definite boost when you stock 

> and display these all-new, 
T user-appealing numbers... 
giv 
"| 
= | 
} i | 





ssrooms Ff | 








ractica 


ic 1a The complete MILWAUKEE 
e abou METAL-LUX line is a solid 
SPACE 

selling ess. If you havent yet 


shared in METAL-LUX profits, 





jet the full details today. 


LERS 


Write for complete descriptive literature 





or you 
n how 

sell MILWAUKEE METAL FURNITURE COMPANY 
today. 120 S. La Salle Street, Chicago 3, Illinois 

S, TLL 
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W. Grant Howard 
Howard & Stofft 


Tucson, Ariz. 





Murray Shields 


Bank of The 
Manhottan Co 





Frank Bettger 


W. H. Alexander 





Adrian Pembroke 
Pembroke Co 
Salt Lake ¢ 


Newell Johnson 


American Mutual 
Alliance Assn 





Reuben S. Haslam 


Attorney, 
NSOEA 
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I nspivation ahead 


@ MEN WITH KNOWLEDGE of successful techniques in selling, merchandising, 
finance, packaging and research will address the sessions of the 46th annual 
convention of the National Stationery & Office Equipment Association at the 
Conrad Hilton Hotel in Chicago October 4-8. 
These sessions will be preceded by Saturday and Sunday exhibit hours, following 
the plan inaugurated last year. 
There will be three general sessions of the association to which all convention 
attendants are invited. The hours are: 
Monday, October 6—9:30 a.m. to 2 p.m. 
Tuesday, October 7—9:30 a.m. to 5 p.m. 
Wednesday, October 8—9:30 a.m. to 12 noon. 


Featured speakers will address the luncheon meetings on Monday and Tuesday 
noons. To be heard on the first day at this huge assemblage in the Conrad Hilton 
Grand Ballroom will be Frank Bettger, speaking on “‘How | Raised Myself from 
Failure to Success in Selling.’’ Author of the book by the same title, he is a former 
St. Louis Cardinals baseball player with a tremendous message on selling. 

The Tuesday luncheon address will be given by Dr. William H. Alexander of 
the First Christian Church, Oklahoma City, Okla., making a return engagement to 
NSOEA. He is known as an orator, actor and ex-boxer with a dynamic personality, 

General Manager Paul Burbank will open the Monday morning general convention 
session and will introduce the scholarly NSOEA president, W. Grant Howard, for his 
address, “What is Past is Prologue.” It promises to be a challenging talk for 
members of the association. Following Mr. Howard on the platform will be Murray 
Shields, vice-president of the Economist Bank of the Manhattan Company, New 
York City for his ‘Business Outlook.” 

Tuesday morning will find the convention attendants dividing into three groups 
for sessions of the manufacturers, distributors and field division. 

The men who operate stores to deal in the products of the industry, will hear 
their general manager and their attorney, Reben Haslam, in a question box, in- 
terpreting those things which are puzzling to the dealers. Also on this outstanding 
program are Newell R. Johnson of the American Mutual Alliance Association, 
Chicago, who will speak on “Essential Business Equipment—Your Insurance” and 
the NSOEA vice-president, Adrian H. Pembroke, Salt Lake City dealer, whose 
topic is, “It’s a Conspiracy.” 

The manufacturers will also have an interesting program and the field division 
members will have an opportunity to talk shop and elect their new officers. 

Rounding out the Tuesday afternoon session will be a selling feature, ““Awfuss 
to Office,’ in which A. C. Howard, president of The Globe-Wernicke Co., will be 
master of ceremonies. Believing as does the association that the great secret of 
volume sales in the office equipment field lies in office modernization, this 
dynamic speaker will present a three-act*play. From an inefficient office on the 
huge ballroom stage the plot follows through to a completely modernized office 
on the same platform. 

The closing speaker on Tuesday will be Zenn Kaufman, merchandising director 
of Philip Morris & Company, Ltd., Inc., who will speak on ‘Showmanship in 
Business.”’ 

Once again the research work of Dr. Ralph D. Cies for NSOEA will be utilized 
in a convention highlight. From a huge background of graphic information, Gen- 
eral Manager Paul E. Burbank on Wednesday morning will interpret ‘““The Cost of 
Doing Business on Main Street, U.S.A.” 

Following a message on selling by Ben Smith, General Commercial Manager of 
the Southwestern Bell Telephone Company, Dallas, Tex., the convention will make 
by-law revisions, hear reports of committees and elect officers. 

The annual banquet on Wednesday evening will bring another fruitful convention 


to a close. 
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The program: 


1:00 P.M. 
to 
9:00 P.M. 


9:30 A.M 


12:30 P.M 


2:00 P.M 
to 


9:00 P.M 


9:30 A.M 


12:15 P.M 


2:00 P.M 


5:00 P.M 
to 
9:00 P.M 


9:15 P.M 


9:15 A.M 
9:30 A.M 


12:00 noon 
to 
6:00 P.M 
7:30 P.M 


Saturday and Sunday, October 4, 5 


Annual exhibit in various areas. 


Monday, October 6 
GENERAL CONVENTION SESSION 


President Grant Howard presiding. 

Convention opened by General Manager Paul E. Burbank. 

Invocation, Joseph Horness, president, Browne-Morse Co., Muskegon, Mich. 
“What is Past is Prologue,”” W. Grant Howard. 


‘The Business Outlook,’ Murray Shields, vice-president, Economist Bank of 
The Manhattan Company, New York City. 


GENERAL CONVENTION LUNCHEON 


“How | Raised Myself from Failure to Success in Selling,” Frank Bettger, 
Wynnewood, Pa. 


46th annual exhibit. Exhibit Hall, Exhibit Annex, Exhibit Lobby, Third Floor 
Ballrooms and Corridor, Fifth Floor. 


Tuesday, October 7 
DIVISION MEETINGS 


Dealers—Eighth Street Theatre: 


Adrian H. Pembroke, The Pembroke Co., Salt Lake City, Utah, vice- 
president of distributors, presiding. 


“Essential Business Equipment—Your Insurance,’ Newell R. Johnson, 
American Mutual Alliance Assn., Chicago. 


“It's a Conspiracy!’’, Adrian H. Pembroke. 


“Question Box,’ Reuben S. Haslam, attorney for NSOEA, and Paul E. 
Burbank, general manager. 


Election of division officers. 
Manufacturers—Upper Tower Ballroom: 


Howard W. Gunlocke, W. H. Gunlocke Chair Co., Wayland, N. Y., vice- 
president manufacturers, presiding. 
“The NSOEA Exhibit,” Paul E. Burbank, general manager. 
Feature speaker to be announced. 
Election of division officers. 
Field members—Lower Tower Ballroom: 
F. C. “Chet” Williams, Yawman and Erbe Mfg. Co., vice-president, 
field division, presiding. 
Annual meeting and election of officers. 
GENERAL CONVENTION LUNCHEON 
Our Moral Needs,’ Dr. William H. Alexander, First Christian Church, 
Oklahoma City, Okla. 
GENERAL CONVENTION SESSION 
Adrian H. Pembroke, vice-president, distributors, presiding. 
Awftuss to Office,’’ A. C. Howard, president, The Globe-Wernicke Co., master 
of ceremonies. 


‘Showmanship in Business,“” Zenn Kaufman, merchandising director, Philip 
Morris & Co., Ltd., Inc. 


46th annual exhibit. 


CONVENTION PARTY 
Grand Ballroom. 


Wednesday, October 8 


Muical program by Lew Diamond and his orchestra. 

GENERAL CONVENTION SESSION 

Howard W. Gunlocke, vice-president, manufacturers, presiding. 
“The Cost of Doing Business on Main Street, U.S.A.," Paul Burbank. 


‘Opportunities,"” Ben Smith, General Commercial Manager, Southwestern 
Bell Telephone Co., Dallas, Tex. 


By-law revisions; reports of committees; election of officers. 


46th annual exhibit. 


46th annual banquet, Grand Ballroom. 
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A. C. Howard 
Globe Wernicke, 
Cincinnati,.Ohio 





Zenn Kaufman 
Philip Morris 
& Co., Lid., In 





Paul E. Burbank 
General Manager, 


NSOEA 





Dr. R. D. Cies 
NSOEA Researct 
Boston, Mass 





Ben Smith 
Bel! Telephore, 
Dallas, Tex. 














Barkley Plastic Tab 


Guides. letter, Legal and 
Card Sizes Durable black 


pressboard 


Card Index Guides. !ndex 


Bristol, buff and colors. Gray 


sboard 











Duratex File Folders. Sin 
gle and Double top 8—9 
nd 1] c 

















Pressboard Guides—(Gray 
Metal Tab, Plain Tab and Cel 


jloid Tab 








Krafoltex File Folders. Sin 





agie and Double top Eleven 


nt 





Index Cards—White and 














Colors. 200 Line 1104 White 
ind Colors 300 Line 90# 
g rie_— 
[/ pls 
Established 1921 (puna 
im : jj 
4 


[. L. BARKLEY & C0. 


Manufacturers of Filing Supplies 
1220 W. Van Buren St. Chicago 7, Ill. 


CARBON 
PAPERS 


INKED RIBBONS 
HECTOGRAPH SUPPLIES 


CARBONS * MASTER UNITS © RIBBONS * DUPLICATING 
FLUID * HAND-CLEAN CREAM * CORRECTION PENCILS 


Welcome to the 46th 
NSOEA CONVENTION 


Conrad Hilton e+ October 4th-8th 





be sure to visit... 


CODO Booth No. 116 





Sel lemme Vitel Mc iii Ji mp te i icme tli 3i 
A patented Codo feature included in each Box of “Super- 
Treated” — “Super-Kote” — “Keen-Rite” (not for sale 


Codo-n«c. corp. * 


Factory: Coraopolis, Pa. 


564 W. Monroe St. 401 Wood St. 270 Lafayette St. 
Chicago 6, Ill. Pittsburgh 22, Pa. New York 12, N.Y. 
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7 _TWEETEN 


The Best & Most Economical 


MARKING PENCIL 


Screw-type feed like a me- 
chanical lead pencil. 





Sturdily made for heavy 
duty any place where check- 
ing pencils or crayons are 
used. 


Makes neat, legible marks on 
practically every type of 
surface. 


Pencils available in Black 
Red, Blue & Green 


fills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
ked 12 of one color to a pack- 
Ter: List price 25¢ per package 


A 49c Retailer 


(including Federal Tax) 











Berit WRITE FOR LITERATURE 
AND TRADE DISCOUNTS 








TWEETEN Zire Ca., Iuc. 


2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 











FOX 





This Is News! 
"FOX 
GUARANTEED CHAIR MATS 





\ Treated Board—Beveled Edge 
REV ERSIBLE—SMOOTH BOTH SIDES 


Style 9649 
48” wide, 
54” to end 


of lip. 


$50 


Style 9648 
36° wide 


Qo: 
o to end 








of lip. 


$600 


Brown. Green. Maroon. Grey, Black 
Colors May Be Assorted 
PACKED 4 TO A CARTON 
LIST PRICES EACH IN DOZEN LOTS 
LIBERAL DEALER DISCOUNT 


Geo. E. Fox & Company 


1051 North Throop St., Chicago 22, Ill., U.S.A. 





Men and women everywhere are 
finding the take-it-with-you Pocket 
Stapler a real convenience. 


Salesmen, insurance men, doctors, 


hostesses, office workers, housewives 
— everybody praises this pen-size “ - e* 


stapler Ceece8? 


Slip off the cap 


ond there is your 
handy stapler 


The market for the Duo-Fast Pocket 
Stapler grows larger and larger 


Profit on Refills — The demand for 
extra staples keeps increasing. They ore 
packed 24 packs of 1000 staples to each 
counter dispenser. Retail price 25¢ each. 
A sure money-moker for you. 





A Gift of Distinction — Someone is 
always looking for an attractive, un- 
usual, useful gift. The Duo-Fast 
Pocket Stapler fills the bill perfectly. 
Has the gift qualities, is gift-boxed, 
and is gift-priced at $2.95 each. 


fj Helpful Sales Aid — To help you with 
# your selling job, we furnish display cards, 
| envelope stuffers, window streamers, and 
| ae ~~ newspaper mats. 
The Duo-Fast Pocket Stapler is growing more popular 
every day. Why not order o supply? Send this coupon 
for complete information. 





. > 

. > 

. te . 

‘test * eS, >. 

+ ( 5 4) Y 7 

lawyers, teachers, students, air line *, S. Ah 
re 











eS ee 


FASTENER CORPORATION 
860 FLETCHER ST. © CHICAGO 14, ttt. 
Please send complete information on the pen-size Duo-Fast 

1 Pocket Stapler 


| Store Name : 
Your Nome —- 
Address 


City ‘ Zone State 
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Here's the Best Buy 
in OFFICE DESKS anywhere! 





No. 42305—SINGLE PED- 
ESTAL FLAT TOP DESK 
—Top 42 x 30 x 1%” 
thick, Rift Oak and Plain 
Sticed Wainut Panels & 
drawer fronts of Rift 











No. 6032!—Executive 
istand-style Desk. 
Tops, panels & drawer 
fronts genuine wal 
nut Equipped with 
file drawers & 4 reg 
ular size drawers, 







with automatic tock 
sae coves All-stee! framed-in bottom. All Oak 
istand, adjustable as interiors, Finishes: Oak 


Let us ship you a PREPAID SAMPLE on an absolute 100% return guarantee. 
Freight charges invoiced to you after you say you're completely satisfied. 
Write for Catalog of Complete Line of Desks & Costumers 















manufacturing company 


220 Institute Place 
CHICAGO 10, ILL. 














New Styling ee 


CREATES. SALES 


New WB “Styline’ Stand§ have more leg room and 
eye appeal — sell themselves. Modern design and 
sturdy sway-proof construction overcome sales resist 
ance in executives who demand working efficiency 
plus beauty in today’s offices. WB Stands have fea 
tures found only in the most @xpensive stands 

Assembles in 2 Minutes—Stands ship flat—legs un- 
fold and lock top into position, using four wing nuts. 


Tubular legs can’t snag Base easily shifts to legs or casters 
No bors or sharp edges to bruise shins. Piano hinges and drop arm supports 





Choice Areas Open to Profit-Minded “Reps” 
SEE COMPLETE LINE BOOTH 209-N.S.A. SHOW 








Model MS-150 Model MS-200 Model MS-250 


riced sales leader with With non-skid top and extension De luxe style with elev 


af leaf and drop leaf 


Photo shows how base raises « 
bs changes stand to firm posit 
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G2: while you're in Chicago... 


...De our guest! 


at ASSOCIATED STATIONERS 








you’re welcome to 


over news and industry trends with 
the Associated Sales Staff 


Athi Lt latest product develop- 


ments with the Associated Purchasing 
Staff 


ideas on how to increase 
both sales and profits — with WORLD 
WIDE Business Forms 


new 


you’re invited to 


ED :.. most complete warehouse in 


the industry — 200,000 sq. ft. of up-to- 
date facilities for efficient distribution 


22D . modern warehousing oper- 


ation — handling over 20,000 items — 
bringing Faster, Better Service to you 


CED 0: business problems with 


us — perhaps we can help you 












ASSOCIATED STATIONERS SUPPLY COMPANY 


229 S. JEFFERSON ST. 





CHICAGO 6, ILLINOIS 











a 








* 








No. 179514 





SEE OUR NEW STEEL CHAIRS 
ROOM 502 
NSOEA OCTOBER CONVENTION 




























Introducing 


THE NEW 


Beautiful 


LAMIDALL TOP 
ON MASO’S 


ROYAL 
ELEVATOR STAND 














e MORE ATTRACTIVE THAN WOOD VENEERS! 


The new Lamidall Top is truly beautiful and will not chip, crack, 
split nor dent. Is not affected by alcohol, grease, fruit juices, vine- 
gar or boiling water; is permanently bonded to tempered Presdwood ; 
will last indefinitely and keep its gleaming beauty 


@ 3 BEAUTIFUL LAMIDALL FINISHES 


Your choice of grained Walnut with Walnut understructure; most 
attractive golden Oak with green understructure and driftwood Gray 
satin with gray understructure. Lamidall is the finest, most attractive 
Top ever placed on a typewriter stand. All tops are pre-assembled. 





MASO OFFERS THE MOST COMPLETE SELECTION 
OF LIGHT AND HEAVY DUTY OFFICE MACHINE 
STANDS — WRITE TODAY FOR NEW CATALOG! 


MASO STEEL PRODUCTS 


Dept. A 81 W. Van Buren St. Chicage 5, III 
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Lew Diamond George Gobel 
Party M.C. edia 


@ ONCE AGAIN Lew Diamond, “he’s a diamond in the smooth,” will handle the 
entertainment for the NSOEA annual convention party in the Grand Ballroom of 
the Conrad Hilton Hotel Tuesday evening, October 7. 


Lew, as master of ceremonies, will be supported by a tremendous all-star cast of 
acts. The show will close after one hour and 10 minutes and dancing will begin 
almost immediately. 


Three outstanding acts already signed up are: 
Dennis & Darlene—Singing stars in the show Oklahoma. They are a young, 
attractive pair. 


The Gray Sisters—Sensational artists who have been featured in the Roxy 
Theater in New York, the Edgewater Beach Hotel and many other entertainment 
spots. The sisters, who are both xylophone players, do novelty dancing as well 
as singing. 


George Gobel—One of the top five comedians in the country, pinch-hitting for 
Garry Moore on CBS television show. 


This promises to be one of the greatest Tuesday night convention parties in 


NSOEA history. 


MT cs 








The Gray Sisters 
Sensational Xylophone Player 


+, 
io 
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For the ladies 


@ CHICAGO! CHICAGO! It’s a familiar refrain. The program for the ladies this 
year at the great 46th annual convention and exhibit of the National Stationery 
& Office Equipment Association in Chicago is the newest and most exciting ever 
planned. Replete with entertainment—romance, music, art, tradition, glamour, 
comedy and drama—there is divertissement for every taste! 


Wahines’ Aina Kakahiaka—ladies’ breakfast—melodious Hawaiian music by 
Al Vierra, fruit juices from an exotic orchid fountain, beautiful orchids flown in 
by United Air Lines distributed by lovely stewardesses, a greeting by Mary Merry- 
field of “Hi Neighbor” fame. To make sure that no one feels strange, our own 
NSOEA ladies as hostesses at each table. That’s Monday morning's program in 
the beautiful Boulevard Room of The Conrad Hilton. 


A tea and guided tour of the Art Institute's collection of household arts and 
crafts of the past—highlight of this Monday afternoon program will be the Amer- 
ican Rooms in Miniature by Mrs. James Ward Thorne. The Decorative and Indus- 
trial Arts Galleries have been reserved for our use. At the close of the tour, tea 
will be served in the patio, weather permitting, and in the Galleries. . . . 


All this is Monday's program only. On Tuesday comes another real high spot, 
for this year we have the privilege of honoring our president and first lady by paying 
tribute to Arizona from whence they hail. ‘Arizona in Chicago” will be presented 
during the luncheon and fashion show at the ballroom of the Sherman Hotel. 
Arizona has a permanent representative in Chicago in Lolita Linn, under whose 
creative genius this romantic, colorful presentation will be directed. 


Tuesday night—the annual convention party for all—an hour and a half of 
delightful entertainment under the direction of Lew Diamond. 


Ladies, of course, are thoroughly welcome to any of the business sessions—ond 
sad indeed would our manufacturers be if the ladies neglected to visit the hundreds 
of exhibits—to greet long-time friends, to keep in touch with the latest in office 
equipment and supplies—and to come away with the many attractive and ingenious 
little souvenirs, the tart, rosy apples, the dollars, doughnuts, coffee, cokes, and 
so forth. 


Which brings us to Wednesday and the matinee performance of ‘| Am a Camera,” 
winner of the New York Drama Critics’ award as the best play of last year, and 
starring the brilliant young Julie Harris. . . . Our matinee performance, during 
which we have exclusive use of the orchestra of the Harris Theater, was secured 
through the efforts of our entertainment committee. 





And then the ever-lovely annual banquet . . . brings to a close one of the 
; ee friendliest business gatherings in the world. 
ae wee Prerrie ROSE CUSHMAN 


toy ; Tor A ttractic 


Assistant to General Manager, NSOEA. 


MONDAY, OCTOBER 6 
Annual get-together breakfast (Boulevard Room, Conrad Hilton) 


Music, outline of convention program. 
Afternoon—Tea and Guided Tour of Art Institute. 


TUESDAY, OCTOBER 7 


12:00 noon—Grand Ballroom of the Sherman Hotel 
Luncheon and fashion show— 
“Arizona in Chicago,’ presented by Lolita Linn. 
Tuesday night—Grand Ballroom of Conrad Hilton Hotel 
Annuc! convention party. 
WEDNESDAY 
2:30 p.m.—Harris Theatre. 
. Matinee performance of “I Am a Camera” starring Julie Harris. ® e * © & 
7:30 p.m.—Grand Ballroom of Conrad Hilton Hotel 
Annual banquet and dance. 
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BOOTH 142 SENG -_ 
wosran rons | fd dy St\hing Poi(s 


ASH TRAYS — SMOKERS 


THE LOL Salle LINE 7 


Known from Coast to Coast 


INTRODUCING “GOLDEN BRONZE” 


The new, modern luxury finish, which blends as harmoni- 
ously with dark walnut as with light bleached furniture. 





= ph wie 
















No. 155 





All steel coe Fi fh  #&g cg s. Bite UC ......... 
tumer. Sturdily : 
constructed. Un- y 
breakable hooks, 
ball turned ends 
21” spread. 68° 
height. Finishes 
Golden Bronze, 
Satin chrome 
throughout and 
grey or olive 
green with satin 
chrome hooks. In 
units of six, 
weight 60 
Ibs. 


VUHHHPERD A atealtt 


{ 
'y 


Finishes: bright | 
or satin chrome 


itt 











and stotuary or | 
golden bronze ; 

















TO YOUR 
FINEST CHAIRS 





No. 150. Large size, No. 320. Snuffer type 
sturdily built for heavy smoker. By removing 
duty. 11" base, 8” top ring, the oversize 
amber glass liner, 11/2"’ inner ash receptacle 


mee Top held rigidly can be emptied, cleaned 

evel at all times with and replaced in a few . 
patented ‘‘collor.”’ seconds. Shipping Wt * The true measure of a chair 
Shipping Wt. 13 Ibs 12 Ibs ; F ° 
Both bases heavily weighted. Individually boxed is the mechanism, and many users now associate 
Finishes: bright or satin chrome and statuary or ; F ; 

golden bronze it with employee efficiency. More and more of 








these thoughtful people are learning the value 
of the SENG trademark. | 


For SENG Chair Irons meet the most exacting 
standards. They have oil-tempered spring-steel 
tension controls that respond instantly 











No 140-X. — New 4 : ee 
ong gy 3 4 squeakproof bearings that never need oiling ... 
13a" post. | Ship: shock absorbers that stop off-balance tilts with- 








Bied "reody, fo. ose out jarring . . . self-locking height holders. Add 

ae lg up these features, and others, and you'll under- 

— i stand why SENG-equipped chairs work so 

smoothly they never interrupt a trend of thought. 

eat decile These are selling points for your finest chairs, 
Shen "Navy. 80 sheen v0- which probably have SENG Irons. Sell SENG 


ceptacle. Nothing to get | 
2 a ee ...and you sell satisfaction 
weight assembled ready 
-. ~yt about on Ibs 
Golden bronze; Bright or — 
satin chrome. ee 


— Write for Catalog — 


LASALLE PRODUCTS co. | fan NOLL UEREeEeanenes 


2216 N. Clybourn Ave., CHICAGO 14, ILL. SENG QUALITY PROTECTS YOUR REPUTATION 
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PERFECT NEW FORMULA § 


EXCLUSIVELY FOR 


caste eter Duplicator Machines § 


gives 15% TO 20% 


MORE COPIES oie 
THAN ANY Full keyboard 
PREVIOUS INKS ads 9.999 99, 









Model 7-6-0 
10-key keyboord 
adds 9,999.99 
Totals 99,999.99 















TUBE MAKES PERFECT 
Elna apliet | Sine rome (Mh exavsonats 
ma lapyh 
ul olfale pe | eg 9 elu, etl 
pUPLICATOR INK 
FOR USE ON Add the VICTOR Champion 


, ER . 
Gestetner Machines —_ our Pen Line Now, and eee 


OTHER INK YOU ADD .. . the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 

Country Gentleman, and other leading magazines 

and newspapers throughout the United States. 




















YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 
keyboards. 





Clean, sharp work on mimeo bond. Mini- 


mum penetration. Fast drying. No smear FOR MORE INFORMATION ON THIS 
no offset. Will not pack on distributor bar. PROFIT-MAKING OPPORTUNITY 


WRITE, WIRE OR CALL TODAY! 
No drip from silk screen. Safe for stencils 


and silk screens, waver rolls and bakelite VICTOR ADDING MACHINE CO. 

cylinders. Washes off hands with soap and 1 Chicago 18, Illinois 

water... BLACK and COLORS in 12-072. tubes. in pony World's largest exclusive manufacturers 
CANODE ADVERTISING in Shans, of adding machines. Now in our 33rd year. 


ei, | melaai@ & presents all these ~~ oe —_—— ee “~ 
features to YOUR CUSTOMERS VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. ©. A. 1052 " 

It's another profit item in the popular CANODE line | am interested in the new Victor Champion line of adding machines. 
Please send details to: 1 
WRITE FOR DETAILS & PRICES ene teh Sa Sy ee Se Pee ee i 
ee anenemenmmsmantia " 
INK SPECIALTIES CO., INC. [i Sa 
Dept O 519 N HALSTED ST Territory where | am now selling :_. cxownauisntinnetenvapeasnsiinioeediianl 
CHICAGO 22, ItLINOIS  — a.) ett are. 1) a) re J 
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— 
IT’S NEW! simpiifieas 
Revised! 
CATALOGUE Improved! 
suri “TOPS” 
iss | LINE OF 
BUS! | 
FORHS STOCK 


The ‘’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


e Patented Finger Tip Controlled Paper Guide 
@ Finest Steel Blades, Carefully Ground 

e@ Two White Scales on Black Background 
* 
* 


BUSINESS 
FORMS 





Only Finest Seasoned Hardwood Used 














Every Board Completely Guaranteed 
, cre Ep All These DEALER ADVANTAGES! 
You offer the finest in the New “Precise” Trimming Board. . lia Pg ‘ ‘ ie 
: . rustomer should have : ing. * Forms Boxed—No rappe * Convenient Packages 
It has everything your cu te n hould h Ave for trimmin . o Quer 650 ase ° fen eeaiinr ol 
cutting paper, paper board, etc. The patented, adjustable a Boe ° Pad oe 
paper guide locks and releases with a finger flick, 2 white + Sincler’s tie on Ge © Reg. Dealers Discounts 
scales on black background speed 
: This is the Line you have bee ng for You'll find it’s 
accuracy and measuring time. | inou?” in Seetient@ilaae tn Balegcus Seen” tn Unesene 
Models 5, 6 & 7 have special | 5 POPULAR SIZES 
safety spring. The “Precise” is a No. S—-10%5"—Bisde See Our Complete Line During NSOEA Show 
steady seller wherever displayed No 8 one The Hotel Clerk has our Room Number 
No 7—2414"—Blade 
Delivery Still Fairly Prompt: 36 Be Sure to Visit Us! 
AMERICAN PHOTO LABORATORIES “TOPS” BUSINESS FORMS, Dept. A 
Dept. A, 28 N. Loomis Street, Chicago 7, Illinois 107 N. Wacker Drive Chicago 6, Illinois 























[Heavy GAUGE STEEL *& HAMMERED SILVER FINI 
CASH, BOND UTILITY BOXES 








n 


© 4 
0) Popular Styles 


No. 10 SERIES—4 Styles 

No. 910—Key Lock, No. Tray 

No. 1910—Key Lock, 6 comp. steel 
tray 

No. 910CL—Comb. lock, no tray 

No. 1910CL—Comb. lock, 6 comp. 
steel tray 












. . in customer confidence! 
Repeat Sales! 





To help you build EXTRA business at 
NO EXTRA COST!... 


B.F.Goodrich PLATENS 


recovered by Shipman-Ward are equipped with the 


No. 23 SERIES—4 Styles 


No. 923—Key lock, no tray 
No. 1923—Key lock, 6 comp. steel 
tray 











All boxes are individually 
boxed. 


f No. 923CL—Comb. lock, no tray 
10 SERIES = size. 11% «6%2% | No. 1923CL—Comb. lock, 6 comp. 
- sens steel tray 


the exclusive platen device that indicates 
to the typist exactly how many typing 
lines are left on the page. 


Only B. F. GOODRICH platens 
have the PAGE END-ICATOR! 












wutttt , WOY 
ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST 
CHICAGO 











Nationally Distributed by 


SHIPMAN-WARD MFG. CO. 







Export Representatives 
a FRAZAR & CO., 50 CHURCH STREET, 
23 SERIES Size: 1}!o x 6x 4% NEW YORK 7, N. Y. 


Coble Address ““FRAZAR'’ New York 

















325 NORTH WELLS « CHICAGO 10, ILL. 
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More and more dealers every day find that it pays to rely on 

G. S. Pearson as their source of supply for profitable repeat sales. 
You too, can profit greatly by putting your confidence in 

the “We Serve” Trademark. 


Here’s Why... 


BIGGER PROFIT MARGINS 

SAVINGS ON BULK FREIGHT SHIPMENTS ARE PASSED ON TO YOU 
CAPITAL IS RETAINED, NOT TIED UP IN LARGE INVENTORY 
NATIONALLY ADVERTISED SALES-TESTED LINES 
UNCONDITIONALLY GUARANTEED PRODUCTS 

wie Tedest FAST, EFFICIENT DELIVERIES 

+ G.S. Pearson Profit Plan COMPLETE LINES 





> ES! 





G. S. PEARSON COMPANY 709-4 so. DEARBORN ST., CHICAGO, 5, ILL 





t. A Wholesalers to The Trade « Serving The Nation 


inois \ 








a THAT ADDOMETER . 
KES PRO) (} F come MACHINES SELL Welcome, Stationers 
. 











to the 46th NSOEA Convention 



















———_— 29 
| 5 GET 
aha ’ 
i MAYFAIR’S 
les! “a orn BIG NEW CATALOG 
gees, = ee , 
| wi of our Complete Line 
‘ray Desk 
teel esks 
> ee Card Files 
tray Waste Baskets 
} comp Fiuorescent Lamps 
@ There’s logic plus proof Incandescent Lamps 
behind Addometer’s sales appeal. Stationery Racks 
é, Addometer fills a definite need for a portable low- gy eo 
. steel cost adding machine among accountants, small and Filing ec 
wen large businesses, professional men, retailers, service Trencier Gases 
comp stations, farmers, architects, and many others. The > Letter Trays 
remarkal 8-column Addometer adds, subtracts “enw Vertical Files 
ally direct, 1 plies as speedily and efficiently as many The Jer 50" “es a 
big, ex ive adding machines—yet costs only a the hheshet Cash ~~ 
$12.9 is exclusive features which no other HAS Eye Appeal Personal Files 


Efficiency Appeal 
Economy Appeol. 
Height 11". Base 534"x44Q". One 
tube 15” Fluorescent. Weight 7 Typewriter Tables & Stands 
lbs Packed 1 to a carton Fin 


Smokers 
Post Binders 


ishes Wainut Gray, Maroon 


macnine 1er 

FREE lisplay stand with every 

order! Green. in 14 or 18 watt tube 
‘ both. 


r more Addometers 
Same tist price on 


ge start with this special offer 
, Dept. A-10. —= Quick Delivery on All items 


Reliable Typewriter & Adding Machine Company THE MAYFAIR COMPANY 


303 W. Monroe Street + Chicago 6, Illinois 315 N. DESPLAINES | CEntral 6-1397 CHICAGO 6, ILL. 
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Welcome conventionttes 


Chicage Hosts 


Conventionites are welcome at 
the offices and factories of manu- 
facturers located in Chicago and 
vicinity. Visitors are invited to 
take advantage of the oppor- 
tunity to see the home offices of 
the companies with which they 
deal, as well as other firms. A 
hearty welcome will be given at 
those listed at the right. 
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Ace Fastener Corp., 3415 N. Ashland Ave....... 

Ace Loose Leaf Bindery Co., 453 S. Wells St. 

Aigner, G. J., & Co., 426 S. Clinton St. 

All-Steel Equipment, Inc. (Aurora), Chicago Office 
American Evatype Corp., 751 Osterman Ave., Deerfield 
American Photo Laboratories, 28 N. Loomis Ave. 
Associated Stationers Supply Co., 229 S. Jefferson St. 
Autopoint Co., 1801 W. Foster Ave. 


Bankers Box Co., 720 S. Dearborn St. 
Barkley, C. L., & Co., 1220 W. Van Buren St. 
Bentson Mfg. Co., 652 N. Highland St., Aurora 


Central Can Co., 2417 W. 19th St. 
Chicago Card Holder Co., 732 N. Morgan 
Codo Mfg. “— 564 W. Monroe St. 
Cotterman, |. D., 4535 N. Ravenswood Ave.. 


Davenport, A. C., & Son, Inc., 311 N. nen 
Ditto, Inc., 2243 W. Harrison St. 

Doro Mfg. ‘Co., 220 W. Institute 

Doppelt, Charles, & Co., Inc., 2024 S. Wabash Ave. 


Ellingsworth Mfg. Co., 200 S. Peoria St. 


Fastener, The, Corp., 860 W. Fletcher St. 
Fox, George E., & Co., 1051 N. Throop 


Glidex Corp., 4538 W. Roosevelt Ave. 
Goodfrend Metal Products Co., 1019 E. 75th St. 
Gran-Adell Mfg. Co., 1846 W. Belmont Ave... 


Hanson Scale Co., 525 N. Ada St. 
Hedges Mfg. Co., 2931 S. Wentworth Ave. 
Heyer Corp., 1850 S. Kostner Ave. 


Imperial Methods Co., 750 S. Circle Ave., Forest Park 
Ink Specialties Co., Inc., 523 N. Halsted St. 
International Cash Register Parts Co., 2810 W. Addison St. 


Johnson Chair Co., 4401 W. North Ave. 


La Salle Products Co., 2216 N. Clybourn Ave. 
Markilo Co., 3633 S. Racine Ave. 

Maso Steel Products, 81 W. Van Buren St. 

Mayfair Co., 315 N. Desplaines Ave. 

Milwaukee Metal Furniture Co., 120 S. LaSalle 
Mohawk Tablet Co., 1703 East End, Chicago Heights 
Neiman Loose Leaf & Bdry. Co., 1717 So. Halsted St. 
Pearson, G. S., Co., 711 S$. Dearborn St. 

Photo Materials Co., 334 N. Bell Ave. 

Precision Mfg. Co., 829 Chicago Ave., Evanston, Ill. 
Print-O-Matic Co., Inc., Merchandise Mart Plaza 

209 S. LaSalle St. 


Record Controls, Inc., 


Reliable Typewriter & Adding Mach. Co., 303 W. Monroe St. 


325 N. Hoyne 

35 E. Wacker Dr. 

4 N. Hickory St., Arlington Heights 
175 N. Michigan Ave. 


Replogle Globes, Inc., 
Rockwell-Barnes Co., 
Rowles, E. W. A., Co., 
Royal Metal Mfg. Co., 


Seng Co., 1450 N. Dayton St. 

Shepherd Chair Co., 1912 Main St., Melrose Park 
Shipman Ward Mfg. Co., 325 N. Wells 
Speed-O-Print Corp., 1801 W. Larchmont St. 


“Tops” Business Forms, 107 N. Wacker Drive 
Technygraph Co., Techny, Il. 

Topflight Products Co., Inc., 6224 S. Oakley Bivd. 
Tweeten Fibre Co., Inc., 2029 W. Fulton St. 


Vail Manufacturing Co., 900 E. 95th St. 

Vanguard Engineering & Mfg. Co., 53 W. Jackson Blvd. 
Victor Adding Machine Co., 3900 N. Rockwell St. 
Vogel-Peterson Co., 624 S. Michigan Ave. 


Weber Bros. Metal Works, 108 N. Jefferson St. 
Wiggins, John B., Co., 638 S. Federal St. 

Wilson Jones Co., 3300 W. Franklin Blvd. 

Wolber Duplicator & Supply Co., 1201 W. Cortland St. 
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.....LAkeview 5-2409 
..RAndolph 6-8823 
_.HArrison 7-7414 
FRanklin 2-8122 
Deerfield 365 
HAymarket 1-7925 
-FRanklin 2-6760 
LOngbeach 1-3200 


HArrison 7-3577 
...MOnroe 6-706] 
Aurora 9238 


MOnroe 6-2770 
TAylor 9-4651 
_.......CEntral 6-8704 
LOngbeach 1-5829 


STate 2-6683 
SEely 3-7400 
Michigan 2-3562 
Victory 2-7340 


HAymarket 1-172] 


GRaceland 2-6112 
Dickens 2-1260 


SAcramento 2-4188 
HUdson 3-1873 
LAkeview 5-1628 


...MOnroe 6-6585 
CAlumet 5-4246 
...CRawford 7-0130 


AUstin 7-2152 
MOnroe 6-6187 
INdependence 3-1776 


CApital 7-6600 
Lincoln 9-6373 


YArds 7-1140 
WaAbash 2-7346 
CEntral 6-1937 
CEntral 6-3534 

WaAterfall 8-334] 


MOnroe 6-2505 


WEbster 9-5414 
TAylor 9-3033 
Davis 8-4254 
SUperior 7-9880 


RAndolph 6-3469 
CEntral 6-2786 
CAnal 6-5520 
RAndolph 6-6830 
ENterprise 1099 
STate 2-5010 


MOhawk 4-0920 
ESterbrook 8-1686 
DElaware 7-1090 
GRaceland 7-2000 


Financial 6-4555 
IRving 8-8238 
WAlbrook 5-7100 
SEely 3-7878 


REgent 4-1810 
HArrison 7-1675 
KEystone 9-8210 
WaAbash 2-0318 


RAndolph 6-2187 
HArrison 7-7828 
VAn Buren 6-7400 
Diversey 8-2711 
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Biltmore Girls, Who'll Entertain at 


6LTC Luncheon 


By-laws up for revision 


gs A NUMBER OF changes in the by- 
laws of NSOEA have been proposed, 
these submitted in writing to the mem- 
bers 30 days prior to the convention. 
At the business meeting on October 8 
a vote of two-thirds of all members pres- 
ent can adopt them. In brief it is pro- 
posed to: 

1. Change the fee for non-resident 
members from $15.00 to $25.00 annu- 
ally. 

2. Dropping of a member delinquent 
90 days in the payment of his annual 
dues would be automatic instead of be- 
ing subject to a majority vote of the 
executive committee. 
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GLIC again host 


@ THE GLTC PRE-CONVENTION lunch- 
eon will be held Friday noon, October 3, 
at 12:30 p.m. in the Boulevard Room of 
the Conrad Hilton Hotel. Guests will 
be members of the Washington staff of 
NSOEA, the president, governors and 
presidents of Travelers Clubs. 

This is strictly an informal affair and 
those working on the convention booths 
are invited to attend in their “working 
clothes.” 

There will be no speeches, only “‘re- 
marks’ and good fellowship. The com- 


3. The president would be empow- 
ered to appoint a nominating committee 


of five members prior to the annual 


meeting if he so desired. 
4. A minor change adding distribu- 


tors to the provision for nominations 


from the floor for officers of the manu- 
facturers and field divisions. 


5. The regional governors would take 
office and become members of the 
Board of Control immediately following 
the close of the regional conventions 
instead of waiting for election at the 
next annual NSOEA convention. 


6. Canvasses of his district by the 


1952 


mittee in charge is: 
Chairman—Gordon Kickels, C. L. 
Barkley & Company. 
Co-Chairman—Rus Ragan, American 
Pad & Paper Company. 
Herb Walsh—Ace Fastener Corp. 
Jim Lynch—Imperial Desk Co. 
Ed Manning—National Brief Case Co. 
C. 0. Schlaver—Office iances. 
Ray Eichenlaub—Service Steel Prod- 
ucts Co. 
Brewster Towne — National Blank 
Book Co. 


regional governor are made optional in- 
stead of compulsory. A distribution of 
a record of the district's financial stand- 
ing is made a part of a governor's duties. 

7. The word “chairman” instead of 
‘vice-president’ is to be used in describ- 
ing the procedure of a divisional meet- 
ing. 

8. The parliamentary procedure for 
the appointment of a nominating com- 
mittee for the manufacturers’, distribu- 
tors’ and field divisions is clarified. 


9. Provision would be made for a 


mail vote of members when emergency 
revision of by-laws is found necessary. 


Presidents like W. Grant Howard 
(left) and his predecessor Zac 
Smith (right) have given much of 
time and energy to NSOEA. It is 
such leadership in the ranks of the 
distributors which joins with the 
Washington staff to provide con- 
tinued progress. 


























EVERY OFFICE NEEDS THIS HANDSOME 





Combination Utility and 


TELEPHONE 


tive stond will prove use- 


ful as well os decorative. Has handy 
open shelf for phone directories, pius 
roomy sed cabinet equipped with 


Yale lock 


Sturdily onstructed of furniture 
gouge stee 8” wide by 12” deep 
by 3 high, some as desk height 
Permonent baked-on enomel finish 
n Office Groy, Green, or Wolnut 
Grain. Flush door with rounded cor 
ners provides neatness and sofety— 
eliminates snagging clothes. 


@ CONVENIENT DESK HEIGHT 
@ ALL-STEEL CONSTRUCTION 
@ CHOICE OF POPULAR FINISH 
@ YALE LOCK WITH TWO KEYS 
@ BRASS FINISH DOOR HANDLE 
Mode by the Manufacturer 
of the Well-Known 
VANGUARD 
STEEL TRANSFER FILES 


WEST JACKSON BOULEVARD «= CHICAGO 4 





WELCOME STATIONERS 
lo the N.S. O. E. A. comuention 


Visit our modern 
factory and see how 
PREMIER CUTTERS 
are made 





PREMIER CUTTERS give you the “edge” 
in selling Paper Trimmers because 


e All boards are scored—criss/crossed '/2"' lines 

e Permanent lock on quide 

e All sizes of boards equipped with removable blades 

e All blades of hardened steel! 

e Precision ground blades 

© Perfect cutting edge 

@ Rock maple wood base wil! not warp 

e Cutting handle secured with safety spring—will not fall 































Saal Write — for further information )and nd prices. 


P1.2 Moe terich C.. Chicago 12, a 








REPRESENTATIVES 
at © hg 320 Broadway, JACK —~tqg S240 Sheridan Rd., 


hicago. 
s. LicurensTEIn, 223 S&S. 10th St HARRY HENKEL, 439 Ellis St., 
Pa 


tees hia San Francisco, Calif. 
a. J. CHELL, 329 Belt Ave Henry Deutsch, Cox Lane Route S&S, 
St. cok Mo. Box 747, Dallas, Tex. 


STAN MOLLERSTROM, South Eastern Atiantic States 
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COTTERMAN 


WELDED STEEL SAFETY LADDERS 


For Filing Rooms——Stock Rooms 
—Vauits 
New improved design made from 
1° diameter round furniture tubing, 
Mounted on Swivel Brake Casters 
which allow the ladder to be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
cushioned legs rest on the floor and 
prevent rolling 
MADE IN 7 HEIGHTS: 
18° 2Step 36° 4Step 637 
27" 3 Step 45" 5 Step 72" 8 Step 
54” 6 Step 
2 Widths—20”" and 26” 
Send for literature and prices on 
these ladders and our full line of 
Wood Rolling Ladders 
Manufactured by 


D. COTTERMAN, 


4535 N. Ravenswood Ave. 
Chicago 40, til. 














EXTRA profits with NO EXTRA work ! 


Suggest, Show, Sell Metal I 
‘Label and Card Holders: 
I 
i for shelf, bin, box, bench, drawer, locker, file identi- | 

fication. We supply SPECIAL sizes and shapes—at 
I surprisingly low cost—to meet ANY CUSTOMER 
REQUIREMENTS. @ Unlimited ! 
Market 

@ Profitable 

CHICAGO CARD HOLDER CO. Sales 


© Fast Delivery 


WRITE FOR FREE 
SAMPLES, PRICE 
LIST TODAY! 


All Styles of RING and POST 


Manufacturers 


P.O. Box 217 @ Chicago, Ill. 

















A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC 


1717-19 S. HALSTED ST. eo CHICAGO 8, ILLINOIS 











CASH REGISTER 


WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


h Register Parts Co 


2810 W. ADDISON ST CHICAGO 18, ILL 
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A Filing Service for Your Customers 


More Profits for You . - - 
dealers are recommending the 



















; equipment . 
one d oo of Re o~ ( wom Inc., to their customers . 
> profit to themselves. 
Pa to : professional service only—we ~ foe ae 
- eapplies. We do create a neec or them. | 
Ne ich i t ; irvey filing departments, reorganize their 
0 a, cod res centralize and install improved wv 
gy ; seal {tions can mean more sales for you oO 
tems i< ‘ 


eq ipment. 
year re 
time, space, and money. 


supplies an 

We have a 
in saving ents 
u 


RECORD CONTROLS, INC. 


209 So. La Salle St., Chicago 4, 


ll 
Be sure and see the 


NEW SENSATIONAL 


PRINT-0-MATIC 
FOLDING MACHINE 


Also, our complete line of ') 


duplicating equipment ’ BOOTH NO. 69 


and supplies 


Print-O-Matic Co., inc. Merchandise Mart, Chicago 54, Ill. 


cord of outstanding achievement 


today for complete information. 
established 1915 
1I—RA 6-3469 























VISTA 
AIIM MAUL 





Loose-leaf envelopes, punched; cord-cases, any size; 
nenu covers; factory record protectors; tag holders 

bill-fold envelopes; stamp containers, etc. Made of 

\ »cetate (flame resistant) transparent cellulose. We 
ild to fit your particular need. Write us for details 


— Markilo Company, Mfrs. 


aa _- 1633 S. Racine Ave Chieage 9, U. 5S. A 



























THE HANDY NEW 


g Memo-Roll 


l!-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup 
ports—3 13/16" wide by 
I/4 ong 

Uses regular Add 
ing Machine Rolls 
about 250 
ft Conve 
nient Penci 
Holder cen 
tered in 
Rol! 


LIST PRICE 
$1.50 Complete 
Extra Rolls 35c¢ each 
Send for Literature and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1846 W. BELMONT AVE. * CHICAGO 13, ILLINOIS 
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A handy # --- scale that fills the need for an accurate 


low priced scale for the small office or home. Weighing 
mechanism is suspended on a steel channel independent 
of the Styron plastic case. This type of construction makes 
possible a very high degree of accuracy. Chart on platform 
computes postage up to 8 oz. for first class, air mail, and 
merchandise. 


This new postal scale has possibilities for 
volume sales at this price, list............. $3.25 


HANSON SCALE COMPANY (Eee /f77) 
525 N. Ada St., Chicago 22, Illinois 











HANDY ‘“GLIDEX’ icin 
TELEPHONE BRACKET 
A Stable — the Vous ‘Round 


Yalataten oy 


Rare = 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, ete. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


KA MAA’ i 
ox Se A SA OS OX | AN 
‘ , ‘ \\ j - 
YoY oY 3 


5 | 
GUDEE MODEL Ne 200 
EXPANDED 


GLIDEX COR 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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All ROCKWELL-BARNES file folders are 
available FROM STOCK in 

LETTER SIZE—standard height or guide 
height. LEGAL SIZE—standard height. 
Straight cut—and all standard tab-cuts; 
Single top—or double top for extra strength. 










































We can furnish to order folders in any special size 





or special tab cut to comply with the 
requirements of any filing system. 


ALL FOLDERS are grained against the fold for added rigidity e 
uniformly die-cut e scored for expansion up to one inch e boxed 
100 in sturdy metal-edge full telescope boxes. 


Kraft a “‘strong’’ folder stock — well finished, ex- 


cellent quality and color. Also furnished in two weights: 
1l-pt. for “heavy duty” filing, and where folders are 


frequently handled. 9-pt. for “‘average’’ filing needs. 


Federal Tag 


a superior grade of Docu- 
ment Manila— processed 
to comply with Federal 
Specifications UU-F-571d 
Type II. 

Available in two weights: 
1l-pt. HEAVY for “heavy 
duty’’ filing and where 
folders are frequently han- 
dled. 94%-pt. MEDIUM 
HEAVY for ‘average’’ use. 










If you have not already received sample kit ROCKWELL-BARNES COMPANY 


and price lists WRITE FOR YOURS TODAY 
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Specialists to the Stationer since 1903 


35 East Wacker Drive Chicago 1, II! 
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sh Payments vs. Delayed Payments 

inued from page 154 

mquivalent to a cut in prices of six per cent. We will 
fre six per cent because that value is not given 
anv e 


METHOD WORKED OUT 


eWhat is your present ‘normal’ profit 

based on your costs? !f it is 33% per 

cent write it down as ere 0.33% 

mWhat do you consider your average 

money loss to be, due to permitting de- 

f you figure it to be 
($enaneehees 0.06 


layed payments: 
6% put if down as 
=Add one to A : 


CM poovecccecccecccccsseseeceses 1+ .33% = 1.33% 
e-Subtract B from one .........0+2-00: 1 — .06 0.94 
Multiply Ee Ml Mb dccece c0eeeedwecunee 1.33% X 0.94 = 1.25 
meubtract one from E...........ceeee0% 1.25 —-1 0.25 


iexeacas 0.33% + 0.25 = 1.33% 
qeoneus 1.33%-1 = 0.33% 


f-Divide A by F 
Subtract one fron 


That’s the answ The result, H, being 0.3344 means 
hat an increase in volume of 3314 per cent will be re- 
ired in order to offset the six per cent cash loss due 
carrying on me payment business. 

Now insert own figures. Work out your own 
me payment ficulties. This writer is inclined to 
lieve that after working it out you will be more cau- 
us about making collections in the future. 





ystem Dramatizes Layaway Purchasing 


highly effective means by which the 
can boost his layaway sales during 
ie holiday se: lies in “dramatizing the system,” 
Bcording to a Waco, Tex., retail store operator. 

The Texas iler actually tripled his percentage 
# layaway sale during the 1951 season, through 
reing budget inded holiday shoppers to “Join Our 
four Bit Club.” From November 1, daily issues of local 
ewspapers carried small two-column, three-inch ads 
eatured with th Join Our Four Bit Club” slogan, 
nd listing bel wide choice of gifts suggested by 


A simple, but 
@ationery retailer 


store. The tion indicated, “Any of these items 
1 be held for a down-payment of 50 cents.” 
The selectio1 f “four bits” or 50 cents, proved to 
ave a lot of ychological value, according to the 
Texas retail nasmuch as it provided a “starting 


int” for mal ustomers who otherwise would pay 
le at { rdinary layaway advertising. 
average customer use a 50 cent 
in layaway, but likewise, most 
aid 50 cent very week, or every few days, until the 
tem was paid for. “It was obvious that this plan 


: 


Not only did the 


leposit to put tl gilt 


ttracted literally scores of customers we had never 
en before dealer said, ‘“‘many of whom used 
he 50 cent yaway payment as the springboard 
ward the purchase of better-priced merchandise.” 
Management of the “Four Bit Club” was a simple 


customer who paid 50 cents down 
card, with the “Four Bit Club” 
heading and simple printed columns, whereby only 
heckmarks a1 nitials were required to receipt each 
yment o1 iid-away article—RAL 


roposition 


as issued 





Publish “Facts in Figures about Atlanta” 


Through Fra K. Shaw, industrial engineer of the 
Industrial Bureau of the Atlantic Chamber of Com- 


Ga., OFFICE APPLIANCES has received a 
edition of “Facts in Figures about 


merce, Atiat 
copy of the 


Mlanta.” It refle the growth and development that 
8 going on i his region. This booklet is for free 
ustribution t those desiring it 
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Inquire about the surprisingly low cost 


BERT M. 


Dept. OA-1 «¢ 8651 West Third Street «+ os Angeles 48, Californie 





NAMES IN INDUSTRY. . 
CHOOSE 
DESK TOP EQUIPMENT! 


BERT M. MORRIS CO. is foremost in the 
field of matched Desk Top Equipment. 


The complete setting shown— 
pen set, memo pad, letter 
tray, ash tray, and phone 
rest, retail for less than you 
would expect to pay for one 
fountain pen set. 


FOUNTAIN PENS — an eMf- 
cient and economical pen 
set with “‘thread-in” point 
section. A real time and 
money saver in any office. 





BOOK ENDS — at last — 
inexpensive book ends to 
match modern office fur- 
niture, 


> 


MEMO PADS —available in 
two types. With jewelers 
bronze bar that drops as 
paper is used, or standard 


box style. / 


MORRISET —The constant 





AVAILABLE IN — GREY — BRONZE — 
WALNUT— MAHOGANY and GREEN 


MORRISTRAY-— one of the most functional 
letter trays on the market. Extra sturdy, 
two point suspension allows quick, easy 
access from the entire front and both 
sides. Available in either letter or legal 
size, tiers may be quickly odded—removed 


er combined. full? 
of & quickly replaceable 
“thread in” points-extra fine, 
fine, medium, broad, stub. 


ASH TRAY—A real He-Man 
ash tray. Glass lined. per- 
fect for any desk or con- 
ference table. 


THERE 1S NO SUBSTITUTE FOR QUALITY. 
All Morris writing sets are equipped 
with iridium tipped points and each 
point is tested and approved at factory 
for writeability 


Desk Top Package Deals 
#100 and #200 


of matching your desk with these items. 


ORRIS CO. 





In Canada: McFarlane Son & Hodgson, Ltd., Montreal, Que. 
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Nine O’Clock Freshness 


At Five O’Clock Closn 


Oo 
IS 

















Luxury-soft 
i air-foam 
cushioning 
B Follow-through 
yi. back and seat 


assure comfortable 







support, with - 

ae 

ever, body a 

' movement. a 

B\ENJOY YOUR DAY . 
f. AT THE DESK 4 
Pi 


Write today for 7 
catalog and a ; 
open territory 


The*Taylor Chair Company 


Bedford, Ohio, U. S. A. 
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Ken Adams Moves Up with Clary Multiplier 

An expansion in the dealer department of 
Multiplier Corporation and a rezoning of regions hy 
been announced by Hugh L. Clary, president. 

K. A. Adams, central regional manager, has bey 
called to the home office in San Gabriel, Calif, 
head up a greatly-expanded dealer program in w 
many Clary franchise dealers will be set up as q 
tributors with sales agents operating in their prote¢ 
territories. His title will be general manager of 
dealer division. 

The eastern region under Frank Randall, manage 
will be extended to include branch offices in Detrg 
Cleveland, Cincinnati and Columbus. The wester 
region under the management of J. L. Jackson w 
be extended to include the remaining branches whig¢ 
were formerly supervised by the central regional of 
fice 

Mr. Adams’ wide experience in dealer matters makes 
him the logical man to head up the new program, sa 
President Clary. The regional office at Waukegan, ff 
will be closed and Ralph Gibbs, former district servig 
manager there, will transfer to Kansas City Mo., whe 
a service depot for the Midwest will be establishe@ 

William Petit, Jr., will continue as supervisor 
dealer sales at the home office under the general d& 
rection of Mr. Adams. 

Joseph M. Klein, director of sales training and pre 
motion and former branch manager at Phoenix, 
zona, has been named assistant to President Cla 





G-W Names Director of New Division 

A. C. Howard, president and general manager of Th 
Globe-Wernicke Co. of Cincinnati, has announced t 
appointment of L. E. Helbig as director of the firm 
new Snead Library System division for the productio 
and sales of library multi-tier bookstacks and othe 
library equipment. 

Mr. Helbig previously served as vice-president an 
director of Snead & Company. He has spent 27 years if 
the library equipment and partition fields, and at one 
time served Snead & Company as chief engineer and 
later as foreign representative when the firm entered 
the international field and granted foreign licenses for 
the Snead system of library book stacks. He will main- 


tain headquarters in the New York area in his new 
post with Globe-Wernicke. 
Globe-Wernicke acquired the Angus Snead Mac- 


donald corporation of Orange, Va., and its subsidiary 
Snead & Company, on August 13 





Ezyindex, Index Sales Open New York Office 

Ezyindex Products Company of Flushing, Long 
Island, N. Y., and the Index Sales Corporation of 
Chicago have announced the joint opening of a sales 
office at 34 Park Row, New York, N. Y., under the 
management of J. A. Johanson 

Lloyd Keenan, president of Index Sales Corporation 
and Charlie Busk, president of Ezyindex Products Com- 
pany, division of Associated Cellulose Products Corpor- 
ation, declare that the combination means tremendous 
production facilities and sales possibilities. They point 
out that Mr. Johanson has had 18 years’ experience in 
selling indexes and varied loose leaf devices for a well- 
known firm 

The New York office will be operated for the mutual 
benefit of both firms to provide better service for 
customers 





W. A. Wilson Joins Milwaukee Chair Company 
The Milwaukee Chair Company has announced that 
W. A. (Woody) Wilson has joined the company as 4 


sales representative in Michigan, Ohio, Indiana, Ken- 


tucky, Illinois and western Pennsylvania. He was for- 
merly manager of the office furniture department of 
the J. L. Hudson Company of Detroit, Mich. 
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| Alma Builds Desks Better 
To Make Your Sales Bigger! 


al e DENSIFIED knee-space Posts on all Standardizer 

mn of \ ‘S 1600 desks demand the attention of desk buyers 

= " a? everywhere. 

ation It’s a quality feature providing longer, more 

Com- ay satisfying desk life. No amount of abuse can ever 

ape 1/4 mar the silky smooth surface of Alma Densified 

point f/f knee-space Posts. 

well- Have your salesmen spread the big news among 
their customers and prospects without delay. And 
be sure your stock of Standardizer 1600 desks is 
ample to meet their requirements. Mail your 


order today! 





BETTER DESKS ARE MADE OF WOOD 
Your Key to Greater Value 


Al Ni Pay ALMA DESK COMPANY e- 


HIGH POINT, NORTH CAROLINA 














FILING SUPPLIES 


Dealers who handle The GUSSCO Complete Line of filing 
supplies are always in a strong competitive position be- 
cause -l1- Every item in the Line is a sound value guar- 
anteed to give satisfactory performance -—2- Every item is 
priced right -3— The Line includes all the items you 

' Fe a , “yrs The GUSSCO Complete Line of 
need to all your customers’ requirements. o this Filing Gupslice includes Seidel 
the fact that The GUSSCO Line is sold through dealers guides, index cards, card indexes 
only and you have a sales and profit combination hard to in all standard and special sizes. 


beat. A post card will bring you full information, samples 
Trademark 


and catalog. Write today. 


STEEL FRONT FIBRE BOARD 
TRANSFER FILES 









Many of your customers have long ago discovered 
the value of using this low-cost, clean, safe and or- 
derly way to store their semi-active and inactive 
records to keep them available for instant reference. 
However, most dealers find in their surveys that 
there is a large market still unsold. TRANSFILE 
Transfer Files, made of fibre board, are steel re- 
inforced so that all the weight is supported on steel. 
Steel fronts enhance their appearance and increase 
their life. There is a TRANSFILE for every purse 
and purpose. 





3 STYLES 
13 SIZES 


SEE US AT THE N.S.0.E.A. CONVENTION . BOOTH 201-ANNEX 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 





200 OFFICE APPLIANCES, October, 1952 





52 





335 CANAL STREET 
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GUIDE-O-FILE 


WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, 
where information may be 
kept instantly available 
The Slid-O-Matic top com- 
pletely disappears at a 
slight push of the finger. It 
slides ~: into place with 
equal ease. Gray or green 
finish. Sturdy all steel con- 
struction. Mounted on 
rollers, the Guide-O-file can 
be moved about as re- 
quired 

The Guide-O-fille is que 
ped with 25 Guide-O-fold- 
ers complete with adjust- 
able metal tabs and an as- 
sortment of inserts for tab 
headings. Guide-O-file is 
also available without the 
stand 


SEE US AT THE N.S.0.E.A. CONVENTION : 


GUIDE SYSTEM & SUPPLY CO. 


WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., 


1952 


Guide O.fob 






THE HANGING FILE WITH ADJUSTABLE 
METAL TAB 


A single demonstration of Guide-O-folders 
in your customer’s files proves the facility, 
ease and accuracy of filing and finding by this 
modern method. Gone are the days when file 
clerks have to push and haul sagging, over- 
loaded folders to file and find. Guide-O- 
folders just glide along on the metal frame 
with finger tip ease. The adjustable metal 
tabs enable you to install Guide-O-folders in 
every filing system. The metal strips are 
anchored securely to the folders and are 
always in position. 


Install Guide-O-folders in all your cus- 
tomers’ files to increase their efficiency and 
make life pleasant for the file clerks as well. 


GUIDE-O-TRAY 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep 
drawer of all standard 
desks. Using this unit, the 
desk worker always has im- 
portant and vital data at 
the finger tips—always in 
an upright position. In- 
stantly available and in- 
stantly replaced. The unit 
consists of a metal tray and 
25 Guide-O-folders com- 
plete with adjustable meta! 
tabs and an assortment of 
inserts for tab headings 





BOOTH 201-ANNEX 


NEW YORK 13, N. Y. 
LOS ANGELES 13, CAL 
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There's ad rofit in every 
pull on the handle! 


Your customer spends 
money every time he 
pulls on the handle 
of his Master Addres- 
ser! He spends money 
for addresaer sup- 
plies Master Print- 
ing fluid, Master Car- 
bons and Master 
Tapes. And, in addi- 
tion, for every pull 





on the handle, for 


every address printed 


MODEL 40 


$4450 





he spends a good 
sum of money for en- 


velopes and related 





items Plus Fed. tax and supplies 
NO STENCILS - NO PLATES - NO RIBBONS - NO INK 
/ tram) A 


Your customer spend 
money every time he 
prints a copy on his 
Master 


He spends money for 


Duplicator! 


duplicator supplies 





Master printing fluid 
and Master TOP- 
PRINTED 
units. And, in ad- 


master 


dition to these sup- 
plies—-for every copy 


he duplicates he 


DUPLICATOR 


$3250 


Complete with Supplies 


spends a good sum 
of money for dupl 


cator paper. 
For every Master Addresser, or Master Duplicato: 
sold, the annual supply business is considerably greater 
than the purchase price of the machine. These items 
produce that extra bonus of profitable REPEAT BUSI- 
NESS—a steady vear ‘round 
Master Addresser dealers. Get you 
spend this money in YOUR Store! 


volume of sales for 


customers to 


STOCK, ADVERTISE, SELL 
MASTER ADDRESSER PRODUCTS 


See these profit-making Master Addresser 
products on display at the N SO E A Con- 
vention, October 4-8, and the National Busi- 
ness Show October 20-25. 


WE HELP YOU SELL 


Master Addresser products 
every month. October ads appear in 

DUN’S REVIEW e KIWANIS e INSTRUCTOR e 
ELKS MAGAZINE e MANAGEMENT METHODS e 
CHRISTIAN LIFE ° NATION’S BUSINESS 


| fledlee reece C2 


ire nationally advertised 





6500-D West Lake Street, Minneapolis 16, Minnesota 
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Meet Dixon’s District Sales Managers— 
They Are Celebrating 125th Anniversary 

This year the Joseph Dixon Crucible Company jg 
celebrating its 125th anniversary, one of only 14 Amer. 
ican companies old enough to do so 

A. J. “Tony” Zino, general sales manager, believes 
that one of the best ways to celebrate is to make this 





E. J. Contreras 






+ 





B. Bateman 


W. C. Bryzek R. C. Brock 


year’s the biggest sales year in the company’s history. 
He and his six district sales managers intend to do this. 
Here they are 

Emil Contreras, heading the New York area, is one 
of the best known men in the pencil business. Born, 
raised and educated in the Metropolitan area, this big 
fellow built his muscles by swinging a maul as a metal 
worker in the shipyards while putting himself through 
college. He has been with Dixon since 1929 

A true Dixon veteran through 49 of Dixon’s 125 years 
Millard H. Jackson, star salesman, district representa- 
tive and district sales manager, directs the Philadel- 
phia territory. 

In 49 years in this business a man learns a lot and 
produces much. Millard has not stood still. His service 
to the trade throughout a wide territory has been 
outstanding 

An expert who knows the pencil business from the 
eraser right to the point, Guy Hart has been selling 
for Dixon most of his life. 

A leader in everything he does, he helped organize 
and is a past president of the New England Travelers 
Club and the Educational Salesmens Association of 
New England. He has been an active leader in the 
Boston Stationers Association since 1915 

A giant of a man, Vern Oech has recently been 
named head of the midwest territory in the Cleveland 
area. After two bruising seasons with the Chicago 
Bears, pro football champions, Vern tried his hand at 
selling life insurance. He made the $100,000 Club the 
first year. Later he served as district manager for a 
large farm equipment company and his territory took 
top sales honors 

After some rugged combat service aboard an aircraft 
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HURRY! LAST CHANCE to cer THIS 
sz2.00 ums cant cust AE Mwdea ea 


Same fire-resistant insulation between steel walls as all Protectall Safes. Sturdy 
combination lock. Compact. Streamlined. Fits into desk or bureau drawer. 
Outside dimensions:12” x 8" x 5”. Keep it yourself, or sell it, and take full 
$22.00 Retail Price as Profit. (Retail price slightly higher in western states.) 


* Yours FREE with $125 or bigger order for Protectall Safes. Offer closes Oct. 15, 1952 








... to introduce you to easy profits you can make selling 


PROTECTALL SAFES — 


— 











‘ ... including America’s newest and lowest-priced 
quality safe, the sensational new Protectall 


“ 49 ‘RETAILS 
for only 


$59.50 


(slightly higher in western states) 


Don’t miss it! Don’t let this great triple opportunity slip by! It’s your 
chance to get a $22.00 FREE GIFT! It’s your chance to get in on the big profit 
which hundreds of dealers are making selling famous Protectall Safes—the 
simplest, fastest-selling safe line in the industry with the Underwriters’ ap- 
proved “'C”’ Label—the line that offers top quality, best appearance, unchal- 
lenged value. 

And it’s also your once-in-a-lifetime chance to get in on the ground floor, 
selling the newest and lowest-priced quality record safe in America—the Pro- 
tectall “Veep.” Handsome, top-quality protection that carries the label cer- 
tifying it has passed the standard laboratory test for fire resistance up to 
1700° F. for one hour. It’s an unbeatable opportunity. Don’t miss it. Place 
your order now—take advantage of this BIG BONUS DEAL! 





" ” : : P ma 
' The Veep. New. Streamlined. Retails for only $59.50 yet it has the same 
type welded body of high-tensile steel as all Protectall Safes. Heavy-duty, pre- 
cision combination lock. Bankers Gray, Office Green, Persian Black. 











Protectall Safes 
Syracuse ibe Gok 


Hurry! Mail coupon, today. 
Offer expires October 15, 1952 




































































OUTSIDE DIMENSIONS Retail ‘ r : 
CODE High Wide Deep Price | Protectall Safe Corp. 
926 S. Salina St., Syracuse, N. Y. 
Director 58° | 39” 29" $530.00 | ? . 
Commercial rr T 25° ac $335 50 Bal, 8 SS Protectall 
Quantity 
— 2 i. a $200.50 | Safes @ §& Torus ae F. O. B. Syracuse. N. Y., in 
Gilbraitar %6" 22° 24° $217.50 | color. And include Little Giant Chest 
Challenger 31° 19” 24° $166.50 | (gray, green, black) 
Treasurer 31° 19” 19” $153.50 | at no extra cost. 
S——« 1 2 15° 17 750 | CJ Please send me Protectall Safe Catalog and details about the new 
Custodian Wall Safe 12 12" - 30350 | low-priced “Veep. 
Resolute Chest 8 8° 1 $137.50 | FIRMNAME 
little Giant Chest ‘| : i" " $2200 | YOUR NAME POSITION 
* New “Veep” Sate T ~ 20 13° ; 15” $ 59.50 | ADDRESS = oo e —_— . a 
(slightly higher in western states ) | CITY _ ZONE STATE 
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THE HARPER ric 


by Metalstand 


A full suspension, quality file at surprisingly 
low cost! 22, 20 and 16 gauge furniture 
steel used throughout. Dustproof, enclosed 
bottom shelf. Full suspension — 8 rollers 
to each drawer. Handsome forged alumi- 
num hardware. Beautiful baked enamel 
finish—green or gray. Also available in 
Grained Walnut and Mahogany. Legal or 
letter size—2, 3 or 4 drawers. Style shown 
here: 4-drawer letter file. Height 52”, 
depth 26”, width 1442”. Drawer clear- 
ance 12%" x 10%" x 25%”. 


al, 
r7\y 


Write today for illustrated circular showing com- 


plete line and prices with dealers’ discounts 


METALSTAND COMPANY, %c. 


7316 to 7524 STATE ROAD 
PHILADELPHIA 36,PENNSYLVANIA 
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VISIT BOOTH 336 
NSOEA CONVENTION OCTOBER 4-8 
CONRAD HILTON HOTEL CHICAGO, ILL. 


PEDAL Touch HMI-L0 


TYPEWRITER STAND 


Amazing new device makes raising, lowering 
really easy! Touch right pedal to raise—for 
smooth, swift rolling. Touch left pedal to drop 
and lock into firm typing position. Construc- 
tion: heavy gauge, welded furniture steel—set 
up, ready to use. Two spacious, piano-hinged 
side leaves steady, absolutely level 16x36" 
working space. Four handsome finishes: walnut, 
maple, gray, green. 


Other style METALSTANDS for every office use. 
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arrier in W i War II, in which he attained the rank 
f commander, he returned to civilian life as assistant 
sales manage! me of the nation’s leading building 
orporations. Here he became well acquainted in the 
territory he now serves. 
Walt Bryzek was born and raised in Chicago and 
rthwestern University and University 
ple Heart veteran, Bryzek returned as a 
the war to complete his education and 
Rite-Rite Manufacturing, a former 


ducated at N 
flowa. AP 
‘aptain If! 
ater work 
Dixon subsidiary 
He is now district manager with headquarters in 
‘hicago for the central west territory, Walt Bryzek is 
showing that lity and good hard work can pay off 
handsomely 


R. C Brock one of the youngest of the Dixon dis- 
hemnmeny age is no tyro in the business of selling 
and directin ales 


he covered the southwest selling dairy 
almost three years he covered north- 
ern California for a foundry supply company. 
Mr. Brock represented Dixon since 1948 and has 
eaded the Pacific Coast territory since August 1951. 
J. Burrell Bateman, a veteran in the pencil industry, 
ined the Joseph Dixon Crucible Company as a spe- 


For six yé¢ 
supplies and 


ial representative 
Well know the various trade associations, Bate- 
ian bring Dixon a wealth of sales experience. 





Indianapolis Company Appoints Director 
James P. F has been appointed to the board of 
lirectors of t Hiller Office Supply Company, 132 E. 
Washington lianapolis, as sales promotion super- 
visor. Mr. Fo} mes from Columbus, Ohio, where he is 
1 director of Ohio Process Printers and Novelty Co. 
When Mr. Hiller started his business, he had just a 
1] line and a few office supplies. Now 


mail stationery 


tis one of the biggest office supply firms in the state 
The compa nearing completion of a large ex- 
pansion program and complete remodeling of its pres- 
ent facilitic nnounced R. C. Hiller, president. The 
firm, which started from a small beginning in 1916, 


new basement floor which will add 
of office furniture display and ware- 
‘ustomer convenience 
all for a large addition to the present 


las Just opens 

10,000 square 
LSé spact 

Present plai 


onditioning room space and the installation of more 

echanizer lipment. M. S. Hendren is head of the 

rniture shing department 

The p! provides for an office supply coun- 

ling servi id to the expanding sales depart- 
ery AK 





Victor Introduces ‘Free Trial’’ Offer 


The Vic Adding Machine Company has launched 
hat is believed to be the first nation-wide, nationally 
vertised trial” offer in the business machine 
4. F. Bak ice-president and general sales man- 
er, s f full-page advertisements in leading 


ines appeared in September and would 
le f n indefinite time 

oth large and small businesses indi- 
ing machine has become as important 
the businessman as his telephone,’ Mr. Bakewell 


d. “We that there is a large market of buyers 
ho do not know they have a need for an efficient 
iguring m e. The best way to prove this need it 

let ther efore they buy.” 

The free t ffered on any of the 42 basic models 

e Vict 

V r re that the endorsement of this cam- 
uign by it ealers and branch offices was most grati- 
ing. Nev er mats and radio scripts have been 
equested | early all dealers, who will tie-in locally 


the 1 free trial” offer 
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14 Sizes of all-stee! 
transfer files. Four 
rollers efter size 


usftratfed 





NO. 500 
TRANSFER FILE 








The most economica 

steel cancelled check 

Pa-1-11,) 2 ee 
24" deep 









NO. 710 
CANCELLED 
CHECK 
FILE 










A top quality plan file 
37'2"" w.—25%4" d 
2'4 h inside Six 
rollers per drawer 





NO. 1535 
PLAN FILE 










The RIGHT combina 
tion of drawers and 

shelves. 42° h 30°° w 
—I18" d 






NO. 4210 
UTILITY CABINET 








OOLIN 


METAL PRODUCTS INC 


f a eLYN 
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of Cash Control 
and Recording 
Over-The-Counter 








vV0ztamz 


DIANA 
Ubutrgrayphic 


CASHREGISTER 


Here is the ideal Autographic CASH REGISTER 


for any business that does cash or over-the- 


counter merchandising. 


Every sale or payment on account recorded 
quickly and accurately. Sales figures by com- 
modities or departments kept easily. Paper roll 


on which entries are recorded moves automati- 


cally upon pulling the hand lever, the Cash 


Drawer glides open and a warning gong sounds. 
All records and figures available at end of the 


day for checking. 


e DEALERS: Add the INDIANA to your line— 


IVAN 


You'll find it profitable. Write 


CASH 





SHELBYVILLE, INDIANA 
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17 Office Equipment Firms Win Awards | 
for Modernized 1951 Annual Reports 


From the 5,000 corporation annual reports for 195] 
rated in the Twelfth Annual Survey by Financig | 
World, 17 office equipment companies are being citeg 
with “Merit Award” certificates by Weston Smith. He 
is director of the annual report survey for Financig] 
World, which is observing its golden anniversary of 
service on October 1. 

Those firms in our industry receiving awards are 
Burroughs Adding Machine Co., Clary Multiplier Corp, 
Dictaphone Corp., Felt & Tarrant Mfg. Co., The Gen.¥ 
eral Fireproofing Co., The Globe-Wernicke Co., Mar. 
chant Calculators, Inc., McBee Co., Monroe Calcula 
Machine Co., National Cash Register Co., Pitney. 
Bowes, Inc., Remington Rand Inc., Royal Typewriter 
Co., W. A. Sheaffer Pen Co., Uarco, Inc., Underwoog 
Corp. and Wilson Jones Co. 

The stockholder reports of these companies thug 
have become candidates for the final judging, and one 
will be selected for a “Best of Industry” award and pres 
sented with a bronze “Oscar of Industry at the Finan 
cial World annual report awards banquet on Tuesday, 
October 28, in the Grand Ballroom of the Hotel Stat} 
in New York. 

A year ago the 1950 annual report of Pitney-Boweg 
Inc., won the trophy for the best report in this induss 
trial classification. 

The chairman of the independent board of judges 
this year’s competition is Dr. Carman G. Blough, C.P 
research director of the American Institute of Accoun 
ants. He is assisted by Dr. Pierre R. Bretey, editor 
The Analysts Journal; Denny Griswold, publisher 
Public Relations News; Elmer C. Walzer, financial e 
tor of the United Press; Richard W. Lambourne, presi 
dent of the National Federation of Financial Analy: 
Societies, and Hollis Holland, national authority 
typography and calligraphy and a member of the fae 
ulty of Columbia University. 





























Appoint Lewis Aide on Burroughs Staff 


William D. Lewis, formerly Burroughs branch man- 
ager in South Bend, Ind., has been appointed an as- 
sistant on the staff of Willis E. Morgan, general sales 
manager of the Burroughs Adding Machine Company 
He will assist in the general administration work of 
the sales division. 


Mr. Lewis joined Burroughs in Peoria, Ill., in 1936, 


William D. Lewis | 





A graduate of Ohio Wesleyan University, he had ex- 
tensive experience in sales and administration before 
becoming a Burroughs sales representative. 

As a senior representative he was transferred from 
Peoria to Milwaukee in 1940 and held that post until 
his appointment as South Bend branch manager ip 
1949. 

He is being succeeded in the South Bend position 
by Stephen R. Brown, who is being promoted from the 
North Central regional sales promotional staff 





Office Furnishings Firm Appoints Manager 
Wilfred L. Humphrey has been appointed general 
manager of the Wagner-Henzy-Fisher Company, 1852 
Euclid Ave., Cleveland, Ohio, specialists in office fur- 
nishings 
Mr. Humphrey, 38 years old, has been with the firm 
for 17 years.—AK 
1952 C 
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NEW MASTERPIECES 
FROM AN OLD ART 





















ml 
an 
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2601 R (right arm) 2601 C (armless) 


RANGER SECTIONAL CHAIRS 


Now you can ‘‘Go Ranger”’ throughout the office! The Ranger Sec- 





tionals offer a wonderfully inexpensive way of achieving decora- 


tive harmony. There is an infinite variety of arrangements possible ‘| a ie bargain 
with them, and you can group them according to your customer's —_|_-— 
own tastes and the dimensions of his office. The new Gunlocke | =I 25 

j) -_— ——4 at 





catalog illustrates the complementary pieces. Write for it today. t 


—_=-" 
g - WW, —_ sal rays | iow _. . as a comfortable settee 





: | “ Ul — —_ 
. ~~ 4 ||) a | Ny 7 | | —_— il 
’ eh )) _——- | Visit the Gunlocke Lounge 
Sate” SO | ar iW BIT TST Exhibit at the N.S.O.E.A. Con- 
a - — i vention, Room 519 A, Conrad 


- Hilton Hotel, Chicago. 
. with a ‘‘go-between”’ table 





-H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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ITS NEW 
LEBINDER 
FIRST THE CASEBINDER... 
NOW THE FILEBINDER 





An improved binder for corre- 

spondence in vertical files. Extra 
' Strong - Smooth - Perfect Writing 

Surface. 

SIZE 11-%" x 9-156", 1” Capacity 

System Tabbed- All Righthand Tabs 2 /5 Cut 





i. ”, 
Pale 


DOUBLE BACK PATENTED 
ROLLED EDGE CONSTRUCTION 


Made especially for important corre- i . e 
spondence that has to be bound. é 

Constructed with double back for long, 

hard wear, and fasteners for locking 

papers in place, inserted in alternating ad ~ 


et The errangoment eons the ‘= It’s a natural for a Credit File 
square at all times. 2 Like a Zook 


Grows as Needed 


—--< Allimportant credit information bound 
in one file - stenographic copies can 
N Foto Ps be made with ease - by merely 
- oo turning the flap or cover back to form 
ips an easel - as shown to the right. The 
Ais double back of the Filebinder is suffi- ~) 


mes = ve ciently strong to stand erect - even NN 

under weight of heavy correspondence. |. ciate lla 
Papers need not be removed from : 
Smead’s Filebinder when used in a 
copy holder. Simply fold the cover of 


the Filebinder back and insert the entire 
Filebinder, as shown to the left. 











































As the material from each page is typed, 
remove the Filebinder and turn the page 
over as explained above. 











Furnished in red, blue, green, golden- 
rod, redrope and manila colors. 


Greetings from Smead to all Write for Free Samples 
members of the N. S. 0. E. A. PATENT NO. 1,622,753 





THE 
Sy MANUFACTURING CO. INC., HASTINGS, MINNESOTA 
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Choose Ambassador Hotel for Atlantic City 
Convention of NOMDA in June 1953 


Atlantic City’s largest Boardwalk hotel, the Ambas- 
sador, has been chosen as headquarters for the 1953 
onvention of the National Office Machine Dealers 
association. The facilities of the hotel were given a 
thorough going over by the convention chairmen and 
received their unqualified approval. 

June 18-20 are the dates for the event with the 17th 
ievoted to preliminary meetings and the erecting of 
exhibits. The 21st will be devoted to sightseeing and 
he dismantling of booths 


We are pleased with the selection of the Ambassa- 
jor as we feel it is ideally suited to our needs,” stated 
Harold Steinke, general chairman of the event. 

Situated right on the ocean makes it ideal for those 
who plan to do a lot of bathing or sunning. It is also 
ideal for the children of the convention as special 


plans are being worked out for them. We are antici- 
pating a large turnout at this popular and world fa- 


mous resort city which holds so much interest for 
everyone,” he stated 

Facilities of the Ambassador permit exhibitors to 
ship their displays straight to the hotel where they 
will be stored pending being put in place on June 17. 
This saves an extra handling of the materials and is 
expected to appeal greatly to the manufacturers. 





Alumafold Tables Given “Weight Test” 


P.B.R. Manufacturing Company (makers of Aluma- 
fold folding aluminum tables) made extensive tests in 
its quality control department recently to determine 
exactly how much weight could be supported safely by 
Alumafold table 

As shown in the unretouched photograph, 13 bags 
f cement (weighing 94 pounds each) were supported 
before there was any indication of strain ...a total 
yf 1222 pound over '% ton. 

Both the aluminum top models and the new steel 
top model were tested, and both were found to sup- 





MACULEs 


oti. 


« 





The Weight Test for Alumafold Tables 


int of weight. According to Joseph 


Pucci of P.B.R. this points up the fact that the 
trength of this table is not in its top, but in its spe- 
ial design features. The two features contributing 
t to the stre th, continued Mr. Pucci, are Aluma- 
i's exclusive Saf-T-Lock hinge and the longer “V” 
braces which support the legs. The Saf-T-Lock hinge 
locks the sliding channel into place and prevents slip- 
ping. Alumafold’s longer leg braces provide extra sup- 
port thru their greater length and consequently 
Smaller angle 
Details of tl trength test along with prices and 
data on all four Alumafold models are contained in 
a new folder which may be obtained by writing to 
PBR. Manufacturing Company, H and Luzerne Sts., 
Philadelphia 24, Pa 
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Moder# Storage Files 
Made/of STEEL 


When you stack them you lock 


them—automatically 


It will pay your customers well to 
substitute these modern, low-cost 
steel transfer files for the old wood 
or fibre variety. It will pay you well 
to promote them. 


Hall’s STEEL STORAGE FILES 


do away with frequent replacement of old- 
fashioned wood or fibre containers. They save 
space wasted by shelving. Drawers slide 
smoothly, for greatest convenience in use. When 
you stack them they automatically lock together, 
preventing tipping. No tools, keys or gadgets 
are needed. They keep records clean, safe from 
vermin and mold, reduce fire hazards. 


Available in 11 popular 
sizes. Catalogue and de- 
tailed price information 
on request. 


rue HALLS Oe 
SAFE CO., inc., — 


811A—10th St., N. E. 


CANTON 4, OHIO 


Successor to The Hall's Safe Co., Cincinnati 
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TIFFANY STANDS 









You sell “safety insurance”’ on costly 
office machines when you sell Tiffany. 
That’s why most fine offices that are 
equipped for maximum efficiency and 
machine protection use Tiffany Stands. 
Extremely heavy all-steel construction 
and the many unusual features found 
in Tiffany Stands make them ‘“‘first 
choice of office workers and manage- 
ment everywhere.” 


| Move “ss” 
See model avail- 


extra drop 
Hight side. 
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E. H. Mosler, Jr., Heads Safe Company 


Edwin H. Mosler, Jr., has been elected president ¢ 
the Mosler Safe Company, it was announced Augyg 
21 by the 104-year-old firm’s board of directors. 

Formerly a vice-president, he succeeds his father 
Edwin H. Mosler, Sr., who died on July 29 

Harry H. Lynn, formerly executive vice-president 
has been elected to the newly created post of chairmap 
of the board. 

Edwin H. Mosler, Jr., is the fourth generation of the 
Mosler family in the business. A graduate of Harvarg 





E.H.Mosler,Jr. Harry H. Lynn 


University, he began working in the Mosler factory in 
Hamilton, Ohio, in 1940. 

He relinquished his post as manager of the firm’s 
armor plate division during World War II to serve ip 
the Army. In 1945, he was promoted to manager of the 
New York office. He was elected a vice-president and 
director in 1947. 

In 1947, Mr. Mosler was also elected president of the 
Protectall Safe Company of Syracuse, N. Y., a subsidi- 
ary of the Mosler Safe Company. He is chairman of the 
board of the Duplex-Electric Company of New York 
City, an affiliated company, and is also a director of 
the Mosler foundation, an organization founded by his 
father for philanthropic purposes. He is 34 and single 
He is planning to move from Syracuse to New York 
City immediately. 

Harry H. Lynn, who has been elected chairman of 
the board, joined the Mosler organization in 1912 as an 
engineer. After managing the company’s export and 
armor plate division, he became manager of Mosler’s 
bank vault division, a post he held until 1927 when he 
was promoted to manager of the Mosler plant in Ham- 
ilton, Ohio. He was elected vice-president and treas- 
urer in 1929 and executive vice-president in 1947. 

A graduate of Columbia University, Mr. Lynn is also 
vice-president of the Protectall Safe Company, vice- 
president and treasurer of Guardian Metals Company, 
and a director of Duplex-Electric Company 





Silver Stationery, N.Y.C., Renovates Quarters 
From stock room to executive offices a complete 
transformation has taken place in the Silver Station- 
ery Company, Inc., in New York City. New desks, 
shelving, lighting and air conditioning have been 
installed and modernization has been the by-word 
throughout the 27,500 square feet of floor space. 

Two floors have been added at the Fulton St. address 
of the 40 year old company 

At the front of the second floor are the offices oa 
Jack L. Lewis, vice-president, and Sidney Lewis, treas- 
urer. Desks for the sales force are outside the execu- 
tive offices and beyond these the manager of the 
printing department and his assistants have thei 
office. 

The third floor is the location of the office of the 
president, Henry Levy, the contract and accounting 
departments. Packing and shipping departments com- 
prise the next four floors. 





Smo-King Products Takes New Location 

Smo-King Products, Inc., has announced the removal 
of its offices and factory to new and larger quarters # 
111 Pioneer St., Brooklyn 31, N. Y 
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; a new kind of office... 
the Tk (5 HNIPLAN original engineered MODULAR office! 


vice- 
any 


ters 
plete 
tion- it TELLS HOW vou can station more workers in the And you can present a proud, modern appearing 
esks same amount of floor space... office to the eyes of all—customers, prospects, and 
val how you can give them better working facilities, workers alike. 
mfort, and speed ...to produce increased work G/W TECHNIPLAN office equipment, and 4000 
dress utput with fewer motions, less fatigue. other aids to good business, are sold and serviced 
YOU CAN ELIMINATE bottlenecks and congestion by exclusively through active retail outlets. Interested 
straightening your flow of work —and keep it office equipment dealers—write or wire for detailed 


reas- straight as conditions change. information about the Techniplan selling program. 


ecu- 
the 


their 
<= [ \ 
the —— 


- This new Steel TECHNIPLAN 
Catalog tells about the most 
significant advance in office 
operating equipment in sev- 
Ova: Office Equipment, Systems eral decades. It's yours by re- 


rs al and Visible Records Cincinnati 12, Ohio quest on business letterhead. 
11-0A 
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The newest and best in everything for the modern office 


TRY, TEST AND COMPARE AT THIS INTERNATIONALLY 
FAMOUS EXPOSITION IN THE WORLD'S CAPITAL 


OF BUSINESS AND FINANCE. 


d Se 


THE 1952 NATIONAL BUSINESS SHOW 


GRAND CENTRAL PALACE - NEW YORK CITY - OCTOBER 20-25 


WEEKDAYS 1-10 P.M.. SATURDAY 1-6 P.M. 


RUDOLPH LANG... Managing Director 
33 West 42nd Street, New York 36, N: Y. 
PEnnsylvania 6-6760 
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Announce Friden Sales Managerial Appointments 


Two major sales managerial appointments were an- 
nounced on September 1 by Larry B. Taylor, vice-presi- 








dent in charge of sales for the Friden Calculating mS 
Machine Company, Inc. 2 
Mr. Taylor reported that Peter V. Traverso, Minne- 
polis district manager since August 1947, has been | IS salle 
named Det t district manager 
In Mr. Traverso’s place as district manager for the 


Minneapolis-St. Paul sales territory will be Jack H. s 

Lund, formerly of the San Francisco district office. 

Mr. Travel! started his office equipment career in 

1926 in Boston, Mass., as a delivery boy. He graduated 

nto service work and later was service manager at 


Springfield, Mass., and Brooklyn, N. Y. 
In 1934 he ined the late W. F. Riley, first Friden 


listributor in Detroit, and for 13 years sold under the 

latter’s training finally as office manager. In 1947 he 

was selected to manage the Minneapolis Friden dis- 

trict office. He now fills the vacancy occasioned by 

Mr. Riley’s death last May. 
Mr. Lund began his selling career in the accounting : — a pay ‘oe @) be 

machine division of National Cash Register Company 

n 1935. He shifted to the San Francisco district office DRAFTING 

f the Friden Company in 1939 and has been a con- 

sistent member of the company’s Thousand Point Club a, 3 Qu IPMENT 
Both m ave twice qualified for membership in * 

he exclusive Friden Conquistador Club by outstanding 

sales periormance 





Maximum Gift Appeal in Christmas Window 


LIFETIME 


Though tl lesign of the window was simplicity 
itself, the isplay pictured herewith demonstrated 
powerful selling appeal for Barnett’s, Waco, Tex., dur- ST t * L 
ing the Christmas holidays of 1951. 
Basis for 1 display was a collection of moderately CONSTRUCTION 
priced desk nd chairs which also served as display 
bles for lozen smaller gift suggestions. 
The desk at the front of the display had strong 
appeal as useful in either office or home, with two 
matching chairs, desk pad, clock, ashtray and dip pen 


Stee! Base Adjustable 
Drafting Tables with 
Selected Soft Wood 
Tops made in 4 stand 
ard sizes 





Sectional Planmaster 
Filing Cabinet in Sta- 
cor's exclusive “‘‘All- 
Purpose’ design made 
in § and 3 drawer units 


Barnett’s Christmas Gift Package Deal 


—in 3 standard -sizes 
all carefull mbled and offered at a flat price. A we Pe 
ard at th e of the display listed each item by its 
ndiviar ly , nds scta rT : r 
pada oa nd suggested “For the Executive Who The eect deseble deel construc WE'LL BE AT THE SHOW 
Vorks at H tion, the most practical modern 

On the t esks at the rear were shown two brief- design, the most economical in WITH OUR FULL LINE 

res ate ae ot ae eo cost. . . that's STACOR, the BOOTH 234 

iseS, a pel file, desk top file, ash tray, lock box, drafting room equipment which skein 

¢, index me! cS ¢ ; ” dealers find the easiest and most NEW ' 

¢, index memo books and photo albums. Each ceofitable to sell. You'll get the nny unehéa’ peceunes} 

was chos¢ the basis of popular demand during BEST sales results when ou foo. ~ ais allied 

; , . ; i ra 

past Christ easons. Gay red satin ribbons were un oon equipment in $ a eae cotton. 

tied around « f the larger items, as effective cre- 


At the te side of the window was another CABINETS 
‘ ; AVAILABLE 
lisplay sigi numbers listing the items atop the 


WITH LOCK. 
rear tv le Each entry gave information about 
the gift ite iddition to the price. The result was EQUIPMENT COMPANY 
profitable « tmas volume.—RAL 770 East New York Ave., Brooklyn 3, N. Y. 


1952 OFFICE APPLIANCES, October, 1952 213 














Hoot, mon, here’s a g-r-r-and one! The erasers that correct 


mistakes written in any language—clean and quick as the 


breeze blows the mist from the moors! A Scotsman—and any 
man—will tell you the same. That's why everybody wants 
these world-famous erasers. That’s why you should feature 


them as a bargain for quality. a bonanza for profits. 








NO. 85 TITIAN. Large, velvety 
soft pink pencil rubber with con aa 
venient double-bevel biased = 
ends. An immensely popular 4 
style. Le 





NO. 900 SUEDE. Mokes quick 
erasures on any kind of paper. 
Its softer gray texture and slightly 
octagonal shape contribute to 
its wide popularity. (No. 9000 
Suede Whisk is the same eraser 
with a whisk-brush attached.) 


F WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St., Newark 7, N. J. 


World's Foremost Eraser Specialists 
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From Tent to Department Store: 
Graham’‘s Celebrates 63rd Anniversary 

Celebrating its 63rd anniversary this August, the 
John W. Graham Company of Sprague Ave., Spokane, 
Wash., hearkened back to its beginnings in a tent, 
after a disastrous fire. Hardly had the ashes settled 
over Spokane, when this flourishing business was 
started. 

Graham’s annual August sale is a harvest event—a 
harvest of bargains for a wide section of the so- 
called Inland Empire (East Washington and the con- 
tiguous panhandle of Idaho) usually awaiting the 
anniversary of Graham’s—and a harvest of turnover 
for the house that still employs its age-old slogan: 
“Tf It’s Made of Paper We Have It.” 

This year, management of Graham’s stated it was 
its greatest sale ever with due emphasis placed on 
many office supplies and equipment featured in bor- 
dered boxes that stood out prominently in the broad- 
sides of advertising. Highlights were A. B. Dick mimeo- 
graph duplicators; children’s home work desk and 
chair units; portable tables; metal trays; three-ring 
loose leaf binders; boxed stationery, and thousands of 
other items slashed from previous “mark-ups.” 

All the many departments of this vast department 
store of stationery and allied lines that has grown 
each of those 63 years that reach back into the very 
beginnings of Spokane itself, share spectacularly in 
the sale. Each has clearances that come at the end 
of vacation time and start off the Fall season, to clear 
the way for the arrival of Christmas merchandise and 
winter goods. Spokanites usually flock to the sale, as 
well as shoppers from the hinterland, and the outlying 
regions of this rich trading territory. 

The Grahams are proud of the huge store “made of 
paper” that has sprung up like a rabbit out of a silk 
hat. It is something that has grown to huge propor- 
tions compared to the meagre “Books & Stationery” 
stocks that were all “the late John W.” had 

Something of the rich and inspiring history of this 
leading Spokane business is unfolded with the anni- 
versary sale yearly. This year, a photograph showing 
John W. Graham the founder, at the tent’s door, under 
a banner declaring that he had become “Successor 
to S. Heath, goes back the 63 years as a bridge of 
progress—a most interesting illustration —CML 





Dixie Chrome Products Figures in Sales 
Expansion Plans of New Organization 


Dixie Chrome Products, Inc., is a major figure in 
sales expansion and organization plans of a new three- 
company formation in Texas. 

Grouping of the three established industries under 
one managerial organization has just been announced 
by Gerald C. Mann, chairman of the board of the new 
enterprise to be known as the Southern Consolidated 
Manufacturing Corporation. 

R. E. Erickson has been appointed president and 
general manager, J. E. McRee, executive vice-presi- 
dent in charge of sales and J. A. Hadlow, treasurer. 
Headquarters are in Irving, Tex 

United with Dixie Chrome Products, Inc., in this 
move are the Billingsly Laundry Equipment Sales 
Company, Dallas, and Consolidated Machine Shops in 
Irving, which include the former Etex Manufacturing 
Company 





New Company Established in Philadelphia 

The Howard Manufacturing Company, a subsidiary 
of the Metalstand Company, was recently established 
in quarters at Trenton Ave. and Huntington St., Phila- 
delphia, Pa 

Here, the firm is manufacturing a complete line of 
steel storage cabinets for the trade. The new company 
is under the supervision of Alan Cohen, who is also 
general manager of the Metalstand Company 
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AT-A-GLANCE- 


roducts 


A Nascon display invites gift-buying. It sug- 





gests gifts by offering boundless ideas for 
the gift-browsing shopper. 


A Nascon display concentrates gift choosing: a shopper could easily 
clock off an entire adult gift list from the wide and wonderful Nascon 


variety right in your store. 


So stock your Nascon line early and display it well. (We recommend 
our tested Assortments in our counter merchandising displays as illus- 
trated.) It's easy to sell Nascon, for these popular priced books are 


handsomely styled, carefully planned, and superbly crafted. 


Nascon is a profit-full line to push 


Prices subject to usual discounts. 


NASCON PRODUCTS 


Division of Eaton Paper Corporation 


PITTSFIELD, MASSACHUSETTS 





qascon necene, 10088 = 


ASSORTMENT No. 51 — worth writing for: 
Complete information on this tested, self-selection 
display with which hundreds of stores have made profit records. 
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DUODEX ADDRESS-AND-MEMO BOOKS, 
No. 175-NA backed faille fabric, 
charmingly ha ened in rich goid design 


ENGAGEMENTS, No. 113-J — Genuine 
leather pocket-size book featuring a double 
spread for week's appointments and memos, 
with the current and the following months’ 


Refillable dout hand -tabbed index 
p 3 refillabl f ted calendars always in sight. Red, brown, green; 
sec " 4 Ka € | e perforated memo hand turned, gold tooled covers; 6! of! n 33,’. 
pac, ane pe Wine, green, gray. Individ (Refillable). Retail, $2.50 each 
jally boxed. Reto $1.50 
ADDRESS AND TELEPHONE BOOK, No. 
203 — Genuine leather pocket-size book, 
No. 220-NA ame as above in real cow- 


hand turned and gold tooled. Single letter 
index and concealed Wire-O binding. In red, 
drown, sunta vidually boxed, or assorted brown, green. Individually boxed. 6" x 634". 
12's. Reta $7 Retail, $2.50. 


hide, with 


oled spine. Red, bive, 
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MEMOS TO ME, No. 907 — Slim and 
handy, this breast-pocket size (7” x 31,5") 
memorandum book with uniquely designed 
partitions for loose memoranda. Generous 
Wire-O bound memo pad, perforated as ilius- 
trated. Refillable. Fine Cordova grain simvu- 
lated leather; black, red, saddle, blue. Boxed 
assorted 12's with six refills. Retail, $1.00 ea. 


No. 908 — Same as No. 907, but vest-pocket 
size: 45," x 254". Retail, 75¢ each. 


No. 909 — Same as 907, but in genuine 
saddle cowhide and English pigskin; individ- 
vally boxed. Retail, $5.00. 





WEEK-AT-A-GLANCE, No. 100 — Desk-size 
appointment book, featuring a full week of 


engagements or memos on a double-page 
spread, with present and following months’ 
calendars always in sight... all at-a-glance. 
Page size, 8” x 5”. indexed address section. 
Dated or undated. Simulated leather; black, 
saddle, blue, red. Individually boxed. Retail, 
$1.75 each. 


No. 100-3 — Same features, junior size — 
619" x 35,4”. Retail, $1.25 each. 
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There's More 
Here Than Meets 
The Eye! 


Posture Chair 








— 


fal, 


Yes, there’s fine appearance that catches the eye 
and makes this chair easy to sell. But more than that 
there’s the correct rigid back posture design 

that enables the Harter E 15-R to fight office fatigue. 
Five simple handwheel adjustments fit this secretarial 
chair exactly to the person using it. With the E 15-R 
you deliver increased office efficiency. Durability of 
Harter all-steel construction will please the man 

who pays for the chairs. You can get the E 15-R 

in finishes and upholsteries to go with any office 

and you'll be pleased with delivery. 

HARTER CORPORATION, 525 Prairie, Sturgis, Michigan 


Harter ; T 
~ whey i ty Al a RI E R 


POSTURE CHAIRS 


STURGIS, MICHIGAN 
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Pearce Heads Office Accessories Corp. Sales 


In line with an expansion program including the 
marketing of the new Genie letter opener, Leo Gen- 
dernalik, president of Office Accessories Corporation, 
Encino, Calif., has announced the immediate appoint- 
ment of Norman L. Pearce as sales manager. 

Mr. Pearce is well known in the stationery industry, 


Norman L. Pearce 





having held responsible positions as district repre- 


sentative and sales manager for several eastern manu- 
facturers 
The new sales manager will be in attendance at 


the NSOEA convention (Booth C-2A) October 4-8 and 
looks forward to greeting his many friends in the 
industry 





Barker Named Leopold Representative 

Everett (Red) Barker is now the direct factory rep- 
resentative for The Leopold Company in the states of 
Texas and Oklahoma. 

“Red”, as he is familiarly known, spent five years in 
Burlington, Iowa, in the production end of Leopold 
products. He has also had training in the field work- 


Everett (Red) Barker 





ing with several Leopold dealers and also with a sales 
representative for the company. He is a member of the 


Texas Travelers Club. 

John Collins is the second of the new Leopold sales 
representatives. He covers the states of North and 
South Carolina, Georgia, Florida, Tennessee, Alabama, 


Mississippi, Arkansas and Louisiana. Prior to his as- 
h Leopold, he was in the household furni- 


sociation wl 


ture industr' 





American Pencil Appoints Representatives 


The American Pencil Company has announced the 
appointments of two representatives. They are George 
Johnson and A. Bernard Droeger. 

Mr. John who will cover the Ohio-Pennsylvania 


George Johnson 





toarrit+ “% } ‘ 
erritory, nas |! 


the past three and one-half years 
firm in the Georgia-Florida area, and 


previous to that in Boston 

A former sales representative with a photographic 
company al in optical company, Mr. Droeger will 
represe! American Pencil Company in California 
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Made in letter and 
legal sizes. Come 
in Oak, Mahogany, 
Walnut, Green or 
Grey Finishes. 





Combine 
FINE QUALITY 
and 

LOW PRICE 
toa 
REMARKABLE 

Degree 











_ 
Send along Your 
Order for 


IMMEDIATE 
DELIVERY! 


Send for Price-O-Log No. 50 


Lmpertal [Iethods(o 


FOREST PARK, ILLINOIS 
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FORT STEUBEN METAL 


UNIT BINS AND SHELVING 
AVAILABLE FOR IMMEDIATE DELIVERY 


— 


Inquiries From Dealers and Agents Also Invited 





Fort Steuben Metal Products Co 
Follansbee, West Virginia 


Gentlemen: Please send me your complete catalog OA. 
Name Title 

Company Street 

City - Zone State 
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Mosler Acquires Revo-File Sales Rights 


The exclusive sales and distribution rights to Revo- 
File, a leading rotary card filing system, have been 
acquired by the Mosler Safe Company, it was an- 
nounced September 4. 

This marks a further step into the office system 
field for the 104-year-old safe manufacturing firm. 
According to President Edwin H. Mosler, Jr., the Revo- 


Wendell V. Gilbert 





File exclusive franchise covers the United States and 
many principal foreign markets 

He pointed out that the Revo-File Company, Free- 
port, N.Y., “will continue to manufacture the rotary 
files for Mosler and will maintain the high standards 
of quality and fine workmanship for which it is noted 
throughout the office equipment world.” 

Initially, the sales will be restricted to present Revo- 
File dealers and direct Mosler sales offices until dealer 
education has been completed, at which time the entire 
Mosler dealer organization will be included in the sales 
program 

Appointment was announced of Wendell V. Gilbert 
as manager of the newly-created rotary file division. 
Mr. Gilbert, who for the past seven years has headed 
Revo-File sales, has dissolved his sales company to 
join the nationwide Mosler organization. Prior to 
forming Revo-File, he was associated with Uarco, Inc., 
for 18 years 





W. AA. Johnston Observes His 44th Year 


in Office Machines Business in Knoxville 

W. AA. Johnston, long a leading figure in the Na- 
tional Office Machines Association, last summer ob- 
served an anniversary date for his business, completing 
44 years of selling and servicing typewriters and adding 
machines 

Mr. Johnston has owned and operated this business 
since its beginning and operates with 250 or more ma- 
chines. He does extensive radio, newspaper and classi- 
fied telephone advertising in averaging the sale of 
more than 40 machines a month 

The firm handles five makes of portable adding ma- 
chines—Victor, Remington, Smith-Corona, Precisa and 
Sundstrand—and four makes of portable typewriters 
Smith-Corona, Remington, Royal and Underwood—be- 
sides the Smith-Corona line of standard typewriters. 





Jess Musgrave Represents Bentson 

Bentson Manufacturing Company, Aurora, Ill., has 
announced that Jess Musgrave, 4508 Arcady Ave., 
Dallas, Tex., will represent the firm in the states of 
Texas, Oklahoma, Arkansas and Louisiana. 

Mr. Musgrave joins the ranks with E. J. Mulvaney, 
Bob Valleau, F. C. (Chuck) Charles, Ted Auskern and 
Stuart Goll who are selling for the company in other 
territories 





Grant Charter to Manhattan Firm 

Abb-Co Press, Inc., office supplies, stationery, print- 
ing business, has been granted a charter of Incorpora- 
tion in Manhattan, N.Y., listing capital stock of 200 
shares no par value. Directors are Lillian and Arthur 
Josephsohn, 233 W. 99th St., New York, N.Y., and 
Emanuel Josephson, 656 W. 162nd St., New York, N.Y. 

EEG 
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CARDINEER rotary files—streamline the 
record handling of hotels, state and 
county governments, schools, institutions, 
organizations, thousands of manufac- 
turers and large and small businesses. 







fr 





CAN PROFIT by the chain reaction 
experience of Diebold Dealers from 
coast. A typical Diebold Dealer 
surveying customers’ business sys- 
nd recommending those pieces of 
eficient Diebold Record Systems 
tection Equipment best suited to 


needs. Once Diebold equipment is in 


V-LINE posting 
billing and aid filing of large account- 
ing forms used by insurance companies, 
garages, state and county governments, 
and manufacturing plants of all sizes. 





trays—speed machine 


FLEX-SITE multiple ring binders—bring 
efficiency and compactness to all types 
of record keeping in crowded offices. 
Popular in large and small businesses, 
manufacturing plants and institutions. 


TRADEX vertical visible files—maintain 
accurate inventory and production con- 
trol for manufacturers in all fields, all 
kinds of businesses, wholesale and re- 
tail, public utilities: gas, water, electricity. 


SAFE-T-STAK steel storage files—provide 
the finest low-cost method of storing 
inactive records for all businesses. 
Users find the space savings alone 
quickly writes off the original investment. 


reactton 


selling 


Diebold dealers get repeat sales 


operation, normal changes and expansions 
of business will continually require addi- 
tional equipment. 

This recurring need forms a sales and 
profit chain you can’t afford to overlook. 

Check into the Diebold Line today. 
There are a few valuable territory franchises 
still open. Write for detailed information. 


Diebold 


canton 2. ohio 


na f 
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s for over 93 vears 


DIEBOLD 
VAULT ROOM DOORS 
Fire and theft pro- 
tection for all gen- 
eral business 
records stored in 

central vault 





—@| 


DIEBOLD 
LABELED SAFES 
Protect vitol rec- 
ords of every de- 
partment against 

fire and theft. 





DIEBOLD CHESTS 


Protect money 
against burglary 
and holdup where- 
ever bulk cash 
must be hondied. 
























LOW PRICES ON 


tandard forms 


Invoices, Purchasing Orders, Bills of Lading 
81," x 74/,” 


We make forms of any size or orrangement of ports— 
ee urchase orders, sales slips, checks, state- 
ments, Edoers, etc. Any color paper; your imprint 
included in all prices. Prompt delivery 


STANDARD 


Ontinuous 
forms 


Highest quality. Delivery 3 to 4 weeks 














Quantity + part 4 part 5 part 
5.000 17.90M 21.95M 30.70M Write f lete inf + 
10.000 12.75M 15.95M 26.25M ae a er ae 
Prices for cash and charge forms. 
AND THE FAMOUS i” to 4544” width 514” Width 
6%" Length 814” Length 
2 12 Writing Line 12 Writing Lines 
W. 
Quan Dup Trip Dup Trip 
Pep ib aD. Ge WITHHOLDING So 
10M 44.00 58.50 61.00 81.50 
TAX FORMS 15M 58.50 80.25 81.50 142.25 
20M 73.00 102.00 102.00 142.00 
25M 87.50 123.75 122.50 173.75 
A 4 Part 30M 102.00 145.50 143.00 204.50 
Form 1099 in triplicate 5 on os - 
le: Uiean often os 4 bart W-2 Quantity Blank 35M =—«s«116.50 += 167.25 «= 163.50 235.25 
p. » ° 500 11.55 SOM 160.00 232.50 225.00 327.50 
1000 17.25 75M 232.50 341.25 327.50 481.25 


100M 305.00 450.00 430.00 635.00 





OTHER AVAILABLE 
STOCK FORMS 
(Write for prices) 
AUTOMOTIVE 

CASH & CHARGE 

CLEANERS & DYERS 
P warts 4 GAS & SERVICE STATION 

nes semelis at team. LUMBER DEALERS 

COAL & OIL 

RECEIVING REPORTS 

PURCHASE ORDERS 

BILLS OF LADING 






















egisters 


for use with 
CONTINUOUS 
FORMS 






DIAL TAX FINDER 


( Withholding ) $7 4 75 


SCIENTIFICALLY 
DESIGNED 


BIG easy-reading figures at correct 
angle knock out eye-strain. Eye-tevel 
reading at fixed position. 


COMPACT and 
RUGGED 


Durable Plexigias, plywood and mason- 
ite, with charts all lacquered for per- 
manency. Size only 6x 6x7 inches! 


ONE-ARM DRIVING 


Operated capably with EITHER hand 
while the other hand is making entries 
on the payroll record. 

Convenient knob at side swiftly shifts 
dial to stated wage . . . and there's 
the CORRECT tax, for recording under 










Portable ! | 
ALUMINUM REGISTER 


with file compartment 


“Exemption Claimed." MODEL FORM SIZE PRICE 
PK.! 4',"%524" to 612” 8.25 
PK.2 5'2"x574" to 8, 9.25 





Lock Up 
ALL STEEL REGISTER 


with lock compartment 


3-DIMENSIONAL DIAL 


Made of Plexigias! Visualizes deduc- 
tions of 0 to 10 of only ONE PAY 
amount at a time. No more human 
element .. . complete accuracy ensured 


onsclidated 


oS ne oe ae Cele 


= cy’ 




















at last! —- P eysie a _ yy 
L-2 51" x5* 3” to 82" 36 00 } 
COLOR SIGNALS HELP tos Sigmusizn te gia 33.00 Fass Sustems. fe 
Immediately . . . when NO DEDUC- : / ke 
pang = AUR, - A ng Side Arm Rest $2.25 Turntable $8.00 ) Di 
dial showing that tof t be 
~*~ deere ~~ laa WITH CASH DRAWER 30 Vesey Street, Dept. 27 * 
same sizes as above, add $50.00 New York 7, NW. Y. ; ER 
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Cost of Filing Told by G-W Aide 


In a talk before a filing school conducted by Norma 
E. Hinds, systems consultant for The Globe-Wernicke 
Co., the following information was included covering 
the approximate cost of operating a modern filing 
system 

Annual cost of operating a typical file, using a four- 
irawer letter file and assuming one clerk operates 12: 

Annual Cest Percent 

- k at $40 per week $173.33 79.76% 

feet at $3.00... 16.50 7.59 

er drawer... 20.00 9.2 
ver 10 years 7.50 . 3.45 : 
t ; : $217.33 100.00% 

It is usually found, the speaker said, that when 
management and personnel are made aware of the 
ost of record making and keeping, interest is aroused 
in the establishment of better filing procedures and 
methods. In this way operating costs are lowered and 
ill office morale is raised with happier and more ef- 
ficient workers 

The speaker was very enthusiastic about the all- 
important job of filing with good equipment and sup- 
plies, as she has been doing filing work for businesses 
and corporations, and can realize to the fullest extent 
the overall benefits of good record management to 
large companies and small offices. This is a field, the 
speaker declared, that is full of opportunity for both 
men and women who are interested in records man- 
agement as a profession.—JEH 





Royal’s New York Manager Marks 40 Years 
J. H. Forshay, manager of Royal Typewriter Com- 
pany’s New York sales office, completed 40 years with 


the company on September 23. 
Mr. Forshay, who came to his present post through 
the company ranks, started as a bookkeeper in 


Royal's field department in 1912 where he became col- 
lection manager in 1916. 
During the ensuing years, he held the posts of ac- 


J]. H. Forshay 





counting department clerk, chief clerk in the sub-office 
department, chief clerk in the sales office department, 
general sales department clerk and treasurer’s depart- 
ment clerk. He was named credit manager for Royal 
in October, 1925 and the following year was elevated 
to assistant secretary. 

He received the appointment to his present post on 
Decembe! 1931 





Issue New Northwest Travelers Club Roster 


Members of the Northwest Travelers Club have re- 
ently received new rosters for 1952-53, mailed them 
by Secretary Jack Guntrum, Eaton Paper Corporation, 
Minneapolis, Minn 

This handy compilation of members includes listing 
ff company affiliations and business addresses together 
vith officers and roll of past presidents. 

The club meets for luncheon the last Saturday of 

h (except summer months) at the Commerce 
Club, 328 S. Third St., Minneapolis. 





New Wisconsin Corporation Formed 
Edgar A. Gensch, Inc., has been formed in Milwau- 


kee, Wis., t arry on the business of stationers, 
printers and forth. A capital stock of 100 shares, 
no par value, has been authorized. Incorporators are 
Edgar A. Gensch, Sidney Perry and Roberta Gensch. 
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Width 102""—Depth 13/2" 


“With this 
Display, our 
Flo-masters 


practically walk 





off the counter” 


— a typical remark 


e We expected this effective new Flo-master display 

to do a job but we were not prepared for the demand for 
“more displays” from all parts of the country. We now have 
a new batch on hand. Why not put one on your 


counter — and another in your window! 


from a stationer 


You'll find it one of the best “silent salesmen" 
you've ever used. “Attractive” is no word for 


this display. It holds six Flo-masters, each with 


a gayly colored cap (red, green, blue, silver, 


gold and black). 


Here is one of your most effective ways of tying 


in with Flo-master’s national advertising 


more than 25,000,000 individual messages during 


1951 reaching “prospects” in homes, schools, 


art studios, commercial offices and industrial plants. 


Boost your profits with Flo-master — the 


“fountain pen with the felt tip” — the instrument 


that writes on any surface. Stock and sell 
sizes — POCKET SIZE for general use; 


KING SIZE for big, BOLD, heavy-duty marking. 


both 


Used with Flo-master Inks —Transparent and 
Semi-Opaque — instant-drying, waterproof, 


non-smudging. 


Cushman & Denison Mfg. 


Dept. H-8 
153 West 23rd St. New York 11, N. Y. 
Booth 125 N.S.0.E.A. Convention 


Flo-master 


FELT-TIP PEN 


Co. 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls .. . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design .. . 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
MENGES) AS SACHLUSERES 
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Cleveland Firm Appoints General Manager 


Wilfred L. Humphrey has been named general man- 
ager of The Wagner-Henzy-Fisher Company, 1852 
Euclid Ave., Cleveland, Ohio. 

Mr. Humphrey joined the organization 17 years ago 
and started work as a truck helper and subsequently 
has worked in every branch of the business. His af- 
fection for the office furniture business and his nat- 
ural ability for it have brought him outstanding 


W. L. Humphrey 





success. In his new position Mr. Humphrey will do 
buying, handling of personnel and generally direct 
the efforts of the company. 

The founders of The Wagner-Henzy-Fisher Com- 
pany are U. L. Henzy, F. W. Wagner and L. E. Fisher. 
They have in no way separated themselves from the 
business which they started in 1923. All three men 
are active in the company, spending most of their 
efforts in sales activities. 





Warn Retailers to Stock Up on Tape 

More than 5,000 retailers will run short of transpar- 
ent cellophane tape during the peak buying season this 
Christmas unless they stock more heavily than normal, 
they were warned this month 

C. C. Smith, general manager of the “Scotch” brand 
cellophane tape division of Minnesota Mining and 
Manufacturing Company, said that last year over 7% 
of the country’s drug, variety, stationer, and depart- 
ment stores that carried tape ran out of it in the mid- 
dle of the Christmas peak. 

Sales of transparent tape increase 200% to 300% at 
Christmas, varying with the store and the region, Mr 
Smith said. The increased rate of sale is about the 
same for the various items, with the larger consumer 
size rolls having a slight edge 

Mr. Smith pointed out that nearly 20% of the year’s 
busines in retail cellophane tape is done during the 
Christmas season and that “retailers are missing an 
important part of their cellophane tape business if 
they run out of stock during the pre-Christmas buy- 
ing.” 

He recommended each retailer stock approximately 
twice as much cellophane tape this season as they did 
last Christmas. 

As an alternative, he suggested, “Order your usual 
shipments for both December and January in time for 
the Christmas rush. This may not be enough, but it 
will give you a little extra time to get more tape when 
you discover you are beginning to run short.’ 





Clem Werth Opens New Firm in Russell, Kans. 

Clem J. Werth recently opened the Kansas Office 
Equipment, 112 W. 9th St., Russell, Kans. The firm 
will handle Smith-Corona typewriters, portables, cash 
registers, adding machines and other related office 
equipment and supplies. 

The Kansas Office Equipment will be Smith-Corona 
dealer for Russell, Osborne, Smith, Philips, Rooks and 
Ellis Counties 





Toledo Firm Names Manager 

Clifford J. Braun has become manager of the Type- 
writer Inspection Company, 510 Madison Ave., Toledo, 
Ohio, following the death of his father-in-law, James 
B. Watkins.—AK 
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Why it pays users to buy INVINCIBLE 
“FOR BETTER BUSINESS LIVING” 











INVINCIBLE METAL FURNITURE 
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AN “INSIDE STORY” — 

From the ‘standpoint of beauty and efhciency, Invincible 
metal office equipment is a joy to have in any ofhce. But 
you have to know about below-the-surface features to fully 
appreciate its comfort and /ifetime durability. A good 
example is the Height Adjustment Feature shown in the 
drawing at the left. The foot may be screwed up or down 
to permit the user to adjust desk height at any point between 
29 and 3034 inches. Floor contact is provided at 4 positions 
— climinates rocking on uneven floors. Large, rugged, 
securely anchored sleeve gives added strength to withstand 
jolts and side strains of moving — improves appearance — 
provides exceptionally stable desk support. Glides at bottom 
of each foot are of rust-prool material — prevent rust stains 
on floor after scrubbing. For detailed information on other 
distinctive construction features which convince users that 
Invincible equipment is a wise investment for better business 


living — write the factory direct. 





COMMERCIAL OFFICE EQUIPMENT 


CO. © MANITOWOC, WISCONSIN 
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SEE OUR EXHIBIT AT NATIONAL BUSINESS SHOW! (main floor) 


remarkable office machineg |: 


with NEW easy-to-sell, easy-to-service features! 





88 Eee ae a Oe ae ee 


FACIT The 10-KEY 


me Calculator 







+ One-hand “touch system” operation 
- Compact, portable design 
. Multiplies by engineering “short cuts” 


- Electric and hand-operated models 


bos all 


amazingly 
NOISELESS adding 


Unique rotary drive cuts vibration - "4 
Finger-fitting keyboard + } 
Constructed in sections for easy servicing . 


3 electric. direct subtraction models - 


i 
ON 
oS 
oS 
= = 


PS eee ae ee eae ae a ae 


Precision-built with world-famous Swedish steel 
throughout to be as speedy, efficient, fatigue-free and INC 
° 








wear-resistant in operation as modern scientific de- busi, 
ture: 
. . i = ; He 
sign can make them. 500 Fifth Avenue *. 
4 re wi sake ' ' o~ , > 2 > ; ~ ay tains 
Your customers will like the unique extra feature: New York 36. N_Y. 
that assure more work in less time, with less effort Frid 
and less service WI 
7 Sole U.S. distributor of Facit Calcu- ~~ 
A FEW DRALERSHIPS ARE STILL OPEN. WRITE US FOR DETAILS. lators and Odhner Adding Machines Fride 
1949, 
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Horder’s Starts Museum Collection 


When H. G. Horder of Horder’s Inc. recently picked 
up a copy of an office supply catalog published in 1887 

ven before he was in the business—he was im- 
pressed with the possibility of starting a small museum 
of office supply devices used by our grandfathers. 


To start the collection the “Wanted!” circular, 
printed in the manner of 50 years ago, has been dis- 
tributed to all Horder sales departments and is also 


pa «WANTED! --- 


Hevag demeeed dhe pee SO renee end mae 
Enchemrely we the ale of 
Onty ee eee Hewes cad Lip mm Dee 


OFFICE SQUIPHERT & SUPPLIES 


VARIOUS MEMENTOS OF 
BYGONE DAYS 





The comme we a endengy at ony 
Deigh Ge Senageer oe 
Se ee eee oe 


The Good Old Days. . 


Leh wed we he Ged co pee of eee © 
tng ot Mae ree 


©. Karerety Reguee 


{OUR ASSISTANCE 


ee ee 


Sates me D etermeme Mi Mage 
HORDER’S, INC 
Note the Address 20 SOUTH JEFFERSON STREET 
CHICACO « LUINOIS 


ee 


Pree FRentie 2 aed 





Seema THANK YOU FOR YOUR HELP 





being used as package enclosures. In this way, it is 
hoped that the copying presses, the anti-nervous pens, 
the gold coin trays, the writing cases and cyclostyles 
about which the circular asks information, may be 
gathered together to form a most interesting collection. 

Horder’s is not offering to buy any item at the 
present time, but if suitable samples are found, the 
firm will make an offer, to be accepted or rejected by 
the owner of the “museum piece.” 





Watson Manufacturing Appoints Werksman 


The Watson Manufacturing Company, Inc., an- 
nounces the appointment of Stanley Werksman as 
representative for the New England states including 
Massachusetts, Rhode Island, Connecticut, Vermont, 
New Hampshire and Maine. 

Mr. Werksman operated his own retail office supply 


Stanley Werksman 





business from 1936 to 1948 and became a manufac- 
turers’ representative at that time. 

He is married, has two children and resides in 
Malden, Mass. An office and display room are main- 
tained at 93 Federal St., Boston, Mass. 





Friden Sends W. G. Koerber, Jr., to Toledo 


Wlliam G. Koerber, Jr., has been named senior sales- 
man in the Toledo, Ohio, branch office of Friden Cal- 


culating Machine Company, going there from the 
Friden office in Detroit, where he joined the firm in 
1949 —AK 


OFFICE APPLIANCES, October, 1952 











Your customers will like 


MITE SCALES! 


Mite Scales are all one size 2'4"x4" at the base 
and 4” high. Each of the three capacities is for a 
different purpose. Each scale is priced at $3300 

retail 


The one pound Mite postal scale 
is one of America’s most popular 
scales. It has all U. S. land and 
air mailing rates on a replace- 
able aluminum dial. No tools 
are needed to replace this dial 
when postal rates are changed. 
The finish is a beautiful, blue 
baked enamel. 





The four pound parcel post 
Mite scale is the ideal 
small package scale. It, 
too, has the replaceable 
dial feature as have all 
Mite scales. All U. S. land 
and air parcel post rates 
to 4 pounds are indicated. 
The new larger round tray 
enhances the appearance 
and the utility of this 
scale. The finish is a green 
baked enamel. 


The nine ounce 250 gram super- 
sensitive Mite is the ideal postal 
scale for use outside of the 
United States. Its quarter ounce 
and 5 gram calibrations fit any 
foreign postal system. It is an 
ideal scale for any use where 
fractions of ounces must be ac- 
curately weighed. Finished in 
antique copper baked enamel. 








Mite scales are sold by jobbers from coast 
to coast. Order from them or from: 


B-T Company, Inc. 


121 N. BROADWAY « MILWAUKEE 2, WIS. 
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CURMANCO 


Steel Office Specialties 
Letter Sorter 





No. 204—4 Tray $7.00 
No. 205—5 Tray $8.00 


Sorting Tray 








h iga 
No. 115. Letter Size. Without Index, Olive Green $5.00 
No. 116. Legal Size, Without Index, Olive Green $6.00 

Correspondence Separator 
A A? Y MEAN: i >LAS FYING 

M 1d 

ng 
Ir Ke 

No. 10S. Letter Size. 5 Pocket, 15,'' Wide $6.00 


Stationery Rack 


Used by the Typewriter 





No. 108. Size 9x9xll‘’. Shp. Wt. 7 lbs. $7.50 


Tickler File Card Case 





No. 132 3x5 Cards $1.50 
No. 133 4x6 Cards $2.00 
No. 134 5x8 Cards $2.50 

less than dozen assorted 


Center Drawer Desk Trays 
ADJUSTABLE 





Pins, Clips, Pencils 


confusion. Art Stee ; nisk 
No. 425—4x17/sx18 to 31°; Adjustable. 12 to carton $2.75 
Dealers order no less than a dozen 


ORDER TODAY! 


Currier Manufacturing Co. 


2448 W. LARPENTEUR AVE. 
ST. PAUL 8, MINN. 
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Ralph W. Graham Joins Pomerantz Firm 
Ralph W. Graham is the new manager of the sta- 
tionery division of A. Pomerantz & Company, Phila- 
delphia, Pa., according to an announcement by Presi- 
dent Richard D. Pomerantz 
The new official brings a wealth of experience to the 


Ralph W. Graham 





firm. He formerly served for nine years as general 
sales manager with Columbia Ribbon & Carbon Com- 
pany, prior to which he was sales manager of the Los 
Angeles division of Schwabacher & Frey Company 





“Which Has the Twin?” Display 
Stops Traffic for lowa Dealer 

Challenging passersby to “find the twins” in a win- 
dow crammed with many items was a clever stunt 
which stopped record traffic for a Dubuque, Iowa, office 
supply dealer during August 

Using two windows, one on each side of the en- 
trance, the dealer used scores of small items to make 
up an impressive display. In the center, a small sign 
invited “Find the Twins and Receive a Gift!”’ 

Only two of the many “gadgets” in the display were 
actual duplicates, although many of the staplers, 
daters, erasers, pens, pencils, small office machines, 
pads, and so forth, closely resembled each other. In 
order to find which two actually were twins, the win- 
dow visitor, of course, had to look over every item 
shown. When the matching pair was located, the 
dealer obligingly handed over a handy plastic calendar 
and name pad, complete with pencil, for use with the 
winner’s telephone. In the space of one week, there 
were 43 winners. 

The idea, of course, was a take-off on the adver- 
tising of a popular waveset for women. Its effect 
was to sell a better volume of goods, acquaint more 
people with the store, and to create much additional 
interest. ; 

“Looking over a window display carefully was a lot 
of fun for most people,” the dealer reported, “and we 
enjoyed a barrage of impulse sales as a result.”—RAL 





H. C. Rowland to Represent Royal Metal 
Harold C. Rowland is to represent the Royal Metal 
Manufacturing Company in Washington, D. C., Mary- 
land and Delaware, it has been announced by the 
Chicago firm. 
For the past two years Mr. Rowland, who is 38, has 


H. C. Rowland 





been assistant chief, Central Services Division of the 
Department of State in Washington. Prior to that he 
was deputy zone administrator in the Kansas City area 
for the War Assets Administration. Before World War 
II, Mr. Rowland was with the Procurement Division 
of the Treasury Department 
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Riteform Beats ‘Em All Hollow 


When it Comes to \h | 
a =, 


YN 







Nation's Best 
and Lowest 
Priced Typist 
Chairs 


No. 125 





... and Riteform Has Value Packed, 
Modestly Priced Aluminum Chairs,Too! 


The 1345 “Manager” illus- 
trated at left combines the 
ultimate in comfort and 
styling. Adjustable tilt ten- 
sion and seat height make 
it a truly “personal” chair. 
Spring back gives constant 
support for paper work 
Shift to rigid back makes 
it a perfect conference 
chair. Back slope and deep 
foam rubber cushioning 
provide perfect comfort. No. 1435 Price: $88.00 
Square aluminum frame 
and aluminum base _har- 
monize with any suite. 
Roomy seat 1914” x 
174%"; back 18”; between 
arms 2014” 





€ 


Illustrated at right are 
aluminum spring tension 
models. Modified styling 
bring these chairs into the é 
budget price class 





No. 1425 Price: $48.00 


i Seana no need to cut your profit or “sell down” when your customers want 
unusual values in office seating. The Riteform line is built for critical shoppers 
who want a lot for their money. Despite their attractive prices, Riteform chairs offer 
outstanding posture features and styling to your customer, and give you full profit. 
The Riteform line also offers you one source buying, lowest transportation cost, fast 


delivery, low inventory investment. Write for complete catalog and price list. 


No 920 - 
17 x 15” spring 


: sect $96.00 +} 
4 We 647i; RITEFORM CHAIR CO., INC. 





At Aa ron Bane : SEATING 2300 Ellis Ave., St. Paul, Minn. 
scot —»s«#$50.0¢ 

See the complete Riteform 

line at the NSOEA Conven- 

tion — Booths C19-20-21] 
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Yewl 
STEEL FILE 


AND 
CARD FILE INSERT 
COMBINATIONS 
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3” x 5” or 4” x 6” 
card files available as 
illustrated and other 
combinations. 


3 









Easy drawer operation. 
Complete card protection 
Positive locking, follower blocks. 
Thumb latch 


Progressive cradle-type full sus- 
pension--10 heavy duty rollers 
per drawer. 


6 Six reinforced uprights. 
7 Solid bottom base for stability. 


8 Baked enamel finish - - modern 
gray or olive green. 


9 Beautifully matched hardware. 


wot WH Mh 


2 
Available in Legal and Letter Sizes 































ss iz S) ey Bt . 
YSTONE STEEL EQUIPMENT COMPANY, INC. 
1,4 > 1914 S. WATER ST., PHILA. 48, PA. 
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CATALOG AND PRICE LIST 
UPON REQUEST DEPT. A-!0 
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H. M. Rosen Heads Thriving Northwest Business 


From the dark days of the 30’s to the busy days of 
the 50’s has been a long, but worthwhile, road for 
Henry Roser 

Back in the early 1930s he was selling adding ma- 
chines in San Francisco and doing well at it, when 


William Tonk then western sales manager for an 
adding machine company, suggested he join the com- 
pany as br: h manager in Seattle. 

' Mr. Rosen had his ups and downs, but by his hard 


Top: Mr. R extreme right, is seen with some of his staff. 
Below: Th: n's fleet of delivery trucks. 

work throu the years, he helped to put his com- 
pany’s product “on the map” in Seattle. 

At the beginning of World War II, Mr. Rosen decided 
to go into business for himself as the H. M. Rosen 
Office Machines Company, Seattle, Wash., specializing 
in special mechanical rebuilding. Since that time the 
firm has prospered and now it is one of the largest 
if its kind in the Northwest. He employs more than a 


jozen pe runs a fleet of three sleek delivery 


trucks 





Annnouce Safeguard Yule Promotion 
During the ist years many Safeguard Corporation 
representatives have successfully promoted Safeguard 
Checkwrite1 ; a Christmas gift. The sales results 
tening that the Safeguard Corporation 
place this promotion on a national 
to all dealers and distributors, upon 
specially-wrapped and name-plated 


were SO enriil 
has decide 
DasiS Avai 
request, W1ll 


Safeguard Checkwriters 

The advertising campaign is to center around the 
father-son, employee-employer, and as a family gift 
for the sn isiness man. Releases concerning this 
promotion h been circulated throughout the trade. 
Any perso! firm desiring information can secure 


same by v i directly to Ewald Mayer, Safeguard 
Corporati Lansdale, Pa 





H. S. Crocker Appoints Vice-President 

S. S. Kauf! president of H. S. Crocker Company, 
Inc., of S Francisco, Calif., has announced the ap- 
f Charles E. Ruffner as vice-president and 
merchandise divisions. The appoint- 
nent was effective as of August 1 


pointment 


general mal el 





Dayton Stationers Takes New Location 


Miami St ners has moved to its new location at 
27 E. Seco! St., Dayton, Ohio.—AK 


OFFICE APPLIANCES, October, 1952 





SEE IT 

AT THE 
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CONVENTION 















(PAT. APPLIED FOR) 


FulVi 


SHEET 
PROTECTORS 


with ‘The 
Silver Strip 
That Stops 


the Rip’’ 
* 


Ful-Vu products are made only by 


COOKS’ INC., Camden, N.J. 


Silver-colored acetate 
reinforcement strip at 
binding edge guards 
against tearing or rip- 
ping from rings. 

+ rripte life! Outwear 
all others. 


¥ New oval punching. 


vs Prompt deliveries. 


New low prices—best 
discounts 


Full dealer protection. 


Write or wire for 


samples 


PROTECTS § 


YSTEMS OF 


DISPLAY 
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our customers 
often reorder 
Hano Forms... 





a that easy! Your work is done on 
the first order. . . the repeats come in 
regularly, often by telephone! Hano 
Dealers have learned how easy it is to 
get orders... and reorders... for these 


Hano items: 


Autographic Registers and Forms 
Snap-A-Part Forms 
Continuous Carbon Interleaved Sets 


When you sell Hano Forms, you pass 
the headache and price-aches to us. We 
deliver to your customer using your 
label. We bill you... and we back 
you up with 66 years of experience. If 
your telephone doesn’t ring with Hano 
reorders, you're missing a good bet! 








PHILIP 







HOLYOKE, MASSACHUSETTS 


Established dealers wanted in the South, Southwest 
and Mid-west 
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A. B. Dick Announces Managerial Changes 
The promotion of E. L. Tabat to general sales map- 
ager has been announced, together with several other 
appointments, by the A. B. Dick Company. The 
changes are due to the death in August of T. T. Miller. 
late general sales manager. 
Mr. Tabat, whose career with the company dates 


E. L. Tabat 





back to 1936, has been a salesman, sales promotion 
representative, manager-sales engineering, assistant to 
the president, and manager of sales development. 

J. H. Hamline moves into Mr. Tabat’s former post 
of manager of sales development, leaving his position 
as manager-special markets, which is now filled by 
George H. Canada. 

Mr. Canada has been succeeded by W. J. Armstrong 
as regional sales manager. 





Chicago Stationery Show Held in August 


The Palmer House, Chicago, was the scene of the 
Chicago Stationery Show from August 10 to 13. A 
wide variety of merchandise in the social stationery, 
gift, greeting card and accessories fields, also some 
office equipment, was shown by the 139 exhibitors 

The following exhibitors were in the office supply 
and equipment field: 


Aetna Office Furniture Sales Co 


Apex Producta Company—Pen and pencil set 

Cram Co., George F.—Maps and globes 

Durand Co Desk pads, waste baskets and so forth 

Eversharp Ine Fountain pens mechanical pencils, an 
so forth 

Glu-Pen Corp Glue dispenser in pen forn 

Goodfrend Metal Products Co Personal files, box files, and 
typewriter tables. 

Hamilton Metal Products Co Cash boxes 

Kingsley Stamping Machine Co Monogramming machine 

Lexington Metal Products Co [wo and four drawer files 

Linton Pencil Co.—Wood cased lead pencils 

Major Leather Goods Co.—Zippe ring binders 

Mercury Business Machines Monroe Calculators 

National Blank Book Co Loose Leaf forms and systems 

Paper-Mate Pen Ball point pens 

Park Sherman Co Desk pad perpetua endars, and so 
forth 

Quigley Co Ash trays 

Regency Thermographers—Engraved business tationery 

Remington Rand Inc.—Portable typewriters Adding ma- 
chines, copyholders, office ipplies 

Rockaway Metal Products Co Personal file 

Smith Co., The S. K.—Desk accessories. 

Stationers Specialty Corporation Desk pad | sets 

Tele-Chek, Inc Telephone call timers 

Ward Mfg. Co., Samuel.—Leather goods, diaries 





Sheaffer Announces Davidson Appointment 
Glen E. Davidson has been appointed western sales 
manager for the W. A. Sheaffer Pen Company, it was 
announced by R. H. Whidden, vice-president and gen- 
eral sales manager. He succeeds John Hehnke. 
Mr. Davidson has been associated with Sheaffer's 


Glen E. Davidson 





since 1948 and has been the company’s sales repre- 
sentative in the Virginia, Fort Worth, Tex., and Chi- 
cago territories. He is a graduate of Cornell College, 
Mount Vernon, Iowa. 
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is told by 
DANIEL PARKER 


The Parker Pen Company 


It was enough to make scientific men weep. After years 
of emptying and refilling test tubes, chemists here had at 
ast found the new ink they'd been looking for—an 
amazing fluid which dried the instant it flowed onto paper. 
a golden development. But. . . fast-drying 
Superchrome ink couldn't be used in pens of that day be- 
cause no existing pen could meter its fast flow. The only 


It was 


solution was to create a new pen. 

Years later we had it—a revolutionary pen called the 
“51° which could handle the special ink.* It’s not neces- 
sary here to recount the sales success of the streamlined 


pen that “writes dry with wet ink”’, 


BUILT TO HOLD 
A GOLDEN 
DROP OF INK! 





Copr. 105 » The Parker Pen Compan 


Which came first ...the pen or the ink? 
In the case of the best-known pen in 
history it was the ink ...a magical 
new type of fluid... developed years 


ahead of its time. 


But it seems the development of the Parker “51” Pen is 
typical of the way in which engineering and research 
keep a continuous step ahead of our production, 

Even when the original “5!"" was at its peak, a still 
newer model with an Aero-metric Ink System was being 
readied behind Parker scenes. As one scientist here so 
aptly put it: “To change is dangerous, but not to change 
is fatal”. The choice being clear, we carefully nurture an 
attitude of dissatisfaction for things as they are—to make 
fine Parker products even better. 

THE PARKER PEN COMPANY 


Janesville, Wisconsin @ Chicago @ New York @ San Francisco 


*The “SI Pen uses any quality fountain pen ink, too, 
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3 ; F “me ~ 
° | ) NEW RECTANGULAR 
for increased sales= A Vul-Cot of large 
i capacity, yet takes up 
greater profits onatt 7 mare 
against desk or wall. 
Y ee \ One size, No. 5A. 
join the 1,400 dealers 


who sell 


VUL-COT | 


TRADE-MARK 


BASKETS 


Over 1,400 dealers find it profitable to sell Vul- 


ie 
Cots .. . and it’s readily understandable when igs as . 
you know their many exceptional and desirable se 
features: 
v¥ made of hard vulcanized fibre SQUARE TAPER 


v last longer, practically indestructible A distinctive style, 


° P popular with execu- 
Vv new bonded seam construction, improves 


look d st th tives and ideal for 
ooKS an streng 


reception or board 
Vv colors do not chip off, rims do not break rooms. One sins, Me. 5. 


Vv will not splinter, dent, rust or corrode 
V lightweight, easy to handle and clean 
Vv guaranteed for five years 


ROUND TAPER \/ 
Most popular of all Vul 
Cots for general office 
and schoolroom use. 


Takes up small space, is | | NEW SQUARE TOP 


neat and attractive. Two . 
\ Neat and attractive. 


siz N 2 . A 
a ome one 3 Fits corner or against 


wall. One size, No. 2A. 





More than 1,400 dealers are selling Vul-Cots. 
It’s the profitable line to handle. If you attend the 


nOUND sTRAo;N N.S.0.E.A. Convention be sure to see the Vul-Cots 


Specially designed for at Booth 56. If you can’t go to the Convention 


washrooms, basements, write for the Vul-Cot story. 
ticker rooms, lobbies, 


shipping and mailing 


rooms. Two staos, Nos. 9 NATIONAL VULCANIZED FIBRE CO. 


and 10 
Wilmington 


FOR SALE BY STATIONERS EVERYWHERE 





Delaware 
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W. W. Herrington Joins Hunting Roberts 


W. W. “Bill” Herrington, widely known among the 
office equipment dealers of the West Coast, has joined 
the sales of the Hunting-Roberts Company. He 
will be manager of the San Francisco sales office and 
serve as representative in northern and central 
California 

Mr. Her! ton had 17 years of retail experience 


W. W. Herrington 





when red the wholesale field in 1950 as west 
coast factory representative for a manufacturer of 
iffice equ t and supplies 

Followi! graduation from the University of 
Arizona ined the Stockwell & Binney Company 
as a ret esman, then from 1938 to 1947 was out- 
side salesman for this firm. From 1947 to 1950 Mr 
Herrin s manager of the H. D. Baker Company 
branch in Seattle, Wash 





B. L. Marble Granted Chair Feature Patent 


The B Marble Chair Company has announced 
that Patent No. 2,603,909 has been recently granted 
the fi n its non-breakable Tenite plastic scuff 
late fo volving chair bases. This patent covers 
as well as the simplified features of 
ipplicat f the scuff plate to the wood base feet 
three years The B. L. Marble Chair 
furnished this desirable protective fea- 
its revolving chairs 


tne construetion 








Victor’s Convention Special . . . Paul Harvey, ABC news 


seen here interviewing Philma Fox and the 
model Victor adding machine which she 


commentator 


nventi pecidi 


used to hel; y the voting at the Republican and Democratic 
Nationa ventions. These machines were designed especially 
for both nd television coverage and kept listeners and 
viewers posted on the voting as the roll calls were polled 
OFFICE APPLIANCES, October, 1952 

































AROUND 
—_ THE 


WORLD 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUS!- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today I 
for Our 
NEW 


Handsomely 
Illustrated 


CATALOG No. 96 


and 


Price List 











PAN | 


LOAN PAN a 


80 DUANE ST. NEW YORK 7,N.Y 
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INTRODUCING THE 


PORTA-MATIC 
POSTING TRAY 


Drop Side for stuffing 
or offsetting on Trays 
for ledger sheets. 





it's automatic in operation with 


It's portable... 


simplified P.E. C. controls on compression plates 
for fast, effortiess operation. The PORTA-MATIC 
is light in weight . .. easy to move and carry. 
For Extra PORTA-MATIC sales .. 
display them .Available in 12” 


stock them 
.. show them .. 
14-3/4” and 18" lengths, and seven widths from 
5” to 11". PORTA-MATIC Trays for ledger sheets 
have drop side. Trays for card sizes have two 
fixed sides. 

P. E. C. Posting Stands available to hold one or 


more trays. 


Distributed thru Dealers only 










“POSTING EQUIPMENT CORPORATION 


777 Hertel Ave., Buffalo 7, N. Y. 
< egeae Associate: R. L. Smith Company, 604 Mission St., 
Sen Francisco 5, Calif. 
Associate: Preston-Noelting Ltd.; Stratford, Ont. 
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Parker Promotes Eddy to Advertising Manager 


George A. Eddy has been appointed advertising 
manager of the Parker Pen Company succeeding David 
G. Watrous, who resigned to enter the advertising 
agency field 

Mr. Eddy will have the responsibility of executing 
the 1953 advertising budget of more than two million 
dollars which the pen company has set up 


G. A. Eddy 





The new advertising manager for Parker joined the 
firm in April, 1946, as a sales department training spe- 
cialist. Prior to that he was a sales representative for 
the Coca Cola Bottling Company. A graduate of North- 
western University, Mr. Eddy saw military service in 
the central Pacific area as a Naval aviator 





R. A. Gooding Becomes Allied Sales Manager 


Robert A. Gooding has been appointed sales man- 
ager for the Allied Loose Leaf Corporation. The an- 
nouncement was made by John F. Murawski, president. 


R. A. Gooding 





Mr. Gooding has been in the industry for the past 
16 years and has made many friends during this time. 
He was formerly with Flexcraft Company and the 
Spiral Binding Company, Inc., serving the New York 
Metropolitan area. 





Mosler Sales 


This is a picture of a dog who 
loves security. The Mosler Safe Co. received the unusual photo 
from its dealer in Eureka, Calif., The Office Appliance Co. The 
dealer explained, ‘Even Gypsie, our pedigreed Boxer dog, is sold 
n Mosler and keeps her registration papers in the safe 


Safecrackers, Beware! ... 
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Smart merchandising pays off for Detroit Dealer 


who features PEERLESS IMPERIAL 


Ne Curt Ne Smudge carson 
ond Enuness RIBBONS 









Ma f Detroit is not the kind of a Dealer who 


' , You can't beat a formula of top grade merchandise 
hands waitine for his luck to change. He 


and hard-hitting Dealer promotion. Why not emulate 


n luck, a 
Macauley’s in your town? Send for samples and 
By « combination Deal of No CURL No SMuDGI prices and start putting ribbon and carbon profits in 
( Empress Ribbons, he has opened 37 new your cash register. 








one month, sold better than 300 boxes. 





PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place. Newark 5. New Jersey 





ee 7 
~ q teat 7 ame ti (ds Ribbons, carbons, spirit and gelatin duplicating 
carl naster units, carbon ribbons, carbon rolls for every business need. 
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Quality Park Products | |: 


.-- a family of 
famous names 
that mean MORE 


than envelopes : 





























er 
Here are a few of Quality Park’s < 
famous brand names. . . names M 
that identify envelopes in nearly - 
400 styles, sizes, stocks, and Ci 
weights . . . names that mean “ 
satisfaction for your customers Je 
and repeat business for you. 
When you buy Quality Park, you . 
buy MORE than envelopes be- 
cause of Quality Park’s 3-way 
Quality Policy . . . 
1. QUALITY PRODUCTS... 
the finest in stocks, gumming, 
manufacturing processes to assure 
the greatest customer satisfaction. we 
M 
2. QUALITY PACKAGING... fa 
not just boxes but strong covered ar 
containers that outlast the con- “ 
tents and keep the last envelope 
in perfect condition. '@) 
3. QUALITY SERVICE... Fa 
x that means a dependable supply ss 





to meet your demand. Quality 
Park products are sold through 
dealers only. 





x 
QUALI‘ YS PARIGENVELOPEICO, 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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Royal Official Completes 35 Years’ Service 


Henry J. Hart, vice-president in charge of produc- 
tion at the Royal Typewriter Company, Inc., factory 
at Hartford, Conn., celebrated his 35th anniversary 
with the company on August 22. 

The man for whom Royal’s newest typewriter, the 
HH model, was named started with the Royal factory 
in 1917 as a tool designer in the drafting room at 
Hartford. He shortly earned the posts of chief as- 


Henry J. Hart 





sembly inspector and supervisor of product engineer- 
ing. 
Early in 1943 he gained further recognition when 
he was named assistant superintendent in charge of 
engineering and quality inspection. In October 1945 
he received the appointment to the post of general 
superintendent and succeeded to factory manager on 
March 1, 1948. His elevation to the vice-presidency 
took place later that year. 

Mr. Hart, widely-Known and respected throughout 
Connecticut industrial circles, has been responsible 
for many inventions in his 35 years with Royal. 





Johnson Chair Company Adds New Salesman 


Martin J. Martensen has joined the sales force of 
Johnson Chair Company and will headquarter in Chi- 
cago. He will be used in a roving ambassador role to 


Martin J. Martensen 





work with other salesmen and to travel in certain 
Midwestern states not now being covered. 

“*Marty’ has had several months’ training in the 
factory and office, which together with his background 
and record of sales and sales analysis in other fields, 
should prove a great help to all Johnson dealers,” 
states W. M. Small, director of sales. 





Ohlsson to Head Office Machine Firm 


Erik A. Ohlsson has been appointed president of 
Facit, Inc., sole United States distributor of Facit cal- 
culating machines, Odhner adding machines and 
Halda typewriters 

Mr. Ohlsson was previously inspector general in 


Erik A. Ohlsson 





South America, where he directed sales throughout 
that continent for Aktiebolaget Atvidabergs Industrier 
of Stockholm, Sweden, manufacturer of Facit, Odhner 
and Halda office equipment. 
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witsa SCOTHE 


The Automatic SCOTTIE LETTER OPENER 
opens 200 to 300 letters per minute. The Scottie is 
designed for small and medium sized businesses 
opening 100 to 2,000 letters per day. Opening let- 
ters 30 times faster than by hand gets the whole 
office into high gear fast. It takes a clean slice 
off all sizes of envelopes without clipping corners 
or damaging mail. Light and portable, the Scottie 
can be moved from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. It 
is needed by banks, stores, wholesale houses, in- 
surance offices, mail order businesses, factories and 
dozens of other medium sized firms. Scotties offer 
a 12 times greater market than for larger, more 
expensive machines. If you are experienced in 
specialty equipment sales, look into the Scottie 
for steady, future profits. 


Mfd. by ARNOLD MACKENZIE, Inc. 


3133 Overlook Drive 
Minneapolis 20, Minn. 


onty $105 F.0.B. FACTORY 


plus excise tax, Stacker optional at 
nominal price. (Prices sub, to 


change without notice.) 













ARNOLD MACKENZIE, INC. 
3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


| om experienced in sales of specialty office equipment. 
Send full information on Scottie Letter Opener. My 


territory is: 
Nome .... 
Street Address ..... sane paipgidamibedans 
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NEW OPEN DRUM 
Hilco Model. .4 


accurate 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 


Selective inking by means of our ink dispenser. 


NOMR OW ~ 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 








TECHNYGRAPH CO. 


TECHNY, ILLINOIS 
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SoundScriber Distributor Named in Wichita 


Dan F. Janda has been appointed SoundScriber dig. 
tributor for the Wichita, Kans., area, including the 
southwestern and south central part of the state 
Mr. Janda’s company will be known as the Sound 
Recording Company of Wichita. The announcement 


Dan F. Janda 





was made by R. W. Davidson, vice-president and gen- 
eral sales manager of the SoundScriber Corporation. 

Mr. Janda, a native of Omaha, Nebr., was connected 
with the dictating equipment business for seven years 
prior to joining SoundScriber in 1949 as a salesman, 
He soon became top-ranking salesman in the Omaha 
area. Later he was moved to Wichita 





Announce Faymus Line Dealer-Imprint Plan 

A new merchandising idea for the Faymus line of 
office supplies has recently been announced by the 
Faymus Division of Bankers & Merchants, Inc. The 
plan is based on a unique method of packaging that 
permits most items in the line to be individually im- 
printed with the dealer’s name and address 

According to the manufacturer, this is the way the 
“Dealer-Imprint” plan works: a full schedule of ad- 
vertising in national consumer magazines will spear- 
head the program by pointing up the many advantages 
and extra-fine quality of all the Faymus products. 
The brand identification and consumer preference 
thus created will be tied directly to the dealer, through 
product packaging and design. Each package, beauti- 
fully printed in color, will carry the Faymus trademark 
and the dealer’s individual imprint in a conspicuous 
position, thereby immediately associating the dealer 
with the Faymus brand and with the broad national 
advertising campaign. 

In addition to this publication support, factory men 
will be assigned to help dealers promote the Faymus 
brand and to help establish proved sales procedures 
in connection with the line 

Complete details may be obtained by writing the 
Faymus Div. of Bankers & Merchants, Inc., 3229 N 
Sheffield Ave., Chicago 13, Ill. and requesting a copy 
of catalog No. 153. 





Opens New Englewood, N.J., Plant 

A new plant and warehouse facilities have been 
opened in Englewood, N. J., by the Frederick Post 
Company. It will service the area including all of New 
England, New York and Eastern Pennsylvania. 








Paper-Mate Pen Celebrates .. . Nearly 300 employees 
and executives of Paper-Mate Co., Inc., gathered recently to cele 
brate the company’s first million-pen month. In group shown 
(left to right) are Mrs. Schroeder and Clarence Schroeder, con- 
sulting engineer and assistant to the president; Mrs. Sorensen and 
Frank Sorensen, plant superintendent; Vice-President Ed Ettinger 
and Mrs. Ettinger. 
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ity-built to give you a lifetime 
of ji few pennies a day! 
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or see your local Burroughs dealer. 









Burroughs Adding Machine Company, Detroit 32, Michigan, 


WHEREVER THERE'S BUSINESS THERE'S 


Burroughs 
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Millions of readers of Burroughs adding machine and cash registering 
machine advertisements in national consumer and business publications 


are being urged to “see your local Burroughs dealer.” 


Hundreds of dealers in all parts of the country are already in a position 
to benefit from this advertising, and from the long-established acceptance 


of Burroughs as a leader wherever there’s business. 


The Burroughs dealer plan is complete, simple, and ready for you to put 
to work. If you can help us make these Burroughs products more readily 
available to more people, your inquiry is cordially invited. Get the 
profit-making facts today from the Burroughs factory branch nearest 
you. Burroughs Adding Machine Company, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE'S 


Burroughs 
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Another FIRST in 








NEW 
“FIRM-BASE” SUPPORT 


for desks with disappearing 
typewriter platform = |~ 





i additional weight of electric 
typewriters puts extra strain on 
disappearing platforms in secretarial desks. 

To eliminate the resulting problem of 
“typewriter rock,” Jasper Office Furniture Co. has 
developed the NEW, exclusive ““FIRM-BASE” Support, 
for desks with disappearing typewriter platform. 

It is a self-storing device that folds out of the way 
when the desk is closed . . . drops into vertical 
supporting position, with a slight twisting motion, 
when the platform is opened out for use of the 
typewriter. 

This new feature is available on all Jackson 
desks. It is available, also, as a salable attachment 
for any and all wood desks having interlocking, 
disappearing typewriter platform arrangement. 

First showing of this new development is at 
the NSA convention in Chicago. Also on display 
is the line of Jackson conventional and island-base 
desks ... at 517-A Conrad Hilton Hotel. 

If you were unable to visit the Jasper Office 
Furniture Co. display space, send TODAY for 
descriptive literature. Line up with Jackson desks. 

Be first in your community! 


Another solid support for 
Jackson desks is extensive 
national advertising 








BE FIRST WITH THIS NEW TYPEWRITER 


Locks out’ of position 
with a flip of the wrist 












DESK IMPROVEMENT 
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) Chair Co 


§. J. Olsen Company’s Merchandising Pays 


When the S. J. Olsen Company was incorporated 
in 1925 a small store on a side street in Milwaukee, 
Wis., it started with three employees. Now, after more 
than 25 years of good merchandising, it has grown 
to more than 20 employees and has moved to a new 
jocation on a busy street near the busiest intersection 
in downtown Milwaukee. Here, about 25,000 square 
feet of floor space is devoted to retail sales and ware- 


house 
The company’s merchandising methods include 
direct mail, newspaper, school, labor union and con- 
yention publication advertising together with some 


radio talks. These devices keep the company’s name 
constantly before the buying public. 

The displays at the store, which can be seen through 
a large window from the sidewalk, help a lot to bring 
in new prospects, according to L. W. Thomson, vice- 
president and general manager of the store. 

About 90% of the purchases made by the company 
are placed direct with manufacturers, with the re- 
maining 10% made from jobbers and wholesalers. Here 
are some of the good accounts, the products being 
sold on an agency basis: 

Desks—Metal Office Furniture Co., The Leopold Co., 
Jasper Office Furniture Co., Rockwell-Barnes Co. and 
The Bentson Manufacturing Co., Inc. 

Chairs—Metal Office Furniture Co., 
and Johnson Chair Co. 

Tables and Files—Metal Office Furniture Co., The 
Bentson Manufacturing Co., Inc., and Herring-Hall- 
Marvin Safe Co. 

Safes and Vault Doors—Herring-Hall-Marvin Safe 
Co 

Sofas and Club chairs—Niemann, Inc. 

Nothing is sold at wholesale by this company, most 
of the retail sales being confined to the southeastern 
section of Wisconsin, with some orders being shipped 
to points in northern Illinois, Michigan, Iowa and 
Minnesota 

The company’s slogan is “Milwaukee’s Outstanding 
Office Suppliers.”—JEH 


B.L. Marble 





George A. Palm Retires from H. H. West 


George A. Palm, vice-president and a director of the 
H. H. West Company, a leading stationery and office 
equipment firm of Milwaukee, Wis., has announced 
his retirement which took effect August 31. 

Mr. Palm has been with Wests for 34 years. 
proved an outstanding salesman 


He 
and an efficient 


George A. Palm 





BA A 


worker. He is leaving Milwaukee because of ill health 
and is moving to California, where he hopes both Mrs. 
Palm and himself will be benefitted by the milder 
climate. His friends and associates hope that this 
wish will be gratified. 


Charles Lofye 
William G. Ja 
company 


will be the new vice-president and 
rchow has been elected secretary of the 





Claims San Antonio’s Oldest Typewriter 


What is believed to be San Antonio’s, Tex., oldest 
typewriter in continuous use, is in the office of the 
deputy tax collector, Floyd H. DeLand, who acquired 
the machine in 1918. It has been in continuous use 


since then with only minor adjustments. The machine, 
which has been doing so nicely for 34 years, is a 
Corona.—JHR 
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IT’S EASY TO SELL 
AN OBVIOUS INCREASE 
IN WORK 
EFFICIENCY 







Rest-ALL veaiers 


sell more than aluminum 
office ago _— 
stress the ive-poin 
adjustability exemplified by these three 
models. Here is individual posture fitting 
at its best... and at its handsomest, 
most durable best. No other chairs can do 
more in terms of proper body support, 
comfort and fatigue elimination for the user. 
Which means that Rest-All Dealers are, first 
and foremost, suppliers of one of the most 
direct and effective means to increased 
work efficiency. It's a potent aid to chair 
sales. It must Ye so because both the Ohio 


Chair Company and its dealers have long 
been enjoying a steady growth that is the 
talk of the trade. 











The Res?-All 
Stenographic 
No 585 


\ 








The Rest-All 
7 Executive Swivel 
4 No. 1100 
The Res?-All 
Clerical 


v No. 700 


Write for new literature, in 
natural colors, on the complete 
Rest-All Chair line. 
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FLUORESCENT 


DESK LAMP 


WITH ELECTRIC CLOCK 


z S 
ey, ow Without Clock, $13.95 Retail 
Models for 2 Tubes Also 
available — $17.95, $22.95 


Lustrous Brown or Modern Grey 


*189. 


Shade swings in 180° arc 
Exclusive ILC feature 


riter pproved, i 
derwriters’ apg 4 Top Dealer Discounts. 











THE ILC DIRECTOR is America's first decorator-styled 
desk lamp... priced right for both home and office. It 
brings handsome returns in both the replacement and 
gift markets. May we suggest an order that will prove 


this to your own satisfaction? 


SPECIFICATIONS: Operates on 110/120 volt, 60 cycle, 
A. C. current; uses standard 15-watt fluorescent tube 
Telechron electric clock movements. Bonderized baked 
enamel finishes, with pedestal plate and pen tray in bright 
gold finish. Base is felt covered. Instant starting switch, 
6 ft. rubber cord. Height 10 inches; width 20 inches. 
Weight, 9 pounds, packed in individual cartons. 


THE 4900 
Standard model is a 
high quality desk lamp, 
Underwriters 
approved. Finished in 
grey or brown. Uses 
watt fluorescent S$OQ5 

tube. Weight 8 Ibs., A 
ndividually packed 
Model 4902 for 

tubes $14.95 





Mh) Vm 
Ssutloud 


INDUSTRIAL LAMP CORP., ELKHART 2, INDIANA 


ORDER DIRECT 
FROM THE FACTORY 
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3M Names Western Regional Manager 
Appointment of E. B. Thomson, 2020 Easton Dr, 
Burlingame, Calif., as western regional manager of 
the cellophane tape division was announced by Mip. 
nesota Mining & Manufacturing Company in August 
Mr. Thomson had been San Francisco sales manager 


E. B. Thomson 





of the cellophane tape division since 1944. He wil] 
continue to headquarter in San Francisco. 

His newly-created sales region includes branch of- 
fices in San Francisco, Seattle and Los Angeles. 


He joined 3M in 1933. 


SHAMROCK TEXAN 


DRINTING - OFFICE SUPPLIES - TYPEWRI! 











The Shamrock Texan 


Shamrock Texan in New Home .. 
recently moved into its new home at 115 N. Main St., in Sham 
rock, Tex. These two views show the handsome exterior of the 
new quarters and part of the store interior. The firm, which 
publishes a weekly newspaper, has been carrying office supplies 


since 1930. 





Commercials Controls Establishes Branch 

Commercial Controls Corporation of Rochester, N.Y. 
has announced the opening on August 1 of a Rochester 
branch office. 

Millard J. Tanner is branch manager. Mr. Tanner, 
president of Rochester’s Salesmen’s Club, is currently 
manager of the sales department of the company. 

The new branch, located at the Leighton Ave. plant, 
will furnish complete sales and service facilities for 
the full line of Commercial Controls products including 
Flexowriters, Justowriters, mailroom equipment, Tick- 
etographs and Endorsographs 
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Representatives and Distributors Wanted 
For A Few Choice Territories 


WRITE OR VISIT BOOTH C-10 
Conrad Hilton Hotel, Chicago 


N.S.0.E.A. SHOW 
October 4-8, 1952 
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al HART Hand and Electric 
° Mimeographs & Supplies 
WRIGHT Spirit Duplicators 

° & Supplies 

° HART Drawing Scope 

° HART Office Machine Stands 
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mimeographs 


and supplies 


TURING CO 


ST. PAUL 4, MINN 


HART MANUFAC 











MERILL HASTY 
Weoyzate, Mina. 
(also Western Canada) 







J. KIP EDWARDS 
Government Sales Division 
Washington, D. C 








\ 





BILL JOOST 
Son Francisco 


MIKE HOLBERG 
Dollas, Texas 


O : 


BOB LARRACUENTA 
Export Soles Division 
South Bend, Ind. 











The Sengbusch 
Hondi-pen leads 
@ great line of 
time-and money- 
saving office aids. 


It was one of G. J. Sengbusch’s 
firm beliefs that the strongest pos- 
sible selling organization, was in- 
dispensable to any successful business 

He felt that his sales force should inspire confidence in 
the company and in the line. He wanted his salesmen to 
maintain the most cordial relations with all dealers on a 
service basis, as well as a personal basis — helping dealers 
to make the greatest number of sales at maximum profit 
from the Sengbusch line. 

That he succeeded in selecting and training highly ca- 
pable men to represent the Sengbusch Company is, we 
feel, amply proven by the fine reputation Sengbusch 
salesmen enjoy in the trade. 

The twelve men pictured above are the Sengbusch sales 
organization and they form the principal link between the 
Sengbusch Company and the thousands of stationery and 
office supply dealers across the country. Many of them 
have been with the company more than a quarter century 
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Consumer Specialty Salesman 
Milwaukee. Wis. 


rage 





JACK LUKE 
Chicage 





TOM ADAMS 





BILL VOGEL 
Drexel Hill, Pa. 
(else Eastern Conade) 


€- 


HENRY RIEGEL 
Kirklyn, Po. 





JIMMY WILSON 


(*. Charlotte, N. C. 








WARD SILLIMAN 
Dallas, Texas 


Se 


HEINIE SENGBUSCH 
Konsas City, Mo. 


Bone 





Thus dttaxg SENGEUSCH Sales Team 


...is on the job to help you do more business—at a profit 





It's likely that you know one or more of them inti- 
mately and they're good men to know. Their wide back- 
ground of merchandising and promotional experience in 
your field is of real value to you. They can show you 
many ways to boost sales. 

For fifty years G. J. Sengbusch did his best to keep the 
finest type of relationship between his sales force and 
dealers. Mr. Sengbusch’s recent passing will have no 
effect on that policy. 

We pledge that we will make every effort to further 
and strengthen these relationships so that the Sengbusch 
name will continue to mean added sales and extra profits 
for you. 


) 





Reg. U. S. Pat. Off. 
352 SENGBUSCH BLDG. * MILWAUKEE 3, WISCONSIN 


Meet these men at the 46th National Stationery and Office 
Equipment Show, October 4-8, Conrad Hilton Hotel, Chicago. 


OFFICE APPLIANCES, October, 1952 










aaa Cae? & Gade Ge Ga oe Ge Ga 4h Gh Se OS Ge Go Se Se SS OS. 4 tt te oe ee Oe ee oe ee ee ee ee ee le 


HA ©} 





52 














UNITED STATES EXPORTS OF OFFICE 


MACHINES, EQUIPMENT AND SUPPLIES 
Figures for May, 1952, Released in August, 1952 
by the U. S. Department of Commerce 

(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 


Department of Commerce, Washington 25, D. C.) 
Gumetty (Do'lars) 
et 


Valve 
Machines Accounting Nondescriptive New 591 780073 
Machines Accounting Descriptive New 599 1063154 
Machines Listing—Adding New 3367 583028 
Machines Calculating Non-Listing New 2192 629545 
Machines Accounting New, Etc., Nes. 89 28136 
Machines Card Punching New 197 373738 
Machines Acconting Used Rebuilt, Etc 513 57410 
Parts for Accounting Machines, Etc. 1075140 
Machines Addressing 125 94846 
Accessories & Parts for Addressing Machines 54410 
Machines Duplicating Ex Lithographic Offset 349 62520 
Machines Duplicating Lithooraphic Offset 50 99159 
Parts for Duplicating Machines 56863 
Cash Registers New 977 304966 
Cash Registers Used Rebuilt 580 73845 
Parts for Cash Registers 276874 
Typewriters Standard Electric New 9207 1049309 
Typewriters Standard Electric Automatic New 267 68831 
Typewriters Portable New 5085 267514 
Typewriters Used Rebuilt Automatic 1684 98813 
Typewriters Nes 81 39539 
Accessories & Parts for Typewriters 263565 
Staplers for Office 31995 45043 
Machines Dictating 352 63153 
Machines Mail Handling & Parts 59142 
Machines Check Handling & Parts 53111 
Office Machines & Parts Nes. 158491 
Mechanical Pencils All Materials (Doz. 25757 95804 
Mechanical Pencil Parts 14360 
Pencils Ex. Mechanical Black Lead (Gr 43854 141982 
Pencils Ex. Mechanical Nes. (Gr.) 8065 31744 
Pencil Leads 32265 
Crayons 48414 
Fountain Pens Ball Type (Doz.) 79485 104464 
Fountain Pens Ex. Ball Type (Doz.) 52870 442709 
Ball Pen Refill Ink Cartridges (Doz.) 4562 8536 
Fountain Pen & Ball Pen Points Nes. 987868 
Fountain Pen Points (Gr.) 7121 49930 
Carbon Steel Pen Points (Gr. 2771 8830 
Desk Pen Sets 3865 10676 
ink Writing 46555 
Ink Nes 170739 
Carbon Paper (Lb 104535 112705 
Office Machine Ribbons Cloth Inked 42766 
Office Supplies Nes 242443 


Nes.—Not elsewhere specified 





Underwood Opens Tulsa Branch 


The Underwood Corporation has announced the 
ypening of ales and service branch at 706 S. Main 
St., Tulsa, Okla. M. A. Silfer is branch manager.—EEG 








b 


Voice of Experience ... At a recent convention of Parker 
Pen Co. ret int managers in St. Louis, Mo., veteran J. R 
Dusty” R it right, passes pointers to Ray Forsythe, Jr 
Mr. Rhodes, th« mpany’s senior salesman with 40 years’ service 
sold Park ens well before Ray was born. One of several 
second generation salesmen” employed by the firm, Ray is the 
son of the s« r Forsythe who manages an adjacent sales ter- 
itory in | The shoe-string ties were affected by all the 
southern rccount managers at the meeting. 
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FOR EXTRA PROFITS 


Xx-acto 


PEN-KNIFE 


The #3 X-acto Pen-Knife /s / 
better than ever—with new, ‘@ / 
larger barrel and new, eye- 
catching color combination. 
Proven hit seller in the station- 
ery trade last year, it's ideal 
for many home and office tasks “ 














as well as models, artwork, 
retouching, stencil & frisket 
cutting, lithography, photog- 
raphy, etc. Complete with 
extra blade—tist $1.00. 


Perfect Utility Knife 
Always Handy—clips 
to pocket safely 
Lightweight blue & 
white body 

Always sharp—new 
blade inserted 
instantly 


+ + + 


* 


Extra Blade Reservoir 
—in handle 

Refill Blades Available 
in 3 styles shown 


ACTUAL 
SIZE 


= 





#106 X-ACTO KNIFE DISPLAY 
DEAL—Consists of 39 assorted 
pieces—to retail from 60¢ to 
$2.50 each—and handsome 
FREE Display (of Korina wood & 
Mahogany).Total List Price $41.10. 











Write today for free, 
illustrated 28-poge 
Catolog. 





X-ACTO CRESCENT PRODUCTS CO., INC. 
440 FOURTH AVENUE, NEW YORK 16, N. Y. 
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Casters 


Always 


and 


DARNSLL CORP, Lr, 


DOWNEY, (LosAngeles County) CALIF. 


-_—~-~-______—_— —~ +) ——— ————— 


60 Walker Street, New York 13,N.Y. 
36 North Clinton, Chicago 6, Illinois 
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Texas Travelers News Notes 
ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 

The Howard Company, Midland, Tex., has just cele- 
brated its fifth anniversary. Congratulations, Ray. 

The firm of George Bradley and Company, Carthage, 
has completed liquidation of the business. George has 
not made any definite plans for the immediate future. 

7 x * 

Panther City Office Supply at Fort Worth is moving 

to larger quarters next door 
. * a 

American Desk Manufacturing Company of Temple 
announces the following changes: A. P. Brashear, 
chairman of the board; A. P. Brashear, Jr., president 
and general manager; W. A. Prewitt, Jr., vice-presi- 
dent; S. E. Carter, secretary-treasurer and assistant 
general manager, and Horace Kelton, vice-president in 
charge of sales. 

Roy Edward Cooper, vice-president in charge of pro- 
duction for the Stafford-Lowdon Company, Fort Worth, 
died July 11. He had held the position of superintend- 
ent of Stafford-Lowdon for 34 years in July, 1951, when 
he was promoted to vice-president. 

* * . 

Art Buchanan has associated with the Houston 
Branch of Stationers Distributing Company, and will 
work Austin, Galveston, Houston and adjacent terri- 
tory. 

- ~ a 

Ralph Kettler has transferred from the Oklahoma 
City branch of Carpenter Paper Company to Houston 
and will cover the territory formerly covered by Art 
Buchanan. 

R. F. Chappell of the stationery division of Carpenter 
Paper Company in Oklahoma City is covering New 
Mexico and Colorado while based at Albuquerque, N. M. 

*« * * 

Hans Renfroe is back in the retail end of the office 
supply business at McAllen, Tex., with the Office Equip- 
ment Company. 

Bernard Waltman, manufacturers’ representative, has 
opened the Orange Stationer at 407 7th St., Orange, Tex. 


* x ~ 


J. A. Webster, Jr., a partner for 22 years in the Rag- 
land Office Equipment at Texarkana, Tex., died in 
June. A new partnership was formed on July 1 with 
Add Atkins, and Bill and Jerry Atkins, sons of Add, 
and Sam McAdoo as the partners. 

7” ” * 

Wilma and Larry Roark became the proud parents 
of an 8-pound 12-ounce boy on July 12. The new 
traveler will be called Gary Allen Roark. 

Charles Ritchey, former Allied Ribbon and Carbon 
representative, is recovering from a spinal operation 
in Marysville, Tenn., where he is in the insurance 
business. 

” “ * 

Warren Bair, formerly with J. C. Bair Company, 
Austin, and more recently with U. S. Air Force, has 
been released from duty. He is now buyer at the 
Maverick-Clarke Company, Corpus Christi. 

” ~ * 

Notes from Houston OMDA: Edwin T. Feigle of the 
Edwin T. Feigle Company was elected president of the 
Houston Office Machine Dealers Association recently; 
H. P. Loving was elected vice-president and Mrs. Con- 
stance Ellison was appointed secretary-treasurer. They 
meet on the third Friday of each month at the Sam 
Houston Hotel at noon. 

All independent dealers in adding machines were 
the guests of the Burroughs Adding Machine Company 
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Model 3060 


Plastite Top Desk Model 20 


Arm Posture 
Swivel Chair 
Model 21 
Posture Swivel Chair 





You make larger unit Sales 





Model 3570 
Plastite Top Desk 


by Selling the complete 
new Browne-Morse line 





Model 3160-1, 
Plastite Top 
Secretarial Desk 


Equipment for Every Need in Model 3545-10FL 


Single Pedestal 
Plastite Top Desk 


Every Size and Type of Business 









é Model 10 
Stenographic 
Posture Chair 





Practically imperishable — that’s the story on the 
new Browne-Morse Plastite Top desk. It opens the 
door to new prospects. It gives you competitive 


advantages that result in new customers. Your unit 





sales to these customers will be larger when you 


handle the complete new Browne-Morse line. Your 


desk sale will include the chairs or even the files Two, Three, Four and 
: Five Drawer Files 
when you show how they combine with the Plastite available in four grades 


Desk to make the day’s work easier. VISIT OUR EXHIBIT 
Architects of Efficiency for America’s Offices ROOM 532-A 


8 rowne- Mo rse Conrad Hilton Hotel 


MUSKEGON MICHIGAN N.S.0.E.A. SHOW 


OFFICE APPLIANCES, October, 1952 247 








Promote and sell the most unique Christmas gifts 
of the year —Hercules furnace-tested protection 
for valuables. Streamlined and sturdy, there’s a 
unit for most every need —at prices tailor-made 
for gift budgets! 








Your customers will appreciate these suggestions . 
—and the extra profits will make your Christmas SAFE-T-VAULT 
merrier, too! Get set for EXTRA Christmas 
business with Hercules, NOW! 





LETTER VAULT 





These Hercules sales-display stands 
are proven super-salesmen! In store 
after store, they turn 3 feet of floor 
space into gold mines. Order yours 
today—if you already have one— 
be sure it’s fully stocked for Christ- 
mas business. 





CLOSET VAULT 


Sete aia cette 
. 





WALL VAULT 


STEEL SAFE COMPANY Toledo 6, Ohio 


Warehouses and distributors in: New York-Export Dept..* Philadelphia « Boston’+ Chicago 
SINCE Washington, D.C. + Detroit + Fort Worth » Houston * Seattle + Los Angeles * Son Francisco” 








as hie _ 
Mie Se Pox 
y ¥ 


A, B, C LABEL SAFES, HOME VAULTS, INSULATED FILES, BUSINESS MACHINE, TYPEWRITER STANDS, 
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at a luncheon at Kaphan’s recently to hear Mr. Hol- 
singer, manager of the company, explain the Bur- 
roughs plan to supply its machines for sale through 
dealerships 

” o - 

The Executive Board of the Texas Office Machine 
Dealers Association met in Austin recently. It is al- 
ready making plans for the Texas Convention next 
Spring 

- 7 © 

Just received notice that J. H. (Blackie) Blackburn 
passed away on August 13. Blackie was connected with 
Palace Office Supply Company at Tulsa, Okla. 

> 7 , 


MISSISSIPPI JOTTINGS 
ker Printing House, for 57 years in continu- 
n in Jackson, Miss., has announced its new 
officers: J. W. Tucker, chairman of the board; W. R. 
Tyler, president; M. E. Yeadaker, vice-president, and 
Miss Alva Marshall, secretary-treasurer. 
7 * 7 
Irwin Tate, after 15 months in the Army, has re- 
turned to his sales position with the Commercial 
Dispatch at Columbus. Irwin is the son of H. I. Tate. 
Sullivan’s at West Point, has bought the printing 
department and office supplies of Daily Times Leader. 
: 


> * 


The Tu 
ous operati 


Office Supply Store at Aberdeen, operated by G. C. 
Kirkpatrick, has moved to a new location at 122 W. 
Commerce 

W. E. Jackson, the printer, has moved the office sup- 
ply department to a new store, two doors from the 
previous location where the printing department oper- 
ates. Walter Garner is in charge of the store. 

7 « o 
Office Supply, George B. Downey owner, is 
a large store space at 1609 Washington 


Downe’\ 
now located in 
in Vicksburg 

C. & S. Office Supply Company closed out its business 
June 15, at Vicksburg. 

i + - 

Printing & Supplies at Meridian has just installed 
a new glass front to the store and has moved the 
printing plant to 2318 4th St. Plans for remodeling 
the store will come later. 

z om > 

i Stationery Company at Jackson has been 
dealer’s sales agent for Burroughs adding 
cash registers. 

> - 


Mississip} 
appointed 
machines and 
> 


S. K. Jones, Jr., son of dear old S. K., with two years 


to go at Ole Miss, is working during the summer at 
Mississippi Stationery. 
ARKANSAS RAMBLINGS 
Whelan Book Store has changed its name to Clark’s 
Book Stationery Company, in Hot Springs. 


Connelly Office Equipment & Supply has moved its 
office supply and equipment department to 425 Oua- 
chita in Hot Springs. 

Eric Whitley is in charge of Don M. Edwards, Office 
Machines at Blytheville. 

E. M. Hughes has hold his bookstore at Searcy to 
Edd L. West who has changed the name to West Book- 
store 

Charlie Heiligers is redecorating his store, Conway 
Book & Office Supply at Conway 

Cecil Moses, has returned from Korea and has re- 
turned to selling with Democrat Printing and Litho at 
Little Rock 

> 7 . 

Charles Dudley Steigler and Alan M. Holiman, son 
and son-in-law of Frank Steigler, are buying the one- 
half interest of E. E. Steigler, deceased, of Steigler 
1952 


OFFICE APPLIANCES, October, 


FOR VISIBLE RECORDS 





FOR VISIBLE RECORDS 













FOR VERTICAL RECORDS 
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FOR CHARTS & MAPS 
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George B. Graff Company 
54 Washburn Ave. Cambridge 40, Mass. 
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! 
prospects 
He of 6 


py System 
PAYROLL TAX 


COMPUTERS 
CUT LABOR COSTS 


AS HIGH AS 50% 


F.1.C.A. — WITHHOLDING TAX 


For WEEKLY © BI-WEEKLY © MONTHLY @® SEMI-MONTHLY Payrolls 





GOVERNMENT APPROVED CALCULATIONS 


Priced to Suit Every 
Business 


ron 49S 















Rapid SLIDE-RULE CHART 


The perfect aid to busy 
desks. This rapid slide- 
rule chart makes the Ayres 
Computing System avail- 
able to growing businesses. 
One quick motion of the 
hand... and deductions 
are read through slide-rule 


Vw 










it gecom™ 
PY SLIDE-RULE BOARD 


Designed for payroll 
departments with mod- 
erate to heavy volume. 
This slide-rule computer 
is on a deluxe stand 
built at an angle for 
fast, easy reading —all 
on one line. Built to last. 


Lightning-Fast CALCULER-D 
MOST VERSATILE OF ALL 


to medium size wnt ole aaa 
‘ ve ~ 





Adaptable 
businesses up to those em 
ploying thousands. Occupies 
minimum of desk space 
Reading window always in 
focus for easy vision. Because 

printed matter is replaceable 
B ond pay period drums ore 
interchangeable, this mode! 





will not become obsolete 


* SPECIAL CHARTS DESIGNED 


Special deductions can be odapted to Models 2 and 3 Profit-sharing 
plons, pension plans, provident funds, city and state income taxes, unem- 
ployment insurance, etc. 

SOLD ON 30 DAY TRIAL GUARANTEE 


Write for Literature and Dealer Discounts 


E. P. WILMER, INC. 
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3044 RIVERSIDE DRIVE 
LOS ANGELES 39, CALIF 








Book Store in Hot Springs. Steigler Brothers had been 
in partnership since 1915 


Paragould Printing Company has gone out of busi- 
ness in Paragould since Mr. Owens died. J. L. White of 
White Printing Company of 113 Emerson St., Para- 
gould, has bought the stationery stock 

* * ‘ 

Sifting Herald Printing Company at Arkadelphia, 
has transferred the office supply and furniture depart- 
ment to 1008 6th. 


Freeman & Evans Company, stationers and printers, 

has moved to 112 Walnut at Newport 
* “ . 

G. M. (Gerry) Ligon has taken over the management 
of the store of The Perdue Company at Pine Bluff, and 
Ed Vinson is sales-manager. 

“teat 


Eddie McCullough, son of Dudley E. McCullough, 
manager of the stationery department of Parkin Print- 
ing & Stationery at Little Rock, was married in June 
to Jayanna Gray of Harrison, Ark. 


Are You Using Any 
“Whisker” Words? 


By Leslie E. Dunkin 


@ ARE YOU AS A SALESMAN in or out of the store 
on business, using any “whisker” words? These are 
expressions that intrude sharply into your speaking 
to mar efficient smoothness of appearance and sound 
for your selling efforts. With such words, you are at 
least handicapping your sales ability and efforts, if 
not seriously undermining them and the store’s suc- 
cess. You will do well to find what they are and cut 
them from your growing vocabulary before you have 
too close a shave of possibly losing your job. 

There are four major groups of “whisker” words 
Any of these will be a handicap, to whatever extent you 
use them 

One group of these “whisker” words includes off- 

color words and expressions. Sales efficiency calls for 
rose-colored or pleasantly happy, optimistic and “look- 
ing-up” words and expressions. Any thought, word, 
expression, tone of voice, appearance, or action that 
fails to be rose-colored is an off-color “whisker” for 
you. , 
Crowd out these undesired words with an increasing 
vocabulary and thought radiating happy enthusiasm. 
When you open your eyes in the morning, look for 
something or many things very good about the weather 
and the day. Call the attention of other people to 
these good points. 

Look for the favorable in the customers and the sales 
situations. While you are radiating the finest sunshine, 
you have no time or desire to resort to off-color words. 
People will be attracted to you and will be pleased with 
what you sell them. 





Another group of these “whisker” words includes 
ungrammatical or not-accepted expressions. There is 
a wide variety of these. A frequent kind is to have a 
plural verb for a singular subject in a sentence, or a 
singular verb for a plural subject. Another kind is to 
use an “object” or objective form of pronoun instead 
of the “subject” or nominative, such as “John and me 
went to town.” 

Some words or expressions may not be accepted as 
good English. The word, “ain't” is an outstanding ex- 
ample of these. Among these are new expressions that 
are not yet accepted, such as “O.K.!” A safe rule for 
you as a salesman is not to be the first to take up a 
new word or expression nor be the last to drop one dis- 
appearing from good usage 

Slang appears in this group of “whisker’’ words. Cer- 
tain slang expressions are more expressive at times of 
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“SPIN A FILE” 
27 Models to choose 
_ from $8.95 to $108. each list 


PIN FILE each complete with 
and cover. Rotary files ore 
excellent for quick accurate filing and 





The “Universal” an all Steel desk troy 
mmodicte reference. Gasds come is * coon aa 4 rubber grummets 
ent sizes up to 5X8 Available in 5 colors 


with broke No 221 Ltr Size $1.75 list 
No 222 Legal Size 2.10 list 








control 









The “Century” on all steel desk tray 

with more room between trays for << ost 
greoter accessibility.Labe! holders 
on both sides. Letter & legal sizes 
4 rubber grummets. Available in 5 colors 


No 321 Ltr Size $1.95 ea list 

No 322 Legal Size ____ 2.25 ea list 
Individually boxed. Packed 24 in carton 

No 250 Set of 4 Build Up Posts 

in chrome finish__.  ——_— 30 list 



































All Steel, the “Active” Copy Holder is designed 
c for comfort in dictation and for greater efficiency 
CMe Ee Miammakeioad Desk Trays ; 4 in reading stenographic notes while typing. It's 
collapsible and adjustable to any angle 
Colors grey or brown. 










ae ee MU eCECmEcOSy tO instal! 





on any Ordinary wood Wes k troy 


Set of 4 each 45¢ list List $2.50 each 


per gross $54. list 
Catalogue sheets on request. Sillar J col & MFEFC.C O., INC. 


Tel. JAmaicea 3-5111 93-34 170th STREET. JAMAICA. Se o¢6 » "Be 


OFFICE APPLIANCES, October, 1952 251 




























NEW line of 





NEW...SHEPHERD 


‘*2800”’ Series 


Low in price—bhigh in quality. Designed 

to give more value for the money than any 
chair on the market. Your choice of 
coverings ... DuPont Fabrilite, Clairmont, 
Gros-Point or top grain leather in a 

fine selection of colors. Write for 


additional information. 


Square tubular steel 
construction 


e Chrome scuff-quards 
and shu-guards 


e Wide roomy seats... 
Comfortable cushions 


herd 


CHAIR J/COM PANY 





No. 2820 





- No. 2810 


Lower priced chairs 












OFFICE AND FACTORY 1916 MAIN STREET, MELROSE PARK, ILLINOIS 
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what is meant than other words. However, slang sel- 
dom produces smooth, effective sales talking. Slang 
js an indication of lazy or loose thinking. A lazy, loose 
salesman seldom remains a salesman very long. 


Profanity to any degree is distinctly among “whisker” 
expressions. Nothing in salesmanship calls for this 
kind of language 


Enlist the help of a close, understanding friend to 
help you to keep this second group of “whisker” words 
out of your used vocabulary. Often, you do not notice 
when you use such words. Have an understanding 
friend to remind you of your slips at unembarrassing 
moments. Notice when others use such “whisker” 
words and letermined not to follow their example 


with thes« 


Anothe! ip of these “whisker” words includes 
misprono ind little understood words. If people 
have to hesitate even for a moment to think what 


word you ! from your pronunciation, their chain 


»f thought toward a decision to buy has been disturbed, 
if not broke 

A dials brogue is included in these “whisker” 
words. If ay “dese” and “dose” instead of “these” 
and “those ju are handicapping your sales efforts 
If you add an “r” to the end of a word where it should 


ot be ich as “idea-r” for “idea,” you are calling 


attention ir speech rather than to the merchan- 
ise you ying to sell. 

A misp! inciation that appears frequently, is to 
ay “git” instead of “get.” The best way to avoid this, 
is to try t ise some other word than “get”; for the 
yord itself is not the best for smooth talking. 

Little understood words are technical terms known 
to the trade, but not fully understood by the general 
ublic. When the customer has to ask, “What do you 
nean by t you have been using a “whisker” word 
I expre 

Mispronounced words can be corrected or avoided by 
istening closely to how people say them who are sup- 
yosed to k how. A dictionary will prove helpful. If 

questi consult the latest dictionary. A friend 
an help 1 with dialect, brogue or careless pronun- 
iations, if will follow the remindings and warn- 

The fourtl roup of “whisker” words for you are 
those which you overwork in your talking. This marks 

4 ju as be isturbingly lazy conversationally. 

When you use one expression repeatedly, it loses its 
neanin effectiveness and even becomes a joke 
among the people you contact. For example, you refer 
to some period of business which has been very good, 
is being “terrific Before you realize it everything 

| become and the word means little or noth- 
‘ ing to tl ho hear you and know your talking 
abit 


produced a “whisker” expression for 
you greet a customer in the store. In- 


stead of making the same inquiry or offer each time, 
try to be htfully different. Without trying to be 
smart try to adapt your opening words to the per- 





' sonality of the person 


Milwaukee Manufacturer Doubles Factory Space 
The B-T C pany of Milwaukee, Wis., manufacturer 
f postal has recently moved to a new location 
121 N. B way in that city. Here, 27,300 square 
feet of 1 space is available, which more than 
ubles t npany’s former facilities. This is now 
id to be t rgest plant of its kind operating north 
west 1 ( » Ill 
The pre nt and vice-president, Julien G. Bam- 
| berger al Robert A. Tardiff, respectively, report that 
the firn iness for 1951 was 94% above that of 


1950, and that 1952 indicates a corresponding growth 


prt 


1952 OFFICE APPLIANCES, October, 1952 








converting 


INTEREST into Desire 


FOR YOUR PROFIT! 


INDIANA DESK dealers get the advantage of 
something more than a shipment of office 
furniture to their show room. They are backed 
up by sales helps that make faster turnover 
and greater profit on their investment. 

Besides national advertising in leading 
business executive publications,* Indiana 
Desk dealers get the benefit of (1) attractive 
full-color display cards, (2) beautiful catalog 
reproductions of color photographs and (3) 
useful envelope enclosures in variety to match 
the completeness of the Indiana Desk line 
... desks to meet every desire, every utility, 
every budget. 

The “ID” symbol on a desk . . . pridemark 
of honest craftsmanship has come to 
have wide acceptance among value-minded 
buyers. A steady flow of inquiries from in- 
terested prospects is fed back to Indiana 
Desk dealers. Are you getting your share? 
if not, why not? A letter 
from you would be a 
pleasant start to a prof- 
itable association. 






*total circulation 


1,218,568 


e - 
unduanda deak co. 
INDIANA |S, eee 


JASPER 


253 











No. 1238 
4 x 6 Drawer, 
Check Drawer, 
2-Letter Drawers, 
and Storage 
Cabinet 





WESCO 


COMBINATION CABINETS 


Here’s the kind of beauty and efficiency 
that discriminating office equipment buy- 
ers look for! Wesco construction and 
functional features assure satisfied cus- 
tomers and repeat business. Wesco’s 
higher, deeper, wider Files afford more 
storage capacity per dollar than any file 
on the market. 


Why not write today for full 
information on the WESCO Line. 


WESTERN MFG Co 
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SVPOTLATCHING ith? 
UREGON HRAILHRAVELERS 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 

The Portland division of The Oregon Trail Travelers 
Club held its annual picnic on August 23 at the summer 
home of Lester Hunter, owner of the Pacific Printing 
& Stationery Company of Portland. There was a total] 
attendance of 31, slightly less than the Seattle picnic 
but then we don’t have Dick Vaughn with his large 
family down here. 

Entertainment Chairman Dick (B.&P.) Zeisler must 
have made a deal with the weather man because rain 
was predicted for that day but failed to materialize. 
One of the bright spots of the day was a hilarious base- 
ball game played with a regulation soft ball but with a 
bat that must have been designed for an undersized 
midget. 

It did make the game easy on the players as the bal] 
was seldom out of the infield. Francis (Pacific) Fowlks 
organized the game and then proved his astuteness by 
staying out of action! He was the only one that didn't 
suffer aches and pains the next day. 

After the game everyone cooled off somewhat with 
the help of a little suds and a bingo game. Luck was 
with the Burrell (Parker Pen) Webbs early in the 
game and much moaning and groaning was heard 
from the area occupied by Bob Davis and Glenn 
(LePages) Grant. Dave (Joe D. Hale) Rudnick hit a 
winning streak; then the honors shifted to the Tommy 
(Pacific) Haines. About this time Bob (Oxford-Invinci- 
ble) Davis and Garvin (Blaisdell) Holman tied for a 
game. 

Garvin was in favor of splitting the pot but old 
lucky Davis wanted to “match” to see who would take 
it all. You guessed it—Garvin won. 

Thelma Erickson duplicated last year’s feat by taking 
the jackpot game and her cry of bingo even startled 
the cows in the pasture. And of course we had the 
usual cry of collusion when Donna Dickensheet won 
a game while yours truly was calling out the numbers 

Mr. and Mrs. O. K. (Dietzgen) Williams had a slight 
accident with their car while driving to the picnic but 
fortunately the Nash suffered very little damage. The 
repairs called for a bit of welding and the lad that 
hit them was a welder! 

Ed (Webster Carbon) McCarthy poured at the affair 
and did a very capable job assisted from time to time 
by Glenn Grant and Les Hunter. 

Our thanks to the Glenn Grants for driving down 
fron Tacoma to attend the picnic and to Garvin Hol- 
man for arranging his schedule so he could be on hand. 
Also, we would like to thank Les Hunter for being such 
a good host and making us feel so welcome at his farm. 
We had a wonderful time and we salute Dick and Bess 
Zeisler and their committee—Thelma Erickson, Wayne 
Davis and Francis Fowlks, for all their efforts. 


* 


In Portland the Travelers luncheons are still being 
held on Wednesdays but without a definite place W 
eat. Meeting place is the office of Francis Fowlks and 
a vote is usually taken as to what place to favor with 
our patronage. 

On August 27 the group held forth at The Shrine 
Club and enjoyed an excellent meal. Those attending 
were: Glenn (LePages) Grant, Dave (Joe D. Hale) 
Rudnick, Erling (Snorkel) Erickson, Ross (Autopoint) 
Hildreth, Francis Fowlks and your reporter. 

Erling was just back from Fort Madison with a new 
pen that he expected to sweep the country. In fact, he 
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nci- || Saves Filing Space 
yr [ 
ole SEE IT ON DISPLAY 
gs AT THE NSOEA SHOW 
al The Arrow P-98 stapier is attrac- CHICAGO—BOOTH 50 
the tively packaged in this colorful, 
won eye-catching display carton for THE STAPLER YOU'LL SELL TO EVERY- 
eein quick counter turnover. Packed one ONE BECAUSE EVERYONE NEEDS IT! 
ight ispl ton. 
a Gosen to a Clsplay carton OFFICES WILL LOVE IT because it saves filing space; 
The means noiseless stapling. 
that Staples packed 1,000 CLEANERS NEED IT because ‘‘Fiat Clinch Staple” 
. ee prevents snagging when tagging. 
Hall SALESMEN and STUDENTS WILL GO FOR IT 
ae because it’s so light, compact and portable . . . fits con- 
veniently in pocket or briefcase for handy use anywhere. 
own / 
Hol- ) CASH IN ON THESE AND MANY OTHER NEW 
and ty MARKETS WITH THE ARROW P-98. 
a | FR E x @ 
arm se 
Bess ‘(NEW ARROW BOOKLET __ = oii send — below i 
ae NOW READY! = eee 
“Selling thru Knowledge”’ | S | =3j * | | Arrow Fastener Company, Inc. Dept. OAX 
eing | This invaluable selling guidegives | 3 % | 1 Junius Street, Brooklyn 12, N. Y. 
a your sales force complete facts, WS = | | [_] Please enter our sample order for dozen MIGHTY 
"At ; ustrations, demonstrations and a= Reizaea =r | ' MIDGET plier type staplers and boxes $-98 staples. 
WwW : = Serene 
examples on ‘“how-to-sell’’ sta- as ee She | [] Also send copies of your new catalog “Selling 
al iplers. Every ales clerk should Se i f thru Knowledge” 
ding [Pave one! | wie. a. soveshestedbeeiblashaaainenea 
aa P COMPANY... men aan aS 
9 
? i xcesnssiveicandibatasines ‘ketene ataldin 
a ONE JUNIUS STREET, BROOKLYN 12 ee ee ——— ees 
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' was SO CI 


| Accompanie 


isiastic about it that he bought a new 


Packard strength of his increased commissions 


Future missions—that is! 
: > 7 > 
The in the San Francisco Bay area have 


name to the 49ers Travelers and we 
tulate them on such a happy choice of 
reporter attended one of their Monday 


changed 
want toc 
names. Y 


luncheon t the Elks Club as a guest of their Vice- 
President Herb (Eye-Ease) Morgan. 

They had good turnout and it was a lot of fun, 
especially it is so easy to beat Jack (R. L. Smith) 
Autry fo! refreshments. We urge all Oregon Trail 
Travelers take in their meetings when in the Bay 
Area 


> > > 


Art (Wilson-Jones) Joy seen working around Port- 
land after extensive trip into eastern Washington, 
Idaho and eastern Oregon. Art said that he was ex- 
pecting Jack (Cooke & Cobb) Turner in Portland early 
in Septem! No doubt Jack will give some of the 
Northwest er players a little action on this trip. 

. o 7 


Som«¢ 


personnel changes in the territory: Bill Leeper, 
long associated with Rosser & Sutton in Yakima, has 
moved t Commercial Book Store in Salem, Ore. 


Wayne Larkin 
Wash 


} 
n nana 


has moved from Judd’s in Longview, 
Glen Thornton’s in Portland and was to be 
Labor Day. 


= > 


We wel new stationery dealer in Longview, 
Wash, the ticello Stationers. Located at 1319 Hem- 
lock it by L. D. Eastlick and R. E. Gilchrist, 


both form« 
Best wisnhe 


with Austin Office Supply in Longview 
uccess from the travelers! 
Vic (Binney 
Northwest 


& Smith) Watson was working the 
his man George Balch. Vic looked very 


well and w: high spirits. Seems he had been listen- 

g to the registers ringing in his dealer’s stores 

t the he the school rush 
7 > . 

John al Doris Tuttle were back in Seattle after a 
vacation illop that would have done credit to any 
traveler. JT visited old friends Herb and Edith 
Morgan in §S Francisco, then took in Reno, Salt 
Lake Cit wstone Park, Spokane and back to 
Seattle I et the old desk at Lowman’s looked 
rett all that. However, these Seattle boys 
seem to like travel 

A peek Lew Hilton’s itinerary for his trip to the 
NSOEA C ention shows Lew going to Chicago. Cin- 


innati, Holyoke, New York City, Washington, D. C., 


New Orlean Angeles, San Francisco, Portland and 
Vancouver, Washington. Looks like Lew will see about 

; everythi the Panama Canal on this trip. 
The NSOEA Convention will be bigger and better 


than eve! is year for many reasons—not the least 
if which is the fact that this year Dick Zeisler will 
make ons infrequent pilgrimages back East. 
Mrs. Bess Zeisler he will go on to New 


York after thi nvention for a look at the home 
grounds tory and office 
. > ” 


“OUT WHERE THE HANDCLASP’S A LITTLE 


1ISTRONGE! 





| To Give Away Safe at NSOEA Convention 


Guardsman Safe Company and Valentine Safe Com- 


pany, La Porte, Ind., will each give away a safe in 
their joint space room 520-A at NSOEA con- 
vention in Chicag 

Each c will extend a written invitation prior 
to the convent to visit the exhibit at the Conrad 
Hilton Hot which time the details will be made 


; known 
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Bars sell 
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market 





PRINGER pousrs, mc. 


31-28 Queens Bivd., Long Island City 1, N. Y. 
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THESE CHAIRS WILL MAKE YOU 





























The Gregson 160 group 
in Ook and Pecan 
woods, finished in Light 
Oak, Softone Oak 
Walnut and Mohogony 


You'll be famous for having the best chair values 
in town by selling your customers the Gregson 
160 group. Rigid, top quality construction for 
lifetime wear . these chairs can be sold at 
popular prices. 

Seat is deeply saddled; edges well rounded and 
smooth; best materials used in finishing. Swivel 
chairs have full 2 in. double ball-bearing casters. 

Yes ... the Gregson 160 group are good 
chairs for very littke money. Both you and your 
customers will be pleased at the quality and price. 


Dealer Inquiries Invited 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Choirs 
LIBERTY, NORTH CAROLINA 


See Gregson chairs in Rm. 530-A, Conrad Hilton, 
Chicago, Nat. Stat. & Office Equip. Asso. Convy., Oct. 4-8 
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Pacific Northwest Notes 


C. M, LITTLEJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 


Thomas M. Pelly, president of Lowman & Hanford 
Company, Seattle, has been proposed and endorsed as 
a candidate for the Republican nomination for Con- 
gressman for the First District. 

In endorsing this candidacy, Hon. William F. Devin 
former mayor of Seattle, stated: “I have known Tom 
Pelly for a long time in community affairs and have 
seen him grow to assume dynamic leadership in al] 
matters of major importance for the benefit of Seattle.” 

Ex-Mayor Devin’s further estimate of the prominent 
Stationer of Seattle is that “Pelly has shown rare 
vision and understanding of the relations of the Puget 
Sound area with other parts of the state and nation 
and with Alaska and the Orient. Seldom have the 
voters had an opportunity to help themselves by elect- 
ing to Congress a man whose interest in civic and 
governmental affairs is so unselfish. His integrity and 
ability stand unchallenged. Through long experience 
I have found Tom Pelly’s one desire to be of service 
to his fellow citizens.” 

R. R. Sherry of the Pugent Sound Stamp Works of 
Seattle has been making an extensive trip into Alaska 
and a special tour of its communities this summer. 
He and Mrs. Sherry have their daughter, Caroline, 
with them. They made the trip to Anchorage by air- 
plane, visiting en route Mt. McKinley National Park, 
then driving from Fairbanks to White Horse. From 
here they went to Juneau, the capital, by plane. In 
Juneau, Mr. Sherry exhibited angling prowess with the 
catch of a large salmon. 


* * x 


Glynn A. Stephens, new sales representative for 
Eversharp Inc., in his bailiwick of Oregon, Idaho and 
Southern Oregon, was on hand to have charge of the 
Portland area dealers’ and buyers’ showing of the new 
Eversharp desk sets. This was spectacularly held and 
well attended at the New Heathman Hotel from August 
11 to 13 inclusive. Mr. Stephens is an expert salesman, 
having engaged in constructive sales work in the Port- 
land region for some six years prior to his recently 
joining Eversharp. 

The John W. Graham Company, Spokane, Wash., 
staged its annual company picnic on a Sunday this 
August in Comstock Park. The highlight of the year, 
some 300 employees and their families gathered for all 
manner of picnic pleasures, games and recreation. One 
of the main events of the day was the baseball game 
between a team picked from the retail store employees 
on Sprague Ave., where the stationery house has grown 
enormously with the years, and members of the whole- 
sale division, whose star performers met the retailers 
on the diamond. Another spectacular feature was the 
exhibition by the Moose Yearling Drill Team, under the 
supervision of George Miller. 

Lloyd Lansing was chairman of the games and en- 
tertainment committee; Laura Dunn and Mary MclIn- 
turff were chairmen of foods and refreshments, and 
A. W. Leming, chairman of the grounds arrangements 
committee. In charge of wholesale division activities 
were W. H. Charlton, Robert Christian and Ceeil 
Nottage. 

A structure with ground floor space 144 feet by 78 
feet, in addition to the Washington State College 
Bookstore building in Pullman, Wash., has been pro- 
posed. 

Financing of the new structure that will be an im- 
portant retail outlet for these items to members of the 
faculty and students, will be from earnings of this 
successful college store. Philip Keene, architect for 
the college has been retained for the preparation of 
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a < PRODUCTS 
: | i EXCLUSIVELY! 






1 aqmous tine OT: 
S 

Expanding business calls for top-quality performance. 

That's why more and more top business executives a | 

this are demanding QUEEN QUALITY 

al PRODUCTS EXCLUSIVELY for every type of office 


One work! 


wn Executives know that when work must be done On 
— Time, Efficiently — and Correctly, QUEEN and only 
the | QUEEN QUALITY PRODUCTS will do the 
= job — Consistently, Perfectly, Every time! 


For Anything that makes a copy 
and We manufacture it. 


ecil Y 
y 7 


OF0- RIBBON & CARBON CO., Inc. 


128 .Wythe Ave., Brooklyn 11, N. Y. VISIT OUR BOOTH AT THE NATIONAL BUSINESS SHOW 
BOOTH 225 GRAND CENTRAL PALACE, OCT. 20-25, NEW YORK 





VISIT BOOTH 206—NATIONAL STATIONERS CONVENTION 
CONRAD HILTON HOTEL, OCT. 4-8, CHICAGO, ILL. 








im- 

the | 
a . Manufacturers of: INKED RIBBONS, CARBON PAPERS, MASTER UNITS, CARBONIZED ROLLS, SPIRIT and HECTOGRAPH DUPLICATING CARBONS 
a f FACTORIES: Brooklyn, New York e Chicago, Illinois e Atlanta, Georgia 
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NEW ITEM! 


“ LIT-NING 
CALLBOARD 


(PATENT PENDING) 





A streamlined item of office equipment pro- 
viding greater efficiency, conservation of space and 
increased at-a-glance information for all con- 
cerned personnel. 


THE LIT-NING CALLBOARD provides time of 
return information and liberal space for telephone mes- 
sages for twelve persons all in one piece of equipment. 


Carefully designed construction allows for the increase 
of six or twelve names vertically, and the rigid placement 
of added message racks either vertically or horizontally. 


TIME STRIPS and MESSAGE RACKS are so designed 
and placed that the same information is readily available 
from both sides of the LIT-NING CALLBOARD. 


Ingenious design with high quality workmanship and 
materials provides a piece of equipment with maximum 
usefulness and distinguished appearance. Available in 
hammertone grey or office green finish. 

Individual components also available as listed below. 


Mode! Description List Price Packing Weight 
12 IBMR CALLBOARD 29.50 1 15 Ibs. 
121B =6IN & OUT BOARD 17.50 1 7 Ibs. 
12MR MESSAGE RACK 10.00 1 8 Ibs. 
12EC EXTENSION CHANNEL 755 (2) 1 set 1 Ib. 

37S 6 Name TIME STRIP 3.00 1 ¥2 Ib. 


LIT-NING PRODUCTS CO. 


2694 Elm Ave. Fresno, Calif. 
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Stetcos 
BIGGEST 


Line of Zipper 
and Business Cases 
in 10 Years! 


A complete selection of new 
styles and new leathers to 
meet the needs of every busi 
nessman every student 


~ 


Stebcos 
BEST 


Line of Zipper 
and Business Cases 
in 10 Years! 


Quality features throughout 
... features that cinch sales for 
you. At popular prices, too! 





ee 
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plans and drawing of specifications. It will be a one- 
story and basement bookstore building located on the 
campus 


> . sl 


Basis for good office-te-office salesmanship is tight 
occupancy of office buildings, traveled floor-by-floor 
by the outside salesman of the stationer. In Spokane, 
Wash., a recent survey showed that only approximately 
2% of the available office space is vacant. The survey 
was taken by L. L. Barbieri, secretary of the Building 
Owners and Managers Association in Spokane 

> > 4 

Replete with stationery and office equipment lines, 
the Cascade Stationers & Distributors have taken over 
the Third Ave. location in Seattle, formerly occupied 
by the Gibb Office Supply Company, and A. E. Fransen, 
who also had a stationery business at this spot, 1105 
Third Av 

* > e 

Edward Johnson has been named as the new con- 
troller of the University Book Store along Seattle’s 
University Way. He succeeds in this’ post Humbert 
Martin, who has taken the position of office manager 
of another company. Johnson is a ’50 grad of the Uni- 
versity’s School of Business Administration, and served 
with the Army. For the past two years he has been 
head cashier of a large downtown department store in 
Seattle 

- * + 

Dedication of the new two and a quarter-million 
dollar plant of the Associated Grocers Co-op, a veri- 
table 26-acre food wonderland, late this August in 
Seattle, Wash., revealed extensive batteries of office 
machines to boost business efficiency in this new ware- 
house and office setup. The office equipment is as 
up-to-date as its warehouse operations, with a well- 
equipped IBM department that has various devices. 
One of the newest and most modern in such Interna- 
tional Business Machines sector is the system of cards 
used for inventory, stock control and preparation of the 
orders of the string of member grocery stores that be- 
long to this expanding co-op. A single, streamlined 
operation prepares store orders ready for order-pickers 
to use on the grocery-selection line. 

+ ” * 

The Mail-Well Envelope Company has appointed 
Earl Walter of Portland, Ore., as its sales representative 
in Spokane, Wash. Besides his distinction in the en- 
velope and stationery field, Mr. Walter is nationally 
renowned as a volunteer paratrooper who participated 
in the Shangri-La rescue of the WAC who was lost in 
central New Guinea back in ’45. 

A graduate of the University of Oregon, he enjoys 
the further distinction of being an All-Conference 
swimmer for three years, and is a three-letterman in 
swimming. He has been selling envelopes with Mail- 
Well since being graduated from the “U.” His new 
headquarters in Spokane, Wash., have now been estab- 
lished 





Tulsa Firm Introduces Pension Plan 


A pension and retirement plan for employees has 
been announced by the Palace Office Supply Company 
of Tulsa, Okla. The plan gives the employee a com- 
fortable pension at the age of 65 as well as insurance 
benefits, of which the employer pays the bulk of the 
cost. Unlike social security, the pension would be paid 
even if the employee continues to work after the age 
of 65 

George Constantine, president of the firm, in making 
the announcement, said that employees over the age 
of 30 years who had been with the firm for five years 
or more, were eligible for the pension plan. The ar- 
rangements affect 11 employees immediately and, dur- 
ing the next five years, will benefit a dozen more. 

Initial consideration, said Mr. Constantine, was 
$12,000. The program was worked out by the Atlas 
Life of Tulsa —WLF 
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suFide 64 yufide 
GIVES YOU THE D MOST WANTED 
FEATURES Zar fal BUSINESS CASES 


UNCONDITIONALLY 


GUARANTEED 





That’s why TUFIDE is 
growing in popularity. 






MORE dealers are now *$ i 
selling MORE TUFIDE $§ YRARS 
business cases than any ¢ 
other brand in the : luis sence: 
world! e antee of cus- 

$ tomer satis 
TUFIDE assures you $ ete: has 
MORE sales—day-in, ¢ 274 sales! 


day-out—and gives you 


price-protected profits 4% QUTWEARS LEATHER 


What’s more, ins os 
TUFIDE you give your ) to | 


_ 
] 
. . > 
customers a bigger busi- 
BB s Independent 
ness case value than has e laboratory 
$ abrasion tests 
7 
. 
7. 


prove TUFIDE 


superiority! 


ever been given before. 





Tie-in with TUFIDE e 
... the most widely ad- EXCLUSIVE (Patented) 


vertised, the most de-'s LIFETIME EDGE 


manded line of business « END 


the case, on 
all TUFIDE S 


TUFIDE 


Guaranteed 
for the life of 











cases you can 

stock in your 
! 

store: brief bags. 


EXCLUSIVE (Patented) 


LIFETIME 
HANDLE 


Guaranteed 
for the life of 
the case, on 
all TUFIDE 
brief bags. 





POPULAR 
COLORS 


' BRITISH! 





BLA! a 


—= 





Only TUFIDE is available in the 
3 most popular business case col- 
ors... London Tan, British Brown 
and Black 


Stebco Products 


(Est. 1918) 


1401-17 W. Jackson Bivd., Chicago 7, Ill. 
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PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 
sectional sizes: 


H WwW OD 
12" x 35%" x IY." 


15" x 35%" x 11” 
18" x 35%" x II" 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 





THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 





ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 
Made of heavy Gauge Stee! . . . Electrically welded 
construction and completely reinforced throughout. . . 
Baked-on enamel finish in Green or Grey. 


Write for Catalog and NEW price list 


PARKER STERL PRODUCTS INC. 


Manufacturers of Stee! Office Equipment 
56 COLUMBIA STREET > BROOKLYN 2, NEW YORK 


Gurr 
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In and Around Eighth Region 


with Midwest Travelers 
BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 

What a grand and glorious party that was on Fri- 
day, August 22, at Santa Fe Hills Golf and Country 
Club, Kansas City, Mo., given by Midwest Travelers 
Club for the members of the 8th Region, who appeared 
in goodly numbers—some 75 in all. (Pictures on page 
92.) 

From the far corners of the region came R. D. Latsch 
of Lincoln, Nebr., John Brain, Jr., of Omaha, Nebr., L, 
B. Wilcox of Hutchinson, Kans., James Lang, Jr., of 
Junction City, Kans., Vic Agee of Jefferson City, Mo., 
Fred Brouse and Ralph Sleeper of Topeka, Kans.; who 
each brought several other members of their firms’ 
organizations, and Dick Fuller of St. Louis. 

While golf was the predominant game, horse shoes 
was also popular. Poker, bridge and other table games 
also held forth. Fine golf scores were turned in for 
nice prizes by Bill Shockley, Fred Pitt, Ralph Sleeper, 
and several travelers tried hard. Bill Shockley, son of 
the late Irving Shockley, was “low man” on the golf 
course for the second or third year of this annual 
tournament, but he was pushed pretty hard by the 
other-aforementioned prize winners. 

The Great Lakes Travelers Club was most ably rep- 
resented at this gathering by Russ Ragan of Amer- 
ican Pad & Paper Company, Herb Walsh of Ace Fas- 
tener Corporation, and Cort Horr of Associated Sta- 
tioners Supply Company, who came from Chicago 
especially for this party. Your correspondent and his 
son, Barrett Mitchell, were most happy to have been 
a part of this great gathering. Schooley’s of Kansas 
City registered 14 representatives. 

Let us not forget that this event was planned and 
staged under the direction of Dave Neuhaus, president 
of Midwest Travelers Club, and Clinton Cooper of 
Esterbrook Pen Company, who really earned the 
praises of all present. 

Governor Fred Pfaff, due to the pressure of business 
in Omaha, was unable to attend, but was well repre- 
sented by Governor-Elect Vaughan T. Williams of 
Kansas City, Mo. 

Also among those noticeably missed were Jack Crow, 
Topeka, who usually brings in a very low golf score; 
Art Reed, Lincoln, Nebr.; Ed Shelpman, Springfield, 
Mo.; Earl Scott, Wichita, Kans.; John Ford, Jr., Omaha, 
Nebr.; George Wilkerson, Springfield, Mo., and Izzy 
Voda and Bill Bohart of St. Louis; each of whom pre- 
sented legitimate excuses. 

The Santa Fe Hills Club was the host club by ar- 
rangements of Paul Baird and Dan MacDougall, and 
the club certainly was a most hospitable host and 
served an incomparable dinner. This was a most in- 
teresting and enjoyable event throughout the after- 
noon and evening. 

. * » 

Bill Froehle of Boorum & Pease Company, St. Louis 
office, and his family spent two weeks of August va- 
cationing and resting. Bill had to forego the annual 
Midwest Travelers Club golf party to join his family 
in an effort to gain release from the “dog house.” 

Governor Fred Pfaff is still anxiously waiting for 
the travelers to send him those 12 or 15 applications 
for NSOEA membership. Speed it up, fellows. Fred 
has personally sold more memberships than ALL of 
the travelers of our club. 

Many of us are anxiously awaiting the return to his 
territory of James (Melton) O’Brien of Boorum & Pease 
Company, who is presently honeymooning, following 
his marriage of last July 19 in Buffalo, N.Y. 

* * 7 

Word came from Mrs. Marie Clark of Crowley-Reuter 
Stationery Company, Kansas City, Mo., of her wide 
travels during August, when she vacationed at Banff 
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al Our experience on fair trade price protection for our Penda- 
1€ . ° 

flex products has been good. Our distributors have supported 
)- . ° . 
4 the program strongly. Each and every distributor in the 45 
S- ° . age . : 
+ states having fair trade acts has willingly signed a fair trade 
20 . 2 
‘. contract—we have no non-signers on our books. 
n 
= Violations of the contract have been few and mostly unin- 
. tentional. Adjusting these violations has been distasteful, but 
: a duty we have performed conscientiously, because everyone 
; knows that half-hearted enforcement would destroy all con- 
SS 
. fidence in the program. 
D 
‘ We are continuing this fair trade program because we 
d, believe everybody benefits from it. We benefit because we 
a 
y find dealers are more willing to invest their time and effort 
| in promoting Pendaflex products. You, the dealer, benefit be- 
t- 
d cause you have a protected profit on a good volume item. The 
id ‘ , , : , 
1 user benefits because Pendaflex is fairly priced, and it pays for 
“ , . ‘ . . ° 
itself quickly in time saved and service rendered. 
1S : og 
i a Oxford Filing Supply Co., Inc. 
al ) 
ly 
Oxford 
1S | 
d Reg. U. &., Pat. Of 
af FILING SUPPLY COMPANY, INC. 
Garden City, N. Y. St. Lovis 2, Mo. 

is 
se 
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or 
- Filing Folders — Filing Guides — Fiberboard Files — Index Cards — Red Fiber Envelopes — Oxford PENDAFLEX 
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DONT OVERLOOK 


ASF verricat Fives 
for OFFSET PLATES 





For the smallest thru the largest offset plate and 
stencil user there is an Atlas ASF Vertical File 


THE (| JUMBO MopbeL 


The C Jumbo Model (26'2” wide, 28” 
deep and 52” high) is a two drawer 
ball-bearing suspension unit constructed 
of extra heavy gauge steel. Each drawer 
is equipped with a separate frame of 
heavy gauge steel with smooth runners 
on which the hangers glide easily. 

Especially designed for the larger off- 
set plates up to 21” wide the C Jumbo 
also solves the problem of filing large 
stencils, blueprints, x-rays, swatches, 
newspapers and other large sheets. The 
record to be filed is suspended on your 
choice of the three types of Atlas hang- 
ers available in the 22” width. Capacity 
700 hangers. 


ATLAS HANGERS 


DSH Hangers (112 wide) for stencils 

SH Hangers (11'2"° and 22” wide) for offset 
plates 

PSC Hangers (112 and 22” wide) for x-rays, 
blueprints, offset plates, stencils in file folders, etc. 
GRIPDEX Hangers (11% and 22” wide) for 


group and specialty filing 


THE [DELUXE Moper 


The DeLuxe Model (13” wide, 26” deep, 
25” high) is constructed of heavy gauge 
THE C JUMBO MODEL steel with ball-bearing casters, locking 
stop erms, piano hinge and separate 
hanger frame. May be equipped with 
DSH, SH series, PSC or GRIPDEX Hang- 


ers. For 300 offset plates, x-rays, blue- THE DELUXE MODEL 


prints, etc., or 500 stencils. 


STOP & LOOK ATLAS 


Latest additions to ASF Vertical Files 2 PS 
BOOTHS C-3 and C-4 NSOEA Conventien tS ee : OHIO 


Booth 310 New York Business Show 1662 East 118th St., Cleveland 6, Ohio 
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and Lake Louise, Canada. She was scheduled to re- 
turn to her daily labors on September 1. 
. * » 

Birthdays during August included pne for Harold 
J. Hoffman of Smead Manufacturing Company, Hast- 
ings Minn., on August 22, when several close friends 
gathered to surprise him at his Hedgeview Farms 
home near Hastings. 

+ ” : 

Word recently reached us of the sudden passing in 
August of our good friend of many years, Harry Short, 
manufacturers’ representative of Chicago. Our deep 
sympathies to his bereaved family and business asso- 
ciates. Harry leaves an enviable record of fine sales- 
manship, sportsmanship and loyal friendly relations 
with his trade and industry, and will be greatly missed. 
He was long a member of Midwest Travelers Club and 
past-president of Northwest Travelers Club. 





Golden Nuggets from the Rockies 
EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 

A letter from Wayne Hall of ZCMI, Salt Lake City, 
says, “I have acquired an interest in the Idaho Type- 
writer Exchange with stores in Pocatello, Idaho Falls 
and Boise and I will leave ZCMI September 15, after 
which I will be in the store in Pocatello.” According 
to Wayne’s letter he will be replaced at ZCMI by John 
Carr of the same company. 

+ * * 

Elmer Kelly of Kelly Company, Salt Lake City, and 
Stan Peck of All-Steel, Salt Lake City, went to Alaska 
with the Kiwanis for a few days in June. Both tell 
me that was an enjoyable trip. 

* a + 

Dan Koss of Eberhard Faber Pencil Company and 
Ed Robinson of Weber Costello Company were guests 
if the Pembrokes of Salt Lake City at their annual 
store picnic. Everyone present had a good time. Base- 
ball was played and some went fishing. After a de- 
lightful meal all returned to the big city, tired and 


ready for rood night’s sleep. 
+ % 
It is rumored and it is true that Ben Gromet of 
Parker Pen Company is about to gain a “Parkerette.” 
Yep, he’s gone and done it, or will by the time this 


is printed. Congratulations, Ben, and many years of 
happiness. A bachelor dinner was held at the Albany 
Hotel in Denver Wednesday, August 27, at which time 
Ben was put over the coals. 


. * * 

Axel Andresen of Deseret Book in Salt Lake City 
was appointed head of the missionaries for Norway 
and sent back for a period of two years. Axel will be 
happy as he originally came from Norway. He was 
replaced by Mr. Parry, formerly with ZCMI. 

* * * 


Joe Simmer and his assistant were seen working 
diligently Wyoming recently. Leo, his boy, is learn- 


ing fast. so Joe says. 
» * * 

George Seaver, Capitol Stationery, Denver, says he 
has a few pictures of his recent fishing trip to prove 
his stater that the big ones were really big. 

* * > 

News travels fast and always good news. I am told 
Mr. Stork ) visit the John Stewarts (he’s a manu- 
facturers’ representative) and also the Dan Koss’ of 
Eberhard Faber Pencil Company 

+ * 

Keith Gordon of B. & P. and his family have been 
visiting in the East for a few weeks 

> > > 

The writer would like to Correct an error in a recent 
publicati regarding the University of New Mexico 
Book St Archie Westphal is still the owner and 
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Stop dreaming... 
start scheming. 
See the new SKYLINER line 


of steel office furniture at: 


Room 361+ CONRAD HILTON HOTEL 
NSOEA Convention 
CHICAGO « OCT. 4-8 


Our wide-awake representatives will be 


on hand to welcome you and discuss the 











profit advantages of the SKYLINER line. 


Orna-Metal Products Co., 2412 So. Seventh St., St. Lowis 4, Mo. 
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... fo put you in 


the “driver's seat’ 


THE Jasper Seating line is a sure 
way to gain satisfied customers and 
extra profits. Craftsman chairs are 
the product of a heritage of special- 
ization. They are built to give many 
years of comfortable service. They 
are recognized and accepted as the 
standard of comparison. 


If you have not had the oppor- 
tunity to inspect our exhibit at the 
NSA convention in Chicago, Room 
539, Conrad Hilton Hotel, send for 
catalog illustrating America’s best 
selling line of wood office chairs. 
Put yourself in the “driver's seat” 
for new business! 
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is located at the same place on the campus. My 
apologies. What was told to me was in error. 
- . > 

Pencil Man Dan Koss and family have returned after 
a trip through Kansas and on to Illinois—both “cool” 
places to visit in August. 

« * - 

Gus Lipp is away for a few weeks vacationing 

Haven’t been able to learn his whereabouts. 
* *. * 

Herb Johnson is back looking healthy and bearing 
a good coat of tan after his vacation here and in the 
hills. 

- - * 

Elmer Pearce and family have returned from their 
European trip. The writer assumes they had a good 
time but has not yet seen them. Hope Elmer got a 
new matching coin so he can win a cup of coffee from 
the boys. 

” 7 . 

At the last travelers’ luncheon attended by the 
writer the following were present: Ed L. Robinson, 
Weber Costell Company; Jim Haynes, American Pencil 
Company; “Bud” Purdy, western division manager of 
the same company; E. L. Michael and Horace Van 
Dorn, Joseph Dixon Crucible Company; Herb Johnson, 
Kendrick & Bellamy; Earl Zuhlke and George Feeley, 
Dennison Manufacturing Company; Chris Schmulzer, 
Kingsbacher-Murphy Company; Glenn Barclay, W. H. 
Kistler Stationery Company, and Gardner Griffith, 
Parker Pen Company. 

Now that vacations are over, we hope more will 
share in these noon luncheons on Friday at 12 noon, 
Albany Hotel, Denver, Colo. Remember the Salt Lake 
City luncheons Thursday noons at Utah Hotel. 

x ~ * 

The new Rocky Mountain roster has been mailed 
to all whose names appear in the book and to all deal- 
ers in the territory. Our thanks go to Byron McGarvin 
and Glenn Barclay for this book and the work that 
has gone into it. 

” ~ . 

Filius Park saw the travelers gather for their annual 
picnic and outdoor frolic. In attendance were Mr. 
& Mrs. Herb Johnson, Kendrick Bellamy; Gardner 
Griffith, Parker Pen Company, his mother and two 
boys; Mr. & Mrs. Jim Haynes, American Pencil Com- 
pany; George Feeley, Dennison Manufacturing Com- 
pany; Mr. & Mrs. Glenn Barclay and family, W. H. 
Kistler Stationery Company; Mr. & Mrs. Dan Koss, 
Eberhard Faber Pencil Company; Mr. & Mrs. John 
Stewart, manufacturers’ representative; Chris Schmult- 
zer and family, Kingsbacher-Murphy Company; Ed & 
Alma Robinson, Weber Costello Company; Mr. & Mrs. 
Fred Robinson, Golden; Mr. & Mrs. Bob Ewing and 
guests. Rain almost ruined the show. Dutch lunch was 
served by the ladies and there was aplenty to eat. 

. * * 

Vacations are over. Let’s have some news from you 

brother travelers. Drop me a line as you go along. 





Publish Brochure on Anniversary Campaigns 


Jay J. Broderick, public relations director of the 
Castle Island Press, 5417 W. Monroe St., Chicago 44, IIL, 
has prepared a brochure, “How to Plan an Anniversary 
Campaign.” 

In this little booklet are given ideas regarding timing 
and preparation of announcements to those on the 
mailing list, newspapers and trade magazines. In- 
formation is also given regarding anniversary seals 
which are available from Castle Island Press. 

Mr. Broderick has had several hundred copies of the 
brochure made up and these available to those who 
write him 


Marchant Calculators Takes New Dallas Office 


Marchant Calculators, Inc., has moved its Dallas, 
Tex., office to 4419 Live Oak St-——JHR 
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build extra business, 


bigger profits ... with 


KEP A ottie furniture peer sa: ce my Landa tale 


Outstanding 
Leopold Features... 








DENSIFIED LEGS 
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pact and wear 
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Finger Office Equipment Company) 





Leopold dealers from coast to coast enjoy extra sales, more profits, 
greater selling prestige with business-building Leopold office furniture . 


tops in quality and value for over 76 years. 


Handsomely styled Leopold installations give your customers added 
beauty and comfort plus the money-saving advantages of rugged dura- 
bility and time-saving utility . . . helps you turn even tough “bargain- 


hunters” into well satisfied Leopold users. 


Your in-the-store selling job is made easier, more profitable through 
effective advertising in American Business Magazine, a dealer promotion plan 
with complete sales helps including newspaper mats, radio copy, 


advertising blotters, printed folders, displays and a presentation portfolio. 


tnt Leqp0/d vvurant 


BURLINGTON, IOWA 








MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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Here's A CHAIR LINE : 
o _—— 
THAT's BECOME A 
. - J 
For more than 30 years, the up-and-coming a 
. . . ist 
Chair Retailer gave the Jasper Chair Co. brie 
Chairs a rousing welcome. Good judgment up 
... YES. For now their customers are look- = 
ing for and demanding this Quality Line of “oe 
BETTER Chairs. Their success has been es- 3 
tablished and proved. 
The many styles, unbeatable quality, wide | 
range of designs are pleasing to every cus- | oe 
tomer’s taste. fers 
' wi 
SA 
: . ° . | BR 
A chair line that means increased Sales . . | the 
: id 
pepped-up turnover—and they're priced. too, | basi 
for profitable operation. | 
se 
The 
RIGHT CHAIR 
at the 
| ‘ 99 
RIGHT PRICE 
type 
na 
the 
 ) forn 
trati 
b 
We adhere to our Reputation VISIT OUR BOOTH AT THE so 
NSOEA CONVENTION ROOM = 
made . 
| novels. comes 505, CONRAD HILTON HOTEL, pen 
QUALITY, SERVICE & COOPERATION. CHICAGO, OCT. 4-8. clud 
ot 








‘Jasper Chair ik 
Company 





Nau 

JASPER, INDIANA its 

REPRESENTATIVES: Geo. A. Litchfield, Saies Mgr. tion 

Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) roor 

Route 7, Box 415, Northaven Rd. 666 Lake Shore Dr. 385 Madison Ave. hols 

Dallas, Texas Chicago, Tl. Space 844 New York, N. Y. on t 
James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 

327 Sunset Drive, North 2925 Revere Ave. 538 E. Olet Ss., L 

St. Petersbura, Fleride Oakland. Calif. Seattle 5, Wash. n 

ae PLA 
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AMBERG FILE & INDEX COMPANY, KANKAKEE, ILL. > the te : 
—The 85th edition of this firm’s catalog is now ready for “Ty ; 
‘ 


q ‘ 
\ f 
bref covers, binder indexes, albums and scrapbooks, personal | % sharpest i. 
man 
2 
: in 
; : town around Christmas, is the 


“4 ““* APSCO Sharp” Stationer 
who has a good stock 


3 4m = of Apsco Sharpeners on 
3 == hand. He knows they 



































































provide a low priced, 
useful gift that will last 


files, box files, agate trays, phonograph record cases, wedding is for years. He also knows 
and baby books and so forth. The complete line includes wm AN Apsco Profits are big 
more than 1,000 items. A copy of this 56-page catalog No. 952 |‘ P y 
will be sent upon request to the firm. ie. The attractive Apsco 
os : 4 - etn Giant Deluxe Model 51 

ARROW FASTENER COMPANY, INC., 1 JUNIUS ST., i shown above, contains 
BROOKLYN 12, N. Y.—‘Selling Through Knowledge” is Zt the famous dial selector to 
the new colorful catalog No. 10 from this company. It is a ‘ efficiently sharpen all 
clear and concise tool which provides the sales clerk with the . standard pencils or 


basic facts and proper selling procedure relating to the many crayons. Just as all Apsco 


Sharpeners, the Giant 

has the patented point 
stop, the Lock-Tite 
receptacle and the famous 
longer lasting Apsco 
Cutters. 















Christmas profits will 
zoom when you display 
Apsco Sharpeners in the 
beautiful Christmas 
package on counters or in 
windows. Check your 
stock and when you order, 
ask your supplier for your 
Apsco Christmas Boxes. 
Also, ask him about the 
new record breaking 
self-service floor display 





types of stapling machines now on the market. Contributors 
and consultants include many leading stationers throughout 
the country as well as industrial and office managers. The in- 
formation has been compressed into 20 pages and 100 illus- 
trations. Free copies are available from the company. 


BANOV-BERNSLEY & CO., INC., 37-39 E. 21ST ST., 
NEW YORK 10, N. Y.—A variety of tooled leather desk sets 
and a line of open stock matching desk accessories for the home, 
are illustrated in the latest catalog, No. 952, from this com- 
pany. The sets range from an inexpensive group which in- 
cludes a fountain pen, calendar, letter opener, rocker and desk 
blotters, to the executive set consisting of blotter, a brass per- 
petual calendar, letter opener and rocker blotter. There’s an Apsco Sharpener 


f d. Don’t f t 
THE GLOBE-WERNICKE CO., NORWOOD, CINCIN- ~ thn ened 


NATI 12, OHIO—This firm’s new price book, No. 952, is 
now being distributed. It offers a selection of heavy weight 
Naugahyde and elastic Naugahyde upholstery materials in 
its aluminum line of office chairs and institutional and recep- 
tion room furniture. Two price reductions on reception 
room chairs are shown. Sample swatches of all current up- iat 
holstery materials will be ready soon and available to dealers 


on request AUTOMATIC PENCIL SHARPENER C0. 


LINCOLN LIGHTING PRODUCTS, INC., 311 N. DES. 336 No. Foothill Road, Beverly Hills, Laie 9: 
PLAINES ST., CHICAGO 6, ILL.—A wide variety of lamps Rockford, Illinois Toronto, Canada 


gvarantees customer 
satisfaction and identifies 
the world’s finest 

pencil sharpeners. 


y 
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and lighting fixtures is illustrated in a new catalog just pub. 


RED BORDERED 
GUMMED LABELS 


30 POPULAR SIZES 
%& BEST QUALITY WHITE PAPER 
& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 
* BULK * BOOKS 


ne a et A 
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| lished, Ceiling fixtures, table, wall and desk lamps for both 
office and home use are profusely illustrated. 


| MARKWELL MFG. COMPANY, INC., 200 HUDSON 
| ST., NEW YORK 13, N. Y.—The streamers illustrated are 
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BALA A AA? FP 
PAPA AS? 
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available from this company free upon request. Printed in 
red and blue, they measure 157s inches by 5'/2 inches. Spec- 
ify No. 3, top, or No. 4, lower, or both. 


JOSHUA MEIER COMPANY, 153 W. 23RD ST., NEW 
YORK 11, N. Y.—This 36-page catalog features over 365 
acetate protector products now available to dealers. Among 
items introduced in this catalog No. 53 is a multo-ring budget 


ee 
: ww, 720 Labels No. 


ey x V/s 
sie | 4 











spel-binder presentation album and easel displayer combined. 
Also introduced is a colorful counter display unit for V.P.D. 
card cases. Copies of the catalog may be obtained from the 
company. 


MOSLER SAFE COMPANY, 320 FIFTH AVE., NEW 
YORK, N. Y.—By turning the dial of a fire-risk calculator, 
introduced by this company, a businessman may find out in a 


THE REYBURN MANUFACTURING C0., INC. few seconds if the record protection he now has is sufficient to 


protect his records in case of fire. By a turn of the dial, the ; 
PHILADELPHIA 32, PA. calculator will evaluate 17 important risk factors. The device, 
4048 W. POLK ST. CHICAGO 24, ILL the “FIRE DANGERater,” is available to management with- 
° ” ” 7 “h >. 
WAREHOUSES) «10 & SECOND ST., FT. WORTH, TEXAS On eneage . 


MOHAWK TABLET COMPANY, 1703-19 EAST END . 
AVE., CHICAGO HEIGHTS, ILL.—A new 24-page catalog 
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’ more 
advantages ** 
come to 

the dealer 
who features 














«,e By advantages, we mean profits. A 
limited number of Steelcase fran- 
chises are available in some cities. 


iT PAYS TO FEATURE STEELCASE! 


METAL OFFICE FURNITURE COMPANY e GRAND RAPIDS 2, MICHIGAN 
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Awaits IN SPACE 504-A, 505-A, 507-A 
CONRAD HILTON HOTEL 
“Yor oi i iey.Uciex _* 
NATIONAL 
STATIONERS CONVENTION 


OCTOBER 4-8 








MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLIN 












which provides complete information covering the entire 
Mohawk line of papers is now available from the company. 








non noe 











Ic is well illustrated. This is the first catalog published by the 


company in many years, 


NORTHERN STATES ENVELOPE COMPANY, INC.., 
300 E, FOURTH ST., ST. PAUL 1, MINN.—This 100-pack 
of envelopes has recently been introduced by this firm. The 





white envelopes, 6°4 size, are visible through a window in this 
counter package. It retails for 39 cents. 


REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—A recently-published folder describes the 
Royal Metal Manufacturing Company’s five years of ex- 
perience with mechanized accounting. This firm uses the 
Remington Rand accounting machine for accounts receivable 
and accounts payable, receiving as a by-product, a detailed 
sales and purchasing analysis. This and other information on 
the complete accounting operation is described in the folder 
with illustrations of the actual forms used. Details can be 


secured free of charge by writing to the Management Con- 
trols Reference Library at the above address, asking for folder 
SN-815. 


REYAM PLASTIC PRODUCTS COMPANY, 546 W. 
WASHINGTON ST., CHICAGO, ILL.—A new packaging 
for the Ruberlyke Foneholder designed especially for stationers 
and office supply distributors is available from this company. 





A colorful carton, printed in red and black and with a folding 
display lid, contains 24 Foneholders individually wrapped and 
labeled. Advertising material including counter and window 
cards, newspaper mats and so on are also furnished free. 


SAFEGUARD CORPORATION, LANSDALE, PA.—A 


series of folders is available to all persons in the money and 
bank account protection business. The folders offer handy 
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Up 300%" 


“The Auto-typist has saved us a great deal of available typing 
time,” says Mr. Mayer. “Our payroll is unchanged, but the 
volume of letters sent out has been vastly increased.”” Also: 
“Our direct mailing results increased three times over our 
mailings without the Auto-typist!”’ 





I do the work of three typists 
and our letters are answered 
on time. Each one is perfectly typed, 
no errors, no erasures, 

no omissions. 


INU om iegeiby 


“For really personal correspondence 
with my new Model 5216 Auto-typist, 
here’s all I do—touch the Selector button corre- 
sponding to the letter or paragraph to be typed, 
insert the letterhead in the typewriter and type in 
the date, name, address, and salutation. Then, 
with a touch of the ‘Start’ button, Auto-typist takes 
over, and types the entire letter—all the way 
through to the close, including the initials.” 


Mail this coupon Today for New 8 





DISTRIBUTORS 
NOTE... 





American Automatic Typewriter Company 
Dept. 710, 614 N. Carpenter Street 

Chicago 22, Illinois 
Profitable territories 


Name 
for Auto-typist repre- 
sentation available. 

aS ee 
Write for details. 

City Zone Stote 


' 

' 

' 

' 

' 

' 

' 

' 

1 Company 
' 

' 

! 

' 

! 

1 World's Largest Mir. of Pneumatic Typing Machines 
' 








= BUILD BIGGER 





WITH 
CESCO 
LOOSE LEAF 
EQUIPMENT! 


MULTI-RITE 





ACCOUNTING BOARDS 


The new, low-cost method for writing pay- 
roll or other multiple-record accounting 
forms in one operation. Repeat forms orders 
mean repeat business for you. 


if FLAT-RITE 


VISIBLE BINDERS 


With its improved design, this binder opens 
to a flatter writing surface 20% closer to 
the desk top. An immediate seller because 
of its greater stability and writing comfort. 


iad THIN-PRONG &-THIN-POST 


CONTINUOUS FORM BINDERS 


With prongs or posts of %” diameter, 
these binders are specially made to hold 
marginal punched forms without any ad- 
ditional punching. A money-saver for your 
customers and a money-maker for you. 














| WRITE FOR CATALOG | 





44-07 Twenty-First Street 





The complete range of fast-selling CESCO 
binders and forms shown in our catalog will 
meet your customers’ most exacting loose 
leaf requirements. Write for your free copy 
today on your business stationery. 








eppard. 


Long Island City 1, N. Y. 
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information to help avoid losses and so forth. The “Be Wise” 
folder is a quiz for office help on check protection knowledge, 
while the second folder tells “How to Detect Forged Money” 
and “How to Detect Forged Checks.” A third, nine-page 
brochure asks “Who Said You Can’t Teach an Old Dog 
New Tricks? Safeguard is Doing it Every Day.” It includes 
reports on recent bank account forgeries. 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, 
IOWA—The Sheaffer Pen Company introduced a new Stra- 
towriter ballpoint unit August 1 with the cartridge priced at 
$.50 and substantially similar to the refill unit formerly mar- 
keted by the company, but featuring a 16% increase in ink 
capacity. Also effective August 1, Sheaffer announced a new 
co-operative advertising policy for dealers on its Fineline 
fountain pens, ballpoints and pencils. As of that date dealers 
qualifying for maximum discounts will be given a 10% adver- 
tising allowance on all Fineline merchandise up to 50% of 
the local rate on all newspaper, radio and television adver- 
tising. 


SPEED PRODUCTS COMPANY, 32-01 QUEENS BLVD., 
LONG ISLAND CITY, N.Y.—An island display unit for 
this company’s line of staplers has recently been introduced. 
It is intended to overcome the problems of disorder in the 
sale of stapling machines, the lack of testing facilities and 


ot GEIIEL: Ry 
sts ; 


_* “4 








clutter in the store. The Swingline self-vending unit measures 
34 inches wide by 44 inches high and 19 inches deep. It 
displays the company’s complete line of stapling machines 
and staples on three specially-designed shelves with fitted 
recesses to hold each machine. It may be placed against a 
wall, used as an extension to a counter or show case or as 
a window display, in addition to being used as an island unit. 


STATIONERS’ GUILD OF AMERICA, 1400 S. PENN 
SQUARE, PHILADELPHIA 2, PA.—A new booklet has been 
prepared to tell the Guild story to members, the Guild’s manu- 
facturers and prospective Guild members. J. W. McCormick, 
Jr., general manager, points out that because there were so 
many requests for information about the Guild from people 
in the industry that it was attempted through this booklet to 
provide a brief, but comprehensive, story of how the Guild 
operates and why its officials feel that membership is bene- 
ficial to a stationer. Striking typography and graphic copy 
feature the publication, printed in black and red. 


STATIONERS’ GUILD OF AMERICA, 1400 S. PENN 
SQUARE, PHILADELPHIA 2, PA.—A_ comprehensive 
packaging program for the Guild’s complete line of carbon 
papers and ribbons has been announced. Each of the dif- 
ferent grades of carbons and ribbons will be contained in 
color-coded boxes—a different color for each grade, to fa- 
cilitate identification. Space is provided for the store name. 


STEIN BROTHERS MANUFACTURING COMPANY, 
1401 W. JACKSON BLVD., CHICAGO 7, ILL.—Some 15 
“first” features, claimed to have been introduced by this com- 
pany during the last 30 years are shown in its latest catalog. 
The handsome publication gives much information useful to 
dealers. 


WEIS MANUFACTURING COMPANY, MONROE, 
MICH.—A 56-page price list for commercial  stationers 
was issued in September. All information regarding prices, 
sizes, packaging and discounts on the entire line of Weis filing 
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A SOPHISTICATED NEW MEMBER 
OF A WELL-KNOWN FAMILY 











SEE IT ON DISPLAY 


AT SPACE 516—NSOEA CONVENTION 


® From the drafting board of famous 
designer L. C. Algoren—and from the ex- 
perienced wood craftsmen of the Imperiat 
Desk Company—comes a smart new con- 
cept of rich-looking modern office furniture, 
The Metropolitan Group. 


This is truly a fine line of wood office 
furniture, styled with ingenuity and skill to 
add dignity and beauty to every office. 
Exteriors are genuine Walnut in a choice 
of three attractive finishes. Gleaming brass 








pulls and ferrules along the hardwood base 
add a sparkling modern touch. 


The Metropolitan Group gives Imperial 
Dealers the finest modern executive wood 
office group available at sellable prices. 
It includes 16 diversified sizes and pat- 
terns to meet the requirements of your 
most discriminating customers. See it at 
the Show! Plan now to round out your of- 
fice furniture line with a display of the new 
Metropolitan Group! 


Another fine wood office furniture line from 


Don perial desk company 


EVANSVILLE 7, INDIANA 
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“You know, already we have a number 
of these new cabinets in the filing 
department and I hear the girls there 
think they are just the last word. In 
fact, they make filing a lot easier and 
faster, too. The drawers have a special 
type of suspension so they can be 
opened and closed with no effort at all. 


“Another feature that is mighty impor- 
tant to those girls who file by the hour 
is the clever, side-locking follower 
blocks. It’s so simple to press down on 
the release hinge and push them to the 
reat of the drawer for quick accessi 
bilicy. And it’s just as easy to snap 
them back in place after filing. There 


m glad you chose a 


PEERLESS. 


°6600’ 9 


are no more broken finger nails and 
skinned knuckles that the girls used 
to gripe about. 


“Of course, those features mean a lot 
to you, as an executive, and I'm sure 
you'll also appreciate the heavy con- 
struction and the super-smart styling of 
the ‘6600.’ It looks good in any office.”’ 


Yes, sir! The Peerless ‘‘6600"’ series 
Filing Cabinets have everything... 
Beauty, Strength, Durability. And 
they're available in two to five drawer 
heights. . . legal and letter widths... 
in several finishes. Index card drawers 
can be installed if desired. 


Design Patent applied for 


DEALERS: 


Peerless representatives work closely with 
| our dealers to promote sales. Some valuable 
E territories are now open—write for details. 


PEERLESS steex equipment Co. 


6604 Hasbrook Avenue, Philadelphia 11, Pa. 





276 





New York Chicago 





— 


Newly styled hardware of 
exclusive Peerless design. 
Automatic drawer latches 
integral with handle. 


Sturdy ball bearing 
suspension slides. 


Ee 
Side-locking fol- oe 


lower blocks 
can't cock or jam. 





Dallas Los Angeles 
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supplies, filing equipment and stationery specialties is included. 
It is completely indexed and contains a listing of the advertis- 
ing mater! al available to dealers. 


YAWMAN AND ERBE MANUFACTURING COMPANY, 
1015 JAY ST., ROCHESTER 3, N. Y.—Y and EB’s new Filing 
Systems catalog No. 3704, is in reality a guide to filing, index- 
ing sorting and record control. Factors of cost and efficiency 


you FILE accurately 
you PIND quickly 





"7 FILING SYSTEMS 
CATALOG No. 3704 
are discussed, together with solutions for special filing prob- 


lems. The 26-page catalog is handsomely produced and illus- 
trated. 





| Opportunities sie 


Exclusive Ag y ght by Canadian Firm s & Export, Ir 
Ouebse Canada nterested in representing 
? t st 3 pirit cue 3 
Ww visiana A A andria Sta 
e firry 3 
t~@a king c 3 
Mr. Alvard 
Want ffice [ pment Literature.—Catalog J sources of 
ew firr F ja Shelving & Fixture mpany 
c a - 4 


Of be SA ES 


Mr. al M Everett (Red) Barker again became 


SERBS 





proud pare! yn August 15 when a baby girl arrived 
yn the sce1 Her name is Nancy Ann and she is the 
third chil 1e other two being boys. The father is 
now the direct factory representative for The Leopold 
Compan Texas and Oklahoma. 

The score now 2 to 2 in the family of Clarence 
Clemen, vice-president and sales manager of G. J. 
Aigner Col iny, Chicago. Blue-eyed and red-haired 
Barbara Ann, weighing 9 pounds and 7 ounces, joined 
brothers “Bob” and “Chick” and sister “Sue” on Sep- 
ember 1 





Dallas Firm Now Carries Office Supplies 
Texas Office Furniture Company, 2214 Main St., 


Dallas, Tex., has announced that it now carries a 
mplete | f office supplies 
Ken Kil e has been named to introduce the firm’s 
new products to customers in Dallas and other north 
Texas area The company formerly handled only 


ffice furniture such as file cabinets and metal and 
wood desks —WLF 





Cincinnati Manufacturer Names Distributor 

John R. Kirven has been named Dallas and north 
Texas distributor for the Cincinnati Time Recording 
Company. Mr. Kirven’s sales and service facilities are 
located at 1905 Commerce St., Dallas—JHR 
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BOOTH NO. 124 


N.S.0.E.A. Convention 


WHERE 
THE ABOVE AND MANY OTHER 


EFFICIENCY AND CHAMPION 


PAPER PRODUCTS MAY BE SEEN 
We Invite You to Meet with Our 


Representatives 
JOHN WHALEN 
RUSSELL RAGAN 
DOUGLAS ALLEN 
OBE MELOAN 


Sone Z1CAN bard é laper Company 


id A 


VW ; er j 
EFFICIENCY TL CHAMPION LINES 
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Q rats « iw @ PROTR 


Vis lini 


OrD, CONN 


Eye-catching! — a line-up of Higgins cartons in 


spectral sequence of 15 vivid colors plus black, 





white and nevtral tint! 


Packed in handy half-dozens ; also avail- 
1880 . able in color-wheel assortment of 18. 
Plus a handsome window card to help 
you sell drawing inks and other art 


materials. 


HIGGINS 
NE HIGGINS INK COMPANY, INC. 


The basic art medium BAUORKLYN, NEW YORK 
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P. assed Away a 


Harry L. Short, 


vice-president of the Columbian 


Art Works, 
Milwaukee, Wis., and prominent manufacturers’ rep- 


Inc., 


resentative in the Middle West, died suddenly on 
August 25. His death was grieved by many in the 
industry who knew him as a personable salesman, one 
who was ever pleasant and courteous. 

The firm of Harry L. Short & Son at 325 W. Madison 
St., Chicago, represents the Columbian Art Works, 
Inc., Oakville Company (Division of Scovill Manufac- 
turing Company) Spencer Rubber Products Company, 


The Late 
Harry L. Short 





Cushman & Denison Manufacturing Company and the 
Perfect Rubber Seat Cushion Company. The son, Neilan 
Short, continues this agency in which he has been 
identified with his father. 

Harry L. Short was born in New York City on Decem- 
ber 29, 1890. He came to Chicago at the age of 17 
after having an early interest in boxing, fighting 29 
bouts successfully as a professional. 

The decedent secured a position with the AC. 
McClurg & Company, Chicago, as a stock boy and 
after a short time he became a salesman on the floor. 
His great ambition in life was sales and he took it 
upon himself to speak to the president, to sell on the 
road and as a result he traveled for this company over 
a long period. 

He went back later to New York City, where he 
worked for the Tower Manufacturing & Novelty Com- 
pany, who were wholesalers, but are no longer active. 

From there Mr. Short entered into World War I 
and served with the Signal Corps. After he was 
released from the service he became a manufacturers’ 
representative for the Oakville Company, which he 
continued to represent during his lifetime. After his 
connection with the Oakville Company he also rep- 
resented the Defiance Sales Corporation and Art Steel 
Sales Company, which he later discontinued. 

Realizing the potentialities in the calendar field, he 
purchased the Success Desk Calendar Company from 
Mrs. Stacey, whose husband Mr. Short had known 
prior to Mr. Stacey’s death. It was through the rec- 
ommendation of Mr. Stacey that Mrs. Stacey was 
prompted to sell this business to Mr. Short. 

In 1928, Mr. Short merged with the Columbian Art 
Works, Inc., Milwaukee, Wis., and he became vice- 
president of that company and representative in the 
Middle West, which position he held until the time 
of his death. 

About eight years ago he became representative for 
the Cushman & Denison Manufacturing Company of 
New York City, where Mr. Short, as a young lad, had 
held his first job. 

About two years ago he accepted the representation 
of the Spencer Rubber Products Company line and, a 
few months ago, the Perfect Rubber Seat Cushion 
Company products were also added to what Mr. Short 
already sold. 

Surviving are the widow, Anne; his son, Neilan; 
two daughters, Ellin Ruth Wener and Roberta Kay 
Field; and a grandson, Jeffry Lawrence Wener. 


’ - + 


Bernard R. VanDervoort, 
for 25 years a sales representative of the L. L. Brown 
1952 
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THE PERFECT PACKAGED OFFICE... rtthor 


Here's the complete 


Your high personnel standards pay off even better dividends in distinctive 
and flexible OFFICE-ettes. Workers appreciate the individual privacy and ; 
beautifully modern setting of OFFICE-ettes. Engineered to fit any office today's need for extra 
plan, they can accommodate 25% more personnel and provide over privacy and space 
30% more work space for each! saving efficiency. 


A a NOT A® D COMPAN Y, INC. Dealer Franchises Available 


922 PARK AVENUE BALTIMORE 1, MARYLAND 
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Paper Company, Adams, Mass., died in Rochester, 
Minn., on August 18 after a long illness. 

Mr. VanDervoort became associated with the L. L. 
Brown Paper Company in 1927 and had confined his 
work to the company’s Mid-western territory, where he 
was very well-known in the paper and allied trades, 
as well as among public officials and other consumers 
of paper 

Mr. VanDervoort made his home in Oak Park, IIl., 
but maintained his headquarters in Chicago. He is 
survived by his widow, Virginia; two sons, Robert L. 
and V. Rand, and six grandchildren. 


+ - + 
Robert B. Moodie, 


“Uncle Bob” to literally thousands, died on August 31. 
Since early 1936 he had been Friden Calculator dis- 
tributor in New Orleans. 

“Uncle Bob” was born at Denison, Grayson County, 
Tex., December 1, 1894, and with characteristic humor 
he had always regretted “That I didn’t get in the of- 
fice equipment business until I was 13.” 

At that age he assisted his mother, who had been 
widowed in the Galveston flood, in the sale of type- 
writers. He also operated the Saturday Evening Post 
agency, turned out multigraphed letters for business- 
men and, before school, janitored a building. 

Bob Moodie entered the calculating machine field in 
1927 at the insistance of John M. Lund, executive vice- 
president and general manager of Friden Calculating 
Machine Co., Inc., then New Orleans manager for Mar- 
chant. Before rejoining Lund as a Friden manager in 
1936, Mr. Moodie was New Orleans Monroe manager for 
three years and spent two years as manager of the 
Marchant Memphis office. 

Even before start of his early business career, life 
was eventful for “Uncle Bob.” At the age of 5 he was 
in one of the worst railroad wrecks in history, near 
Durant, Okla. His mother became a national heroine 
in this crash when she fought her way from car to 
car smothering out the flames from oil lamps which 
had set the coaches on fire. 

In 1900 he was trapped in the Galveston flood which 
claimed 10,000 lives, including that of his father. In- 
jury took away his sight for several years, but none 
of his indomitable spirit, and as soon as he was re- 
covered he set out to help his mother. 

This spirit of helpfulness in later years went out to 
his wife, beloved “Auntie Bess’ Moodie, who has stood 
constantly at his side at the ever-open door of their 


hospitable home 
In the calculating machine business Bob Moodie 
learned early that his best opportunity for success 


would come through even greater knowledge of the 
figure business in his territory than the prospects he 
faced. As a result he became one of the leading mathe- 
maticians of our day and his applications expertness 
was widely respected in the field. Many successful cal- 
culator salesmen credit their advancement to Moodie’s 
helpful advice 

One of the proudest moménts in Bob Moodie’s life 
came in May 1951, when he was unanimously selected 
to be the first president of the Friden Conquistador 
Club, made up of the company’s most outstanding 
salesmen 


In thanking the group Bob Moodie closed with cus- 
tomary reverence. In retrospect it may have been 
prophetic that he paid tribute to—‘“the greatest sales- 


man who ever lived. . .He worked in a territory of less 
than 100 miles, and for only four years, but the story 
of His life has sold more copies than any other book 
in all history. He was the Salesman who said, ‘Come 


unto me, all ye that labour, and are heavy laden, and 
I will give you rest.’ ’ 

- f + 
L. W. Vail, 
ong in the office supply business at Clarkston, Wash 
died in that city in July, aged 51 years. He had been 
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sell the best... [By 
WELHAM 


nonsuspension files 


4-3 and 2- 
Drawer Non- 
suspension 
Files in Letter 
and Legal 
Size. 


® FINISHED IN ATTRACTIVE OLIVE 
GREEN OR METALLIC GRAY BAKED 
ENAMEL 


§ DULL CHROME FINISHED HARD- 
WARE 


write for information 
See the Welham Display 
at the N.S.0.E.A. Convention 
SPACE 349-350 


metal products compan 
WAVAT EY a Cis, oop 











SATIN FINISH 
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DELIV- 
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Beautiful 14%" spun 
aluminum upright. 4 
graceful double hang- 
ers, assembled easily 
with handsome rounded 
hex-nuts ond tipped 
with smooth, black 
plastic knobs for ut- 
most protection. Solid- 
filled, spun cluminum 
bose assures the proper 
weight for maximum 


load, guarantees base BIG 

will remain in shape. 

Upright is supported DEALER 
in rigid position by 

“squeezelok” in base. DISCOUNT 


72” high, weighs over 
20 Ibs. Base diam. 15”. 


T-401 
LIST $1g°° 


Write for complete 
catalog 


soue | Alumnus 
rua covm 


108 svete 
squetz eorross 
van 








| & “J whe Cjrva Lew 


SALES DIVISION 
911 WALNUT STREET, PHILADELPHIA 7, PA. 
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the owner and manager of Vail’s Office Supply in 
Clarkston for a number of years, but recently had 
found himself in failing health. For a vacation with 
Mrs. Vail, he went to Newport, Wash., and engaged 
in recreational activities there this July. He was 
seized with a cerebral hemorrhage and died suddenly 
from this attack. 

Founding Vail’s Office Supply back in 1937, he made 
frequent trips into Pullman, Wash., to extend his 
business there. He handled and serviced large quan- 
tities of typewriters in Pullman, for his many friends 
and customers, and carried forward his stationery 
and office equipment business into the larger com- 
munity. 

Mr. Vail was a Mason and a member of the Elks. 

Besides his widow, he leaves three sons, Robert, 
Donald and Richard of Clarkston, and a daughter, 
Mrs. Frances Richmond, of Walla Walla, Wash. His 
oldest son, who has been associated with him in the 
conduct of his firm, will continue the office supply 
business.—_CML 

+t + + 


Edward R. (Sammy) Eldredge, 

who had the reputation of being the oldest, active, 
walking city salesman connected with the office supply 
business in the United States, died recently at Baptist 
Hospital in Memphis, Tenn. He was 90. 

For more than a quarter of a century Mr. Eldredge 
was a salesman with A. R. Taylor Company of Mem- 
phis, a job he just happened to apply for one day when 
he was browsing through some books at the store. 

As a salesman, Mr. Eldredge walked 10 miles a day 
calling on his customers. 

He continued making these rounds for his company 
until a year ago, when he was given an inside job. 

A native of Knoxville, Iowa, he came to Memphis 30 
years ago from there. Prior to going with Taylor, he 
was a cabinet maker and did work for some of Mem- 
phis’ finest homes. 

Surviving are his widow, Mrs. Dora B. Eldredge; two 
sons, Perry Eldredge of Fort Worth, Tex., and William 
H. Eldredge, Tyler, Tex.; two half-brothers, William H. 
Bye of Knoxville, Iowa, and George Bye, Moberly, Mo. 

tr i + 


Harold Watt, 


resident of Evanston, Ill., and secretary and sales man- 
ager of Mead & Wheeler Company, office furniture 
firm of Chicago, died August 4 in the Evanston Hos- 
pital. 

Mr. Watt, who lived in Evanston for 35 years, had 
been in the office furniture business in Chicago since 
1903, at which time he became connected with the old 
Library Bureau Company. In 1915 he became associated 
with Mead & Wheeler Company as sales manager. 

He had many friends in the industry such as Frank 
C. Morse Sr., formerly of Browne-Morse Company, 
who commented “Harold Watt lived a good life, made 
many friends, has given much of himself in scattering 
sunshine, joy, happiness, good cheer, and set a fine 
example of clean, moral gentle living.” 

Surviving are his widow, Madeline; two daughters, 
Evelyn C. and Mary E., both of whom live at home, 
and two brothers, Frank of Chicago and John Watt 
of Ft. Wayne, Ind. 

+ - + 


James J. Perkins, 

chairman of the board of the H. H. West Company, 
stationers of Milwaukee, Wis., died on August 11 at 
his home after a long illness. He was 82. 

Mr. Perkins had been connected with Wests since 
1903 when he purchased the name and assests of the 
company from the old West estate. He incorporated 
the firm in 1904 and was very closely associated with 
it. 

A number of years ago, Mr. Perkins began the policy 
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for faster, easier selling— 
SHOW YOUR CUSTOMERS A “HOOSIER OFFICE” 





Typical of a Hoosier Office is the scene above __ it’s smart planning for a customer to buy in 
—beautifully matched desks, chairs, bookcases, _ units. 


etc.—all blended together for maximum effi- 
° Whether you sell one piece of Hoosier wood 


ciency and attractiveness in any office, large ; ‘ 
office furniture, or an entire office, you can 


or small. ; : 
always be certain that when you offer Hoosier, 


You'll sell faster an asi | fad : 
“ d easier when you sell you're giving your customers years of satis- 


the Hoosier Office as a unit—to customers who factory service 


want a small executive office, or a multi-desk 





general office. Your volume increases many- You have a big opportunity for sales with 
fold... very little extra effort is required. Also, | Hoosier wood office furniture. 
PUT THIS FREE SALESMAN TO WORK FOR YOU H Q * D 











The new Hoosier Desk catalog 
is more than a listing of wood 
office furniture. It’s a tested and 
proven salesman, employing 
large installation photographs » 
and detailed information about 
the construction of Hoosier 


Desks. 
With this catalog, and a 
representative inventory of 


Hoosier Desks, you have one of 


the largest selections of wood D E Ss K C Oo M PA N 4 


office furniture available. 
JASPER, INDIANA 


See our display, Room 537-A Conrad Hilton Hotel, National Stationers’ Convention, Oct. 4-8, 1952 
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No. 202 $25.00_1wo drawer letter file, 
18” deep—15" wide—30" high. Individual 
lock—$2.00 each. Plunger lock (locks all 
drawers) $9.00. Legal size—$30.00. 


Designed to fit your needs by 
using any cabinets shown on 
this page. 

To determine price of any de- 
sired combination, add price 
of Desk Top, $29.50, to price 
of cabinets. 


Cabinet on right side, No. 200, 
consists of three desk drawers 
and writing tablet. Price 
$25.00, list. 


Drawers can be converted to 
house cards 3 x 5 or 4 x 6. 
Conversion inserts with follow 
blocks and divider, $5.00 
extra, per drawer. 





No. 204 $25.00 ~—stor-0-File—consists of 
letter size drawer and spacious storage 
compartment, with lock ond key. Size 18" 
deep—15" wide—30" high. lock on letter 
file drawer—$2.00 extra. Legal size—$30.00 


New Business 


and 
Added Sale. 





DORSET features... 


P 


9. 
10. 
WW. 


DEALER DISCOUNTS e 


New modern design, rounded corners. 


2. Built for efficiency and durability. 
3. 
4. Finished in modern gray or green—mar resistant, baked 


Designed to beautify. 


enamel. 
Made of finest grade heavy furniture steel. 
Styled with chrome hardware. 


. Equipped with specially constructed roller balls on all 


drawers for greatest mobility. 

All filing drawers have spring compressor follow 
blocks. 

Card drawers will hold 3x5 or 4x6 cards. 

Packaged to specifications. 

All drawers have “positive stop.” 


F.O.B., PHILA., PA. 


DORSET 


STEEL EQUIPMENT CO. 


2514 WEST DAUPHIN STREET 
PHILADELPHIA 32, 


PENNSYLVANIA 





No. 201 $34.50_1we double card drew- 
ers for 3x5 or 4x6 cards, one letter size 
drawer, 18 deep—15" wide—30" high 
Individual lock—$2.00 ea., Plunger lock- 
$9.00. Legal size—$39.50. 


New Addition ... 


STEEL DESK 


With linoleum top 
Aluminum Edging 
$79.50 as illustrated 
Top Size 22 x 50 
equipped with spo- 
cious center drawer. 


ideal combination for! 
small or large office.) 


DESK + FILE - STORAGE! 





No. 203 $20.00 — storage Cabinet — tw® 
adjustable shelves, lock and keys ‘ef 
privacy and sofety. Ideal for stationery, 
books, office supplies, etc. 18” deep-l5 
wide—30" high 





Tops (No. 2250) are | 
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of inviting key employees into the firm as stockholders. 
Shares of stock were offered at par, on very liberal 
terms. The policy proved a successful one and both 
the company and the employees have prospered. 

Mr. Perkins was a member of the Masonic Order; was 
fond of hunting and fishing; a good golfer in his day, 
and a perennial traveler. 

He left immediate survivors. His wife, Maude, 


died in 1933 
+; + + 
Trueman T. Miller, 


manager of A. B. Dick Company, died 
a prolonged illness. He was in his 27th 
firm, having risen through the ranks 


general sal 
in August after 
year with the 


The Late T. T. Miller 





as salesman, sales supervisor, branch manager in Pitts- 
burgh and Chicago, and regional sales manager. His 
appointment as general sales manager came early in 
1951 


Arthur R. Bell, 


of 151 Tibbets Road, Yonkers, N.Y., who conducted 
the stationery and printing business of Arthur R. Bell 
& Company New York City, died August 10 in 
Yonkers General Hospital at the age of 67. He is sur- 
vived by ] widow, Florence Marshall Bell, and a 
daughter, Mrs. William Hasson. 





Office Equipment Firm Opens in Waterloo, lowa 

Clarmont Troutner has opened Taylor’s Store at 224 
W. Fourth St., Waterloo, Iowa. It carries office furni- 
ture and equipment, business and school supplies, and 
stationery. There is also a special gift department, and 
a photostat service is available -—AL 





New Firm Opens in New York City 


Grolan Stationers, Inc., office supplies, stationery, 
printing and allied products, has been chartered in 
New York City with a capital stock of 200 shares, no 
par value. The director is Irving R. Gross, 1800 Broad- 
way, New York City 7—EEG 





Texas Company Opens Houston Branch 
Stationers Distributing Company of Fort Worth, 
Texas, has opened a branch in Houston and has ap- 
pointed A. O. (Art) Buchanan to represent the firm 
there. The new branch is located at 3110-12-14 Lamar. 
Mr. Bucha who is well known to stationers in 
Houston and the surrounding territory, will travel out 


A. 0. Buchanan 


n branch. He has spent the past 27 years 
y, having been in the retail stationery 
Wichita Falls, Texas, for 16 years before 
traveler. For the past 11 years he repre- 
olesale stationery division of Carpente! 
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sparkling type... 

and the best known 

means to that end is 
the incomparable 








Here is the simplest, fastest, most economical 
type cleaning fluid, and your customers KNOW 
it well. Sturdy dauber does away with spatter- 
ing and drudgery is no more. Non-inflammable. 
Banishes lint and solid “goo.” Makes letters a 
credit to the boss and his stenographer! 
Through jobbers, or order direct. Liberal dis- 
counts and plenty of dealer “helps.” 


AFTER 


BEFORE 








26] Broadway, New Y 


THE CLAROTYPE CO., In 









Chas of the Vonth 


SWIVEL 


TILT CHAIRS — eee 


Attractive \ 
and 


Comfortable 


ANODIZED! 


Distinctive 
Quality Aluminum 
Furniture of 
outstanding Beauty 


Write for illustrated catalog 
and prices. 
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SERVICE and FULTON 


DATERS and NUMBERERS 
Carry a full line of these deluxe items 


Prompt Shipment of 


DeLuxe and Special Business Outfits 

Sign Making Kits 

New, Improved Dri-Kwik Stamp Pad and Ink 
Fulton Stamp Pads and Ink 

Special Rubber Stamp Inks 

Nu-type Foam Rubber Stamp Pad 
Complete Line of Crown Self-Inkers, 

Daters and Numberers 


New Porous Price Marking Kits Now Available 








Write for Catalog 


Fulton Marking 


EQUIPMENT CO. 
82 Fulton Street Elizabeth |, N. J. 




















Increase Your SALES... 





with __ ¥» 
Suppose 


SPONGE RUBBER 
STAMP PADS 


THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 


There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20’’ x 36’’). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is neat 
and simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS 
Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


50 FEDERAL ST. ORANGE, MASSACHUSETTS 


In Canada, for complete information write 
Bossence & Co 429 Main St., West, Hamilton, Ontario 
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Orna Metal Products Appoints Representatives 


Orna Metal Products Company has appointed two 
new representatives for the midwestern and western 
territories. 

James M. Ferguson will handle the Montana, Wyo- 
ming, Colorado and Utah territory. Mr. Ferguson is 
widely known in the office furniture and stationery 








J. Ferguson W. W. Mueller 

field, having been in business as a manufacturers’ 
agent since 1937. He resides at 101 Logan St., Denver 
9, Colo. 

W. W. Mueller, 211 E. Patterson Ave., Columbus, Ohio, 
will cover the state of Michigan. Mueller is a graduate 
of the College of Commerce at Ohio State University, 
and has several years’ experience selling the office and 
institutional furniture field. 





Close-up of a Winner ... This window display at McLain 
& Hedman, St. Paul, Minn., placed second in a window trimming 
contest sponsored by the Joseph Dixon Crucible Company. The 
theme, “The Winner and Still Champ” was portrayed by a boxing 
ring, with the Ticonderoga pencil being acclaimed winner and his 
rival knocked out. The background was gray crepe paper with 
white paper lattice work, while artificial flowers and the manu- 
facturer’s advertising pieces added color. A photograph of the 
complete window. which was designed by Richard Moekler of 
McLain & Hedman, appeared with pictures of the other winning 
entries on page 334 of the September issue of Office Appliances. 
ECP 


Waeddding Walls 


Robert T. O’Neil, sales representative of the C. L. 
Barkley & Company, was married to Miss Therese M. 
Shalloo on September 6 at 10:30 a.m. in St. Leo’s Church 
of Chicago, Emerald Ave. at 78th St. A breakfast fol- 
lowed at the Martinique Restaurant 


Sg 
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duty handle. 
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AMBERG FILE 








Size 10 x 12, x 5” 


& 





MODEL 442. A Steel file in beautiful gray Hammer- 
loid finish, with 20 letter-size folders, alphabetical, 
monthly and blank. Equipped with key and strong 


snap lock that stays closed. Piano type hinge. Heavy 


Individually car- 


toned: pac ked 6 to shipping carton. 


MODEL 420. A handy, 
reasonably priced file. 
Lightweight but strong, 
made of special binders’ 
board and covered with 
leatherette. Choice of 5 
colors — maroon, black, 
blue, brown and green. 
Complete with filing 
system similar to Model 
442 above. Size 10%x 


1234x6”. 


Write for prices and discounts on these files, also catalog 
on complete line. 


INDEX CO. 


Filing Specialists since 1868 


1608 Duane Blvd., Kankakee, II. 






THEY SELL FAST...EVERYBODY NEEDS ONE! 


There’s nothing quite as satisfying to the owner as an Amfile, with a 
place for every important paper and receipt—access to all figures and facts 


when making up business statements, income tax returns—checking dates and 


There’s nothing quite as satisfying to the dealer as Amfile values—which 


mean a popular priced, quality product at a good margin of profit. 





MODEL 445. The last word in personal files. Its basic 
design, size and contents are similar to Model 442, but 
in addition, there is a secret compartment with lock in- 
side the cover for such valuable papers as insurance 
policies, bonds and stocks, wills. Finished in a new 
shade called “craftsman copper” and equipped with 


bronze hardware. Individually cartoned. Packed 6 to 


shipping carton. 


MODEL 775 


A small edition of 
the other files on 
this page. Size is 
™% ss He 2h. 
Equipped with 24 
patented “cushion” 
corner folders 
printed inside with 
ruled forms that 
can be used for 
many purposes. 15 
of the folders have 
printed tabs, alpha- 
betical and month- 
ly. A set of 84 
additional gummed 
captions is in- 
cluded. Individu- 
ally boxed. Packed 
6 to shipping car- 
ton, 





No. 775 made of steel in “crafts- 


man” copper finish. Has 
carrying handle on top. 
No. 705, same style. Made of 


strong binders board, leather- 
ette finish. Red, green or 
tan. No carrying handle. 
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Every Business Need Bee ‘ 
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There’s good news for every Murphy Chair _ 
dealer. Never has Murphy Chair Co. offered at 
such a profit-making . . . value-giving line ~ 
of office and commercial seating. There’s ar 
everything in Murphy Chairs a dealer needs Y 
to do a selling job. There’s the right com- tic 
bination of styling, workmanship and price . 
to satisfy the most discriminating cus- pl 
tomer. - 
Two new Murphy chairs are illustrated—No. 285 rh 
Executive Posture and No. 229 Secretarial Posture. in 
Genuine Walnut and Oak—beautifully uphol- . 
stered. Spectacular low price. 4 
Bank of England chairs are offered in Walnut and we 
Mahogany finish. Also Oak. 
D 
“Seeing is Believing” fs 
Complete line of Murphy Chairs _™ 
. : 
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Conrad Hilton Hotel — Oct. 4-8 te 
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Introducing the new 
machine, Horder’s Inc., 


Print-O-Matic duplicating 
Chicago, comes up with a 
newspaper advertisement which fulfills all the re- 
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"ha li yout } poten aad Ine 
rhe ia : ( og MDRDERS ‘ 


remarkably 





fective primal Remarkable M/W Print-0-Matic 
ily because Priced At least 530 less 
its simpli Than Any Comparable Machine! 
with a 
headline, an 
iustration 
and logotype 
the bottom A 
striking bol 
only give — 
4 . 2 pumas 
he advertiss co 
nent unitv. but | Sect to LIGHTWEIGHT TABLE MODEL! 
as aad ws | tones, Om fos Operate! Curt Printing Costs of 
11so ids iz oe | eevee cow! Mating Pleces + Memes + Post Cards 
al a A ii teats, ten, Annocacements + bate + 
the reade1 aii a 2 meecenng meme 
Sree SSS SS 
attention The =e aia 
nem ; ae Te 
name “Horde 3 ie Ss 
both a ne ao _ 
and at the ve =< gs ~ ss8a0 
tom, m a See oe ase 
: ‘ . : f -~ + hh hee One 8 ws 
. FREE DEMONSTRATION IN TOUR OFFICE! 
certair ee pene Mamebie ) 0760 ba ee dene amen covoten 
The carefu 


STORES ALL OVER THE LOOP 


retouch. 
photograph 
the machi 


SnOWS every 








tail necessa 





for a prospective buyer. It effectively glorifies an 
inexpensive duplicating machine. 

Copy is handled equally well, with the most im- 
portant appeal in the headline and complete descrip- 
tion of the machine in the body copy. 


Here is cert 
l execule 


an example of display advertising 





Doro Manufacturing Has Volume Business 
The Doro M icturing Company of Chicago is 


now engaged it ne of the largest volume businesses 
in wood costumers in the Middle West. The costumers, 
made in tw are offered at popular prices for 





Incorporate Syracuse Office Supply Firm 


Coughlin-W ruff — , Office supplies and equip- 
ment firm in Syracuse, N.Y., has been granted a char- 
ter of incorporation, listing capital stock of $10,000. 
Directors al A4rmeda B. Woodruff and Charles G 


Woodruff, 118 Croydon Rd., Syracuse, N.Y., and Don- 
E. Carr, 9 Crawford Ave., Syracuse, N.Y.—EEG 





Book Mirrors French Office Machine Industry 

OFrFIce APPLIANCES recently received a copy of the 
Annuaire de Mecanographie,” the 22nd annual list- 
ng of supplie i manufacturers of office machines. 


This is a mplete directory, well indexed and 
printed for reference. It is proving an invaluable 
ce book f the industry in France. 
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SPEEDRITE Checkwriter 


Protects checks— 
prevents forgeries. 


B 


CHEXSIGNO Check Signer 


Relieves time-pressed 
executives from signing 
checks. 


thalk Welicy 





ERROR-NO Copy holder 
Speeds up copying and 
increases accuracy of 
reports, forms, briefs. 






The sales qualities of 
these “first choice” of- 
fice devices are some- 
thing dealers dream 
about. Exclusive fea- 
tures, design and effici- 
ency appeal to any and 
all customers. No serv- 
ice problem. Rank high 
as profit makers for 
dealers everywhere. 


40 MT. HOPE AVE. 
ROCHESTER 20, N. Y. 


PROMPT SHIPMENT 
(ar. PRONG FASTENER 








BINDERS 


Available with or 
without prong fasteners. 


Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboord. 2 
pieces, cloth or scored hinge 





construction. Punched for all 
standard spaced fasteners. 


Sq PRONG FASTENERS 


Attachable prongs or 






continuous-base prong 
styles. Light-weight 
steel. Non-corrosive 
finish. All popular 


capacities and c. to c. 
Continuous-base style 
INustrated 


Write Today for Our 
NEW Complete, 72 page Illustrated 
CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 


P. O. BOX 951 FALL RIVER, MASS. 
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Master Manufacturing Company 


* Furniture Casters * No Dent Rubber Cushions 
* Office Chair Casters * Noiseless Glides 

*& Portable Equipment Casters *® Pvbber Chair Bumpers 

* Rubber Stripping 
















<¢?Precision Ma- 
chined Stem 


<Stay Put Wood 
Socket 


Precision Engineered 
Races-> 


<Hardened 
Grade A Ball Bearings-> Races 
Cadmium-Oxydized <Floating 
Copper Nickel-> Action 
Finishes Swivel 
<Hardened 
Fork 


Non- Molded Rubber 
Turning <Wheel, Hard 
or Soft Tread 
Wheel 
Easily Engineered for 
Changed Service by Craftsmen 


Master Manufacturing Co. 
Attach coupon to Phone 71-451 
your letterhead 1676 E. 28th St., Lorain, Ohio 


Master Manufacturing Co., Lorain, Ohio: 

Please send catalog No. 10 and new e list th ample trade 
discounts. 
Company Name 


Individual 


Address 











AFFORD COMFORT UNDERFOOT 
... retard fatigue for those working at 
files or office machines. 


SILENCE ANNOYING FOOTSTEPS 
.». increase efficiency. 


STOP DIRT AT ENTRANCE 
. .» protect carpets, reduce cleaning and 
redecorating costs. 





SPONGE RUBBER MATTING 


AIR-TRED 


Does not mat down. Easily cleaned with vacuum or damp mop. 
Black or maroon. \4" thick—36” or 48” wide—any length up to 60 feet. 


EZY-RUG RUBBER LINK MATTING 
Traps the dirt at the door. Prevents tracking throughout offices. Any 
width up to 8 feet—any length. 


DO-ALL, ALL-PURPOSE RUBBER & CORD MATTING 


For carpet protection. Comes in rolls 35’ wide by 20’5” long. Four 
mottled colors: Venetian Red, Erin Green, Delft Blue, Mosaic. 


Use coupon now fo obtain literature and prices. 


AMERICAN MAT CORPORATION 
“America’s Largest Matting Specialists” 
1722 ADAMS STREET TOLEDO 2, OHIO 


Please send literature and prices on floor matting for offices. 


Firm . 
Street .. 


GE @ BRR s hice ee vc cccaves ; ° . ° 
tn Canada: American Mat Corp., itd., Canada Trust Bidg., Windser, Ontaric 


— — oe ee ee ee 


Sale Contracts and Price 


Stabilization 


By Albert Woodruff Gray 


@ ORDERS FOR THE SALE of office supplies that 
have been accepted by the dealer but which govern- 
ment price regulations make it impossible to fill, are 
cancelled and the transaction closed. The sale has 
become illegal by the regulation imposed after the 
order was taken and accepted. 

A situation of this sort came before the Supreme 
Court of Minnesota last year. Material had been or- 
dered in November, 1941, to be stored for the account 
of the customer and delivered later as ordered. Before 
any deliveries had been made, regulations issued by 
the President of the United States in the World War II 
emergency made the deliveries illegal. 

For some reason, however, the dealer in this instance 
refused to refund the customer the money he had paid, 
contending that the regulations merely postponed de- 
livery. The court said in deciding the case: 

“There is little doubt that had the dealer promptly 
refunded the buyer its money after the contract be- 
came illegal the dealer would have absolved itself 
from any liability. The rule is well established that 
the illegality of performance of a contract such as this, 
terminates all obligations of the parties, where such 
illegality of performance is due to war or conditions 
created by war.” 


Agreement Terminated — Not Suspended 

Both the American and English courts, said the court 
here, have almost uniformly determined that the obli- 
gations of the parties to such an agreement are com- 
pletely terminated rather than suspended until the end 
of the period of illegality. 

These situations are bound to become more frequent 
under the present world conditions and legal authori- 
ties have expressed the view that the mere postpone- 
ment of performance would saddle the parties after 
the war with a much different deal even in respect to 
isolated sales or even installment contracts. 

Two instances, one in California and the other in 
Minnesota, both the outgrowth of World War II regula- 
tions, illustrate the application of this principle of law 
to the confusion that surrounds a sale of goods when 
after the sale is made delivery becomes illegal or im- 
possible. 

Neon signs for illuminating a’ “drive-in” restaurant 
in Los Angeles had been installed by an electrical 
equipment firm. Shortly after the lease was made and 
the signs in place the Federal Government by a war 
emergency measure, ordered all outside lights between 
sunset and sunrise to be discontinued. 

The owner of these signs demanded that the pay- 
ments agreed upon be made in accordance with the 
lease irrespective of the government order. The res- 
taurant owner offered to return the signs but refused 
to make further payments. 


Release from Obligation 

In the action brought by the electrical equipment 
firm for the agreed rental of these signs, the California 
Supreme Court held, that where from the nature of 
the contract and from the surrounding circumstances 
the parties, from the beginning, must have known 
that the contract could not be performed unless those 
conditions continued to exist as they were at the time 
the agreement was made, the contract is subject to 
the implied provision that the parties to it are ex- 
cused when performance becomes impossible because 
such condition ceases to exist without the fault of 
either party. 

In Minnesota during this same war period the village 
of Minneota contracted for the construction of an 
electric power plant. The contractor was compelled, 
at that time, to secure permission for the erection of 


OFFICE APPLIANCES, October, 1952 





ott, si i tie in 


i ee ee | 





0 


rt 
i- 
l- 
id 


al 








For extra profits and new business 
smart dealers feature and sell 


‘WU-CRAFT” BANK & OFFICE EQUIPMENT 





NEW CASH BOXES 


For efficient ssh handling and storage 
Equipped with a flanged cover and lock. A 
practical double duty unit that fits into any 


standard cash drawer and locks for safe keep- 


ing overnight. Finished in baked hammertone 
grey. Overall dimensions—lé'/,"" x 144%" x 4/,". 
Constructed of aluminum — Light — Compact — 
Practical 





STEEL CHECK OR DEPOSIT HOLDER 


me this handy check or 
res very little space, con- 
vable and your checks and 


Bank tellers w we 
Geposit holder. Reg 
tents are easily 


deposits are always kept in a neat, orderly 
manner. Overa dimensions—10" x 8" x 4" 
Available in baked green finish. 





SAVINGS CARD SORTERS 


Reduces time required to sort cards at the end 
of the day. Permits breaking down of control 
numbers and eliminates inter-sorting. Made in 
Constructed of steel and 
hammertone walnut. 


three convenient sizes 


finished in baked 


STEEL 
COIN 
CABINETS 


Constructed of heavy gauge steel and equipped 
with handles for easy transfer. Ideal for the 
neat storage of ns in the tellers cage or in 
the vault. Available in many sizes, to hold 
pennies. nickles quarters, and halves 
Available in baked creen finish. 


cimes 











THE CHANGE MAKER 


Combines all the features of a 
cash register drawer. Excellent for banks where 
tellers do not have their own automatic coin 
changer, also ideal for advance cash set ups 
for relief tellers. Finished in baked hammer- 
tone grey. Overall dimensions—l6\,"" x AA” 
x 4/,". Constructed of aluminum — equipped 
with solid brass lock and two keys. 





STEEL CURRENCY TRAYS 


Constructed of heavy gauge steel, eiectrically 
welded throughout, perfect for tellers cash 
drawer. Rounded edges, easy accessibility. 
Available in 10 & 5 compartments. Finished 
in baked hammertone grey. 





CHRISTMAS CLUB 
COUPON RACKS 


An extremely handy rack for sorting Christmas 
Club coupons. Takes up very little space and 
compartments are thumb cut for quick and easy 
removal of contents. Made of steel and finished 
in baked grey hammertone. 


No. 8&—4 compartments—!2%"" x3" x 3" 
No. 9—5 compartments—15%4," x 3"' x 3" 


*eeoeeoeeeeese2e02eee1ee#eee#*ee#e#2?#2e#e8e8e8 
Dealers everywhere serving financial and commercial organi- 
zations are increasing their sales and expanding their customer 
lists by selling the right product to do the best job. Nu-Craft’s 
constantly expanding line of quality equipment is designed to 
give you the dealer increased sales potential and promote 


















AMERICA’S FINEST STEEL 
DESK TRAY “THE CHAMP” 


Constructed of one solid piece of steel for 
greater durability. Openings front and back. 
Deep walled for maximum capacity. Rubber 
feet securely eyeletted prevents desk scratching 
—rounded edges. Sturdy aluminum posts for 
stacking into tiers. Available in baked grey, 
walnut, or green. Letter and Legal sizes. “A 
better desk tray in every way.” 





STEEL UTILITY DESK 


All purpose desk constructed of 20 gauge steel, 
ideal for typists, receptionists, salesmen, stu- 
dents, etc. Four roomy drawers take letter and 
legal size papers. Available in baked hammer- 
tone grey, green, or walnut. Overall dimensions 
—30" x 16" x 27". 


STEEL 
POSTAGE 
STAMP 
BOX 





Office and eee de- 
looking for a handy 
Has |2 compartments. 


have been 
like this. 
Made of steel and is equipped with a lock and 


partments 
stamp box 


2 keys. Finished in baked hammertone 
Dimensions—!0'4," x 7'4,"" x 2" 


grey. 





greater profits. 





COMPLETE LINE ON DISPLAY IN 


NSOEA CONVENTION EXHIBIT 


BOOTHS 321-322 











WADE SY SSE CO. 
“ALWAYS SOMETHING NEW” 





SEND FOR CATALOG 


NU-CRAFT PRODUCTS CO. 


163 PACIFIC ST. 


BROOKLYN 2, N. Y. 


FOR DOMESTIC AND EXPORT TRADE 
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(FOR YOU AND Y 


OUR CUSTOMERS) 


THE BIGGEST DOLLARS WORTH in STEEL OFFICE EQUIPMENT! 
<n 


Non-Suspension 


te ONE AND TWO DRAWER 
STEEL FILING CABINETS 


te 3 PIECE STEEL DESKS 


Prime Steel 

Electrically Welded 

Ball Bearing 

Compressor Follow Blocks 
Aluminum Pulls 


Finished in 
Standard Grey or 
Green Permanized 
Baked Enamel 





Le FOR 





INDIVIDUALLY CARTONED 


PROMPT SHIPMENT 
* 
For Complete Details 
Write For Catalog 
& Price List 












—— #152-5 


COMBINATION 3 PIECE DESK 
Easy to assemble. Available in grey. 
(24” depth) 


25%," x 50” x 30” 





#158-R 
STORAGE CABINET 
One shelf; complete with lock & keys 
18” x 18” x 30” 


#138-C 
THREE 
DRAWER 
FILE 


Two double index drawers for 
3x5 or 4x6 cards & one letter 
size drawer. Removable center 
dividers. 15” x 24” x 30”. 














#143-T 





TELEPHONE CABINET Bp >| = #1140-A 
16” x 20” x 30” o | a2 | BUILD YOUR FILE 
Complete with lock & keys. o | Ss - | To Any Height Desired 
ois, = Letter & Legal Size 
= - a! (24” depth) 
=| ae - 
ol 2 | oe 
#150-R ois 
4 DRAWER #127-A 
STATIONERY CABINET 27 DRAWER CABINET #240-A 
291/,” high 29%," x 12Y_" x 354%” FILE BASE 
3° in height 


Inside drawer dimensions 
— 4” high x 12%” wide 





Eoch drawer 
9¥_" x 11%” x 3” high 





ST. MARKS METAL PRODUCTS 


1709 ST. 


MARKS AVE., B’KLYN 33, N. Y. 


* HYacinth 8-1188 








Perfect union of 
looks, comfort and 
stamina ... the 3-way 
combination that 
builds GOOD WILL 
for your store! 





No. 209 Arm Chair 
Matching 209'2 above 





No. 20912 
Revolving Chair 





For BRIGHTer offices .. . 


customers the privilege of ordering from our catalog 





MANUFACTURERS OF 





No. 7225 Sofa Modern, elegant, 
built to stand a lot of service 


for craftsmanship at its 


very peak .. . give your most discriminating 


[labled lable hen 


133 BLEECKER ST., NEW YORK 13, N. Y. 
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this plant from the War Production Board. This per- 
mission was refused because of the acute shortage of 
critical materials needed for direct war use. 


This condition continued for three years. The village 
contended that the contractor was obliged under his 
contract to proceed with the construction of the plant 
three or four years later after the restrictions had 
been removed, and sued for the recovery of damages 
for this alleged breach of contract. The outbreak of 
World War II, the village claimed, could have been 
readily foreseen but no condition excusing performance 
of this character, had been set out in the contract. 


In deciding this action in favor of the contractor 
the court said that the contractual duty of the con- 
tractor was discharged, in the absence of circumstances 
showing a contrary intention or contributing fault 
on the part of the person subject to the duty, when 
performance was subsequently prevented or prohib- 
ited by, 

(a) the Constitution or a statute of the United 
States or of any one of the United States, whose law 
determines the validity and effect of the contract or 
by a municipal regulation enacted with constitutional 
or statutory authority of such state, or, 

(b) a judicial, executive or administrative order 
made with due authority, by a judge or other officer 
f the United States or of any one of the United States. 


Effect of War Regulations 


Another feature, however, in instances where sales 
have become impossible of performance, is when pay- 
ment or part payment has been made by the buyer, 
the agreement thus swept away by war regulations and 
the dealer is left with a payment on a contract he 
is powerless to perform 


Such a cir stance arose during the last war in 
Rhode Island, when equipment was purchased, deliv- 
ery to be made 60 days later, on January 2. On 
January 1, the day before this delivery date, the goods 
were made subject to a “freezing order” of the Federal 
Government. The dealer refused to refund the money 
he had received and the customer sued 


To the contention of the dealer that this federal 
order merely postponed delivery the Rhode Island 
ourt said that delivery under the contract had been 
made unlawful by an order of the United States Gov- 
ernment which had the force and effect of a law. Such 
an order did not merely prevent delivery or suspend 
the terms of the contract for a temporary period. 


When, concluded that court, a lawful order of the 
government makes performance of a contract illegal 
and renders performance impossible, a party is jus- 
ified in demanding the return of payments made 
inder that contract 


REFERENCES 


\ rlue Co. v. Sawyer-Cleator Lumber Co 
N. W April 27, 1951 
page 710 
odmat 149 Pac. 2d 88, California, 
ge Fairbanks Morse & Co., 31 N. W 
M 19, 1948 
30 A. 2d 859, Rhode Island, Febru 





Incorporate New York Firm 


The P. Taylor Furniture Company, Inc., office furni- 
ture and other merchandise, has been granted charter 
of incorporat listing capital stock of 500 shares. 
Of these, 400 are preferred $100, 100 are common shares 
I no par value 


The directors are Paula Braunstein, Murray L. Som- 
mer and Toby E. Barnett, whose addresses are given 
as 51 Chambers St., New York City —EEG 
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Records are safe 
in a SCHWAB SAFE 


. because SCHWAB SAFES are 
the finest available for protection 
from fire and theft. See the complete 
line of SCHWAB — Underwriter 
Labeled Class A. B. C. — T-20 Safes. 


Finest materials and 








workmanship have always 
made SCHWAB SAFES 


better safes. NO. 11 CHEST 








MAIL COUPON 


FOR COMPLETE INFORMATION | Gentlemen: Please send me information | 
| on the complete line of SCHWAB SAFES. | 


the SCHWAB SAFE | "“~ ot ee 
CO A bias ee 


ee ee ee ee eee 








What Satistied Users 


RARL Ore 


Karl Mfg. aes 
Grand Rapids, Michigan. 
our convenience, would you kindly supply information 
onal the No. 1 typewriter stands? At present we have 
about one dozen of them in use 
in our office and are in need of 
four more. Would you kindly 
specify the price and when we 
can expect shipment? 
Thanking you, we remain, 


*BLANK OFFICE EQUIPMENT 
CO., DETROIT, MICHIGAN. 


KARLO machine Stand J fs 


Has the weight to counterbalance that FROM 
of typewriter. Provides firm foundation Thence 
needful for more and better typing. Makes 
precisely correct posture pos- 
sible. An investment in economy 
and efficiency. 

Lifetime all-metal construction 
except plywood tops in Walnut, 
Oak and Mahogany finishes. 
Only stand of its kind on the 
market 


MODEL Ne. 1 








METAL 
wiTH wooo 


*Name of above Testifier on request 


WRITE FOR INFORMATION & PRICES 


MANUFACTURING 
COMPANY 





AT 
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ne ‘“SAFE-TEE”’ 


FOLDING CHAIRS 


re or 














CAN’T TIP, COLLAPSE, UPSET or SLIDE 


Rounded Seat Corners! Metal Rubber-Covered Leg Caps! 


Here’s a safety all steel, indestructible folding chair 
that adds lounge chair comfort to sturdy depend- 


ability. Welded tubular frame . . . special safety 
construction . . . baked enamel finish . . . choice of 
colors. Cushion rubber feet . . . noiseless action. A 


nationally recognized value! 


IONIA MFG. CO. « IONIA, MICH. 


ided steel ons uc 
Y iy : 


' $ from fire Gna | 
oi ek Ti eee 4 
Sell Sentry Safess 
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Selling Office Machinery 


By George A. Greenwood, 

Milton, Mass. 

gw ONE JULY FOURTH, less than two centuries ago, 
a voice was heard around the world, declaring that 
“All men are born free and equal.” Furthermore, that 
voice declared that “Men stand ready to defend and 
preserve that freedom.” 

Pride, when of a true sort or character, cannot be 
humbled, but just like the strongest of dams, pride 
can be weakened by boring worms. False pride in the 
leaders of a strong proud nation eventually weakens 
the foundations of that nation and walls which took 
years to build, crumble into dust and are carried away 
into oblivion, by the winds of Father Time. 

History reveals to us that a long continued reign of 
one over-proud individual or group in one section 
leads up to desires to take over other sections, de- 
manding “Hosannas” from all. Eventually, however, 
love of freedom in the hearts of all men rebels and 
arrogance takes a fall. 

Such revelations apply to so-called business develop- 
ments, like the manufacturing and disposal of all 
commodities, as well as to nations. When we take the 
manufacturing and selling of office appliances, we find 
that it has grown into tremendous proportions, quite 
outstanding in importance today, and in that line 
many of the old early school have seen both growth 
and decay exemplified. A head start in the field some- 
times breeds overconfidence and smiles at the feeble 
attempts of new competition. Eventually the head 
starter wakes up with a bang. 

Consumption absorbs only a certain amount of pro- 
duction and if a once large corporation is to survive, 
new blood is necessary. Yes, sometimes an entirely 
foreign commodity must be added to the old lines to 
keep the floor space busy and all of the wheels turning 
and to satisfy the stockholders. 


improvements Are Today’s Goals 

Up until recent years, the so-called experimental 
departments had no dull moments, because there 
always were many opportunities to add new features 
to machinery. Today, a stage of development has been 
reached where only “improving” remains to those who 
are inclined to invent. Today, survival remains to 
those who are constantly alert as to the fickleness of 
the consumer, who always has in mind, quality and 
eye appeal when it goes out to spend money. 

Here we might furnish the fact that not only is it 
necessary to satisfy the one who spends the money, 
but the satisfaction of the operators of office appliances 
must be considered also, if full success is to be attained. 

The prices of office appliances have always been 
somewhat uniform. Increases in the retail prices have 
come about rather slowly when compared with ad- 
vances of prices in other commodities and the con- 
sumers of office appliances should consider themselves 
very fortunate because of that fact 

Competition speeds progress in any line and unless 
there is a full realization of that fact, right from the 
factory down through all departments connected with 
the distribution or selling end, success is limited and 
the leader of today is liable to wake up on the mor- 
row and find himself at the end of the line. 

The disposal of office machinery comes chiefly 
through direct salesmen from the manufacturer, but 
selling is greatly assisted through so-called business 
schools and commercial departments of our public 
schools, and through a limited amount of advertising 
in magazines and newspapers, which advertising could 
be stepped up more like that which pertains to auto- 
mobiles, clothing, and so forth. 

A salesman endowed with a pleasing personality, 
dignity, a thorough knowledge of his goods and re- 
liability on all occasions, generally brings home the 
bacon 
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ecra-t ype for efficiency 


SECRA-TYPE FEATURES MAKING FOR 
EFFICIENCY AND FATIGUE REDUCTION 


The stationery compartment is an integral part of the Mechanism and 
is automatically controlled when typewriter is placed in position of 
storage or in use. Stationery is always at operator's finger tips, with- 
out changing from the writing position. 

The new Seng Mechanism now used on all Secra-Type desks has 
been greatly simplified. Its ball bearing operation requires a minimum 
of effort in either raising or lowering. 

Just the desk for small spaces. Really a combination of a flat top 
desk and a typewriter desk all in one. 

Positive action, no vibration, full top working surface. The last word 
in convenience, economy, labor saving and fatigue reduction. 

















For detailed dé ption of this and other desks, genuine — PROMPT DELIV ERY -_ 
athe } i suites in the WORDEN LINE—write 
talogue 


She 


“THE PRODUCTS OF CRAFTSMEN” W orden Company 


200 East 17th Street « Holland, Michigan 






























‘COMFORTABLE 
“BOUNCE” ACTION 





WEIGHS ONLY 
20 OUNCES 































QUICK SET 
ACTION DIAL 



















97010 WHEEL 
_ CAPACITY 










AUTOMATI 
NUMBER ADVANCE 





The Pioneer of Numbering 


ROBERTS NUMBERING MACHINE CO. 700 JAMAICA AVE., BROOKLYN 8, N.Y. 
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FOUNT-O-INK 


The Writing Set That Banks Use 


For efficiency and genuine writing enjoyment 
everyone is using FOUNT-O-INK 


Profit with the amazing and popular pen that never needs to be filled 
Extra large automatic ink supply. Special pen points for every writing 
purpose. Available in over 39 different models. Nationally advertised 











Special imprints for business gifts, merit 
awards and personal gifts. 


ACTUALLY 
FILLS 
ITSELF! 





All FOUNT -O- —. yr MODERN 


Writ Sets are ob- B 


ladividuel or Sosianes y 1S NOW E@ wit H ees 


name or trade mark. 


TOUCH AND GO BETTER WAY cE a Chen @ ae een en, meee eran, © am eoner 


Ink and stain remover Stamp ped ink in 3501 EAGLE ROCK BOULEVARD 
for hends. applicator bottle. LOS ANGELES 65, CALIFORNIA. SINCE 1933 


Two Fast Selling items Send for your illustrated Cotalogue, it's Free 









SMALL SPACE 
DISPLAY KIT FREE! 
Ask Your Dome 
Wholesaler 
































BE ON THE LOOKOUT for your Dome Wholesale Representa- 
tive, he has big profit making news for you about Dome’s extra- 
ordinary plans designed to move Dome Simplified Bookkeeping 
records right off your shelves. All you have to do is “have ’em” 
they'll sell by themselves. Prepare to tie-in...FOR FULI 
PARTICULARS SEE YOUR DOME WHOLESALER. 


® SAME BIG PROFITS ON ALL SALES... 
REPEAT AS WELL AS ORIGINAL! 


© NO REFILLS! 
® NO INVENTORY PROBLEMS! 
© ONE BOOK FITS ALL KINDS OF BUSINESSES! 


NEWSPAPER 
TIE-IN FREE! 
Newspaper Ads To 
Be Run in Your City 
. . . Ask Your Dome 
Wholesaler About 


FREE MATS! FREE TIE-IN LISTING 


Available For Your Indi- 
vidual Use. Ask Your 
Wholesaler. 


DOME PUBLISHING CO., 

















Inc. 30-36 Smith St., Prov. 3, R. l. 
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Developing Initiative 
By Charles H. Broaded 


sg DO YOU KNOW HOW to put the ideas of your em- 
ployees to work for you? The initiative of your em- 
yyees ji f your most valuable non-physical 
sets. But the chances are that such initiative will be 
t ly non-existent unless it is purposely developed 
you. Fortunately, the process of developing initia- 
ve is very e and will take only a small amount 


re a positive economic advantages for the 
ffice appliance dealer who can depend on his em- 
oyees to originate useful mechandising and opera- 
ional ideas. A good merchandising idea will increase 
ti and office appliances. An idea which 
improves efficiency reduces costs and improves the 
et profit picture. No matter how skillful you are in 
leveloping wn ideas, there will always be plenty 
f room for improvement through application of sug- 
estions which originate with your employees. 


Supervision at a Minimum 

Initiative a eans the ability of an employee to 
lio his work without close and detailed supervision. 
rhe employee who can carry through a job with only 
brief and gen¢ instruction, relieves his employer of 
preoccupation with small but still essential details 

There are other valuable benefits to be derived if em- 
iraged to develop and display initia- 
1utomatically given a boost whenever 
iven a chance to put his ideas into 


1oyees are 
tive. Moral 


in employes 


ractice. J enthusiasm increases when employees 
eel they ar ntributing something worthwhile to 

e€lr organi t n 

If ideas h employees may have are stifled or 
killed, on the other hand, stagnation is the most likely 
inal result 

There is lefinite technique for development of 
initiative which can be successfully applied by any 
office appliance retailer. Consistent application of this 
ix-step technique will result in a positive increase of 
nitiative on the part of his employees. 


Six Steps to Initiative Increase 


1. Clear lefine job duties and responsibilities. 
Definite ignments should be given to the em- 
oyee. Unk the employee knows exactly what he is 
ipposed t will not feel free to take on new work 
vithout specif rders, for fear of antagonizing other 
employees. By putting an employee in charge of spe- 
ific job re nsibilities, moreover, you give him a 
ense of vnership” in his work. Those are his re- 
ponsibilitic nd he will take a personal interest in 

leveloping them to the best of his ability. 
2. Be cert the basic skills of the job are known 
[If an employee proceeds on a job without supervision 
d does not know the basic skills he gets into difficul- 
es. This i ist as true for the salesman, as for the 
ervice me who repairs office machines. There 
re special kills on any job which must be taught 
a new e! yee, including skills peculiar to your 
wn store ion. Display of initiative in an un- 
miliar sit mn may lead to just the opposite of the 
esired resul The new employee should be super- 
sed close] the owner or a qualified subordinate 
ntil the ba kills have been learned. Above all, the 
nployee s]) not be made to feel that he is stupid 
ecause he a question which is fundamental 
wledge experienced man 
Give th obvious details omitted 

If the owns sure that the employee’s job duties 
ire well defined and that the basic skills are well 
cnown, he I ve him a series of jobs in which in- 
ructions erning the obvious details are purposely 
mitted. He may, for example, have the employee take 
ver the j« f rearranging storage facilities for cer- 
lassif of stationery. The employee is told 
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How to Make Friends—and Profits 


Feature the new ‘‘color-theme” carbon paper that is fast becom- 
ing a favorite among dealers the country over . . . because it's 
a customer-pleasing item that means healthy profits! 


(;eneral Offices A Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST. + PHILADELPHIA 6, PENNA 
shed 


1007 
1a¢« 
io%) 





don't miss 


room 


520-A 


NSOEA CONVENTION 
Conrad Hilton Hotel 
October 4-8, Chicago 


... we'll be looking for you 
lo participate in our contest 


UARDSMAN SAFE COMPANY 
John Robertson 


La Porte, Indiana 
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STEEL 
STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
€ 


Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 

Finished in olive green or gray baked enamel. In 
two sizes — 

36” wide, 18” deep and either 72 or 78” high. 

Shipping weight 150 pounds. 
Equally serviceable as a Cabinet or wardrobe. 


MIDWEST METAL MANUFACTURING Co. _ 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 

















Designed and created by 


of 
Grand Rapids 






No. 860-R 
Revolving 
Chair 
All Walnut 


No. 840-R 
Overall 
Height—37 in. 
Width—25 in. 
Depth—28 in. 


Between arms—19'' 
Height from 
seat—20"' 


Both this and No. 
860-A which is a 
matching leg chair, 
available in solid 
walnut, with either 
top grain or deep 
buff leather. 


Write for Illustrated Literature and Prices 





GRAND RAPIDS 


LEATHER FURNITURE CO. 


Grand Rapids 4, Mich. 


201-207 Front Avenue, NW. 
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just where the different items should be placed and 
perhaps the best method for handling. The best step- 
saving procedure, however, is left to the employee’s 
own intiative. 

When the job is finished it should be checked. If 
satisfactorily completed within a reasonable period of 
time, the employee should be complimented for having 
done the job correctly without detailed instructions. 
If the work is not done satisfactorily, the owner should 
state that he had hoped the employee would complete 
the work properly. 

4. Give jobs with less obvious details omitted. 

After several jobs have been satisfactorily completed 
with the least important instructions omitted, the 
owner assigns the employee jobs omitting the less 
obvious details. The same procedure for checking the 
finished work is followed, and the employee is again 
complimented on finishing the work satisfactorily. 

5. Give only general instructions for jobs. 

Step 5 is a continuation of the process started by 
steps 3 and 4. The employee is now given assignments 
with only the general idea expressed. The owner may, 
for example, give the following instructions: 

“Jim, this island display of typewriters and adding 
machines is blocking traffic back into the left rear cor- 
ner of the store. See what you can do about that and 
still have an attention-getting display, will you?” 

“Joe, we always seem to run out of certain stock 
sizes of envelopes just when we need them most. How 
about working out a better system of stock control in 
that department?” 

“Alice, if we had a better filing system we could get 
out our monthly statements much more promptly. 
Will you see if you can set up a better system for us?” 
Make Assignment General 

Giving employees jobs with this type of instruction 
allows them to complete details by themselves. Initially 
at least, the owner must occasionally check the prog- 
ress of the work to make certain that the job is being 
carried out properly. When the work is completed 
satisfactorily, the employee should be complimented. 

6. Accept and apply all worth while, spontaneous 
ideas which the employee may have. 

If the above procedure has been followed in full the 
employee will begin to have ideas because he will start 
to think for himself. Those ideas may be good or poor. 
The good ones should be put into practice but the poor 
ones must be carefully rejected. 

If the employee is made to feel foolish for thinking 
of ideas he will stop suggesting them. The owner must 
encourage the employee to continue having ideas even 
while he is rejecting a poor one. He must reject the 
poor ideas tactfully to prevent the future loss of good 
ones, and must encourage the employee to try again. 
He can point out that, even if only one idea out of five 
is good, the employee is still contributing far more than 
the average. 


Employees Respond to Opportunity 

The employee whose initiative is encouraged in 
this manner will contribute many innovations that 
otherwise would be lost, because he knows his employer 
expects him to do some thinking. He works better be- 
cause he knows his suggestions are appreciated. 

If at any time in the process of developing initiative 
the employee has questions regarding the job, the em- 
ployer should answer the question by asking another 
such as “What do you think we should do?” “What 
would you do if I weren’t here?” “Can’t you figure that 
one out by yourself?” This encourages the employee 
because he can see that the owner has confidence in 
his ability. 

Employers who apply this technique are almost al- 
Ways agreeably surprised. They find their employees 
are taking a much greater interest in their work and 
that the amount of supervision they have to give is 
lessened considerably. This in turn frees them for 
creative work, giving them the time and energy to 
develop and still further improve their businesses. 
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WARDROBE RACKS for IMMEDIATE DELIVERY 





ALSO MANUFACTURERS OF SAND URNS —— SMOKERS —— 


COAT TREES —— WARDROBE RACKS — 
WALL RACKS —— UMBRELLA STANDS —— 


UTILITY TABLE 
SMOKERS ETC. 
IN 


ALUMINUM 


AND 


CHROME STEEL 





SEND 
for 
OUR LATEST 
CATALOG 
NO. 903-4-5 WARDROBE RACK | 
3-4-5 FEET WIDE 


GLARO MACHINE PRODUCTS COMPANY 








| 


=> . Bee eee EE Gs BM « 
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NO. 1772-3 WALLRACK 2 AND 3 FEET LONG 


No. 413 
ALUMINUM 
UTILITY 
TABLE 
SMOKER 





FAR ROCKAWAY, N. Y 









& xX 
¢ * “et. 





ARM FLUORESCENT 
DESK LAMP 





Lovely two tone effect with brass plating in 
base, it has an amazing amount of eye 





some, non-tarnishing fused on finishes. 


FOR TWO TUBES 







No. 622 Statuary Bronze with Brass $14.95 Ret 
No. 623 Gray with Brass $14.95 Ret 
FOR ONE TUBE 
No. 620 Statuary Bronze with Brass $10.95 Ret. 
No. 621 Gray with Brass $10.95 Ret. 


cocoa LAMPS MFG. ' 
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Pittsburgh Cut Wire Co. 


1120 GALVESTON AVE. - PITTSBURGH 33, PA. c] 
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er PENCIL MOORE al 
——1_ < WORK METLHED MAPTACKS wi 
He 
Rub without “scrub”... _ 
remove smaller detail...get more 

effective highlights or whites on The most complete line available with a 
black...keep your paper = 
cleaner, smoother. more than 3,000 combinations. Nation- er 
NEW WAY does it faster and 1 ™ 
better! It’s a special soft, self- ally advertised. i 
cleaning eraser with string- a 
pointing feature that ae MAP COMPANIES SELL THE to 
saves time and ; - MOORE LINE— EXCLUSIVELY. oo 
money. Try NEW ie ~ po 
WAY — write ; ab 

for free sample ‘ Makers of famous Moore 
mentioning this ae ee. Picture Hangers & Push-Pins -_ 
publication. ty 
| MOORE PUSH-PIN CO. Bim 
Blaisdell PENCIL COMPANY ® Established 1893 * BETHAYRES, PA. Ot 
113-25 BERKLEY st. Since /9OO PHILADELPHIA 44, PA He 
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Get Better Advertising 


By Robert A. Steffes 
@ WHAT CAN YOU do about the kind of type, illus- 


ion, lays and copy your publisher uses in your 
lewspaper advertising? 
Can you er recognize your firm through your 
Is the tone of the type fitted to your product 
here a tie which closely links your business to 
the sales copy which the reader studies when he is 
from your store? 


If you think doesn’t matter, take a tip from vol- 
ime advertisers who know that a store’s first im- 
pression is often its ad. Are those first impressions 
producing the effect you want? 

Much of the effectiveness of the space you buy in 
lewspapers depends on what you and the printer put 
into it. The same person who wouldn’t think of walk- 


into a restaurant and ordering just “some food,” 
quite wil scribble a few notes on a slip of 


paper and think he’s bought an ad. And it isn’t neces- 
ry to study printing, typography, or copywriting to 
w there difference in what that space can 


Make Good Use of Ad Space 


[t’s only pace until you do something about 
All too ofte the advertiser is more interested in 
than he is in preparing it. He’s 

dvertise, so he’s doing it. 


ODuylng aavert 


heard it pay 


To be worth its cost, advertising always must sell 
omething. When you want to sell a customer mer- 
chandisé hand him a calling card. Yet hun- 
ireds of merchants insert nothing more dynamic in 


nass circulat mediums, and pay a fancy price for 
hat privilege 
While most paper ad salesmen are helpful in 
reparing ad this is not always the case. And 
ertain newspapers, notably smaller ones, are limited 
their styles and sizes of type, or the amount of 
lustrative matter handy. 
But there rdly a newspaper, even down to the 
which will not try to co-operate in 
al message better display and selling 
if yw now what you want! 


ower if 
On the other hand, if you are contented with the 
idvertising 1 e getting, why shouldn’t the publisher 

But let’s look for a moment at what you can do 
whi ' .elp your advertising, and most of 


it cost to you, or at moderate cost 


Have Specific Requirements 


Taking the simpler improvements possible, which 

mally it o additional cost, we find that too 
nany advée ire hesitant about being specific in 

at they wv Here are some of the requests which 
iblishe1 rily try to fulfill: 

Positior he newspaper. If your products fit in 
vith the n ter found on the woman’s page, or 
sports pa r the business section, ask for that 
position. While the publisher may not guarantee that 
position (for simple makeup reasons), he usually is 
ble and « honor the request 

The kind e of type. Type conveys a mood—a 
etting, and be ise there is such a wide variety of 
type, it is best hoose those which have meaning 
Some _ types te dignity, honesty, or restraint 
Otnel rm sOTTIE are masculine, some feminine 
Heavy and equent advertisers often use the same 
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REPLOGLE 


Globe & Book 


Now 
Nationally Advertised in 
e LiFE @ PARENTS 
PA @ LADIES HOME JOURNAL 


' FIRST 


in promotion of Globes 


*% DISPLAY STANDS 
*% FULL COLOR CIRCULARS 


% MODERN GLOBE BOOKS 
to moke globes useful! exciting! 


REPLOGLE HELPS YOU SELL 





‘= 






WRITE FOR COPY 
REPLOGLE GLOBES, INC. 
325%. WOYNE © CHICAGO 12 













NO PEN AT ANY PRICE 
—WRITES BETTER! 





Exclusive 
MICROGRAPHIC 
POINT 






GUARANTEES is the secret 
SKIPPING of its 
perfection 
N LEAKING 
SMUDGING | petoils 


for only 
ALL-RITE starts /nstantly, 
writes without pressure. 
Instant - drying, permanent 
ink. 10 beautiful colors 
streamlined design 

FREE: 3 Dimensional Display 
for counters, window or wall 
Order from your sup lier or write for 
illustrated catalog and prices .. . Today! 


241 Hudson Street * Hackensack, New Je 
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BANKS ARE REMODELING... 
Sell Em — 4< nggproinT” Perpetual Calendars. . . 


Desk and Counter Pen Sets x 





Other potential customers include Public Utilities, %& Pens may be had either as Fountain Pens or Ball 
Hotels, Savings and Loan Associations, Court Houses, Pens. Ball Pens have non-transferable ink. Extra 
City Halls, ete. Other designs available in Bronze, . : ed : 

large ink capacity. Factory refilling service. 


or Chrome. Single Face or Double Face. 


dw Nuges/rotve Eee TULSA, See us at Booth 48, 
A. OKXLAN OMA NSOEA Convention 
TELEPANONF 2-7IES / S44 SOUTNW ROCKSOAO 


MAKERS OF CHANGEPOINT FOUNTAIN PENS e BALL POINT PENS Serving Banks, Business and Industry 
DESK SETS . COUNTER SETS a PERPETUAL CALENDARS since 1932 






















ghting cee which reduces re- 
fected glare—eliminates eyestrain 


sh won't chip, tarnish or peel. 
Many thousands of EAZY- 
IN Lamps are already in use 
over the country—and the de- 





No. 4153 
EAZY-VISION EXTENSION 
SWING-ARM DESK LAMP 
(Shown extended at left) 








A complete renge of EAZY-VISION Lemps for Scientifically engineered to eliminate eye-strain. Light falls BELOW THE 
the student, for the office stoff, for the EYE LEVEL! Ask for our 1952 Catalogue — circular of EAZY-VISION Lamps 


busi ti d f t- 
ine on cient. . from colonial to modern styles. Retail range: $12.25 - $27.50 


BAINBRIDGE, KIMPTON & HAUPT, Inc., New York 8, N. Y. 
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kind of type in all their ads, so that this type face is 
an identifying factor which distinguishes their firm 
from others 

But heavy, black type, often requested by advertisers, 
is not necessarily effective. It is the contrast with other 
ads which draws attention. To set your ad apart from 
the competition of adjoining display in the publication, 
study the others first. If they are predominantly large 
and black, a smaller ad in their midst can draw atten- 
tion by using light types, with plenty of illuminating 
white space around the copy. It follows that a “heavy” 
ad will stand out among ads of light, or delicate 
typography 


Select Type Faces Carefully 

To start, examine the type faces you see regularly 
appearing in the newspaper serving you. If the type 
appearing in your ad is less interesting or effective 
than other type you know to be available, ask for the 
type. you prefer. Or, if you feel your business would 
benefit by a distinctive type, inquire about the possi- 
bility of getting it. For example, a firm selling office 
supplies may like type which resembles typewriter 
type; a jeweler may want a dignified, feminine face. 
Obviously a publisher couldn’t buy every type face 
his advertisers may want, but his choice of new types 
often is influenced by the desires of his advertisers. 

What to say in the copy. Whether you supply the 
copy, or have it written by the newspaper, remember 
that the most vicious and costly fault is failure to tell 
the complete story. Do not neglect to include such 
items as whether you extend credit, give green stamps, 
have free parking, pick up and deliver. Do you wrap 


items for mailing, accept mail orders, provide “easy 
terms,” or accept telephone orders? These items are 
selling points, and because they take very little space, 
they should become a part of your advertising. 

Just as you provide service to your customers to help 
them get the most out of your products, so does the 


advertising man stand ready to help you in copy writ- 
ing, layout, suggesting the best size or frequency, and 
to provide illustrations. Most papers have a handy 
mat” service which provides illustrations on virtually 
every product and this service is extended without cost 
to the advertise! 

Unimaginative, or outright lazy firms often fall prey 
to the “standing ad,” the ad which doesn’t change from 
issue to issue. Retail copy should be constantly chang- 


ing copy. When you're writing copy, remember how a 
catalog would describe it and you'll not neglect such 
essential facts as sizes, colors, styles, finish, and so 
forth 

Illustratioz In addition to the newspaper’s mat 


service, mentioned above, firms benefit by requesting 
ad mats from the companies manufacturing products 
they sell. Normally it is necessary only to inform the 
manufacturer you wish mats sent for his product, 
and you'll get them without cost 
Publishers Will Co-operate 

Merchants may be surprised to learn that most pub- 
lishers are much more co-operative in giving them the 
kind of advertising (both from typography and copy 


standpoint) than they might expect. In fact, ad men 
find it a pleasant oddity to do business with an ad- 
vertiser who takes a real interest in the appearance 
and effectiveness of his ad. 

Size and shape of ad. When planning your layout, 
remember that size and shape are important. While 
size often i verned by your budget, it should be 
noted that small ads attract attention, and one ad- 
vertising authority has pointed out that from a cost- 


OFFICE APPLIANCES, October, 1952 








THE most complete LINE 


OF SIMPLIFIED BOOKKEEPING 
SYSTEMS AND TAX RECORDS 


The more complete the line the more sales for 

FOR EVERY you. For over a quarter of a century Ideal Sys- 
BUSINESS, tems, by reason of their many exclusive fea- 
SSION tures, have been the largest sellers on the 
pROFE * market. Today, with its enlarged up-to-date 
HOME FARM line, its self-selling displays and attractive 
: NCH packaging, Ideal is certain to boost your sales 

oR RA —the year round. 


RETAIL PRICES 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 


Write today for catalog and select at the N 


Liberal Discounts « Free Delivery 


See the complete Ideal line 
S. @ O. B. A. Convention 


the books best suited for your trade. Booth 137 — Conrad Hilton Hotel 
Immediate Delivery From LOS ANGELES or NEW YORK ond 


Wholesale Stationers In Many Cities 


IDEAL 


manuracruatns ThE IDEAL SYSTEM Company [ssnx\ 


346 SO. FLOWER ST 






Over 25 veers of Netion-Wide te 
LOS ANGELES 13, CALIF 6 CHURCH ST. NEW YORK 6. N 
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IT’S NEW 
Educational 


and 


Entertaining 
CRAM’S 


Deluxe 





ATLAS-GLOBE COMBINATION 


An unusual value—Nothing finer—truly deluxe—Exclusive 
features. Handsome sculptured design art mounting on 
solid walnut box base. Bronze plated figurines and merid- 
. ian. 12 Hand mounted beautiful full colored globe— 
Plain or illuminated. CRAM’S UNRIVALED ATLAS OF THE 
WORLD—64th Edition—Just off the press. Embossed cover 
—400 pages, completely indexed, official 1950 census, 240 
color pages—new Historical Section 

You'll be amazed at its beauty and value 

Send today for Cram’s new Globe Catalog No. 62 


THE GEORGE F. CRAM CO. INC. 


730 E. Washington St. 


“Perfect” 





Indianapolis 7, Ind. 














FOAM RUBBER 
CHAIR CUSHIONS 
— ) IN 


De Luxe 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 





Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. 


“Perfect” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea 
sons, the other side with 
woven fibre for hot weather 

Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move 

Colors: Brown, Green 
Sizes: 17" x 18 5° « 17" 
14'/,"" x 15, 


2 


“Sofiseat” STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
Oe rere: 
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per-reader standpoint, the small ad is the best buy 
Several small ads, in different issues, appear to do a 
better job than one large ad. 

A somewhat elementary starting point in determin- 
ing shape of the ad is to specify a rectangle taller than 
it is wide. Proportions such as 3 to 5 or 5 to 7 are 
better than 1 to 2, or a square (1 to 1). When planning 
large ads, there is little reason for specifying a size 
larger than that necessary to dominate the page. Full- 
page ads may not be the most economical if you can 
get all of your message read in less space 

Special art work. If you’re willing to invest from 
$15 to $25, you can have a completely original and 
personalized signature for your ad, involving both type 
and illustrative material, which becomes your perma- 
nent trademark. This signature, after its initial cost, 
may be used a great many times because it is extremely 
durable. The printer may not be able to design this 
plate in his own plant, but art services for this purpose 
are many. 

Not all good advertising is necessarily display. A 
change of pace is possible by varying from classified, 
to display, to classified display. This makes it possible 
to attract a wider cross-section of readers. Classified 
is particularly suited to services which are a part of 
your business, or to move used products or equipment. 


Advertising Can Make Customers of Prospects 

A complacent, yet often erroneous attitude toward 
advertising is that “everybody knows where my store 
is, and what I handle.” While that may indeed be 
true, it fails to take into consideration that the cus- 
tomer’s reaction all too often is, “Yes, but I don’t see 
any reason for buying there.” Advertising, then, gives 
the customer a reason. 

A successful advertising salesman has observed that 
the firms for which it is most difficult to write good 
copy are those which are frankly not very effective 
businesses to begin with. With just as much convic- 
tion, he has found that enterprising merchants who 
are quick at recognizing other profitable selling plans, 
such as wise buying, sales who employ interesting sell- 
ing plans or displays, are simple to service because 
the ad almost writes itself. It is merely a newsy an- 
nouncement of the latest merchandising trick the 
proprietor has up his sleeve. 

It is the awareness, then, of advertising’s flexibility, 
either in format or copy, which can put a new selling 
quality in the space you buy. And the fact that so 
much advertising is humdrum, static stuff, means that 
a conscious attention to certain minor points will re- 
sult in advertising which really pays 








Metal Specialties Mfg. Co., long 


Build New Factory . 
located at 3200 W. Carroll Ave., Chicago, is erecting a large 
new and modern factory on N. Ave. in Melrose Park, Ill., near 
the plant of the International Harvester Co. The new quarters 
to be occupied early this fall—will provide the company with 
considerably enlarged manufacturing space for its line of Presto 
staplers, paper punches and kindred office specialties 
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2 For price-marking on hard-to-label surfaces .. . 
D)emnioOw PRES-a-ply LABELS 


® Stick instantly — without moistening. 
© Can be removed easily. 










oe More and more retailers are discovering how easy it is to price- 
mated mark with Dennison PRES-a-ply Labels. 








This trend is particularly strong in Jewelry Stores, Gift Shops, 
Hardware Stores, Houseware and Chinaware Departments. 


CREPE PAPER 


Dennison PRES-a-ply Labels meet the requirements of this market 

because: 

@ They stick without moistening — adhere to any hard, smooth 
surface: metal, plastics, wood, china, glass. 











PRES-a-ply pa ; A 2 bls 
LABELS @ They can be removed easily — non-corrosive, non-injurious. 
in @ They have a smooth, white writing surface. 
Sheets 





@ They come in a variety of sizes and shapes. 









These handy labels have hundreds of uses in homes, schools, offices 
and factories —as well as in retail stores. Tell your customers 
about them. 


Stock and display Dennison PRES-a-ply Labels for increased sales. 
















*" TAGS = LABELS + SEALS + REINFORCEMENTS + INDEX TABS + PHOTO CORNERS + STAMP HINGE 


Guy 


EXECUTIVE SERIES 


STEEL DESKS AND TABLES 














Designed to a modern trend in office 
furniture STYLE LINE oadvonces a new 
harmony of distinctive beauty, office 
comfort, convenience, flexibility ond 
lasting service. 

The ‘Executive’ provides large tops 
for adequate work space and all of 
the functional qualities of ‘planned- 
to-serve"’ desk accommodation. 


WRITE FOR COMPLETE DETAILS 


The BENTSON MANUFACTURING COMPANY 


The Line of Most Assistance AURORA, ILLINOIS 
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FAULILESg 


$-O — 


“Slide - Opening’ 


RING BINDER 






$-0 customers sfay sold...they insist 
on S-0...no “pop open” substitute will do! 


@ Rings slide gently apart . . . no snapping open 
— sheets won't jump off the rings. 


@ 300% longer sheet life 
— without reinforcing the holes. 


@ Built-in automatic sheet lifter 


Do your ring binder : . 
— carries the weight over the rings. 


customers know about 
the S-O? Show it to @ 20% greater sheet capacity 


them! Tell them why it's . ons 

— without danger of spilling sheets. 
superior! Build for the 3 P ow 
repeat sales that are 


sure to follow. STATIONERS LOOSE LEAF CO. 


MILWAUKEE 1, 524 N. Broadway — NEW YORK 3, 114-116 E. 13th St. 











FOR PERFORMANCE 


A number of BOSTON KS Pencil Sharpen- 
ers were procured by Tinius Olsen Co. 
from their own source of supply. 


After testing 2170 pencils, the BOSTON 
KS Sharpener had produced 36,890 
pencil points of “4” length and was still 
operative. The cutters, after the endur- 
ance test run, produced pencil points 
suitable for normal writing. 


The test of pencil sharpeners by Tinius 
Olsen Co., Willow Grove, Pa. was de- 
veloped so that you might benefit by 
correct information on pencil sharpener 
service. Have our representatives show 
you the complete details of this pencil 
sharpener test no. 31517. 











BUY BOSTONS .. . SELL BOSTONS 
Backed by a Full Year’s Guarantee. 


E OSTON C. HOWARD HUNT PEN COMPANY 


PENCIL SHARPENERS CAMDEN 1, NEW JERSEY 
Also Manufacturers of Speedball Pens and Products . . . Hunt Pens 


WRITE FOR CATALOG 
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Use and Abuse of Circulars 


By George M. Dodson 


= IF SUPPLIERS COULD make a list of suggestions 
for office appliance dealers to follow, we feel sure that 
close to the top of the list would be this one: “Don’t 
give our circulars the run around!” 

Many suppliers offer circulars, booklets, small cata- 
logs and similar material for distribution to your trade. 
Seldom are you asked to bear more than a fraction 
of the cost: often this valuable kind of selling help 
is yours for the asking. 

But a neat stack of circulars will not do the whole 
job, no matter how colorful and well written they may 
be. Putting them in the hands of the right people at 
the right time is your share of this task. 

If your office appliance store wants to make use of 
printed matter to aid in offsetting the problem of so 
many lines to sell and so little time in which to sell 
them, start with this simple program of circular con- 
trol: 

1. When offered a supply of this material, decide 
what quantity you can use to advantage. Ask for no 
more. To guess at the amount will only waste your 
money if you are sharing the cost. Even if everything 


is sent you strictly no charge, it still isn’t fair to | 


requisition twice as many as you actually will use. 


Pre-determine Distribution Methods 
2. Decide how you will use these printed sales helps. 


Handed to customers? Wrapped in your packages? As | 


an introduction for your salesmen when they call on 
new trade? In your mailing of statements? As a 
special direct mailing piece to your entire list? Know 


in advance what you intend to do so you avoid setting 
the material aside for later consideration—and find- 
ing it months later when its timeliness is gone. 

3. Channel all requests for printed matter of this 
kind through one worker. Let him be responsible for 


such details as deciding on the imprint to be used, 
followups to make sure the circulars are on hand 
when needed, avoiding waste, proper storage and easy 
access to all current material, and frequent checkups 
to determine the results obtained from different meth- 
ods of distribution 

4. Plan your imprint carefully. Then use it on all 
printed matter insofar as possible. You gain consid- 
erable extra value through this constant repetition of 
your office appliance store’s name, address, and slogan 
in exactly the same form on everything you mail or 
hand to your trade 

5. Maintain a simple file card record on all printed 
material. List date and quantity requested, when re- 
ceived, how used, results obtained (not necessarily in 
ictual figures but as good, bad, or indifferent), and 
exact location of any remaining circulars or booklets 
following the initial use. 

6. Don’t give your suppliers’ circulars the run 
around. Treat them with proper respect in the early 
stages, and the final results may be read in your sales 


records 





Harold Dahl to Close Fire-Ravaged Firm 


The Harold E. Dahl Company, Tacoma, Wash., was 
hit by a fire on July 10 which destroyed all of the 


fixtures and most of the stock. 
Harold E. Dahl has informed creditors that he will 
pay them off and will not reopen the store. 
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we STEEL senna CABINETS 


(ADJUSTABLE SHELVES) 





e COMBINATION CABINETS 
For Wardrobe and 
Shelved Storage. 


e WARDROBES 
For Clothing Only. 
Sizes . 
snd” Wrst "eincne te" 
to 24” Deep. 30%2” to 78” 
ma Single or Double f Doors. 
3-Way locking Device. 
e UTILITY RACKS 
No Doors. Adjustable 
Shelves. 12” to 24” Deep. 
30%" to 78” High. 


COLORS 
DuPont Gray or Green Baked 
Lacquer Enameled Finish. 








meal 


STEEL PRODUCTS CORP. 








1112 East Cary St. « Richmond, Va. 
PHONE - 7-6650 


MODEL 297-S 


Write for 





FFICE 


complete information to. 


Welch in vu s: 





Welch successfully combines 
quality materials and know- 
how construction with easy 
pricing, which means a 
ready market in any man’s 
language. That's why you'll 
find Welch office furniture 
the most profitable line you 
can handle. 


SPECIALISTS 
in posture chairs, stools, 
typewriter stands, costumers 


literature and 





“ E 
FURNITURE 
pe Empire Avenue Burbank, Calif. 
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MODERNIZE eG 
YOUR INTERIORS —_— 
At Amazingly Low Cost 


We are as close as your telephone and will make ar- 
rangements for you to see our Beautiful, Comfortable 
furniture while at the convention. 


IMAGINE: Group setting shown above 
including Planter Lamp only $818 tist 


Write for photos, literature and Dealer Discounts. 


Precision Manufacturing Co. 


831 Chicago Ave., Evanston, Ill. 


Telephones 
DAvis 8-4254 
DAvis 8-6892 




















MAYLINE 





MAYLINE 





Outstanding 4-Post Table 


Dealers: Offer your customers this high quality, 
low cost table. Special features are: 


Drop-In Hinge 

Steel End Cleat 

Solid Basswood Top 
Platform Type Footrest 


You can give prompt delivery on any size or 
combination of table. 


BUY THE BEST — BUY MAYLINE 


ENGINEERING MANUFACTURING CO. Fae 


~ 


625 North Commerce St., Sheboygan, Wis. | \(\)\|\\f 


MAYLINE 





INNAVW 
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That Extra Call 


By J. M. Hughes, Jr. 

gw WHAT IS the difference between the successful and 
the unsuccessful salesman? I have been asked this 
question by salesmen, sales managers and other top 
management. 

There are many attributes which the 
salesman must have, a few of the most important ones 
are as follows: 

Education (Basic). 
Health 
Appearance. 
Personality. 
Knowledge. 
Application. 
Understanding. 
Enthusiasm. 
Confidence. 

10. Effort 

1. Education. It is not a necessary requirement that 
every successful salesman have a masters degree or 
a college diploma. Some highly technical sales jobs 
demand such an education but they are the exceptions 
rather than the rule. It is, however, true that the 
salesman with a good educational background has a 
distinct advantage over the lesser educated salesman 
if the other characteristics and attributes of the two 
men are equal. 

Many sales managers insist on a college education 
for all new salesmen so we list this as one of the 
requisites for the successful salesman, although it has 
been my pleasure to know many very successful sales- 
men who have never seen the interior of any college. 

2. Health. It is obvious that the person that is con- 
stantly fighting ill health cannot successfully compete 
with the alert, healthy salesman that is putting all of 
his energy and effort into his work. Selling is not 
half-effort job. Good health is the result of good care 
which the successful salesman gives himself. 

3. Appearance. An attractive face and a well built 
body are desirable assets but not an absolute necessity 
to success. Clean, well-kept clothes and an over-all 
appearance help make the successful salesman 


successful 


Co IO ON 


© 


Develop a Personality 

4. Personality. An intangible attribute or charac- 
teristic but it is that something that makes people 
want to do business with the salesman; an intangible 
magnetic charm that draws people closer to the one 
who is fortunate enough to have it. This is a trait 
which we can all improve through effort and observa- 
tion. 

5. Knowledge. A working knowledge of the product 
being sold. This can be obtained through study of 
the manufacturers’ literature and comparisons with 
competitive products. 

6. Application. Through observation and study of 
user requirements, the correct application of the prod- 
uct can and should be determined. 

7. Understanding. The successful salesman must 
understand his prospect and his customer. He must 
learn to know the problems of the user. He must be 
a good listener and put himself in the other fellow’s 
shoes, because in this way, and only in this way can 
he understand how he can pull an order out of a sale 
that appears to be lost. 

8. Enthusiasm. One of the outstanding characteris- 
tics which most frequently mark the difference be- 
tween the successful salesman and the failure. The 
1952 
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time 
to 
sell 


JOSLIN 
ECLIPSE 


PRECISION TIME STAMP 


with these 4 
star features 


\ 40 Hour Precision Clock 
Movement 


gives 
& Jeweled Clock Movement you sales 
advantages 
4 Patented Universal Joint that boost 
Absorbs Shock volume 
and profits 


4, One year guarantee 


A. D. JOSLIN 
MFG. COMPANY 


MICHIGAN 


Write for information. 


MANISTEE, 












\559-Bo: und 


: ACCOPRESS 


~ BINDERS 


Accopress Binders are the economical loose leaf—or 
permanent—means of binding business papers. Made 
of fine pressboard. Long in life. Low in cost. Stack 
flat. They insure permanent safety for all records— 
letters, orders, contracts, invoices, reports, etc. Choice 
of many styles and sizes. See your Acco catalog. 


ACCO PRODUCTS, Ine. 
Ogdensburg, N. Y. 


In Canada: Lid., Toronto 





icco Canadian Ce., 
























FASTENER 
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"Solved our marking problem!” 
say users everywhere 


“The MULTISTAMP Hand Stamp Stencil Duplicator is the best thing 
we've seen for shipping tag and label eddressing’’ “for marking boxes, 
cartons, packages."’ Quick, clean, accurate, easy-to-use. Prints /000 or more 
clear, sharp copies from one stenc:!..one inking. Just type, write, trace 
or draw on low-cost stencil, snap in position and print .. like using a rubber- 
stamp. Non-mechanical, of non-corrosive metal. No moving parts, has 
replaceable ink pads. 8 complete outfits, $9.50 to $99.50. 


IT PRINTS ON 


POSTCARDS, .SHIPPING TAGS 
CARTONS 













The Standard of 
Bulletin Board 
Quality 


Dav-Son Cork Back Bulletin Boards 
For Pinning Up A nts, 
Photographs, Letters, etc. 





e Indoor and Outdoor Styles 

e Hardwood or Metal Frames 

e With or Without Locking Glass Doors 
e Many Sizes in Stock 












Dav-Son Changeable Letter Direc- 

tories For Lobby, Office or Outdoor 

Use. 

e Wide Variety of Styles and Sizes 

e@ Glass Enclosed Front 

e Hardwood or Metal Frames : 

e Highest Quality Felt Background in 
Choice of Several Colors 

@ Many Letter Styles and Sizes 





Dav-Son Name Piates For 
Desk, Door or Wall Mounting 
e Choice of Matching Wood Bases 


WRITE TODAY FOR FULL e Names May Be Changed at Low Cost 


PARTICULARS AND PRICES 


AG. DAYZHPOR? & SOW. UNC. 

















Poau> ESTABLISHES 1932 
YON 311 N. DESPLAINES ST., CHICAGO 6, ILL. 

















There’s 


EYE APPEAL 
PRICE. APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 


coo 


‘fee 


tt Value 


Tops: 





DES S 
TABLES 


by 


Built sturdy with fine 
lines and of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30” wide 
—18” deep and 72” high 
with four removable 
and adjustable shelves. 
Has a two-way lock and 
all set up ready to go. 

Available in baked 
enamel of olive green, office gray or brown and 
weighs 100 Ibs. 

















Truly merchandise of great quality and priced to Send for Catalog. 
meet market trends. Write 
LEHIGH DESK CO., INC. | 
MIDWEST METAL MANUFACTURING CO. 106 Duane St., New York ©@ Factory: Bethlehem, Pa. | 
eee eceeeanmmamen LOLG Ni. LOGlN eee 4 I ee 














ie 


Fritz-Cross 

















These racks built 
in 36 garment | 
. units... buy as 
Built N many as needed! 








especially 

for the 

Junior A STURDY 

a WARDROBE UNIT 

sized, shipped assembled — electric welded joints 
Serv-Mor has everything .. . it’s neat, 


brute-strong 
and designed 
for masculine 
comfort and 


attractive, strong, spacious, compact! 
Hondies more garments in less space 
for offices, schools, institutions, church- 
es, motels, hotels, club-houses, restau- 
rants, halls. Sold in standard and custom 
sized units, floor models and wall 
models. Wall units can be mounted any 


















pride. eu diiae or ueoeoane wee te 
complete information. 
No. 350XL 
THE FRITZ-CROSS CO. 
300 East Fourth Street APPLIANCE PRODUCTS CO. 


ST. PAUL 1, MINN. 


2034 JENIFER STREET © MADISON 4, WISCONSIN 
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top notch salesman must be an extrovert in every sense 
of the word 

9. Confidence. Without it the salesman is lost. The 
mediocre salesman or the failure hopes he won't lose 
the pending order. The most successful salesman is 
sure he is going to get it and he usually does. 

10. Effort. Here is our last and most important 
requisite to successful salesmanship. I have heard 
people refer to a certain individual as a “Born Sales- 
man.” Maybe the individual referred to apparently 
has all of required characteristics to be a success but 
if he isn’t willing to put forth the required effort—to 
work harder than the other fellow—he is doomed to 
mediocrity or failure. 

Work for the salesman consists of study, thought, 
preparation and calls—direct contact with the people 
who have use for the product to be sold. Invariably, 
the salesman who is always trying to crowd that extra 
call into his day’s work is the fellow that is close to 
the top 


“Extra Calls’ That Paid Off 

Let me cite a few concrete examples of what I 
mean: 

1. Thirty-one years ago, one hot summer evening, 
after covering every office, merchant and other busi- 
ness in a small town in central West Virginia, I saun- 
tered down the three blocks toward the little railroad 
station from which the one train, from noon to the 
next morning, departed. I had had a good day, start- 
ing my calls when the morning train pulled in at 
7 aM. and now it was 6 p.m. I had an hour to rest until 
train time 

On the way down to the station I was attracted by 
the familiar sound of a blacksmith hammering on an 
anvil, so I decided to make one more extra call. It 
seemed a little foolish. What use would a blacksmith 
have for anything I was selling? 

As he hammered away again on an wagon axle, 
which he was forging, he asked me if my company 
made bookkeeping machines and when I answered in 
the affirmative, he told me that the local railroad, of 
which the secretary and treasurer was the local bank 
cashier, was going to buy one. I knew this bank official 
well. It sounded like a good tip until the blacksmith 
casually told me that he was president of the rail- 
road. Believe it or not, he was the president and that 
extra call netted me almost $300 in commissions. 

2. Another time I made that extra cali. My prospect 
was a lumber man who operated a big sawmill on the 
bank of the Ohio river. He was out helping his loggers 
get the big logs chained up in front of the sawmill. 
I stood on the bank and sold him a $500 billing ma- 
chine. He wouldn’t come in to sign the order. 


Sizeable Commission Makes Up for Mud Bath 

The last ferry across the river to take me back to 
catch by train to my headquarters town was waiting. 
I went out the logs to get his signature. Just 
before I got back to the bank I slipped into the muddy 
waters up to my shoulders, but that extra call added 
another $100 to my commission check. 

3. Several years later, one of my salesmen up in 
Ohio, who had been spending two days a month in one 
of the larger towns in his territory, for months, with 
practically no success, stopped in a tiny cross-road 
village late one evening on his way home, to make 
that extra call. He made eight calls. 

It was past midnight when he left the village but 


he had earned more money that night than in six 
months in the town which he had been regularly 
canvassing. Did that extra call pay? 
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‘"'THE MACHINE TO COUNT ON" 
ASK FOR 
BULLETIN 
RO-105 

FEATURING 
THE NEW 
GRAY-TONE 

MODEL 









ADDS « SUBTRACTS « MULTIPLIES 


Dual purpose operating keys—Non-add and electric correction 
keys—No idle strokes—Rubber cushioned mechanism and fast 
unidirectional main shaft for long life, speedy and quiet opera- 
tion—Quick and easy repairs through simplified assembly in 
sections—Rubber roller feet permit moving without lifting. 


Compare Prices and Performance! 


IVAN SORVALL, PRES. 


210 FIFTH AVE., NEW YORK 10, WN. Y. 
VISIT US AT BOOTH NO. 254 NATIONAL BUSINESS SHOW 

Other New and Outstanding Profit Makers Soon 

Available! Dealerships Open—Write for details. 











BEST BUY in Hand Numbering Machines Today! 


o*1 













5 Movements 
5 Wheels 
e e 
Consecutive 318 
Duplicate 
Triplicate UST 
Quadruplicate e 
Repeat Liberal 
Trade 
ALL IN Discounts 
ONE . 
MACHINE 











AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES. BROOKLYN 8, N.Y 
BRANCH—105 WEST MADISON STREET, CHICAGO 2, ILI 
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The 
LONG-LIFE LINE 















A QUALITY 
Utility Typewriter Table 
for schools and institutions 









Excellent workmanship and finish are fea 
tures of this golden oak or imitation walnut 
table. But the main feature is the deep 
non-binding, non-sticking drawer. Table is 
11 x 32x 27H. Packed knocked down, two 
to carton. Also available one to carton at 
slight additional cost 









Send for catalog and price list today! 





The Stempco line includes chair mats, arch 
boards, clip boards, orm rests, blackboards, 
costumers, desk trays and check racks. 






Hin MANUFACTURING CO. 


ROBERTA ST DALLAS, TEXAS 








B 
Buckeye 


CARBON PAPER 





NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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New Subtracting 


Lightning 


PORTABLE 


DESK MODEL 


ADDING 


This is it ! America’s fastest selling Portable Adding 
Machine is better than ever. Now... bovh addition 
and direct subtraction up to 99,999.99 ...as simply 
as dialing a telephone. This newest Lightning with 
One-Stroke Clearance is precision built, fully guar- 
anteed, and every inch a man’s machine. Write for 
full details and a LIFE SIZE COLOR PHOTO. 
IMMEDIATE DELIVERY 


Retails everywhere for $4495 


LIGHTNING ADDING MACHINE CO., INC. 
1260 W. 2nd St., Los Angeles 26, Calif. 

















JOIN THE 
OPPORTUNITY 


Invest in 


U. S. 


SAVINGS 
BONDS 
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SEE 


in Chicago, Oct. 4-8! 





LOOSE LEAF VISIBLI 
RECORDS SIMPLIFIED 
COMPLETE, COMPACT UNITS 
INEXPENSIVE 
EASY TO SELL 


First Time Shown Nationally 


| Exhibit Booth 310 





| Conrad Hilton Hotel 


| RECORDPLATE CO. 


PASADENA 1, CALIF. 


O. Morey Smith, President 





























@ action 


nu mbering 
machine 


Contains)\2 extra move- 
ments for triplicate and 
quedruplicate in addition 
to standard consecutive, 
duplicate and repect 
movements, 5 actions in 
one machine fulfill norma! 
office requirements. 
Foolproof mechanism. 


Deeply engraved cherac- 
ters, lightweight aluminum 
frame, easy-to-grip plastic 

handle. 6 figure wheel 
capacity, Gothic or 
Roman, Prefix letter 
wheels. available. 


5 Year Guarantee. 





WM. A. FORCE 


& COMPANY, INCORPORATED 
rat, ilei. le) SS) | Seema] tele] (04. Baa. Ba @ 


Sales Offices: New York, Chicago, San Francisco, Montrea 


OFFICE APPLIANCES, October, 1952 


the FO RCE 





KOH-I-NOOR 


LEADS & HOLDERS 


2200 Koh-I-Noor Graphite Leads 
17 Degrees of Accurate Grading 


Recognized by Draftemen the World Over 
for Dependable Service 


Packed Six of a Degree 


in a Protective box 
Smoothness, Strength, Uniformity 
combined with long 
lasting qualities 


By 


2200 KOH-I-NOOR 
FLEXICOLOR LEADS 


“The Lead That is Really Flexible” 


UNSURPASSED BREAKING STRENGTH 
SEVEN COLORS AND COMBINATION OF 
RED AND BLUE — RED AND YELLOW 


+ 


All the above leads for use in 
1504, 1511, 5611 or 5612 Holders 


















l‘asteners 


<=> Thumb Tacks 


Large Variety of Sizes and Styles 


Noesting aelatiel-6- QUAIL ITY 


is Of tirst importance 


NOESTING PIN TICKET CO., INC 
728 E. 136th Street New York, N. Y 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°%10” PLATE 













WE WILL BE 
AT THE 


P.1.A. 
CONVENTION 


OCTOBER 12 TO 15 


SEE THE EVA-PRESS 
IN OPERATION 
AT BOOTH 4 


© PLATENS 11x13” 
e INSIDE CHASE 10”%x12” 








FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 














NO 1 POUND 
SPRINGS PRECISION 


POSTAL 
&) SCALE 
‘Ko ae by 
amis” = HAMILTON 
$595, 


“ 4 
$6.50 West of Rockies 


[snk 





5%" HIGH 


For August delivery, HAMILTON offers this new 
BALANCE WEIGHT, 1 pound scale with outstanding 
new features. Built of polished Stainless and Alumi- 
num, it is individually tested—highly accurate. 
Vinylite Dial with full Postal Rates is instantly de- 
tachable for replacement . . . 

No Screws—No Studs—No Rivets 
Stainless stabilizer on base permits leveling with 
full width support. Display this new, fully guaranteed 
HAMILTON, Model No. 16. It will move fast. 
Standard discounts. Order today. 


HAMILTON SPECIALTIES, INC. 


5 WATSON ST., BOSTON 18, MASS. 
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¥ ear after year, for the 
past 33 years, it has been 
our privilege to be consid- 
ered No. | on the Dealer’s List 
Parade for rough and rebuilt 
office machines. 

Only because of you could this 
gratifying record have been estab- 
lished. It’s a position that we strive 
to maintain through our recognized 
policy of offering the finest rough and 
rebuilt office machines . . . at down-to-earth 
prices. 








# 


Whatever your requirements may be in Add- 
ing, Bookkeeping, Billing, Calculating and 
Addressograph machines . . . you're sure to find 
the model you need from our stock of thousands 
of office machines, in our modern, spacious 
building. 


Write for Dealer Price List No. 10 


bead F-Vale) F Uae) dala 3 APPLIANCES, Inc. 
326 Broadway, New York 7, N. Y. + HA 2-6700 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots corry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y. 
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They Wanted to be Thanked 


By Albert Morse 


mw SUPPOSE, MR. MERCHANT, that you are on a 
shopping tour and just as you reach the door of the 
store which you intend to enter, a nice looking lady 
comes up. I know that you will open the door for the 
woman, and then with your best smile and manner in- 
dicate that she should enter first. 

Now, let us also suppose that she just looks indif- 
ferently at you, step inside while you hold the door 
open, and doesn’t even say “thank you.” How are you 
going to feel? Unless you have a pretty thick skin, 
you are going to be just a little bit miffed. 

In fact, you might even boil a little with anger at 
such callous treatment of your courtesy. You didn’t 
want the lady to be gushy or anything of the sort. You 
just wanted her to say “thank you,” that magic phrase 
which gives like extra flavor and meaning. Each time 
you meet that lady after such an episode you are going 
to remember that she forgot to say “thank you” when 
you held a door open for her. 


Say “Thank You” to Every Customer 


Let’s forget that lady. Maybe she isn’t worthy of the 
term. But how about the customers who enter retail 
stores every day—yours and others? Are they THANKED 
for their purchases, small as well as large? If they 
aren’t some of them may feel as hurt as you did, 
when you didn’t get a thank you for holding that door 
open. 

LET US FACE FACTS. THOUSANDS OF CUS- 
TOMERS ARE NOT THANKED FOR THEIR PUR- 
CHASES DAY AFTER DAY IN RETAIL STORES. If 
they had been THANKED, they might be more 
friendly, more inclined to come back again and buy. 
Therefore it is good business to thank people for their 
purchases. 

In addition to thanking the person who makes a 
cash purchase in the store, there is also another time 
to thank a customer. That is when he pays a bill by 
mail. 

A thank you at such a time makes a customer feel 
that his business is appreciated. It is the sort of thing 
which will bring him back again. And yet many re- 
ceipted bills are sent back to a customer merely 
marked “PAID” and with the payment date given. 

Of course there are firms which have a “PAID 
THANK YOU” rubber stamp which they use, in order 
to get the “thank you” idea across. But if someone 
in the office writes “Thank You” in longhand on a 
cold, typed bill and initials the “thank you” the cus- 
tomer is going to notice it, appreciate it and think 
about this act of courtesy. He can picture someone 
writing that, someone who wants his business. 

But, sure as the deuce, the customer is not going 
to have any such feelings about a receipted bill marked 
“PAID.” 


Message of Thanks on Statements 


For the merchant who has 25, 50 or 100 statements 
which are paid monthly, surely, it is not too great a 
task to use this personal “thank you.” It can be one 
of the best advertising and good will building ideas 
which he has. It is worthy of deepest consideration. 

There are some firms who think that the “thank 
you” angle is so important that they send a special 
“thank you” letter for each payment. If the person 
who pays by mail gets such a letter, even if it is a 
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A big sales promotion in the past, a 
bigger promotion in ‘52. What would be 
finer than a Safeguard system of check 
protection? Now is the time to consider 
this worthy gift. Models H, K, and 
Voucher checkwriter machines are avail 
able in special Christmas packages. Inquire 


today 


SAFEGUARD CORP. 
LANSDALE, PA. 


OVERSEAS DIST. — SAFEGUARD INTERNATIONAL 3312 LANCASTER AVE. — PHILA. 4, PA. 




















De Luxe Quality BRIEF CASES 


BRIEF 
BAGS 


PORT- 
FOLIOS 


CATA- 
LOG 
CASES 





No. 50 Brief Case 


Leather: Genuine Finest top-grain 5 to 6 oz. cowhide 

Colors: Suntan or Ginger 

Zipper: Three way 

Handles: Disappearing, solid leather 

Edges: French throughout, special stain and shellac 

Bottom: Squared. Reinforced with 24%” heavy top-grain cowhide 
leather inside center-bar 

Lining: Wear and weather resistant, throughout 


Pockets: Three large, two small top-grain cowhide leather 
pockets, and three deep envelope pockets. Leather pencil 


holder. 
Conatruction;: Full size, sturdy, custom built 
OO ei _...$38.00 With 3-Ring Binder in sizes 
” 1”, 1%", or 2” 
17 coce ~<<=* ....$41.00 16” a $42.00 
18” ee “<=* $46.00 Fad Sarees $45.00 
18” -ooverenaee $50.00 


Bristol 


385 Herrison Avenve 


MANUFACTURING COMPANY 
Boston, Massachusetts 
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Rest-A-Phone 


UNIVERSAL MODEL 
TELEPHONE REST 





The new features include: 


(1) New universal model fits E-1, F-1, and G-1 handset (Western 
Electric Equipment). (2) Completely new gray ribbed rubber applied 
with new clear cement that will not soil clothing. (3) Patented 3 
point suspension makes Rest-A-Phone a true telephone rest and not 
just a hook. (4) Molded in one piece of light, tough, tenite plastic 
to eliminate weight and loosening nuts, bolts, and screws. (5) Spring 
clip gives 5 second installation with complete ease of adjustment. (6 
Has 7 degree slope on cradle to offset slope of average shoulder 
and to increase wedging effect on shoulder for greater stability. 
(7) Individually packaged in beautiful acetate-topped gift box with 
attractive instruction sheet. (8) Guaranteed unconditionally for 5 
yeors against defects in material and workmanship. (9) It's a nat 
ural for a Christmas gift. A trial order today will prove profitable 


SEE OUR DISPLAY 
BOOTH 311, N. S. 0. E. A., CHICAGO, ILLINOIS 
Exclusively Patented & Manufactured by: 


Rest-A-Phone Co. 





X 


P.O. BOX 8788 PORTLAND 7, ORE. 














no. 60 





Sell the PERSONAL FILE CHEST 
.. - at's a@""GOODFREND”’ 


For top quality and value it’s the No. 60 





% Spill Proof lock ... Snaps * 22 Gauge Steel 
shut when cover is closed, * Full Piano Hinge 
prevents contents from spill & ltadivideal Cartons 
ing. 6 per shipping 

*%& Chrome Handle and lock. carton. 


» ® write for literature 


GOODFREND METAL PRODUCTS 


1019 EAST 75TH STREET CHICAGO 19, ILLINOIS 
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printed or duplicated form, he is pleased because he 
has been thanked. 

Is this going too far to appreciate the customer's 
business? I know one retail store owner who person- 
ally writes a different, thank you letter each month 
and has his stenographer type one with each paid 
receipt. The letters are short, but friendly and appre- 
ciative. 

The owner signs all these letters personally, and 
he says that this letter of appreciation has resulted 
in more repeat ldyal customers for his store than any 
other thing he can think of. 

“No one is forgotten, even the smallest account, and 
it makes friends,’ the merchant declares. “In fact we 
welcome the opportunity to thank people for buying 
our merchandise and paying for it.” 


Cultivate Old Customers, Too 


When one stops to consider that merchants spend 
a great deal of money each year on various forms of 
advertising and sales production to get new customers 
and are very careful of ad layouts and copy directed 
at new customers, one often wonders why the same 
care is not directed toward keeping the business of 
old customers. 

The personal or written thank you is the least costly 
of advertising and trade-building ideas, and yet it is 
so fundamentally simple that many merchants appear 
to forget it. 

Any customer likes to be thanked. He may not 
show it, if you fail to thank him for a purchase, but 
he’ll remember the failure. And when someone else 
lures him to his store, he’ll excuse his straying by say- 
ing, “Oh, Bill doesn’t care much for my business any- 
way. He never thanks me when I buy anything there, 
or pay my bill.” 

Little things can grow into big things. Many a big 
business has been built on a smile, a willingness to 
serve and a heartfelt “thank you” to all customers. 
It’s a simple, valuable little formula that rarely can 
be overworked. 





Store Manager Opens Own Business 
John P. Nix, formerly manager of the Valley Type- 
writer Company, Merced, Calif., has recently estab- 





John P. Nix Works at His Desk 


lished his own office equipment business. With the title 
of Merced Office Equipment Company, it is located at 
319 17th St., Merced 





Hillside Metal Moves Plant 


The Hillside Metal Products, Inc., has announced 
the opening of its new plant at 262-270 Passaic St., 
Newark 4, N. J. The telephone number is Humboldt 
3-1111. The company was formerly located at Rich- 
mond Hill. 

1952 


OFFICE APPLIANCES, October, 








New 


four-way 
chair 


@ TURN A CORNER 
@ UNE THEM UP 


@ USE THEM SINGLY 
WITH ONE ARM 
AND END TABLE 


@ AS A SINGLE EXTRA 
CHAIR 





These modern chairs are manufactured 
with your individual taste in mind, and 
can be ordered with or without arms 


Colors: or with right or left arms, FOUR 


= eA eS 27 & 
What's the sings ee 
SG? 


<a Re 2 
he eagnk 
‘an this meine 
question point 
the way to 
greater 


STARK 
CALENDAR 


sales in 1953 







@ BROWN 
@ GREEN 
@ CHARTREUSE 


different ways to select them. Up- 
holstered in durable Duran, frame is 
hard wood, legs are finished in blonde 


A quality line of stands and pads featuring all 





oak, 


chair fully padded with NO-SAG 





© RED spring seat. Especially adapted to 
reception rooms and offices. 


@ GREY 


Lad $22.70, $2.00 additional each 
arm, less usual dealer's discount, packed 
two to a carton, f.c.b. our factory. 





. write today 


MANUFACTURING CO. 


FULTON, MO. 








3 LINES 


INTO 


3 MARKETS 





You have three opportunities to make the sale with 
this balanced line of carbon paper and inked rib- 
bons... one of these recognized brands is just right 
for each re quirement and for each budget. 


lf Oe oe A Lee ee 


NEW YORK 10,N.Y 


315 FOURTH AVENUE 
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popular styles and sizes. write or 
Calendar pads are lithographed—on high-grade phone for 

bond poper with the date in red and the monthly 

calendar in black complete 


Fast, 2-color lithograph printing enables us to details 
give you the best in quality and prompt service. 


“In Calendars the Quality Mark is Stark” 


GTARK CALENDARS ecorporated 


100-112 BISSELL ST. - PHONE 755/ + JOLIET, ILL 
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1-HOLE 
PAPER 
PUNCH 


By the makers of the 
popular CLIX three- 
hole ring binder 
punch, 









The personal paper punch for individuals, home, 
office and industry. Light pressure of thumb punches 
clean 14” hole instantly in paper, light cardboard, 
etc. Ideal for punching tickets, tags, restaurant 
checks. Slips handily into pocket, brief case, desk 
drawer. Precision construction, sturdy, trouble-free. 
24 in counter display carton. 50 cents list. 


Order from your Wholesaler 


MODEL 100 








CARBON PAPER 


FOR UNIVERSAL USE 


This multi-purpose carbon 
paper is not limited ex- 
clusively to use in type- 
writers. Can be used 
equally well in billing or 
other electrical and me- 
chanical office machines, 
wherever clear, sharp, 


completely legible copies Pe, “Aj 


are required. 








SAVES MONEY —eoch sheet lasts longer, makes 


more copies, costs less in the 
long run 


CONVENIENT —removes necessity for special car- 


bon for each separate purpose 


—because it won't smudge, tree, 
curl or wrinkle and is corner cut, 
girls can work faster, turn out 
more work. 


CLEAN 


Enthusiasm for our product prompts us to want to prove what we 
say. Write for free samples today. Discover for yourself a new 
avenue to increased sales and profits. 


PHILLIPS 


PROCESS CO INC 
mill STREE cucanrernt 

; wooo stan? 
aos 
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... Punches \%" hole, 
\%" from binding edge. 
NEW ENGLAND PAPER PUNCH CO. hit 
NATICK, MASSACHUSETTS U [Parte PUNCH] 
WESTERN REP.—HARRY HENKEL ASSOC. 439 ELUS ST. SAN FRANCISCO 2 



















NEW ix ALUMINUM ! 
CORNER WALL COSTUMER 


© Fits any Corner 

* Has the same capacity as 
a regular costumer (4) 
generous hat and coat 
hooks 

* Utilizes unused Corners 

¢© Sturdy—Attractive 

* Satin Finish 


* Packed two to a carton 





No. 62 


UMBRELLA 
STAND 


* 12 Umbrella Capacity 
Round Edged Compart- 
ments that will not tear 
fabric 


* Cannot Tip 


* Luxurious Quality 
and Permanence 


* Satin Finish 
Packed One to a Carton 


BILTWELL PRODUCTS CO. 


STATE HIGHWAY NO. 29 UNION, N. J. 


UNIONVILLE 2-5577 


ITS 











Uncle Sam Says 





JOIN TODAY. 
fe SECURITY | 








If it’s money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 
life. Save the simple, trouble-free 
way—with U. 8. Savings Bonds. 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 
a-Month Plan where you bank, is a 
sure cure for the between pay day 
“*theebie-jeebies.”” And—your money 
GROWS—#4 for every $3 you i» 
vest, in ten short 

0.8. Treasury Department 
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(CLIP THIS ENTIRE AD AND MAIL IT) 


So easy to sell with this story to tell . . 


NO INCREASE 














ARCO: ( ) RUSH ___. LBS. NEW OPEN RING BANDS 
( ) RUSH SAMPLES, PRICES 
FIRM NAME 
YOUR NAME 
CITY STATE 
ALLIANCE | 
RUBBER CO. - 
| ALLIANCE / op SLIDELL 
L OHIO / LOUISIANA 
a e@ eae esa mame wees ese 
Representing Lines of Office Equipment s 
Exclusively! - 
J.R.GELLE Riel 
. . 1 


ssanessaneesOtters. eeg 
VALUES WITHOUT PRICE COMPETITION! : 


é selected factory lines, 











complete STEEL ASSORTING RACKS 


dealer . 





TYPE & AUXILIARY TABLES 


confidence. F wooo costumes | 
<> 






For complete details. write today for catalog and price list. 


: R. GELLER Direct Foctory Agents 





‘ 
NS TS a 


N.S.0.E.A. SHOW—VISIT BOOTHS 305-306 











The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no stains. 

@ INK-OUT makes anent eradica- 
tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


CARDINELL CORPORATION 


MONTCLAIR. NEW JERSE 
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NEW “OPEN-RING” ROUND RUBBER BANDS - 


EASIER TO PICK UP, FASTER TO USE, STRONGER ALL AROUND, PURE CRUDE RUBBER! 
. and a steady, repeat profit maker. 


IN PRICES WHATEVER 
SEND YOUR ORDER NOW, THIS HANDY WAY: 

















EVERY dealer is 
cordially invited to 


see our revolutionary 
NEW FLOOR MODEL 


ROTARY CARD FILE 


at its first public showing! 


Distributed through dealers only and priced 
at half what you would expect. 


ROOM 560a 
N.S.0.E.A. CONVENTION 


Arnold Neustadter * Martin Glaubinger 
Bert Gordon ¢« Al Marsh *¢ Sid Howard 


Bob Smith * Clint Martin * Vic Hall * Jack Autry 


Zephyr American Corp. 


NEW YORK CITY 













manufacturers of 


BINDERS 


... @ complete line of POST & RING BINDERS 
.. better than ever at LOWER PRICES! 


Be sure to visit us when in Chicago 
for the NSOEA Convention. 


Send for Catalog 152 
ACE LOOSE LEAF 


BINDERY COMPANY 
45 S. WELLS ST., CHICAGO 6 
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. @ ideo! f 
3? : AF nny . - Raise the headpiece to any desired 

© OFFICES iti 

f > —- em position . . . it will automatically stay at 

: © HOTELS that position . . . To release the ““Magic- 
© GAME ROOMS a a 
© DENS Hold,” raise the headpiece all the way. 
eNIGHT CLUBS “A ae : 
© tenemnenas It can then be lowered to the “‘flat’’ posi- 
® pocTors tion. Available in the finest plastic mate- 
e GYMS 


© INSTITUTIONS rials in a wide variety of colors. Show 
Leisurest for extra sales!!! 
WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 








” nt ate MECHANICAL 
PENCIL LEAD POINTER 


Traveling 


DEALER REPRESENTATIVE 


We have openings in our dealer sales department 
for ambitious, aggressive men. Preference will be 
given to men who have experience in either the 
visible record equipment field or contacting dealers 
or both. Compensation commensurate with results. 
Write fully for personal interview, giving details or 
experience and qualifications, enclose a recent 


snapshot. 
Wm. St. John 
General Sales Manager 
Acme Visible Records Inc. 
Crozet, Virginia 








FOR DRAFTSMEN, ENGINEERS, 

ARTISTS, ACCOUNTANTS 

Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


ELWARD MANUFACTURING CO. 











~ 
y ea, 557 Paw Paw Avenue, Benton Harbor, Michigan 


WANTIED [e.tratones) | 


AGENTS whether for pleasure, on private busi- 


ness or government service, 
Who Call on Financial Institutions 


BEACH’S 
To SELL A Complete Line of: 




















“Common Sense” 
Expense Books and Sheets 



























































PASSBOOKS 
are best for keeping track of expense. 
POCKET CHECK COVERS There is a Personal Expense Book, too, 
. for records at home. 
write to— COIN SAVERS 
AMERICAN PASSBOOK CO. Beach Publishing Co. 
Ontario Building Cleveland 13, Ohio 7338 Woodward Ave., Detroit 2, Mich. | 
White I —— MODERN | 
; oa }' BAIL 
keeps in step . P FOR 
a d eee ' a ‘ 
with dealers’ needs = a aa ee OLDER UNDER ' 
eplaces old paper fingers and rod WOOD 
INSTALLED IN 5 MIN. 
Wn. n you need the kind ALL SIZES UP TO 18” TYPEWRITERS 
of service that builds up COSTS LITTLE—MAKES OLD UNDERWOODS WORTH MORE 
omgentthop-necumceys Te seaglicadl cunt Ti a ae eee ' 
Write right behind vou. We Also oer. - f 
cooperate with dealers all MADDOX NEVER-STICK BAIL ROLLS 
the way down the line onother fast selling item for all typewriters. They never 
Va) stick s —— paper. They come ossembled. Easy to . 
insta n't t. Core and rubber If locking. 
CARBON PAPER TYPEWRITER RIBBONS ” Saves mechonic’s time. Cuts repair bills. Order or get 
.. TYP-ROL Type Cleaner and Roll Finisher Seeaen a8 Diets pret meng Ben 
write WESTERN PATENT ACCESSORIES CO. ( 
incorporated 420 Lexington Avenue, New York 17, N.Y 6611 SUNSET BLVD LOS ANGELES 28, CALIF 
Factory: Bridgepert, Conn Also distributed by Ames Supply Co 
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MARKWELL 


THE WORLD'S MOST POPULAR STAPLING MACHINES 


r baad. STARS, 





-STAPLERS 
IN MANY LOCALITIES 2 OUT OF EVERY 
3 STAPLERS IN USE ARE MARKWELLS 






PLEASE WRITE FOR 
DEALER DISCOUNTS AND CATALOGUE 


MARK WELL MFG. CO. 


200 HUDSON STREET, NEW YORK, N. Y. 


te RUBBER Aamo 
PAPER CEMENT 
A Real Adhesive 
AND rergrwse 
gta used 


ing pur 
1 not curl 











-_p pee eee heehee eee eee eee eee ees 


MR. DEALER .. . 
DON’T LOSE THOSE ORDERS 
NEEDLESSLY! 


IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 
IMMEDIATE SHIPMENTS 
Write or call for complete information, 
prices and dealer discounts 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
74 Broad St., New York 4, N. Y. BOling Green 9-8231 
WA MIAMI, FLORIDA—NEW YORK, N. Y.LOS ANGELES, CALIF. 






























SPRINGS ARE THE IDEAL CUSHIONING AGENT 


MASTER 
SPRING-CUSHION 
SPEED KEYS 


provide such a cushion for a 
typist’'s busy fingertips! 
Every typewriter, bookkeep- 
ing and billing machine oper- 
ator needs them 


Become SPRING-CUSHION 
key conscious. ORDER MAS- 
TER SPEED KEYS TODAY! 


SPEED KEY CORPORATION 


268 Q CHAUNCEY STREET BROOKLYN 33, NEW YORK 











Receipt Books 


N\., for the trade 

7 ™ LOWER PRICES 
pe cme earn you a 
aN —~ _ better profit 


500 Receipts and 
500 Duplicates 


write for catalog 


Duplicate Receipt Book Co. 
Box 842, Birmingham 1, Alabama 
Jobbers, Brokers Wanted ame coe 


geaiers only 











SECURITY 
BRAND 
Moss complete une of 


luxe All ther 
well as Canvas 
Leather trim, 


ustrated price circu- 
lar, write: 





CANVAS PRODUCTS 
corP. 


co 
Cor. marquette, Ny 
McWilliams . 
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Nate) Maid tale 
WORKS CO. °3i'5" 











The NEW 





Gay RIGHT 


(line-by-line) 
COPYHOLDER 


Dealers prefer it .. . 
because it's repair-proof, 
no service involved—cus- 
tomer can set it up him- 
self. 


Ask about our Fall "Ex- 
tra Profit Package Deal.” 


COPY RIGHT MFG. CORP. 
53 Park Place, Dept. D-22 
New York 7, N. Y. 


Canadian Agents 
UNDERWOOD Ltd. Toronto |. 
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Ever popular, EXECUTIVE WOOD GRAINS 
are faithful lithographic reproductions of 
beautiful Mahogany or Walnut on sturdy 
steel. 


Steady year ‘round profit makers . . . also 
come in best selling Olive Green and Pear| 
Gray. Write for complete information, 
prices on all Ohio Baskets. 

NO. 26-0 (26 Qt.) MAHOGANY OR WALNUT. 
1412” high, 13” top dia. Also made in Olive Green 


or Pearl Gray. 
NO. 16-0 (16 Qt.) MADE IN WALNUT ONLY. 
112” high, 1112” top dia. Also made in Olive Green. 







WASTE BASKETS 


Have you seen the Deluxe SOLID ALUMINUM BOTTOM Basket? True LONG LIFE appeal for homes, 
offices, institutions, hospitals, doctors, dentists, public places. 


ane THE OHIO CAN & CROWN CO. MASSILLON 7, OHIO 


TYPE CLEANING MADE EASIER  @eean EDIATE 
CHAIRS T3N RY; 


NO. 26-0 








with the amazing 
























































































# g 
TABLET ARM CHAIRS 
a wiae vi HAIRS 
AUDITORIUM UNITS Write us when you 
have inquiries 
from churches, 
Typists and business CLEANS echaate, Bates, ott. 
machine operators want 7, aero STEEL or WOOD 
* . niin acnines 
Norta Plastic Type Cleaner . Adding Machines FOLDING — NON-FOLDING. 
“W's @asy to Use—no mess * Addressing Plates Save time! State type and 
—no liquids to spill. * Marking Devices, ete. quantity under consideration. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 
Free sample sent upon request...write to ADIRONDACK CHAIR CO. 
NORTA DISTRIBUTING COMPANY Dept. G-22, 1140 Broadway (Wr. 27th St.) N. Y. 1, N.Y. 
1165 Broadway, New York 1, N. Y. Oe A a eo a ae oo a heh bho aa 
Announcing the new . . 
THE Best ONLY KING 
e If you want the best in JUNIOR EXECUTIVE 
Business Card Stock and Another KING sales leader . . . 
Cases, remember we are here's a chair that combines 
the originators of the Scored every desirable feature de- 
manded by your customers 
Card and have been supply- Business-wise executives will be 
ing the trade since 1902. everlastingly sold on the luxuri- 
ous comfort it provides, the 
@ Carried by the following pa- beauty it adds and the quality 
per merchants: Detroit, Senaien-Biliten Poser it refletts and KING chairs 
New York City, Allan & Gray Co rd are realistically priced to fit 
Co Peburen. Chatfield & Woods cg Brand Rapids, Carpenter Paper every office budget. 
Cincinnati, The Chatfeld Pa- Houston, L. 8. Bosworth Co Write Today for New King 
per Co. Ine Literature and Prices 
Samples on request. K i ae G 
. . 
The John B. Wiggins Company . ; POSTURE CHAIR COMPANY 
634 S. Federal St > Chicago 5. Iii Custom Junior Executive 953 So. Raymond Ave 
J ’ ag . ° Model 322-AK Pasadena 2, Calif 
at BAUE, adjustalle 
NY STEELS SIGNS OF ALL KINDS 
Plastic * Walnut °* Bronze °* Brass * Aluminum 
“TWIN-POST” FEATURE HELPS YOU SELL Coe mane 
Stronger, more rigid at the corners, Neubauer : 
~ ry its io , “Ve ing stay ; re ; 
Shelving fits tightly . . . everything stays in PAULINE L. DUKES 
line. It’s adaptable to most shelving needs. 18 
and 20 gauge shelves in 25 sizes . - 16 ga [ : = we 
posts from 6 to 10°. Smooth, beautiful Airline 4 beautifully grained walnut plate. Only one of many series 
Grey or Olive Green baked-on enamel finish is from which to choose. Distinctive furnishings require distinctive 
: nue : , name plates that match or blend. We cater to rated dealers who 
standard. Built to last, priced to sell kyle. a demand the very best available desk name plates, door plates, 
wonderful repeat order builder. Free Estimates office identification signs, directional signs, plaques, recognition 
7e’ » . . : Pee baie awards, war memorials, honor rolls, etc. Kutch ““Kwality” prod- 
. we'll quote through you Write today ucts speak for themselves and must be seen to be appreciated. 
Ask about our Gym Basket Racks “Plaques & Plates for all Purposes & Purses” 
18229 W. McNichols Rd. 
[EVBAUER MEC. CO. Walter E. KUTCH co.’ betroit't9, mich. 
N Plat ialists Si 1942) 
2017 Central Ave. Minneapolis 18, Minn. (Name Wate Specietiets Since 
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Would YOU like to be 


the most TALKED-ABOUT 
OFFICE EQUIPMENT DEALER 


in the country? 


— 





RETAILING’S MOST COVETED AWARD! 
WILL ONE OF THEM BE YOURS? 





SIM ANNUAL RETANL AWARHS 
over Te 
youn STORE 


ha Ves ae 


as 
, y eae Sl 
a) Baan NAME RETAILER oF THE YEAR 

\ / 


Fon 1952 












BAAND NAMES DAY 


AT NEW Vom CITY 








H... is a sure-fire way to cash in on the out- 
standing job you’re doing in promoting manu- 
facturers’ brands to the public. A way that can 
mean: 1) NEW PRESTIGE WITH YOUR 
CUSTOMERS; 2) A_ REPUTATION WITH 
SUPPLIERS AS ONE OF THE BEST DEAL- 
ERS ON THEIR BOOKS; and 3) NATIONAL 














PUBLICITY. 





Enter your firm now for one of Brand Names 
Foundation’s 5th annual “Brand Name 
Retailer-of-the- Year” awards to be presented in 
the presence of more than 2.000 civic and busi- 
ness leaders at the Waldorf-Astoria on BRAND 
NAMES DAY—1953. 

A “Brand Name Retailer-of-the- Year” plaque 
and up to 4 “Certificates of Distinction” will 
go to 5 top winners in your field and in each of 
21 other categories. 110 AWARDS IN ALL! 

Big city, small town... size of your firm 
makes no difference. It’s what you do in °52 to 
tell the brand story to your customers and 


employees that counts... not what you spend! 


OFFICE APPLIANCES, October, 1952 


AMONG LAST YEAR’S TOP WINNERS 


“Brand Name Retailer-of-the-Year”’ 


STEWART OFFICE SUPPLY COMPANY 
Dallas, Texas 


“Certificates of Distinction” 
THE HOWARD CO. 
Midland, Texas 
IVAN ALLEN-MARSHALL CO. 
Atlanta, Georgia 
THE DIEHL OFFICE EQUIPMENT CO. 
Columbus, Ohio 


BELCHER & SCHACHT 
Long Beach, California 











There’s no cost or obligation. Just mail the 
coupon below for a kit containing full details, 
an official entry blank and samples from the 


presentations of last year’s winners. 


BRAND NAMES FOUNDATION, INCORPORATED 
37 West 57th Street 
New York 19, N. Y. 


Our firm would like to enter the competition for the 
“Brand Name Retailer-of-the-Year” awards. Please send 
a kit containing complete details and entry blank to: 


Name 
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Evory office needs cmart Evecutives lito thee! 





New executive chairs by EG 


metal furniture since '97 


More beautiful than ever in hand-finished Royal Satin Chrome or 


Plastelle Enamel...More dutiful than ever in sturdy square tubing 


We believe our new Executive series sets a oven-baked enamel gives a rich, enduring fin- 
standard for quality never before achieved in ish in a wide choice of decorator colors. And, 
office furniture styling. Royal Satin Chrome, a as with all Royal chairs, these are made to 
new triumph of the polisher’s art, accents the combine proper posture with wonderful com- 
trim strength of the square tube design with fort. Side and arm chairs to match every execu- 
the subtle tone of sleek, heavy satin. Plastelle tive chair design. Write today for free catalog! 


ROYAL METAL MANUFACTURING COMPANY 


175 NORTH MICHIGAN AVE., DEPT. 60 ° CHICAGO 1 


New York « Los Angeles « Michigan City, Indiana « Warren, Pa. « Galt, Ontario 





poe FACTURING CO: 
Royal—your only single source ROYAL METAL goign 60, CHICAGO | 
for every need in business | 175 N. MICHIGAN sane 


and professional furniture 


nd me a free copy 


ew office furniture catalog. \ 


Please s¢ 
of your © 





Address 
Zone State 
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wees 
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The Spirit Duplicator 
that fills the bill. 










Priced right to produce 


volume sales! 


See it at f 
mm 6s Booths 36-37 — oo oe 


Buy Heyer—famous in duplicating for 50 years 


The BIG NSOEA 
_ OD see. 


Eastern Office Western Office Canodion Distributors 
17 East 17th Street 2610 Sunset Bivd. The Brown Bros. Ltd., 
New York 3,N.Y. Los Angeles 26, Calif. Montrealk—TORONTO 
Vancouver 








(j. 





...ON Ribbons 


Here’s a distinctive ribbon that makes a 
good impression on any letterhead . . . and 
on every customer. This Underwood 
Corporation Gold Box Ribbon is pure 
silk for extra-long service and uniform 





ink distribution. 


...0n Carbon Paper 


Typists get clean, strong carbon copies with 





Underwood Corporation Distinctive ‘‘Non-Curling”’ 
Carbon Papers . . . no wonder they always come 
back for more. Treated with a special plastic, 

they transfer type impact faithfully, and give up to 
50°, longer wear. 





offer Distinctive Service 


\ You'll have this Distinctive pair on hand to greet you at 
Underwood Corporation, Booth 130, Main Exhibit Hall, 
Conrad Hilton Hotel, Chicago... October 4 to 8. Meantime, for 
prices and data, phone your nearest Underwood Corporation office! 






SOS 


One Park Avenue 


Underwood Corporatio: Seeges 


Burlington, N. J. 
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